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Manufacturers  and   Importers 
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MONTREAL 
NEW    YORK 
ZURICH 
LYONS 


WE  beg  to  announce  that  we  are 
now  occupying  greatly  enlarged 
premises,  enabling  us  to  carry  enor- 
mous stocks. 

Our  lines  of  staples  in  Dress  Silks  and 
Lining  Silks,  as  well  as  our  large  range 
of  Novelties,  are  complete  in  every 
detail.  We  are  thus  able  to  meet  all 
requirements. 

It  also  gives  us  pleasure  to  announce 
that  we  will  shortly  occupy  larger 
premises  in  Montreal,  thereby  adding 
to  our  facilities    of    handling    the  trade. 


(Empire  putlbmg 
Toronto 


At  JStcfjola*  putlbtng 
fflontvtal 
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Greenshields'  Cottons 

VALUES  FOR  WISE  BUYERS 
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You're  Scheduled  for  Bigger  Cotton 

Business  Than  Ever  if   You   Stock 

Greenshields'  1913  Values 

With  an  unprecedented  range  of  cotton  values  we  are  prepared 
to  offer  the  trade  cottons  that  cannot  help  but  bring  success  to 
to  your  department. 

Greenshields'  famous  case  lot  plan  gives  the  merchant  the 
advantage  of  having  his  trade  mark  stamped  on  every  piece  of 
goods.  This  adds  prestige  to  your  store  and  is  a  point  in  your 
advertising  which  you  cannot  afford  to  miss. 

We  are  showing  special  values  in  Canadian  and  Scotch  Dress 
Ginghams,  Chambrays,  Stripes  and  Fancy  Check,  and  Apron 
Ginghams-  Shirtings,  Oxfords,  Rock  Fast  Drills  and  Galateas, 
Flannelettes,  Saxonies,  Domets. 

LOOK  THROUGH   OUR   SAMPLES  AT  YOUR  EARLIEST  CONVENIENCE 


Greenshields 

Montreal 


Limited 
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INFRINGEMENTS 

of  Our  Well  Known 

Hair  Net  Envelopes 

containing  inferior  and  rubbishy  hair  nets  are  being  hawked 
throughout  Canada  by  unscrupulous  foreigners. 

We  Must  Appeal  to  the  Buyers 

not  to  support  these  plagiaristic  aliens,  the  only  result  of 
dealing  with  them  inevitably  ending  in  dissatisfied  customers 
or  bad  and  unmovable  stock. 

For  GOOD  GOODS  deal  with  firms  who  have  reputations 
worth  living  up  to, — we  supply  all  the  leading  dry  goods 
houses  with  hair  nets  in  specially  designed  envelopes  for 
each  particular  house  and  we  regret  to  find  it  necessary  to 
have  to  appeal  to  the  HONOUR  OF  CERTAIN  BUYERS 
not  to  ALLOW  these  envelopes  to  be  copied. 

We  shall  be  pleased  to  send  quotations  for  all  numbers  in 
hair  nets  and  will  supply  a  specially  designed  envelope  for 
each  client,  which  will  be  reserved  to  him. 

Burnet  &  Temple,  Ltd. 

The  Leaders  of  All  Goods  Appertaining  to  the  Hair 

4  Fitchetts  Court,  Noble  St.,  London,  Eng. 

Sole  Agents  for  Canada : 
R.  W.  R.  COWIE,  77  YORK  STREET,  TORONTO 
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Are   You  Selling 
Miller  Duck  Clothing? 

If  not,   now  is  the  time  to  stock  this  good  seller  for  the  Spring  and  Summer  trade.     For 
years,  Miller  Brand  Duck   Professional  and  Service  Clothing  has  been  the  foremost  cloth- 
ing of   this    kind  on  the   Canadian   market 
— foremost   in   cut,  quality,  and  value. 

MILLER 
BRAND 

consists  of  all  kinds  of  duck  and  washable 
service  clothing  for  Barbers,  Waiters,  Cooks, 
Butchers,  Bartenders,  Porters,  and  profes- 
sional clothing  for   Doctors,    Dentists,   etc. 

Auto  Coats,  Duck  Trousers  and 
Fancy  Vests.  We  also  make  official  out- 
fits for  and  are  the  recognized  authority  on 

MILITIA  AND  CADET 
UNIFORMS 

BOY  SCOUT  AND  GIRL  GUIDE 
OUTFITS 


White  Ducks.  $9.  $10,  $12.  $15  per  doz. 
Kahki     -        -        -     $11  to  $15       " 
Cream,    Plain    and    Striped 
Serges         -        -        -     $24 

Special  Uniforms 

Your  local  Hospitals,  Clubs, 
Bands.    Societies,     Food 

Factories,  etc.,  are  always 
needing  special  uniforms,  new 
outfits,  etc.,  and  you  should  get 
their  orders. 

Send  us  a  sample  or  garment 
required  and  you  will  make  a 
good  profit  with  very  little 
trouble. 


REPS  and  WATERPROOF 

Grey,  Brown,  Fawn,  etc. 
S.B.,  -        -        -     $18  to  $36 

D.B.,         -        -        -     $30  to  $60 

Profit  Makers 

Our  goods  are  made  in  our  large 
up-to-date  factory  by  workmen 
who  understand  their  business, 
and  turn  out  garments  that  can- 
not be  beaten  for  quality,  work- 
manship and  durability. 

Goods  of  this  kind  simply  sell 
themselves,  and  they  mean  good 
profits  for  the  merchants  hand- 
ling them. 


MADE      IN      5     GRADES 
$10.50,  $12.00,  $13.50,  $15.00  and  $18.00  per  doz. 


THE    MILLER    MANUFACTURING    COMPANY,    Limited 

251-253  MUTUAL  STREET,  TORONTO 

TELL     US     WHAT     YOU     ARE     INTERESTED     IN.  WE'LL     DO     THE     REST 


M 


M 
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MADE     IN     SCOTLAND 


has  a  larger  sale  than   any  other  similar  fabric  in  the  world. 


C.  Your  'wholesale  dealer  will  show  you  a  larger  range  of  designs  than  ever  before,  embodying  the 
latest  word  in  Gingham  styles.   C.  To  insure  delivery  place  your  order  at  the  earliest  opportunity. 

Wm.  Anderson  &  Co.,  Limited 

PACIFIC  MILLS,  Glasgow.  Scotland 
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"2^mkrgarten" 

FOR     BOYS     AND     GIRLS 


For  Boys'  Play  Suits  &  Rompers 

Girls'  School  Frocks 

Women's  Mouse  Dresses 


ANDERSON'S 

"KINDERGARTEN" 

CLOTH 


Specially  Constructed  for  Hard  Wear 
A  Popular  Retailer 

Can  be  Ordered  from  any 

Canadian  Wholesale  House 


A I   WM.  ANDERSON  &  CO.,  Ltd 

PACIFIC  MILLS,  GLASGOW 

SCOTLAND 
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A  Pattern  Should  Act 
as  a  Salesman 


Sell  Butterick  Patterns 
and  Butterick  Patterns 
will  sell  for  you. 


Butterick  has 
Pulling  Power 


The  Butterick  Publishing  Company 

68  Duchess  Street  Toronto,  Ont.,  Canada 
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HW&C? 

UNDER  THt  SHADOW 

ST.  PAULS 
CATHEDRAL 


Represented  by  MR.  A.  W.  CLIFFE,  who  can  be  communicated  with  at  The  Windsor  Hotel, 
Montreal;  The  Queen's  Hotel,  Toronto;  Royal  Alexandra,  Winnipeg;  Vancouver  Hotel, 
Vancouver.  Our  representative  carries  samples  of  the  latest  ranges  of  Ribbons,  Laces,  Nets, 
Chiffons,  British  and  Foreign  Dress  Goods,  Printed  Cotton,  Dress  Silks,  Velvets,  Etc. 

Canadians  when  visiting  London  are  invited  to  walk  round  our  warehouse  and  inspect  the  above 
goods;  also  our  showrooms,  devoted  to  Mantles,  Costumes,  Gowns,  Ladies'  and  Children's  Millinery, 
Straws,   Flowers,    Feathers,   Maids'  and  Children's  Costumes,   Underclothing,   Curtains,   Etc. 

Indents  sent  direct  have  special  attention.    Usual  shipping  terms. 

ABC  CODE,  FIFTH  EDITION 


St.  Paul's  Churchyard,  London 


Factories,  10  and  11  Warwick  Lane,  E.C. 
Factories,  29  to  33  Warwick  Lane,  E.C. 
Factories,        Paternoster       Square,       E.C. 

ILLUSTRATED    BOOKS    AND    SAMPLES     SENT    ON    APPLICATION. 
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The  Sun  Bleaches  Old  Bleach 


— bleaches  it  well,  leav- 
ing it  snowy  white,  as 
soft  as  silk  and  uninjured 
by  strong  chemicals. 

"Old  Bleach"  Linens  won  fame 
for  themselves  with  our  fore- 
fathers several  generations  ago. 
This  fame  has  not  been  short- 
lived, but  has  grown  each  year 
until  to-day  the  name  "Old 
Bleach"  is  everywhere  synony- 
mous with  the  best  in  linens. 

Our  Spring  range  is  a  large  one 
and  is  without  a  doubt  an  assem- 
blage of  fine  linens,  the  equal  of 
which  has  never  before  been  of- 
fered under  one  name. 

See  "Old  Bleach"  now. 

R.  H.  COSBIE 

LIMITED 


Wellington  Street  West 


Toronto 


3he  above pkfure  shews  L/nen Bleaching  on  the  Gnass 
at  the  'OLD  BLEACff  LINEN  C™  FACTORY,  XANDALSTOWNJREUU 
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STIFEL'S    INDIGOS 


ESTABLISHED      1835 


The  standard  for  over  75  years  for  making  Overalls, 
Uniforms,  Shirts  and  Goats 


T^OR  the  protection  of  the  trade 
-L  and  in  order  that  all  dealers 
and  consumers  may  know  the 
genuine  Stifel  Pure  Indigos  from 
imitation  and  unestablished 
brands,  the  Mill  are  now  print- 
ing their  name  on  the  back  of  all 
their  Indigo  Drills,  Prints  and 
Denims.  The  name  will  appear 
in  dotted  lines,  forming  the  name 
Stifel,  as  fac-simile  shown  below. 


Best   for   over    seventy-flve   years, 

but   no    niore    expensive    than 

the   ordinary    kind. 


For  the  genuine 
Look  for  th's 
name  on  the  back  of  the 
Cloth  of  your  garments. 


TRADE  MARK-Reeistered 


Stifel's  Indigos  have  been  manufactured  for  over 
seventy-five  years  and  have  been  continuously  on  the 
market  all  of  that  time.  They  received  the  gold  medal 
award  at  the  St.  Louis  Exposition  and  are  recognized  by 
the  trade  as  the  standard  and  best  Indigos  made.  The 
manufacturers  guarantee  them  not  to  break  in  the  print 
and  to  hold  their  beautiful,  brilliant  blue  color  longer 
than  any  other  fabric.  They  are  sun-proof  and  tub-proof 
and  while  soft  and  pliable,  are  easy  to  wash.  They  are 
constructed  for  durability  and  strength  and  wear  like 
leather. 

LOOK  FOR  STIFEL'S  NAME  ON  THE  BACK 
Manufacturers 

J.  L.  Stifel  &  Sons 

Selling  Agents 

Franklin  Mfg.  Co. 

260  Church  St.,  NEW  YORK 

SALES  OFFICES: 


Toronto 

Montreal 

New    York 

Baltimore 

St.    Eouis 

Philadelphia 

Boston 

Havana 

San  Juan 

Port  of  Spain 

Chicago,    111. 

St.  Joseph,  Mo. 

Kansas  City,  Mo. 

St.   Paul,  Minn. 

Winnipeg,    Can. 

San    Francisco,   Cal. 


14    Manchester    Bldg. 

10    Hospital    St. 

260-262    Church    St. 

114    W.    Fayette    St. 

426    Victoria    Bldg. 

839  Market  St. 

68    Chauncy     St. 

-  -  -  Cuba 

Porto  Rico 

Trinidad.  B.W.I. 

Jenkins,    Kreer    &    Co. 

Harry  E.  George 

Harry  E.   George 

Wm.   C.   Motter 

Stuart    M.    Campbell 

('has.    H.   Bradley 
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Awarded  the  Certificate  of  The  Incorporated  Institute  of  Hygiene 


Established 
1791 


"  The  Test 
of  Time." 


LONG  CLOTHS&.SHEETINGS 


■■■° --" 


HORROCKSES, 

Longcloths,  Nainsooks,  Cambrics,  India  Longcloths,  etc. 

See  Horrockses'  Name  on  Selvedge 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 

See  Horrockses'  Name  on  Each  Sheet 


Flannelettes  of  the  Highest  Quality. 


See  Horrockses'  Name  on  Selvedge 


Horrockses,  Crewdson  &  Co.,  Ltd. 

Manchester    and    London,    England. 
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This  TRADE  MARK 


Guarantees  Highest  Quality 


REGD.  TRADE  MARK 


You  can  buy  your  Nets  direct  from  the 
oldest  Net  Manufacturers  in  the  World 

John   Heathcoat    &   Co 

LONDON,  ENGLAND 

Patentees  of   the  first    Lace  and  Net  Machine  in  1808. 


SILK 


Illusions  f  Brussels  Nets 

Toscas  en  V      Dress  Nets 

Veilings  Tucked  Nets 

Dewdrop  Nets  '   Alencon  Nets 

Also    Fine  Cotton    Nets 


Makers    of    the    Famous    Heathcoat    Waterproof    Maline. 


STOCK  CARRIED  BY 

A.  B.  FISHER,  64  Wellington  St  W.,  Toronto 


SOLE  CANADIAN   REPRESENTATIVE 


Head  Office  and  Salerooms :  1 3  Ironmonger  Lane,  Cheapside,  E.C. 
Factories  at  Tiverton,  Exeter  and  Cullompton,  England. 
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Bayonet"  Point 

Safety  Pins ! 


ABEL    MORRALL'S 


STOCKED    BY    ALL 
THE  BEST  JOBBERS 


YOU  ARE 

MISSING  A  GOOD 

THING  IF  YOU  ARE 

NOT    STOCKING 

THESE. 

THERE  IS  A  GENU- 
INE DEMAND  FOR 
THEM. 


Merchants  of  the  Maritime  Provinces: 

We  offer  you  good  ranges  to  make  your 
selections  from,  good  values  in  all  lines, 
prompt  shipments,  and  careful  attention  to 
all  orders. 

We  want  your  business. 

Don't  you  think  there  are  enough  advant- 
ages on  your  side  of  this  proposition  to  make 
it  worth  your  while  to  buy  your  dry  goods 
from  us? 

Vassie  &  Company,  Limited 

Wholesale  Dry  Goods  and  Woollen  Merchants 

St.  John,  N.B. 
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If  you  asked  every  woman  who 
comes  into  your  store  what  Pattern 
she  prefers,  you'd  be  astonished  at 
the  number  who'd  say 


Standard  Patterns 


Here's  a  better  way: 

Carry  Standard  Patterns  and  see  how 
many  buy  them.  They  are  the  "  Patterns 
that  give  satisfaction.' 


Standard  Fashion  Company 

68  Duchess  Street  Toronto,  Ont. 
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Was  Your  Store  System  Efficient  in  Handling 
The  Heavy  Holiday  Trade? 

If  it  wasn't,  now  is  the  time  to  improve  it.     You  know  now  where  it  is  weak,  where  it 
failed  to  handle  the  crowds  and  give  adequate  service. 
Here  is  a  suggestion. 

Take  your  watch  and  time  individual  transactions,  Note  how  long  it  takes  for  a  cash 
sale  to  be  completed,  how  long  for  a  charge  sale  to  be  O.K'd.  Consider  the  time 
your  customers  waste  while  waiting  for  change  to  come  when  anything  but  an  up-to- 
date  system  is  used. 

Remember  also,  that  while  these  customers  are  waiting  for  their  transactions  to  be 
completed,  they  are  keeping  others  from  buying. 

Consider  the  loss  you  sustain  because  customers  in  your  store  aren't  waited  upon 
promptly. 

Then  remember  that  with  National  Cash  Registers,  change  is  made  on  the  spot,  giving 
maximum  protection  with  the  sales  slip  records  and  the  money. 

A  National  Cash  Register  tells  you 

The  amount  and  kind  of  every  sale,  and  who  made  it. 

That  the  customer  got  the  right  amount  of  change  and  that  your  share  of  the  sale  was  protected. 
That  you  have  a  record  of  every  transaction  in  the  store  and  can  get  your  daily  balance  quickly  and  accurately. 
That  your  clerks  will  be  better  salesmen,  more  careful  and  more  accurate,  becauie  they  get  credit  for  good  work 
and  know  that  the  blame  for  mistakes  is  fixed  beyond  dispute. 

Naturally,  as  the  "National"  cuts  out  so  much  lost  motion,  your  business  is  handled  more 

efficiently. 

You  place  yourself  under  no  obligation   by  writing  for  free  booklet,   explaining  the  use 

of  the  National  Cash  Register  in  your  business. 

Write  for  this  booklet  NOW  to 

The  National  Cash  Register  Company 

285  Yonge  Street,  Toronto 
CANADIAN  FACTORY        -        TORONTO 
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When  You  See  this  Mark  on  a 

SHIRTING 

YOU   MAY    KNOW   THAT   THE   CLOTH    IS   AS 
PERFECT  AS  IT  CAN  BE  MADE. 

The  leading  shirt  makers  of  the  world — for  the  highest 
class  trade — have  for  over  half  a  century  known  this  trade 
mark  as  the  mark  of  perfection. 

D.  J.  A.  Shirtings  are  shown  in  an  enormous  range  of 
designs,  and  buyers  find  no  difficulty  in  securing  exclusive 
styles. 

ONE  QUALITY  ONLY— THE  WORLD'S  BEST 

D.  J.  A.  Shirtings  include,  Zephyrs,  Oxfords,  Cheviots, 
Fancy  Mattes,  Ceylons,  All  Wool  Taffetas.  Everything  in 
Cotton  and  Flannel  Shirtings  for  the 

HIGHEST  CLASS  TRADE 

DAVID  &  JOHN  ANDERSON,  Limited 

Atlantic  Mills 


ESTABLISHED 
1822 


GLASGOW 
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BATTING 

NORTH    STAR,    CRESCENT    and    PEARL 

These  brands  represent  the  batting"  that  your  customers  want. 

They're  made  from  long  staple  cotton,  white  as  snow,  lofty, 
soft  and  elastic. 

They  come    in    big   batts    that    open  out  into  strong"  sheets 
of  even  thickness. 

It  pays  you  to  sell  these   brands. 

ORDER  OF  YOUR  WHOLESALER 

ROBERT  HENDERSON  &  CO.,  i«i-i*3  McG.h  St.,  Montreal 

Dry    Goods   Commission    Merchants 
JAMES    STANBURY    &    CO.,    TORONTO 


Anchor  Your 

1913  Linen  Business 

to 

LIDDELL'S 

GOLD  MEDAL 

LINENS 

the  real  grass-bleached  Irish 
manufactured  and  finished  lin- 
ens. They  are  the  linens  that 
have  stood  the  test  of  the  keen- 
est competition  for  over  a  cen- 
tury and  are  still  on  the  pin- 
nacle of  popularity. 

Spring  samples  ready. 

R.  H.  Cosbie,  Limited 

30    WEST    WELLINGTON  ST.,  TORONTO 


ROOSTER 
B  R  AN  D 

Our    New  Year's 
.   .   .   Greeting    .   .   . 


<>CK>Q<}<K><KK>0<><>0<K>(>CK><>0<> 

A/ ay  You  Receive 
Your  Full  Snare  of 
C anaaa  s  Great 
Prosperity. 

>0<K>0<XX><><X><>CK>0<X>0<K>0-CK 

Robert  C.  WilkinsCo.,  Ltd. 

MANUFACTURERS 
Soft  Shirts,     Mens'  Pants,     White  Coats,     Overalls,     etc. 

Business  Office  and  Factory  FAHNHAM,  QUE. 

Montreal  501  New  Birks  Building 

Toronto  Room  K.,  Toronto  Arcade 
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Good  Style  Cannot  Afford  to  Slight  Fabrics  of  Such 

Good  Sense 


English    Mohairs — guaranteed  h$  the  B.D.  A.— are  the 
world's  accepted  standard  of  Mohair  perfection. 

Their  lasting  beauty,  practical  utility  and  popular  prices  are 
the  reasons  for  their  perennial  selling  stability. 

The  new  Spring  shades  and  patterns  of  English  Mohairs — 
guaranteed  hy  the  B.D. A. — are  in  accord  with  incoming  styles, 


Oriental  in  character,  yet  combining  the  chic  smartness  of  Paris 
with  the  dependable  substance  of    England — marking  a  still 
higher  notch  for  elegance  and  inherent  value- 
Fabric  buyers  who  buy  Mohairs  right  have  a  year-round 
seller  and  profit-maker. 


Ask  your  wholesaler  for  English  Mohair  guaranteed  by 

THE  BRADFORD  DYERS'  ASSOCIATION,  LIMITED, 
OF  BRADFORD,  ENGLAND 
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Complete  Your  Spring  Buying 

Now 

TO  DO  THIS  SUCCESSFULLY  YOU 
SHOULD    SEE    OUR    SHOWING    IN 


Laces 

Embroideries 
Allovers 


Dress  Trimmings 
Ribbons 

Women's   Belts,  etc. 


By  adding  to  our  range  all  the  newest  and  late  designs  as 
they  came  out  we  can  now  offer  you  the  largest  and  best 
assortment  in  the  above  goods  it  has  ever  been  our  pleasure  to 
show  the  trade. 

Allovers  have  been  given  a  large  share  of  our  attention  and 
we  anticipate  a  good  demand  for  art  silks,  Orientals  and 
shadow  effects  in  all  of  which  lines  we  have  large  selections. 
Lace  and  embroidery  edgings,  bandings  and  insertions  will 
be  largely  in  demand,  and  we  have  them  in  the  latest  novel- 
ties as  well  as  the  more  staple  lines,  such  as  val,  torchon, 
filet,  gipsy,  macrame,  point  milan  and  cluny,  etc.,  etc. 

Embroidery  and  tulle  flouncings  will  be  used  largely  in  all 
widths  and  qualities. 


With  this  Range  are  Interesting  Lines 
of  Ribbons,  Belts,  Lace  Collars  and 
Cuffs,  Dress  Trimmings,  Frillings  and 
Veilings,  etc. 


John  M.  Garland,  Son  &  Co. 


OTTAWA 


CANADA 
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Mr.  Merchant,  what  kind 
of  paper  patterns  can 
you  sell  fastest? 

1.  The  kind  with  styles  so  up-to-date  that  every 
woman  wants  them — 

2.  The  kind  with  styles  so  simple  that  any  woman 
can  make  them  up  easily — 

3.  The  kind  that  have  styles  that  make  up  like  the 
illustrations — 

4.  The  kind  that  invariably  fit  accurately  in  every 

style  and  in  every  size — 

5.  The  kind  that  are  backed  up  by  attractive,  low- 
priced  fashion  publications  which  you  can  cir- 
culate all  over  your  community. 

Some  patterns  possess  part  of  these  essential  quali- 
cations,  other  patterns  possess  another  part,  but 
there  is  only  one  make  of  patterns  that  possess  all 
these  essential  qualifications,  and  that  make  is 

McCall  Patterns 


Manufactured  in  Canada  from  the  original  models.     Shipments  f.o.b. 
Toronto.     Write  for  samples  and  particulars.     There  is  no  obligation. 

THE     McCALL     COMPANY 

The  Leading  Paper  Pattern  House  of  Ameriea 

236-246  West  Thirty-seventh  Street,  NEW  YORK 

CHICAGO      ATLANTA       SAN  FRANCISCO        TORONTO,  CAN. 
Not  in  the  Trust.      No  Connection  With  Any  Other  House. 
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Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  oj  jlustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     3>^L.50     Mailed  Free 

Specimen   Copy  will  be  supplied  on   application. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.  E.C. 

Publishing  Offices  : 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E.C. 


ESTABLISHED  1849 


BRADSTREETS 

Offices  Throughout  the  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.  Ottawa,  Ont.  Montreal,  Que. 

Edmonton.  Alta.      St.  John,  N.B.        Quebec,  Que. 
Halifax,  N.S.  Vancouver,  B.C.    Toronto,  Ont. 

London,  Ont.  Hamilton,  Ont.       Winnipeg,  Man. 

Reputation  gained  by  long  years  of  vigorous, 
conscientious  and  successful  work. 

THOMAS  C.  IRVING,  %%SLMS2Z 

TORONTO,  CANADA 


British  America  Assurance  Company 

A.O.  1833 

FIRE  &  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Geo.  A.  Cox.  President.         W.  R.  Brock.  Vice-President. 

Robert  Bickerdike,  M.P..  W.  B.  Meikle,  E.  W.  Cox, 

Geo.  A.  Morrow,  D.  B.  Hanna,  Augustus  Myers, 

John     Hoskin,     K.CLL.D..     Frederic    Nicholls.     Alex.    Laird, 

James  Kerr  Osborne,  Z.  A.  Lash,   K.C..  LL.D. 

Sir  Henry  M.  Pellatt,  E.  R.  Wood. 

W.  B.  Meikle  Genera/  Manager. 

CAPITAL $1,400,000.00 

ASSETS 2.061.374.10 

LOSSES  PAID  SINCE  ORGANIZATION  35.000.000.00 


BRITISH  AMERICAN  DYEING  CO. 

GOLD    MEDALLIST    DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,  Cloths,  Tweeds,    Drills,  Ducks,  Cottons  and    Velveteens,    Hosiery, 
Yarns,  Gloves,  Braids,  Etc. 

DYED,  FINISHED  AND  PUT  UP 

Also 
FEATHERS.    SILKS,    VELVETS.    RIBBONS.    LACE.    ETC. 


The  Largest  and  Best 
Equipped 

DYE  WORKS 

In  the  Dominion 
SEND  FOR  PRICE  LIST 


all^requalleadnteed        MONTREAL         TORONTO         OTTAWA         QUEBEC 


PEARSONS'  BASKET  FACTORY,  NOTTINGHAM 

ENG. 

92  Years  Experience 


PATENTED 

HARD-WEAR 

PROTECTORS. 

THOUSANDS  IN  USE 
IN  ALL  COUNTRIES 


WATER  PROOF 

INDESTRUCTIBLE 
BEST  VALUE 

OBTAINABLE 


ILLUSTRATED  CATALOGUE  FREE 


w 


ESTERN 


Incorporated 
1851 


ASSURANCE 
COMPANY 


FIRE 

AND 

MARINE 


HEAD  OFFICE,  TORONTO,  ONT. 

Assets  over  $3,570,000,000 

54,000,000.00 


Losses  Paid  Since  Organization 
of  the  Company,  over    - 


HON.  GEO.  A.  COX,  President 

W.  R.  BROCK,  Vice-President 

W.  B.  MEIKLE,  General  Manager 
C.  C.  FOSTER,  Secretary 
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ePace 


in 


Goods 


Department  A 
Cotton  Staples. 


Department  R 

Flannelettes  and 

Printed  Goods 


The  Staple 
Dry  Goods 
House  of 
::  Canada  :: 


Department  D 

Gents' 

Furnishings 


Department   E 
Smallware,   Rib- 
bons and  Laces 


Department  C 
Tweeds  &  Linens 


Department  CX 

Dress  Goods  and 

Silks 


PERFECT  satisfaction  is 
the  keynote  of  our  suc- 
cess. Perfect  satisfaction 
when  applied  to  a  staple  dry 
goods  house  means  much.  It 
means  that  there  is  no  chance 
to  attribute  failure  to  please 
to  the  flippancy  of  Dame 
Fashion. 

We  give  careful  attention  to 
personal  or  mail  orders  and 
aim  at  all  times  to  give 
prompt  delivery.  Our  values 
are  second  to  none  in  the  trade 
for  our  buying  is  the  child  of 
long  years  of  practical  ex- 
perience. We  know  what  the 
Canadian  people  want  and  aim 
at  supplying  their  wants. 
Every   department   is   a  leader. 


Department  F 

Ladies' 
Furnishings 


Department  6 

House  Furaisbinja, 

Carpets  and  Floor  Oil 

Cloths 


Try  Our  Mail  Order    Department. 
Write     To-day     for     Your    Needs. 


•        • 


ALPHONSE  RACINE 


Wholesale   Merchants   and   Manufacturers 

MONTREAL 
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Turning  on 
The  Power 


There  is  more  power — more  selling 
force — behind  The  ^Ladies'  Home 
Journal  Patterns  than  any  other 
article  you  can  name.        .:.        .:.        .:. 


Scores  of  prominent  department  stores  that  sell  The  Ladies' 
Home  Journal  Patterns  print  the  famous  Minerva  head  trademark 
in  every  single  newspaper  advertisement  they  put  out.  The  very 
trademark  itself  brings  them  business. 


The  750,000  copies  a  month  of  The  Ladies'  Home  Journal — 
which  is  not  only  without  question  the  greatest  women's  publication 
in  the  world,  but  has  nearly  twice  as  great  a  circulation  as  any 
publication  of  its  class — are  not  by  any  means  the  only  power  be- 
hind The  Ladies'  Home  Journal  Patterns.  There  is  also  The 
Monthly  Style  Book — 2,500,000  copies  of  which  go  out  each  month 
— The  Style  Book  and  The  Embroidery  Book.  And  besides  these 
there  is  to  be,  during  191 3,  an  advertising  campaign,  in  all  the 
leading  publications,  costing  $100,000. 


The  Home  Pattern  Company 

23  LOMBARD  ST.,  TORONTO 
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Britain's  Prosperity 

THAT  the  new  world  is  not  having  a  monopoly 
of  prosperity  is  evidenced  by  reports  appearing 
in  Old  Country  papers.  It  is  made  quite  apparent 
that  Great  Britain  has  enjoyed  a  wide  measure  of 
industrial  and  commercial  activity  during  the  past 
year.  There  are  no  evidences  yet  of  a  slackening 
in  prosperity.    Optimism  appears  to  be  general. 

The  Daily  Mail,  of  London,  England,  presented 
a  summary  of  conditions  recently,   giving  reports 


from  a  number  of  the  provincial  manufacturing 
centres.  These  reports  gave  striking  proof  of  the 
widespread  activity  in  England,  and  there  was  mark- 
ed unanimity  of  opinion  on  the  score  of  the  bright 
prospects  for  the  future.  An  extract  here  and  there 
will  give  a  general  idea  of  the  trend  of  the  state- 
ments. 

From  Barrow-in-Furness  comes  a  story  of  a 
"boom"  in  shipbuilding  and  steel  making.  "War 
is  a  bountiful  jade"  for  the  builders  of  ships  and 
makers  of  guns ;  and  rumors  of  wars  seem  to  be  equal- 
ly effective.  Messrs.  Vicker's  naval  construction 
works  could  employ  2,000  more  skilled  artisans  if 
they  were  to  be  obtained.  Battleships  and  floating 
docks  are  being  built  for  many  countries. 

Norwich  reports  that  the  unemployed  have  prac- 
tically disappeared  there.  In  1908  there  were  2,734 
men  without  employment.  The  number  has  been 
shrinking  year  by  year  until  to-day  there  are  only 
50*3  men  without  regular  work.  This  can  be  accepted 
as  the  minimum.  In  a  city  the  size  of  Norwich,  there 
will  always  be  men  unfitted  for  employment  or  un- 
willing to  engage  in  anything  resembling  work. 

York  contributes  the  interesting  information  that 
wages  have  gone  up  20  per  cent.  Southampton  re- 
ports the  briskest  commerce  in  years.  From  Brad- 
ford comes  a  story  of  industrial  activity  so  great  that 
workers  are  being  drafted  from  the  country  dis- 
tricts around.  The  textile  industries  have  been  busy 
in  all  parts  of  England. 

The  brisk  condition  can  be  traced  to  two  causes, 
viz.,  the  general  soundness  of  world-wide  trade  and 
the  rapid  development  of  British  export  trade.  The 
export  markets  have  been  demanding  more  and  more 
from  the  home  manufacturer.  The  exportation  of 
goods  from  Britain  to  Canada,  India,  Australia,  Ar- 
gentine, Brazil,  Mexico,  China,  and,  of  course,  other 
European  countries,  has  been  increasing  fast. 

As  a  result  of  the  prosperity  which  has  come, 
partly  through  the  exploitation  of  export  markets, 
British  manufacturers  can  be  expected  to  show  an 
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increasing  interest.  It  is  true  that  the  old  country 
manufacturers  have  never  fully  realized  the  import- 
ance of  the  colonies  from  a  trade  standpoint.  If  they 
had  grasped  the  possibilities  of  trade  development  in 
Canada,  this  country  Avould  have  come  in  for  vastly 
more  attention  at  their  hands. 


of  the  manufacturers  as  a  whole  in  thus  openly  ad- 
vocating Parcels  Post? 


The  Manufacturer  and  Parcels  Post 

INDUSTRIAL  CANADA,  the  official  organ  of  the 
Canadian  Manufacturers'  Association,  has  come 
out  in  favor  of  Parcels  Post.  In  the  last  issue  it  says : 
"After  January  1.  1913.  Canada  will  be  the  only 
civilized  country  in  the  world  without  parcels-post. 
On  the  above  date  a  system  will  be  put  in  operation 
by  the  United  States.  Many  confuse  our  merchan- 
dise rate,  by  which  we  can  post  packages  under  five 
pounds  weight  at  the  rate  of  sixteen  cents  per  pound, 
with  parcels-post.  The  real  thing  is  much  better  than 
the  merchandise  rate. 

"The  following  comparison  of  postage  rales  on  a 
parcel  weighing  eleven  pounds  shows  us  how  we 
stand: — 

From  Postage. 

London,  Eng.,  to  Toronto.  Ont $   .73 

Pari?,  France,  to  Toronto,  Ont 87 

Berlin,  Germany,  to  Toronto,  Ont.        .90 
Hamilton,  Ont.,  to  Toronto.  Ont..  .     1.76 

"This  is  not  all.  In  order  to  send  eleven  pounds 
by  postage  from  Hamilton  to  Toronto  it  would  be 
necessary  to  break  the  package  up  into  three  small 
packages,  each  weighing  less  than  five  pounds. 

"In  the  words  of  one  of  Canada's  leading  lawy- 
ers: this  country  is  'the  last,  lone  sparrow  on  the 
chimney  top.'  " 

To  those  who  realize  the  fact  that  the  interests  of 
the  manufacturer  and  the  retail  dealer  in  this  matter 
run  parallel,  the  stand  taken  by  Industrial  Canada 
will  appear  incomprehensible.  The  establishment 
of  Parcels  Post  would  stimulate  buying  from  mail 
order  houses  at  the  expense  of  the  local  dealer.  The 
manufacturer  depends  very  largely  on  the  dealer  for 
the  marketing  of  his  goods.  Mail  order  houses  do 
not.  as  a  general  rule,  handle  goods  sold  under  the 
manufacturers'  brand,  preferring  to  use  their  own 
brands.  It  follows  that  any  change,  tending  to  swell 
1he  volume  of  business  done  by  the  mail  order  house 
and  lessen  the  trade  of  the  local  dealer,  is  going  to 
prove  a  detriment  to  the  manufacturer  as  well  as  the 
retailer. 

Manufacturers  were  active  in  the  fight  against 
Parcels  Post  in  the  United  States.  At  various  times, 
Canadian  manufacturers  have  expressed  their  oppo- 
sition to  the  measure.  The  question  may  well  be 
asked,   is  Industrial  Canada  voicing  the  sentiments 


The  Influence  of  the  Owner 

EVER  notice  the  resemblance  between  a  man  and 
his  store? 

There  are  always  points  of  similarity  between  a 
man  and  his  common  environment.  Whether  it  is 
the  effect  of  the  man  on  the  environment  or  vice 
versa  is  sometimes  hard  to  say.  •  However,  the  re- 
semblance creeps  in  somewhere.  Go  into  a  store 
which  is  neat,  orderly  and  thoroughly  systematized 
and  it  is  a  safe  wager  that  the  same  traits  are  found 
in  the  individuality  of  the  proprietor.  If  the  store 
is  untidy  and  unattractive,  it  is  more  than  a  guess 
that  the  owner  will  be  untidy  in  person  and  careless 
in  habits. 

But  it  goes  still  further.  The  effect  of  the  owner's 
personality  makes  itself  manifest  in  everything 
about  the  establishment.  A  dealer  from  the  far 
west  made  the  statement  recently  that  there  were 
certain  lines  of  goods  which  he  took  a  big  interest  in 
and  certain  others  which  did  not  appeal  to  him  in 
the  least.  His  store  records  showed  that  sales  of  the 
former  goods  were  continuously  heavy,  while  the 
latter  lines  languished  on  the  shelves.  In  other 
words,  his  likes  and  dislikes  had  been  communicated 
to  his  staff  and  showed  themselves  in  the  record  of 
sales. 

Such  being  the  case,  every  dealer  should  endeavor 
to  make  the  influence,  he  thus  unconsciously  exerts, 
for  the  very  best.  He  should  consider  that  his  store 
and  business  are  going  to  be  just  what  he  makes 
them.  He  has  the  power  to  infuse  energy,  initiative 
and  love  of  order  into  his  staff  or  to  create  a  feeling 
of  careless  lassitude.  His  own  example  and  personal 
influence  will  decide  which  it  is  to  be. 


The  Hobble  Saves  the  Day 

WHEN  the  hobble  skirt  first  came  into  popular- 
ity, the  fabric  manufacturers  were  inclined 
to  look  upon  it  askance.  This  feeling  grew  to  abso- 
lute alarm  when  society  took  to  wearing  skirts  of 
such  narrow  width  that  a  comparatively  small 
amount  of  cloth  was  needed  to  make  them.  "Hobb- 
ling horror"  and  "skin  and  bone  remnant"  were 
some  of  the  terms  applied  by  manufacturers  who 
feared  that  they  would  not  be  able  to  place  their  out- 
put as  a  result  of  the  new  fashion. 

The  amount  of  cloth  used  in  a  "hobble"  was 
about  in  the  ratio  of  3%  to  6  to  the  amount  formerly 
used  for  a  skirt.  No  wonder  the  manufacturers  be- 
aan  to  «ee  blue  ruin  when  societv  took  such  a  mark- 
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ed,  and  apparently   permanent,  liking  to  skirts  of 
attentuated  outline. 

But  this  has  all  passed  and  they  are  now  almost 
reduced  to  forgiving  the  narrow  skirt.  Bradford, 
which  claims  to  be  the  first  woollen  dress  goods  town 
in  the  world,  has  been  so  rushed  this  year  that  the 
mills  have  been  barely  able  to  hold  their  own.  If 
wider  skirt  styles  had  been  the  vogue,  the  mills 
would  have  been  hopelessly  immersed  in  unfilled 
orders.    The  hobble  has  saved  the  dav. 


Review's  Information  Bureau 

ONE  of  the  strongest  features  of  the  service  that 
The  Review  gives  to  its  readers  is  the  informa- 
tion bureau.  Dry  goods  men  in  all  parts  of  the 
Dominion  are  coming  to  rely  on  The  Review  when 
they  find  themselves  unable  to  secure  information 
on  any  matter  and  enqiuries  pour  in  to  this  office. 
Owing  to  the  many  sources  of  information  open  to 
the  staff  of  The  Review,  it  is  seldom  that  we  are 
unable  to  supply  our  correspondents  with  the  desired 
facts.  Enquiries  arrive  from  every  branch  of  the 
trade  and  from  merchants  of  all  standings. 

Many  hundred  enquiries  have  been  received 
and  answered  during  the  past  year.  The  depart- 
ment has  been  of  great  benefit,  not  only  to  those 
who  have  submitted  the  questions,  but  to  all  readers 
as  well.  Many  merchants  make  it  a  practice  to  care- 
fully peruse  this  department  in  every  issue  and  they 
find  that  they  glean  much  valuable  information  in 
that  way.  Points  which  they  see  answered  and  ex- 
plained, crop  up  in  connection  with  their  own  busi- 
ness later  on. 

The  Review  is  anxious  to  widen  the  scope  of  this 
department  and  heighten  its  usefulness.  Merchants 
are  cordially  invited  to  make  use  of  it  during  the 
coming  year,  submitting  questions  on  any  knotty 
point  which  may  arise. 


Improve    Housefurnishings    Department 

AN  article  in  this  issue  of  the  Review  calls  atten- 
tion to  the  fact  that  few  merchants  are  paying 
proper  attention  to  the  department  devoted  to  house- 
furnishings.  The  statement  is  worth  close  examin- 
ation. 

It  is  unfortunately  true  that  in  a  large  number 
of  stores,  the  effort  made  to  feature  housefurnishing 
lines  is  very  small.  A  certain  stock  is  kept  on  hand, 
but  the  variety  of  lines  is  not  large.  Salesmen  know 
a  little  about  the  qualities  and  possibilities  of  the 
goods  they  sell,  but  their  knowledge  cannot  be  said 
to  be  either  practical  or  profound.  If  asked  to  explain 
to  a  customer  just  how  a  certain  material  should  be 
draped  to  get  the  most  attractive  result,  they  would 


be  totally  at  a  loss.  That  a  salesman  thoroughly  con- 
versant on  such  topics  could  build  up  a  splendid 
trade  can  be  asserted  most  positively. 

The  delinquency  on  this  score  noted  in  so  many 
stores  is  all  the  more  surprising  because  the  oppor- 
tunity for  pushing  the  sale  of  housefurnishings  is 
so  good.  Prosperity  has  turned  people's  thoughts  to 
the  beautification  of  their  homes.  They  are  anxious 
to  introduce  artistic  effects.  A  store  which  featured 
the  latest  drapes  and  made  a  point  of  educating  cus- 
tomers along  the  right  lines  in  house  decoration, 
would  find  the  response  immediate  and  highly 
profitable. 


The  Passing  View 

Let-well-enough-alone  is  next  door  neighbor  to 

stick-in-the-rut. 

*    *    • 

If  1913  proves  a?  good  a  year  from  all  standpoints 
as  1912,  there  will  be  few  complaints. 

#     •     • 

A  merchant  can  afford  to  sacrifice  any  number 
of  slow-sprats  to  catch  one  ready-money  whale. 


Fear  of  giving  offense  should  not  hold  dealers 
back  in  the  matter  of  collections.  The  custom  of 
few  slow-pay  customers  is  worth  much  after  all. 


Occasional  advertising,  as  someone  has  said,  is 
like  a  light  rain.  The  good  effects  pass  off  and  the 
old  dryness  sets  in.  But  after  a  good  steady  shower 
the  sun  comes  out  and  the  earth  takes  on   a  new 

freshness  and  beauty. 

*     *     * 

"Fitting  in"  is  the  secret  of  success  in  business. 
Brilliant  men  frequently  fail  because  they  do  not  fit 
in  with  the  work  that  fall  to  them.  See  that  each 
member  of  your  staff  "fits  in" — with  the  business, 
with  you,  and  with  each  other. 

*         *         * 

A  small  leak  can  sink  a  big  ship.  A  small  leak 
can  wreck  a  big  business.  AVatch  out  for  leaks.  They 
may  seem  insignificant  at  first  but  the  larger  the 
breach  grows  the  harder  it  is  to  stop  and  the  more 
disastrous  the  results. 

*    *    * 

When  in  doubt,  blame  it  on  the  middleman, 
seems  to  be  the  motto  of  all  who  have  the  time  to 
find  fault  with  present  conditions.  He  is  blamed  for 
the  high  cost  of  living  among  other  things.  In 
reality,  who  is  there  who  is  harder  hit  by  the  high 
cost  of  living  than  the  same  much-abused  middle- 
man? 


The  Operation  of  Parcels  Post  Measure 


Movement  now  under  way  to  introduce  measure  in  Canada — Retailers  must 

prepare  fo  fight  and  also  to  meet  conditions  should  the  measure  carry — The 

system  now  being  put  into  effect  in  the  United  States. 


I 


T  IS  becoming  increas- 
ingly apparent  that 
Parcels  Post  is  a  pos- 
sibility in  Canada  for  the 
not  far-distant  future. 
The  Postmaster-General 
has  publicly  stated  his  in- 
tention of  investigating 
the  working  of  the  Bourne 
Act  in  the  United  States 
with  a  view  to  framing  a 
measure  for  this  country. 
The  possibility  of  a  simi- 
lar measure  becoming  law 
in  Canada  depends  upon  two  things;  first,  the  suc- 
cess of  the  Bourne  Act  in  the  United  States;  second, 
the  effectiveness  of  the  opposition  brought  to  bear 
here. 

The  retailers,  as  a  body,  can  be  counted  upon  to 
fight  the  introduction  of  a  Parcels  Post  measure 
tooth  and  nail.  If  this  opposition  is  properly  organ- 
ized and  is  brought  to  bear  soon  enough,  it  should 
be  sufficient  to  effectually  baulk  the  proposal  to 
put  the  measure  through.  The  fact  remains,  how- 
ever, that  the  forces  behind  the  proposal  seem  to  have 
the  upper  hand  at  present  and  that  the  retailer 
must  make  his  opposition  felt  at  once  if  it  is  to  be 
effective. 

A  wise  general  considers  all  contingencies  and 
prepares  himself  to  meet  them.  The  retailer  should 
not  only  prepare  to  fight  the  measure  to  the  last  ditch 
but  should  also  cast  around  to  find  the  means  to  meet 
conditions,  should  the  Act  ultimately  be  put  into 
force.  There  is  no  use  shirking  the  issue.  It  must 
be  faced ;  and  the  sooner  the  retailer  prepares  to  face 
it.  the  stronger  he  will  be  when  the  necessity  for 
action  arises. 

Developments  in  the  United  States  will  be  watch- 
ed very  closely  under  the  circumstances.  The  suc- 
cess or  the  failure  of  the  Bourne  Act  will  have  much 
to  do  with  the  outcome  in  this  country.  It  will  be 
interesting  to  see  just  how  this  much  discussed  meas- 
ure proposes  to  go  about  the  establishment  of  Parcels 
Post  in  Uncle  Sam's  land. 

DETAILS   OF  THE   PLAN. 

The  Bourne  Act  provides  that  fourth-class  mail 
matter  will  include  all  parcels,  farm  and  dairy  pro- 
ducts, provided  that  such  packages  are  not  more 
than  eleven  pounds  in  weight  or  more  than  seventy- 
two  inches  in  length  and  girth  combined.  Charges 
will  be  based  on  both  weight  and  distance.  To  de- 
termine distance,  the  country  is  to  be  divided  into 
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The   operation   of  Parcels  Post  as  seen   by   Railroad 
Man  's    Magazine. 


units  of  area,  each  thirty 
minutes  square.  The  ser- 
vice will  be  rendered  by 
zones.  There  will  be 
eight  zones  in  all,  with 
different  charge  scales  for 
each. 

The  first  zone  will  be  all 
the  territory  within  one 
unit  of  area  and  the  terri- 
tory in  other  units  which 
border  on  the  central  unit. 
Figured  out,  this  means 
that  the  first  zone  for  any 
given  post  office  is  approximately  fifty  miles  in  any 
direction. 

The  zone  system  is  described  in  Railroad  Man's 
Magazine  by  C.  II.  Claudy,  in  the  following  terms: 
The  first  zone  is  thus  quadrangular  but  not 
square  in  shape,  since  it  is  bounded  on  east  and  west 
by  meridians  of  longitude  which,  of  course,  converge 
as  they  go  north  and  diverge  as  they  go  south.  All 
other  zones  are  roughly  circular  in  shape.  Zone  two 
includes  all  units  of  area  outside  zone  one  which  lie 
cither  wholly  or  in  part  within  a  circle  drawn  from 
the  centre  of  a  given  unit  of  area,  the  circle  to  have 
a  radius  of  150  miles. 

The  third  zone  includes  all  the  territory  outside 

of  zone  two,  within  the  radius  of  a  circle  of  300 

miles,   and   with  the  same  proviso  that  all  units  of 

area  through  which  its  boundary  circle  passes  are  a 

(Continued  on  page  28) 


zone  system  will  work  out. 


Plans    for    New   Departmental    Store 

A  large  structure  to  be  erected  by  W.  H.  Scroggie  Limited  in  Montreal — Build- 
ing to  be  six  storeys  in  height — Popular  price  policy  to  be  pursued — Eight  acres 

of  floor  space  in  all  the  store. 


A    SIX-STOREY  building,  occupying  an  en- 
tire city  block  and  fronting  on  Montreal's 
busiest   retail  thoroughfare,   is   now  in  the 
course  of  erection  for  W.  H.  Scroggie,  Limited. 

The  first  four  floors  and  basement  of  the  build- 
ing will  be  utilized  for  the  various  departments — ■ 
fifty-five  in  all — and  the  upper  floors  will  be  avail- 
able for  offices.  The  building  will  be  so  constructed 
that  additional  floors  may  be  added  if  the  demand 
warrants  it. 

While  the  plans  of  the  interior  arrangements  are 
not  yet  completed  so  that  the  location  of  different 
departments  can  be  given  it  is  stated  by  the  manage- 
ment that  the  whole  building  is  being  planned  and 
worked  out  to  do  business  under  the  most  economical 
conditions  possible.  All  the  methods  of  other  suc- 
cessful departmental  stores  will  be  followed  and 
many  innovations,  that  the  experience  of  the  firm 
has  taught  them  would  be  advantageous,  will  lie 
introduced. 


It  is  not  the  intention  to  make  the  store  elabor- 
ate but  to  make  it  a  practical  business  establishment 
where  the  buyer  can  readily  see  and  obtain  what- 
ever he  or  she  wants.  The  firm  will  continue  it? 
policy  of  catering  for  the  popular  trade  and  will  not 
install  an  elaborate  system  of  fancy  showcases,  but 
will  have  all  goods  prominently  displayed  and  price 
tickets  attached. 

PI'RSUE  POPULAR  PRICE  POLICY. 

In  speaking  of  the  class  of  merchandise  to  be 
carried,  Mr.  Rasskopf,  one  of  the  directors,  stated: 
"It  will  be  a  store  for  all  the  people.  We  shall  main- 
tain our  present  popular  price  policy — the  lessons 
taught  by  the  old  stores  become  part  of  the  founda- 
tion of  the  new — and  we  will  welcome  all  with  a 
cosmopolitan  spirit,  which  is  the  keynote  of  our  suc- 
cess. We  believe  that  the  people  like  to  see  and  feel 
the  merchandise  and  we  propose  to  have  everything 
out  in  plain  sight  so  as  to  afford  them  full  opportun- 
itv  to  do  so.;' 


Dr:J;5Pt/f£EvA?XHITrCT 
Exterior   view   of  the  proposed   new   store   of   W.   E.   Scroggie,   Limited,   Montreal. 
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The  new  store  will  have  a  frontage  on  St.  Cather- 
ine Street  of  350  feet  and  will  extend  along  St.  Alex- 
ander Street,  on  one  side  and  Bleury  Street,  on  the 
other,  a  distance  of  125  feet  to  St.  Edward  Street 
in  the  rear.  There  will  be  in  all  525  feet  of  window 
and  entrance  space — the  entire  350  feet  on  St.  Cath- 
erine Street,  125  feet  on  St.  Alexander  Street  and  50 
feet  on  Bleury  Street.  There  will  be  two  main  en- 
trances on  St.  Catherine  Streets,  as  well  as  entrance 
on  Bleury  and  St.  Alexander  Streets.  The  latter 
two  entrances  will  be  utilized  for  the  offices  in  the 
upper  storeys,  with  separate  elevator  service. 

The  windows,  which  will  be  of  the  straight-front 
type,  will  have  over  them  a  section  of  prismatic  glass 
which  diverts  the  daylight  into  the  store,  adding 
greatly  to  the  brightness.  A  direct  system  of  electric 
lighting  will  be  installed  which  is  the  nearest  ap- 
proach to  the  actual  daylight.  Eight  large  high 
speed  elevators  equipped  with  every  safety  device 
will  afford  ample  accommodation  to  patrons. 

To  sum  up  in  brief  some  of  the  features  of  this 
giant  store — there  will  be  eight  acres  of  floor  space, 
five  miles  of  aisles,  fifty-five  different  departments,  a 
roof  garden,  rathskeller  and  a  roof  garden  theatre. 
A  modern  system  of  ventilating  will  insure  a  con- 
stant supply  of  pure  air  for  employes  and  patrons. 

Practically  all  the  departments  will  be  controlled 
by  the  firm  though  a  few  will  be  leased  out,  such  as 
the  piano  department,  phonograph  department,  flor- 
ists, pictures,  ticket  offices,  real  estate,  butcher  shop, 
etc.  All  the  departments  usually  to  be  found  in  a 
modern  departmental  store  will  be  conducted  by  the 
firm  as  in  the  past,  with  many  new  lines  added  and 
enlarged. 

GOOD    SHIPPING    FACILITIES. 

The  shipping  facilities  will  be  the  most  rapid 
known  to  modern  store-keeping.  The  rear  of  the 
store,  along  St.  Edward  Street,  will  be  devoted  to  re- 
ceiving and  shipping  goods.  At  one  end  of  the 
building  goods  will  come  in  and  at  the  other  end  they 
will  be  sent  out  in  the  delivery  vans  so  that  there 
will  be  no  confusion.  Six  large  hydraulic  hoists  will 
be  installed  and  in  the  handling  of  heavy  and  bulky 
merchandise  the  delivery  vans  will  be  placed  direct- 
ly on  the  hoists  and  sent  to  the  shipping  department. 
In  the  same  way  for  goods  going  out,  the  vans  may  be 
taken  direct  to  the  shipping  room  loaded  and  sent 
away,  without  a  lot  of  extra  handling.  In  this;  war- 
time and  labor  will  be  saved  and  the  possibility  of 
mistakes  through  careless  handling  practically  elim- 
inated. 

The  architectural  plans  have  been  prepared  by 
D.  J.  Spence,  of  Montreal,  and  the  construction  is 
being  carried  on  by  the  Peter  Lyall  Construction 
Co.  It  is  expected  to  have  the  building  ready  for 
occupancy  by  October  1st,  1913.  The  exterior  will 
be  of  light  colored  mat-glazed  terra  cotta  and  gran- 


ite, of  gothic  design,  making  a  most  attractive  struc- 
ture. 

The  location  is  looked  upon  as  one  of  the  most 
desirable  in  Montreal.  It  is  on  one  of  the  busiest 
transfer  corners  in  the  metropolis,  where  it  is  estim- 
ated 80,000  to  100,000  people  pass  daily. 

The  history  of  the  Scroggie  firm  is  one  of  steady 
growth  since  its  inception,  twenty-nine  years  ago. 
At  the  present  time  they  occupy  two  buildings,  on 
opposite  corners,  one  of  them  a  made-over  church 
and  the  other  a  new  building  completed  last  year. 
When  they  enter  their  new  building  "The  Scroggie 
Block"  as  it  will  be  called,  they  will  concentrate  all 
their  energies  there  and  the  present  leases  will  be 
disposed  of. 

Some  nine  months  ago  the  firm  re-organized. 
They  have  opened  foreign  buying  offices  in  New 
York,  Boston,  London  and  Paris  and  formed  affili- 
ated buying  arrangements  with  some  large  Amer- 
ican stores. 

® 

The  Operation  of   Parcels  Post  Measure 

(Continued  from  page  26) 

part  of  that  zone.  The  fourth  zone  has  a  radius  of 
000  miles,  the  fifth  zone  a  radius  of  1,000  miles,  the 
sixth  zone  a  radius  of  1 .400  miles,  the  seventh  zone 
a  radius  of  1,800  miles,  and  the  eighth  zone  includes 
all  units  of  area  outside  of  zone  seven. 

The  rates  will  be  as  follows: 

For  delivery  in  zone  one:  5  cents  for  the  first 
pound,  3  cents  for  each  additional  pound  or  fraction. 

For  delivery  in  zone  two :  6  cents  for  the  first 
pound,  4  cents  for  each  additional  pound  or  fraction. 

For  delivery  in  zone  three:  7  cents  for  the  first 
pound,  5  cents  for  each  additional  pound  or  fraction. 

For  delivery  in  zone  four:  8  cents  for  the  first 
pound,  6  cents  for  each  additional  or  pound  or  frac- 
tion. 

For  delivery  in  zone  five :  9  cents  for  the  first 
pound,  7  cents  for  each  additional  pound  or  fraction. 

For  delivery  in  zone  six:  10  cents  for  the  first 
pound,  9  cents  for  each  additional  pound  or  fraction. 

For  delivery  in  zone  seven :  11  cents  for  the  first 
pound,  10  cents  for  each  additional  pound  or  frac- 
tion. 


Hedley,  B.C. — R.  G.  Shier,  men's  furnisher,  has 
been  succeeded  by  H.  G.  Freeman. 

Netherhill,  Sask. — John  Lee,  men's  furnisher,  is 
reported  to  be  going  out  of  business. 

Medicine  Hat.  Alta. — Barker  and  Rutlan,  men's 
furnishers,  have  suffered  a  loss  by  fire. 

Bredenbury. — Walton  Bros.,  who  put  up  a  hand- 
some block  last  year,  are  selling  out  their  stock  and 
will  convert  the  building  into  an  up-to-date  hotel. 


Locality  Co-operation  Increases  Business 

Merchants  and  buyers  should  keep  in  touch   with  values  and   prices  in   other 

sections  of  country  in  order  to  improve  their  own  standards  and  methods — 

Comparisons  assist  in  bringing  departments  up  to  higher  standards. 


LOCALITY  co-operation  has  many  possibili- 
ties. Merchants  have  more  facilities  for 
regulating  retail  prices  and  corresponding 
costs  of  merchandise  and  publicity  than  ever  before. 
Both  the  store,  stocks  and  catalogue  values  can  be  im- 
proved to  get  the  best  results.  The  success  of  other 
stores  and  the  offerings  of  well  conducted  depart- 
ments, where  buyers  know  their  business,  is  a  good 
basis  of  comparison.  The  outlook  is  to  improve  in 
buying  and  catalogue  values  to  protect  future  busi- 
ness, reduce  costs  and  keep  stocks  standard.  The 
prospect  is  unlimited  for  merchant,  manufacturer 
and  wholesaler. 

Cost  standard  is  not  necessarily  changed  in  the 
different  prices  charged  in  the  store  or  through  the 
mail  order  catalogue.  Locality  may  have  much  to 
do  with  selling  prices  asked  or  received.  These  may 
prove  a  good  standard,  as  far  as  serving  the  com- 
munity is  concerned.  But  the  cost  and  source  of 
merchandise  to  make  a  retail  standard  is  reflected 
in  this  kind  of  advertising,  as  in  the  different  store 
stocks.  Therefore,  if  a  merchant  in  a  neighboring 
town  or  a  thousand  miles  away  is  offering  better 
values,  other  firms  can  benefit  by  the  information. 
The  results  are  proportionate  to  the  turnover  and  to 
the  money  expended  to  better  purpose,  because  of 
this  knowledge. 

First  of  all,  merchants  have  to  be  sure  that  their 
present  standards  of  stock  are  par  value  and  that 
retail  values  are  right,  when  confirmed  by  style  and 
likely  demands.  The  regulation  of  these  same  values 
and  of  retail  prices  as  improved  by  such  locality  co- 
operation and  by  being  sure  that  sources  of  stock 
are  right.  Every  merchant  has  this  information, 
owing  to  the  easier  means  of  knowing  locality  opera- 
tions and  the  combined  experiences  of  other  firms  in 
serving  their  communities,  because  of  their  connec- 
tions. Distance  from  source  of  supply  is  neither 
an  obstacle  nor  an  excuse.  Distance  can  be  overcome 
by  close  buying,  as  standards  at  different  distances 
from  the  market  show. 

GOOD    CUSTOMERS    ARE    REASONABLE. 

Customers  are  given  credit  for  knowing  values 
because  of  locality  comparisons,  which  are  open  to 
them  season  after  season.  Stock  and  catalogue  values 
conform  to  the  trade  catered  to  because  of  this  and  the 
ability  of  customers  to  pay  for  what  they  buy.  Styles 
and  value  in  each  stock  is  used  to  appeal  to  each 
customer,  educated  by  locality  and  opposition  adver- 
tising. Most  people  are  ready  to  be  convinced  or 
they  would  not  take  time  to  compare  stocks,  and  get 


best  value  for  their  money.  Every  sale  made  to  cus- 
tomers, who  are  not  unreasonable  in  expecting  con- 
cessions owing  to  competition,  is  a  step  nearer  to  the 
desired  results  The  clientele  of  the  store  is  multi- 
plied by  the  broad  minded  treatment  of  these  satis- 
fied customers  when  this  information  is  used. 

Merchants  have  their  own  knowledge  as  to 
whether  opposition  values  are  bona  fide  or  not.  If 
the  other  stores  wish  to  do  business  for  a  minimum 
profit,  the  heads  of  departments  have  to  decide 
whether  or  not  the  interests  of  the  store  are  served 
by  meeting  the  opposition  quotations.  Values 
should  be  sold  on  their  own  merits  or  are  better  not 
sold  at  all. 

CHANGES  GIVE  NEW  IDEAS. 

Rapid  growth  and  the  tendency  to  specialization 
of  departments  in  present  business  is  putting  all 
round  dry  goods  men  at  a  premium.  Merchants 
have  to  depend  on  their  foresight  in  choosing  help 
in  an  advisory  capacity  to  keep  all  departments  up 
to  standard.  Lack  of  merchandising  criticism  is 
felt  as  the  business  grows  and  the  management  get 
farther  away  from  the  minor  operations  of  the  busi- 
ness. Buyers  have  a  growing  power  in  that  merch- 
ants have  to  rely  on  the  claim  that  stocks  are  right. 
Expert  advice  is  sometimes  necessary  to  confirm 
these  claims.  Locality  comparison  is  a  help  to  this 
end. 

Changes  of  help  in  the  evolution  of  business  are 
sometimes  a  means  to  improve  the  store  standard. 
Advance  of  buyers  interests  in,  or  value  to  the  store  is 
usually  followed  by  increases  in  department  busi- 
ness. For  these  reasons  buyers  from  other  localities 
are  often  the  best  help  available.  These  men  criticize 
stock  or  bring  the  stock  standards  of  departments 
under  them  to  a  par  with  leading  stores  in  other  lo- 
calities. The  result  of  combined  information  usually 
makes  the  store  surpass  any  previous  ideal. 

RESULTS  DEPEND  ON  POLICY. 

The  overcoming  of  the  many  obstacles  against 
locality  co-operation  will  depend  on  the  store  organi- 
zation. The  solution  will  be  found  to  take  time  and 
will  be  based  on  the  prestige  gained  by  the  store  as  a 
buying  and  merchandising  power.  A  great  deal  de- 
pends on  the  store  policy  and  the  turnover  relative 
to  the  opposition  business.  The  whole  trend  is  in  one 
direction.  Specialty  buying,  shorter  terms,  and  a 
defined  policy  alike  in  buying  selling  and  in  opposi- 
tion.   The  store  must  be  foremost. 

Forcing  the  trade  to  recognize  the  business 
acumen  of  the  store  management  is  a  safe  attitude. 
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Enterprising  business  on  the  departmental  ideas  also 
confirms  this  policy.  Efforts  to  better  business  and 
locality  conditions  along  the  standards  of  stores  in 
other  towns  and  cities  should  meet  with  considera- 
tion from  the  trade  at  large.  Locality  comparisons 
show  the  problem  is  more  or  less  confined  by  buy- 
ing connections. 

VALUES   MUST   CONFORM. 

Changes  in  policy  of  buying  from  season  to  sea- 
son are  sufficient  to  warrant  manufacturers  present- 
ing their  lines  twice  a  year  at  least.  Buyers  can  al- 
ways get  goods,  therefore,  the  trade  should  be  willing 
to  put  their  lines  on  a  competitive  basis  for  buyers, 
who  are  wide  enough  awake  to  want  to  see  values 
which  locality  comparisons  show  are  in  the  interests 
of  better  stock  standards. 

Travelers  are  more  or  less  faulty  in  their  own 
conclusions,  regarding  the  business  intentions  of 
any  firm,  judged  by  the  orders  given.  No  buyer  can 
buy  all  he  sees.  The  fact  that  one  house  always  calls 
on  its  own  connections  is  not  a  valid  reason  that  other 
retail  firms  in  that  locality  cannot  or  are  not  getting 
better  values  somewhere  else.  Buyers  often  have  this 
mistake  to  contend  with  in  their  desire  to  see  repre- 
sentative lines.  With  numerous  changes  in  the  de- 
velopment of  unlimited  business  the  demand  of 
buyers  that  the  representatives  of  these  houses  "show 
values"  is  correct.  It  is  a  natural  conclusion  of  out- 
side locality  information. 

The  inability  to  buy  at  a  previous  time,  coupled 
with  a  satisfactory  connection,  is  offset  by  the  impos- 
sibility of  buying  all  lines  continuously  from  any 
one  firm.  Under  present  every  day  conditions,  manu- 
facturers have  less  right  to  confine  all  their  business 
than  they  have  to  expect  merchants  to  buy  all  lines 
carried,  as  the  best  all  round  standard.  In  cases 
where  manufacturer's  values  set  standards,  merch- 
ants have  to  wait  until  either  business  changes  or 
premier  position  in  the  locality  forces  an  oppor- 
tunity. Competitive  values  of  other  manufacturers 
or  wholesalers  often  make  the  chance  to  show  that 
quantity  is  a  factor  in  forming  a  connection  to  mu- 
tual advantage. 

IMPROVEMENTS  NOT  HARD  TO  ADOPT. 

Greater  knowledge  of  locality  operations  and 
best  buying  connections  suggest  organization  of  both 
to  obtain  closer  costs  and  more  uniform  selling 
prices.  The  success  achieved  by  merchants  in  differ- 
ent places  depends  on  how  far  they  are  able  to  adopt 
the  plan  in  improving  stock  standards  and  profits 
in  their  own  interests.  Competition  between  direct 
opposition  in  each  town  or  city  may  make 
co-operation  or  regulation  of  prices  inadvisable. 
But  in  looking  for  unlimited  business,  merchants 
have  the  option  of  the  advances  made  in 
other  localities  to  improve  local  business.  Staple 
stocks  are  not  so  diversified  at  seasonable  times  as  to 


make  co-operation  in  stocks  and  catalogues  of  stores 
in  different  localities  such  an  intricate  matter. 

UNLIMITED   BUSINESS   AHEAD. 

Numerous  other  advantages  are  dependent  on  the 
use  of  the  present  information.  Merchants  can  plan 
on  newer  lines,  as  the  system  is  applied  to  their 
business.  Volume  of  turnover  is  increased,  without 
increasing  the  cost  of  doing  business.  Greater  quan- 
tity buying  from  the  right  sources  means  better 
value  to  the  communities.  Closer  stock-keeping 
under  improved  principles  conserves  stock  balances. 
The  flow  of  business  to  larger  centres  and  to  growing 
concerns  of  greater  capital  is  not  such  an  overwhelm- 
ing problem. 

The  prospect  for  saving  is  unlimited.  Although 
every  merchant  endeavors  to  be  original  in  his  own 
town  the  field  of  opportunities  for  locality  co-opera- 
tion cannot  help  but  indicate  many  simple  improve- 
ments. Firms  adapting  such  information  as  is  avail- 
able cannot  help  but  see  the  savings  possible  in  do- 
ing business.  They  are  to  be  reckoned  in  most  of 
the  activities  of  the  progressive  store. 

The  importance  of  these  savings  and  of  greater 
co-operation  to  improve  stock  standards  should  prove 
interesting  to  the  average  merchant,  as  he  studies 
the  opportunities. 

© 

Complain  of  Hotels 

At  a  recent  meeting  of  the  Dominion  Commercial 
Travelers'  Association  the  matter  of  country  hotels 
in  the  Provinces  of  Ontario  and  Quebec  was  discuss- 
ed and  a  resolution  was  passed  deploring  the  unsani- 
tary conditions  and  poor  service  given  in  a  large 
number  of  cases.  There  was  a  diversity  of  opinion 
as  to  whether  or  not  conditions  had  improved  during 
recent  years.  Fault  was  found  particularly  with 
those  towns  situated  at  a  distance  from  the  railroad. 
The  following  were  the  officers  elected  for  the  coming 
year: — President,  J.  M.  Fortier;  1st  vice  president, 
H.  M.  Levine;  2nd  vice  president,  W.  C.  Murray; 
treasurer,  M.  Murdoch ;  secretary,  W.  H.  Wadsworth ; 
directors  L.  R.  Russell,  W.  J.  Irving,  M.  W.  Hackett, 
R.  Brosseau  and  Mr.  Marcus. 


Montreal,  Que. — Henry  Smith  Mussen,  who  died 
a  few  weeks  ago  in  Montreal,  in  his  seventieth  year, 
commenced  his  business  career  with  his  father,  the 
late  Thomas  Mussen,  who  in  1827  founded  a  dry 
goods  business  at  the  corner  of  St.  Lawrence  and 
Notre  Dame  Streets.  He  retired  from  business  about 
twelve  years  ago,  having  amassed  a  considerable  for- 
tune, mostly  in  real  estate.  Mr.  Mussen  was  promin- 
ent in  militia  circles,  was  a  Fenian  raid  veteran, 
prominent  in  fraternal  societies  and  held  member- 
ship in  a  number  of  athletic  and  sporting  associations. 
He  was  unmarried. 
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Suggestions  for  streamers  to  be  used  in  the  January  clearance  and  whitewear  sales — Streamers  are  found  to  be 

highly  effective  from  a  publicity  standpoint. 

Publicity  Campaign   for  a  Special  Sale 

All  publicity  mediums  should  be  used  in  concert — Suggestions  for  streamers 
and  cards  prepared  on  a  uniform  style — The  use  of  streamers  is  found  very 
effective — Advertisements  might  carry  out  same  decorative  features  as  cards- 
Team  play  in  publicity  desired. 


IT  is  not  only  on  the  field  of  sport  that  team  play 
counts.  Team  play  is  the  secret  of  success 
everywhere,  and  in  everything.  The  biggest 
concerns  succeed  because  of  the  perfection  to  which 
their  organization  has  been  brought;  and  organiza- 
tion is,  after  all,  another  word  for  team  play. 

It  is  particularly  and  essentially  necessary  to  get 
the  team  play  working  when  it  comes  to  publicity. 
Each  branch  of  the  store  service  must  be  in  line,  if 
the  best  results  are  desired.  The  advertising  must 
be  backed  up  by  window  displays  and  proper  show- 
cases; and  behind  it  all  must  be  good  store  service. 
Success  is  achieved  when  all  branches  of  publicity 
and  service  work  together  like  cogs  in  a  smoothly 
running  machine. 

A  big  sale  is  a  test  of  the  "team  play"  in  a  retail 
store.  It  is  at  such  times  that  perfect  system  and 
cohesion  are  most  necessary.  The  way  to  make  a  big 
sale  a  success,  therefore,  is  to  so  completely  link  up 
the  work  to  be  done  by  each  department  that  one 
will  help  along  the  other. 

UNIFORMITY  IN  EFFORTS. 

In  preparing  for  the  January  clearance  and 
whitewear  sales,  a  definite  campaign  should  be  first 
mapped  out.  The  planning  of  advertisements,  win- 
dow displays,  cards  and  selling  features  should  be 
done  with  a  view  to  uniformity.  Thus,  all  show  and 
price  cards  should  be  done  with  a  uniform  style  of 
border  or  ornamentation.  The  same  color  combina- 
tion should  be  carried  throughout.  Using  streamers 
in  the  windows  is  found  an  effective  measure;  and, 
in  the  preparation  of  streamers,  the  same  style  of 
lettering  and  colors  as  shown  in  the  cards  should  be 
carried  out.  The  effect  of  this  measure  would  be  to 
stamp  carde  and  streamers  in  the  public  mind  as 
features  of  a  big  special  effort. 


Uniformity  in  the  matter  of  decoration  could  be 
carried  still  further.  The  border  effect  shown  on 
cards  and  streamers  could  also  be  used  for  the  news- 
paper advertisements.  Seeing  the  same  idea  repeated 
so  often,  and  in  so  many,  different  ways,  people 
would  recognize  it  as  a  feature  of  this  particular 
sale.  It  would  have  cumulative  value  from  a  pub- 
licity standpoint. 

THE    USE   OF   STREAMERS. 

During  a  big  special  sale,  such  as  the  January 
whitewear  effort,  many  ideas  not  resorted  to  at  other 
seasons  will  be  found  expedient.  Thus  the  streamer 
can  be  brought  into  action  with  splendid  effect.  Used 
in  window  displays  or  in  departments,  it  attracts  im- 
mediate attention  and  drives  its  message  home  to 
everyone  that  passes.  A  showcard  talks  to  the  public 
but  its  voice  is  not  so  loud  that  it  will  be  heard  above 
everything  else.  Now  something  in  the  stentorian 
order  is  needed  for  a  special  sale  and  that  is  where 
the  use  of  the  streamer  comes  in.  It  talks  in  un- 
mistakable tones.  It  tells  what  is  going  on  inside 
the  store.  People  become  interested — and  the  win- 
dow displays  and  the  showcards  can  be  depended 
upon  to  do  the  rest. 

Two  suggestions  for  January  sale  streamers  are 
presented,  together  with  suggestions  for  show  and 
price  cards.  These  streamers  can  be  done  on  coated 
canvas  or  oilcloth  and  even  on  some  kinds  of  cloth 
but  best  results  are  obtained  when  either  of  the  first 
materials  mentioned  are  used.  Streamers  can  be 
obtained  in  any  size.  Some  merchants  secure  them 
of  sufficient  size  to  stretch  right  across  the  front  of 
the  store  but  this  method  is  somewhat  lacking  in 
dignity.  The  store  front  streamer  is  generally  sug- 
gestive of  the  auction  room  and  fake  bankrupt  sale. 
Effective  use  can  be  made  of  streamers,  however,  in 
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the  windows  and  in  the  store  interior.  Running 
from  four  and  a  half  to  nine  feet  in  length,  they 
can  be  made  attractive,  as  well  as  emphasis-giving, 
feature-. 


Suggestion  for  show  cards  for  January  sales  —  The 
lettering  is  done  in  neat  but  not  difficult  style. 

It  is  not  necessary  to  go  to  any  great  expense  in 
the  preparation  of  streamers.  The  cost  of  one  nine 
feet  long  will  run  from  $1  to  $1.50;  at  least,  this  is 
the  range  in  price  that  The  Review  has  found. 


UNIFORM  STYLE  ADOPTED. 

It  will  be  noticed  that  the  cards  show  uniformity 
in  style  and  decoration.  Printed  on  a  white  back- 
ground with  green  lettering  and  light  green  shad- 
ing, they  present  an  artistic  appearance  and  would 
tone  in  well  with  displays  of  whitewear.  The  deco- 
rative scheme  adopted  is  simplicity  itself  —  lines 
printed  top  and  bottom  in  the  same  shade  of  green 
adopted  for  the  shading  of  the  letters.  On  the  show- 
card,  a  simple  design  has  been  introduced,  which 
should  be  carried  out  on  all  cards  used  in  store  and 
window  during  the  sale  period.  The  same  coloring 
effects  were  adopted  for  the  streamers. 

The  style  shown  could  be  followed  with  success 
in  preparing  cards  and  streamers  for  the  coming 
sales.  If  something  more  elaborate  is  desired,  the 
card  writer  can  prepare  the  necessary  designs;  but 
one  point  should  he  home  in  mind.  Carry  the  same 
idea  and  the  same  coloring  scheme  throughout. 
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A  home  made  drawing  desk  made  by  clerk  in  Ontario  store 
for  use  in  card  writing. 

But  after  all  this  is  but  one  phase  of  team  play  in 
publicity  measures.  The  advertisement,  the  store 
window,  the  showeard  and  the  streamer  should  all 
be  made  to  work  together  so  that  the  concerted 
nature  of  the  campaign  would  make  itself  distinctly 
evident  and  impress  the  public  with  a  sense  of  the 
importance  of  the  event. 


Lethbridge.   Alta. — Southard's 
''retiring  from  business"  sale. 
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Team  Play  in  Publicity 


Linking  up  the  Ad.  and  the  Display 
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We  Announce  a  Brilliant 
Display  of  the  Require- 
ments of  the  June  Brides 


Offering  A    Better,   Bigger  And 

Broader    Array    Of  Muslinwea r. 

Dresses,  Fabrics,  etc.,  Than  Has 

'fi\  Ever  Been  Exhibited  In  Peterboro 

The  Bride  of  June,  whose  trousseau  is  as  yet  uncomplete  J, 
»///  especially  appreciate  this  exposition  of  muslin  undergarments, 
silk,  and  mull  dresses,  and  light  fabrics  of  every  sort. 


It  is    the    most   pretentious    display    oj    ibis 

character   ever    attempted   in    Peterborough,     it 

iZ^^X^     comprises    only    garments    and   materials  of  tbe 

I      very    highest    and   most    meritorious   quality.    It 

\      exploits  fabrics  which  could  be  well  used  for  the 

bridal  outfit  of  a  princess,  and  of  her  attendants. 

and  dresses  of  fascinating  style  and  charming  attractiveness. 


This  exhibition  of  the  Jane  Bride's' re- 
quirements b  indeed  out  of  the  ordinary,  and 
unHltc  anything  of  the  sort-- hitherto  held  in 
Peterboro,  In  quality,  in  diversity,  in  beauty 
and  m  attractiveness,  it  eclipses  any  simtliar 
array  ever  attempted  here. 
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A  KING  the  newspaper  advertise- 
ment trot  in  double  harness  with 
the  store  window  is  the  secret  of 
success  in  winning  results  from  publicity. 
This  may  sound  trite  but  it  is  a  truth 
which  will  stand  repetition,  for  the  reason 
that  it  has  not  yet  been  quite  as  generally 
recognized  as  it  should  be. 

When  the  ad.  and  the  window  convey 

the  same  message,  results  can  be  taken  as 

a  foregone  conclusion.     People  read  the 

advertisement  and  their  interest  is  aroused 

in  the  articles  featured.     They  pass  the 

store  and  find  the  same  articles  on  display. 

In  the  window  the  goods  look  their  very 

best  and  the  arguments  of  the  ad. -writer 

are  backed  up  in  the  most  emphatic  and 

tangible  way  possible.    The  order  may  be 

reversed.     Passing  the  store,  the  customer 

may  be  attracted  by     the     display.     On 

picking  up  the  paper  that  night,  the  cus- 
tomer's eye  encounters  the  forceful  talk 

of  the  ad.-writer  about  these  very  articles 

and  the  impression  made  by  the  window 

is  confirmed  and  strengthened.    Together, 

these  two  mediums  of  retail  publicity  are 

invincible. 

The  accompanying  illustrations  show  a  window  display  and  an  advertisement  which  were  run  sim- 
ultaneously by  J.  A.  McNabb,  with  Richard  Hall  &  Son,  Peterboro'.  Both  display  and  ad.  were  of  ex- 
ceptional merit,  but  the  interesting  point  is  that  they  were  designed  along  similar  lines,  the  window 
showing  the  goods  which  the  ad.  was  featuring.  The  connection  was  drawn  a  little  closer  by  the 
announcement  which  appeared  in  the  bottom  panel  of  the  advertisement,  as  follows:  "Our  windows  are 
displaying  some  of  these  bridal  goods  and  they  should  be  closely  inspected  by  everyone  interested  in 
June  weddings." 

A  brief  description  of  the  display  will  be  in  order.  The  background  was  made  with  one-inch  strips1 
covered  smoothly  with  gray  sateen.  Fawn  sateen  curtains  were  draped  from  the  background.  By  the 
use  of  a  Japanese  wisteria,  a  pergola  effect  was  secured.  On  each  pillar  was  placed  a  mauve  lamp  shade 
and  two  were  suspended  in  the  centre  of  the  framework.  The  goods  on  displav  contained  a  wide  ranoe 
of  articles  which  go  to  make  up  the  trousseau  of  the,  June  bride. 
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The   Use   of    Photo   Mounts    for    Cards 

Artistic   effects  can  be  secured  by  lettering  on  photograph  boards  —  The  grow- 
ing sense  of  the  importance  of  showcards  is  leading    to    a  continual  demand 
for  new  ideas  and  improvements  —  Some  card  suggestions. 

Written  for  the  Iteview  by  A.  S.  Hardy,  with   Murray-Kay,   Limited,   Toronto, 


IN  VIEW  of  the  growing  sense  of  the  importance 
of  sbowcardS]  a  higher  quality  of  work  is  being 
continually  demanded.  Practical  and  artistic 
card  lettering  and  designing  is  what  the  wide-awake 
merchant  of  the  day  desires — showcards  with  trade- 
bringing  qualities.  The  result  is  a  rapid  develop- 
ment and  the  bringing  out  of  new  ideas. 

Anything  new  or  novel  is  sure  to  attract  atten- 
tion; in  fact,  novelty  is  one  of  the  qualities  most 
essential  in  a  card  nowadays.  This  does  not  neces- 
sarily mean  new  in  the  sense  of  first  discovery  but 
new  to  the  locality.  Hence,,  the  card-writer  is  al- 
ways on  the  lookout  for  new  ideas.  He  has  a  wide 
and  varied  field  from  which  to  gather  ideas  and  sug- 
gestions. He  can  get  an  idea  here,  a  design  or  a 
suggestion  for  a  design  there  and  a  color  effect  some- 
where else:  and  by  studious  ingenuity  he  can  use 
those  parts  that  are  useful  and  combine  them  with 
effective  results. 

The  cards  reproduced  are  all  photograph  mounts 
embossed — a    new   idea   which   promises   to    develop 


into  a  distinct  card  vogue.  The  two  large  cards  are 
12  by  14  inches  with  an  8  by  10  centre.  Light  tan 
was  the  shade  with  a  double  embossed  dark  brown 
stripe.  The  gift  suggestion  card  was  lettered  in 
white,  outlined  with  scarlet  and  shaded  with  grey. 
A  -pray  of  color  w-as  shown  in  the  corner. 

"Don't  let  your  Christmas  shopping  go  until  the 
last  few  days"  was  lettered  on  the  other  in  black  and 
shaded  with  tan.  The  initial  letter  D  was  done  in 
red.  The  panel  was  gold-edged  with  poinsettias  in 
the  lower  part.  This  card  is  a  practical  one  for  the 
present  moment.  If  every  merchant  were  to  put  out 
a  card  where  the  public  could  see  it,  calling  attention 
to  the  advisability  of  early  shopping,  the  effect 
would  be  good. 

The  neckwear  card  was  7  by  11,  lettered  in  old 
English  in  light  brown  and  shaded  with  sepia,  a 
spray  of  holly  being  shown  in  the  corner. 

The  small  card  is  a  suggestion  for  a  price  card 
or  for  use  in  or  on  show  cases. 


Cards  prepared  by  Mr.  Hardy  on  photo  boards.     Description  will  be  found  in  accompanying  article. 
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Our  Message   to    the 
Dry  Goods  Trade  for 
1913. 

Buy  and  Take 
Delivery  Early 

You  Know  Why 

The  W.  R.  Brock  Company  (Limited) 

Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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OUR   AIM 

To  retain  our  pleasant  relations  with  the 

dry    goods    trade    by   continued    good 
service. 

Two  advantages. 

We  have  a  group  of  factories,  enabling 
us  to  offer  you  goods  at  manufacturers' 
prices. 

We  use  the  latest  improved  methods  of 
handling  shipments  and  filling  orders. 

RESULTS  are  the  best  proof  that  we 

* 

can  give  you. 

The1 

W.  R.  Brock  Company  (Li 

Montreal 

imited; 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Here's  a  list  of  clean,  fresh  depend- 

able dry  goods   that   you  can  buy, 

and  sell  with  a  good  profit. 

8D4  Recorder  cotton  suiting,  38-9 

in 25 

240  Bedford  cord  suiting 18!/> 

T28  Seersucker 10 

DL7  Cotton  whipcord  suiting.  . .   .l&fe 

GG9  Cotton  ratine 18y2 

BF16  40  in.  Wool  serge 37y2 

WM149  40  in.  Allwool  cashmere .   .25 

CC164  Bedford  cord,  48  in 1.00 

PF  White  pleated  front  neg- 

ligee shirt $  9.00  doz. 

329    Negligee     shirt,     plain 

front 12.00  doz. 

332  Negligee  shirt,  pleated 

front 12.00  doz. 

Winnipeg  Axminster  mats 

at  $2.00  and $  3.25  ea. 

Connaught    white    hemmed 

honey     comb    quilts, 

size  70x80,  at 1.00  ea. 

A   splendid   range   of   ladies'   and 

men's   hosiery — the   best   we   have 

ever  shown. 

Let's  fill  a  sample  order. 

The  W.  R.  Brock  Company  (Limited) 

Montreal 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Four  Essentials  Which  Bring  Success 

Doing  business  on  cash  basis,  giving  prompt  delivery  service,  good  store  ser- 
vice and  advertising  extensively,  have  been  the  main  factors  in  the  success  of 
David  Spencer  Limited,  Vancouver— Some  interesting  facts  relating  to  this  firm. 


TERMS  cash,  prompt  delivery  of  goods,  quick 
service,  and  extensive  advertising  are  four 
of  the  principal  essentials  in  the  conduct  of 
any  business,  no  matter  in  what  line,  that  must  be 
adopted  if  fullest  success  is  to  be  attained.  Recogniz- 
ing this  fact,  the  firm  of  Messrs  David  Spencer  Ltd., 
of  Hastings  Street  West,  Vancouver,  have  closely 
observed  these  rules  and  the  result  is  that  to-day  it 
ranks  as  the  foremost  department  store  in  the  Ter- 
minal city. 

Five  or  six  years  ago  Spencers  was  not  the  con- 
cern it  can  boast  of  being  to-day.  The  original  prem- 
ises had  a  depth  of  between  seventy  and  eighty  feet 
with  a  frontage  of  slightly  over  a  hundred.  At  the 
present  time  a  stranger  to  the  place  would  not  fail 
to  notice  the  extraordinary  metamorphosis  that  has 
been  effected  both  internally  and  externally.  A  few 
years  ago  it  was  found  necessary  to  add  to  the  prem- 
ises. Later  further  additions  were  made  to  the  front- 
age and  plans  are  now  being  prepared  that  will  again 
enlarge  the  store  to  meet  the  growing  demands  of 
the  numerous  clientele  that  this  firm  can  lay  claim  to. 

In  this  connection  it  is  not  at  all  improbable  that 
in  the  course  of  a  comparatively  short  time,  the  en- 
tire block  between  Seymour  and  Richards  street  will 
be  absorbed.  Considering  the  rapidity  with  which 
the  business  is  developing,  this  will  not  surprise  any- 
one acquainted  with  the  place. 

HEAVY  ADVERTISING  EXPENDITURE. 

Since  the  firm  commenced  business  here,  they 
have  recognized  the  value  attaching  to  judicious  ad- 
vertising. This  department  is  one  to  which  the  man- 
agement pay  more  than  passing  attention.  And  in 
the  hands  of  an  expert,  the  expenditure  under  this 
head  has  been  returned  a  hundred  fold.  Spencers 
pin  their  faith  on  trying  to  reach  the  masses  rather 
than  the  classes — a  policy  that  has  had  results  of  a 
most  gratifying  character. 

The  four  daily  papers  in  Vancouver  are  the  medi- 
um through  which  they  reach  the  buying  public, 
and,  under  this  head,  it  is  estimated  that  their  ex- 


pense totals  approximately  five  thousand  dollars  per 
annum.  In  addition  to  this,  they  have  invariably 
followed  the  custom  of  issuing  every  half  year,  a 
comprehensive  catalogue  somewhat  after  the  style 
of  their  daily  advertisements,  and  which  is  mailed 
broadcast  throughout  this  province  as  well  as  to  dis- 
tant parts  of  the  Dominion  and  even  into  the  United 
States.  By  both  these  methods  they  get  the  results 
they  aim  at. 

Though  attention  is  paid  to  all  departments,  spe- 
cial effort  is  made  to  educate  the  people  through  the 
mediums  mentioned  so  far  as  the  dry  goods  sections 
are  concerned.  These  are  branches  of  the  vast  busi- 
ness that  H.  H.  Bishop  the  general  manager,  is  im- 
proving from  day  to  day  and  which  it  is  his  purpose 
to  develop. 

CASH    BASIS    FOUND    PROFITABLE. 

But  while  advertising  has  played  a  prominent 
part  in  the  success  that  has  followed  the  adoption 
of  enterprising  methods,  not  a  little  of  that  success 
is  due  to  the  system  that  was  inaugurated  at  the  be- 
ginning the  carrying  on  of  the  business  on  a  strictly 
cash  basis.  Ready  money  down  is  the  motto  that 
has  been  adhered  to  and  it  will  be  their  motto  so  long 
as  the  firm  continue  to  exist. 

The  deposit  system  is  one  which  has  found  con- 
siderable favor  among  the  customers  of  Spencers. 
By  this  means  patrons  can  lodge  to  their  credit  with 
the  firm  any  sum  of  money  they  wish  and  thus  avoid 
the  necessity  of  paying  every  time  purchases  are 
made.  Spencers  is  one  of  the  few  firms  in  this  city 
that  have  made  a  success  of  this. 

With  the  cash  system  in  force,  the  problem  of 
accountancy  is  one  with  which  they  are  not  faced. 
Though  the  cash  staff  is  a  large  one,  matters  are  sim- 
plified to  a  great  extent  through  rigid  observance  of 
this  rule  and  bad  debts  are  an  unknown  quantity,  at 
least  in  the  retail  department.  Hence  the  advance 
and  progress  that  have  been  made  within  a  period 
when  many  firms  struggle  to  eke  out  an  existence. 
(Continued  on  page  71) 


Eighty  Years  of  Continued  Success 

Such  is  the  record  of  Field  and  Bros,  of  Cobourg — A  brief  history  of  this  inter- 
esting firm — Good  service  has  been  a  factor  in  the    building  up    of  their  busi- 
ness— Are  good  advertisers. 


TO  have  been  eighty  years  in  the  dry  goods 
business  is  a  record  which  few  Canadian 
firms  can  claim.  Eighty  years  ago  the  firm 
now,  known  as  Field  and  Brothers,  of  Cobourg,  Ont., 
was  established  and  from  that  time  to  this  the  busi- 
ness has  been  carried  on  continually  without  inter- 
.  ruption. 

The  late  John  Field,  grandfather  of  the  four 
brothers,  who  now  conduct  the  business  was  the 
originator  of  the  firm.  Before  coming  to  this 
country,  he  had  kept  a  drapery  store  in  Wivelis- 
combe,  Somersetshire,  England.  Sailing  from  Cum- 
in age,  Devonshire,  in  1832,  he  arrived  in  Montreal 
after  eight  weeks  time,  and  in  Kingston  after  two 
more  weeks  of  sailing. 

At  that  time  Cobourg  was  more  of  a  business  cen- 
tre than  Toronto.  Situated  on  Lake  Ontario  and 
nearer  Montreal,  it  offered  much  better  opportuni- 
ties to  business  men  than  Toronto  at  the  same  time. 
But  it  was  not  that  in  particular  which  attracted  Mr. 
Field  to  the  place.  Business  prospects  were  good, 
but  in  addition  to  that  the  Methodists  were  then 
building  the  Old  Victoria  College  which  meant  edu- 
cation for  his  family.  And  to  crown  all,  Cobourg 
reminded  him  very  strongly  of  his  home  in  Wive- 
liscombe. 

Starting  into  business  in  Cobourg  his  first  store 
consisted  of  a  large  room  in  an  old  log  house  where 
the  city  hall  now  stands.  The  business  was  con- 
ducted until   1857   when   he  was  succeeded   by   his 


sons,  John  Collard  and  Correlli  Collard  Field.  These 
two  brothers  carried  it  on  continuously  until  1898, 
when  the  entire  business  was  taken  over  by  John 
Collard  Field  whose  four  sons.  .John  P.  Frederick, 
Harry  and  Cyrus,  now  conduct  the  business.  And 
now  in  the  hands  of  the  third  generation,  the  eighti- 
eth anniversary  of  the  firm  is  being  celebrated. 

UNIQUE    LETTER    OK    CONGRATULATION. 

Eighty  years  in  business  is  a  long  time  and  few 
there  are  who  can  remember  the  establishing  of  the 
linn.  Only  a  short  time  ago,  however,  Field  and 
Brothers  received  a  letter  of  congratulations  on  their 
eightieth  anniversary  from  Mrs.  John  English,  Ann 
Arbor.  Mich.  Asa  girl  of  live.  Mrs.  English  had  been 
one  of  the  first  customers  to  enter  John  Fields  store, 
being  sent  by  her  mother  to  buy  cotton  balls  for  sew- 
ing patches.  And  now  in  her  eighty-fifth  year  she 
is  still  active  and  enclosed  an  order  for  some  Baldwin 
Pee  Hive  4-ply  Black  fingering,  stating  that  Field 
and  Brothers  was  the  only  firm  she  knew  of  where 
she  could  get  this  to  suit  her. 

• 

GOOD   QUALITY  OF  STOCK. 

A  very  striking  feature  with  regard  to  the  store 
of  Field  and  Brothers  is  the  high  quality  of  the 
goods  which  are  kept.  The  policy  of  the  firm  has 
always  been  "give  the  best,  and  at  as  low  a  price  as 
possible."  Perhaps  the  greatest  stronghold  of  the 
linn  is  amongst  the  wealthy  farming  classes.  In  the 
Summer,  however,  a  great  tourist  trade  is  done.  Co- 


JOHN   FIELD, 
Founder  of  the  business. 


JOHN  0.  FIELD, 


C.  C.  FIELD, 


The   two  brothers   who   succeeded  John   Field,  and  conducted  the  business  for 

many   years. 
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DRY    GOODS    REVIEW 


An  interior  view  of  the  store  of  Field  and  Brothers,  of   Cobourg,  who  have   celebrated  the   80th  anniversary   of 

the  firm. 


bourg  being  not  only  a  very  popular  Summer  resort, 
but  also  being  directly  connected  by  boat  with  some 
of  the  larger  American  cities,  offers  excellent  oppor- 
tunities to  the  merchant  for  a  large  summer  trade. 
Catering  to  this  trade  not  only  causes  the  merchant 
to  handle  a  high  class  line  of  goods  during  the  Sum- 
mer, but  also  to  go  in  for  quality  goods  all  the  year 
round.  And  through  the  Summer  trade  a  mail 
order  business  throughout  the  rest  of  the  year  is 
built  up.  But  although  the  firm  has  enjoyed  the 
custom  of  the  wealthy  American  tourists,  they  have 
never  lost  sight  of,  nor  neglected  their  farm  custom- 
ers. 

Another  long  established  custom  of  the  firm  of 
Field  and  Brothers  is  to  keep  the  most  up-to-date 
line  of  goods.  Special  arrangements  are  made  with 
firms  to  ship  every  month  the  very  newest  things  in 
neckwear,  collars,  Irish  lace,  and  novelties  of  all 
kinds.  Thus  the  people  come  to  look  for  something 
new  every  month. 

CLEAR    OUT     OLD    STOCKS. 

But  this  leads  to  another  custom  of  the  firm.  With 
new  goods  continually  coming  in,  it  becomes  an 
absolute  necessity  to  keep  the  old  stock  well  cleaned 
out  and  not  to  allow  it  to  get  piled  upon  the  shelves. 
Firmly  believing  that  the  first  loss  is  the  smallest, 
the  firm  have  always  adopted  the  policy  of  getting 
rid  of  old  goods  even  if  prices  have  to  be  greatly 
sacrificed.  Special  sales  are  held  about  twice  a  year 
to  clean  out  all  remnants  and  odd  lines  in  the  differ- 
ent lines  in  the  different  departments.     New  goods 


however,  are  held  at  the  original  price,  no  reduction 
beino;  made  on  them  during  time  of  such  sale? 
After  stock-taking  at  the  first  of  the  year,  a  special 
effort  is  made  to  get  rid  of  old  goods,  and  when  these 
are  not  moving  out  as  rapidly  as  desired,  a  percentage 
of  the  selling  price  is  given  to  the  clerk  who  makes 
the  sale  as  a  stimulus  to  moving  out  old  goods.  Thus 
throughout  the  year  a  clean  stock  is  kept  right  from 
cellar  to  garret.  This  in  itself  is  one  of  the  special 
features  about  the  store  and  has  often  been  remarked 
upon  by  traveling  salesmen  who  cover  Central  and 
Eastern  Ontario. 

To  give  satisfaction,  then,  is  the  aim  of  the  firm. 
Keep  the  newest  goods  in  the  best  quality  and  always 
give  value  to  the  customer  for  his  money.  In  short 
that  is  the  policy  of  the  firm.  Let  the  quality  of 
the  goods  speak  for  themselves ;  use  the  people  right, 
give  value  every  time,  and  then  take  a  chance  on 
results.  An  effort  is  made  to  meet  the  large  depart- 
mental stores  of  Toronto  exactly  in  price  in  every 
line  of  goods  handled,  although  not  exactly  in 
stock. 

STRONG    ADVERTISING    CAMPAIGN. 

Advertising  is  another  point  upon  which  the 
firm  lay  strong  emphasis.  No  personal  canvassing 
for  business  is  ever  done,  but  large  ads  are  run  in 
local  papers  and  in  addition  to  that  dodgers  and  large 
bills  are  distributed  throughout  the  town  at  times  of 
special  sales.  The  calendar  idea  is  pushed  very 
strongly.  Generally  a  certain  day  is  taken  for  the 
giving  out  of  calendars  and  on  that  day  one  is  en- 
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closed  with  the  parcels  of  every  customer.  A  neat, 
attractive  calendar  is  always  given — one  which  will 
readily  find  a  place  on  the  walls  of  every  home  and 
not  be  consigned  immediately  to  the  waste  basket. 
Thus  the  name  of  the  firm  is  continually  kept  before 
the  eyes  of  the  people  throughout  the  whole  year. 

The  main  part  of  Field  and  Brother's  business 
has  always  been  cash,  although  from  the  very  first 
a  large  family  credit  business  has  been  rim.  A  strict 
policy  of  the  firm  has  been  not  to  give  indiscriminate 
credit.  Having  been  so  long  engaged  in  business  in 
the  one  town,  those  who  now  conduct  the  business 
are  thoroughly  acquainted  with  all  the  people  of  the 
neighborhood  and  thus  are  in  an  excellent  position  to 
judge  those  to  whom  credit  may  be  given. 

But  through  discriminating,  the  credit  business 
built  up  has  come  to  be  almost  entirely  with  the  high 


JOHN  P.  FIELD, 
Senior  partner  of  present  firm. 

class  trade.  Large  accounts  are  run,  but  statements 
are  always  rendered  monthly  or  quarterly  so  that  the 
situation  is  continually  kept  before  the  customers. 

LOSSES  ARE  VERY  SMALL. 

The  firms  collections  have  always  been  looked 
after  very  thoroughly  and  of  late  losses  have  not 
amounted  to  one  half  of  one  per  cent.  Credit  is 
also  given  tourists  on  Summer  trade,  and  as  yet  the 
firm  have  never  lost  a  dollar  on  it.  In  cases  where 
customers  are  neglecting  accounts,  and  allowing  debts 
to  run  up,  strong  reminders  are  sent  out,  but  it  has 
always  been  one  of  the  rules  of  the  firm  never  to 
make  personal  collections. 

The  stock  of  the  firm  consists  of  heavy  stocks 
of  dress  goods,  silks,  linens,  all  house  furnishings  and 
groceries.  Although  divided  into  different  depart- 
ments, the  department  idea  is  not  carried  out  so  fully 
that  each  clerk  has  to  remain  in  his  own  circle,  but 
is  allowed  to  make  sales  in  all  parts  of  the  store. 


The  foresight  of  the  firm  is  shown  by  the  fact 
that  they  have  bought  up  a  lot  on  the  West  side  of 
the  store,  and  right  on  the  main  street,  so  that  at 
such  time  as  they  care  to  enlarge  their  business  they 
will  not  be  hampered  by  want  of  space.  At  present 
the  store  consists  of  three  floors  and  a  basement  and 
a  large  warehouse  in  the  rear  serves  as  an  excellent 
stock  room. 

Amongst  traveling  salesmen  the  store  is  known 
as  one  where  courteous  treatment  is  always  received. 
This  too  has  been  an  outstanding  feature  for  many 
years. 

As  citizens,  the  Fields  have  always  taken  an  active 
part  in  all  questions  of  public  interest.  Both  John 
C.  and  Correlli  C.  Field  held  seats  in  the  Provincial 
Legislature,  although  at  different  times.  Harry 
Field,  too,  has  won  great  popularity  as  a  citizen  and 
has  acted  as  school  trustee,  councillor,  chairman  of 
Finance,  and  Harbor  Committees,  and  lately  as 
Mayor.  The  four  brothers  now  conducting  the  busi- 
ness are  widely  known  throughout  the  country  and 
are  highly  esteemed  by  all  who  know  them. 


Notes  of  the  Trade 

Moose  Jaw,  Alta. — On  Monday  night  thieves 
broke  into  the  premises  of  the  Ideal  Cleaning  and 
Pressing  Company,  on  River  Street,  and  strewed  the 
stock  over  the  store,  and  then  made  away  with 
goods  to  the  value  of  $400,  approximately,  and  not 
$800,  as  first  reported. 

A  very  attractive  folder  showing  selections  from 
the  Spring,  1913,  range  of  linoleum,  floor  and  stair 
oil  cloths  has  been  issued  by  The  Dominion  Oil 
Cloth  Co.,  Ltd.,  Montreal.  While  the  manufactur- 
ers do  not  sell  direct  to  the  retail  trade,  they  are  dis- 
tributing these  folders  to  any  merchants  who  desire 
them,  in  order  to  give  them  an  idea  of  the  wide 
range  of  patterns  and  colorings  which  may  be  pro- 
cured from  the  jobbers.  The  illustrations  show  the 
actual  designs  and  colors  and  the  folder  will  no  doubt 
be  appreciated  by  the  trade,  as  it  also  contains  useful 
information   concerning  widths,   lengths,   etc. 

Mr.  Parks,  Mr.  Aldrich,  Mr.  Rundle  and  Mr. 
Ryan  sailed  on  the  "Caronia"  on  December  14,  for 
Europe,  on  behalf  of  Millinery  Commissioners, 
Limited. 


Four   Essentials  Which  Bring  Success 

(Continued  from  page  38) 
"We  try  to  make  the  store  as  attractive  as  pos- 
sible, we  try  to  give  quick  delivery  and  courtesy  to 
each  and  every  customer,  and  we  believe  this  has  had 
much  to  do  with  what  success  we  have  achieved," 
stated  Mr.  Bishop.  "These  rules  we  intend  to  strict- 
ly observe  in  the  future  as  we  have  done  in  the  past." 


Firm's  Rapid  Growth  Typical  of  West 

James  Ramsey  Ltd.,  of    Edmonton,    started    in    business  a  little   over  a  year 

ago    and     have     now     completed    an    addition,    tripling    their    floor    space — 

Principles  which  have  been    followed  out  with  rare  success. 


PROGRESSIVE    PRINCIPLES   ADOPTED. 

The  reasons  for  their  growth  are  summed  up  by 
the  linn  as  follows:-  "We  attribute  our  success  to  the 


THE  story  of  the  growth  of  the  business  of 
James  Ramsey,  Limited,  Edmonton,  is  typ- 
ical of  the  West,  In  no  other  part  of  the 
world  does  the  spectacle  present  itself  of  a  business 
growing  to  such  large  proportions  in  the  course  of  fact  tha<  we  are  dom8  business  on  the  latest  Principles 
a  single  year.  Such  things  are  possible  out  there  in  of  ^ood  merchandising.  We  are  working  on  the 
what  has  aptly  been  termed  "the  land  of  wealth,  principles  employed  by  the  successful  stores  of  the 
wheat  and  wonders,"  but  it  undoubtedly  causes  some  East  and  the  United  States — that  only  reliable  mer- 
degree  of  surprise  in  the  mind  trained  to  the  more  chandise  be  sold,  that  the  price  include  only  a  fair 
staid  and  steady  progress  of  the  east,  profit  and  that  our  customers  get  the  best  of  store 

James  Ramsey,  Limited,  started  in   business   in      service." 
Edmonton  about  the  middle  of  September,   1911. 

^  .  i  T  •    ,•  f    ,  m    /,.       ,,    ,  GOOD  ADVERTISING  CAMPAIGN. 

Premises  were  leased,   consisting  ot   two  floors  and 

basement   with   a   total   floor   space   area   of   20,000  A  brisk  advertising  campaign  is  conducted.  H.  A. 

square   feet.      It  is   asserted   by   those   who   should  Roth  is  the  advertising  manager,  and  the  firm  have 

know  that  Edmonton  has  never  experienced  a  boom,  secured  striking  results  from  their  publicity  efforts, 

but   thai   the   activity   and   growth   of  the  Albertan  Uniformity   is   a    feature   of  their   campaign.      The 


capital  has  been  natural  development  accelerated  by 
the  city's  rise  in  importance  and  the  almost  spec- 
tacular prosperity  of  the  West.  Certainly,  however, 
the  city  was  in  the  throes  of  a  most  rapid  develop- 
ment about  the  time  that  the  store  of  James  Ramsey, 
Limited,  threw  its  doors  open  to  the  public  and  this, 
no  doubt,  had  its  effect.    Six  months  later,  work  was 


name  plate  of  the  firm  is  always  inserted  at  the  top 
of  the  ad.,  and  in  the  same  place  and  certain  typo- 
graphical rules  and  ideas  are  observed  which  give  to 
all  ads.  of  the  firm  a  degree  of  uniformity  which 
stamps  them  at  once  as  Ramsey  ads. 

James   Ramsey   formerly   conducted   a  store  in 
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begun  on  an  addition  to  the  building.  Exactly  one  Guelph, '  Ontario,  and,  on  going  West,  he  took  a 
year  from  the  date  of  the  first  opening,  the  firm  large  number  of  his  staff  with  him. 
opened  this  addition  —  a  thor- 
oughly modern  structure,  contain- 
ing 45,000  square  feet  of  floor 
space.  Thus  the  store  now  con- 
tains 65,000  square  feet  of  floor 
space  in  all. 

It  is  not  yet  possible  to  give  a 
detailed  description  of  the  store, 
but  the  illustrations  on  the  oppo- 
site page  wall  give  an  idea  of  the 
dimensions  and  the  modern  equip- 
ment of  the  building.  It  has  been 
modeled  on  the  most  improved 
ideas.  A  special  feature  is  the 
amount  of  window  display  space 
provided,  410  feet  in  all.  The 
store  faces  on  three  streets  and 
the  window  space  is  apportioned 
as  follows: — 

60  feet  on  First  street,  150  feet 
on  Howard  Ave.  and  200  feet  on 
Elizabeth  street. 
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Consistency     in    arrangement    is    a 
feature  of  the  ads  of  Ramsey's,  Ltd. 


A  thoroughly  modern  system  is 
being  introduced.  The  methods 
which  have  been  followed  with 
such  success  up  to  the  present  will 
be  continued.  Quality  and  service 
are  the  keynotes  of  the  store  pol- 
icy. By  continuing  to  sell  goods 
of  satisfactory  standard  and  by 
giving  prompt  and  efficient  ser- 
vice. Ramsey's,  Limited,  count 
upon  maintaining  their  rate  of 
growth. 

The  experience  of  the  firm  in 
question  is  not  absolutely  unique 
as  many  other  Western  firms  have 
shown  evidences  of  wonderful 
growth.  In  every  case,  however, 
the  growth  has  been  due  to  the 
adoption  of  methods  of  equal 
aggression. 
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A  view  of  the  fur  and  ready-to-wear  departments   in  the  new  store  of  Ramsey's,  Limited,  Edmonton. 


A   view   of   the   main   floor   of   the   store  of  Ramsey's,  Limited. 
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A   view  of  the  store  of  Brumpton  &  Dempsey,  Nanaiino,  B.C.    A  store  with  an  exceptionally  wide  frontage. 

Strict  Cash  Business  Proves  Profitable 

Brumpton  &  Dempsey  of  Nanaimo,  B.C.,  sell  goods  for  cash  only — Have  been 
in  new  store  for  less  than  a  year,  and  have  been  experiencing  a  healthy  growth 
— Firm  believers  in  the  potency  of  advertising — Cater  to  ready-to-wear  trade. 


ANEW  business  but  a  rapidly  growing  one  is 
that  of  Brumpton  and  Dempsey  at  Nan- 
aimo, B.C.  Although  the  store  illustrated 
herewith  is  a  new  one,  the  members  of  the  firm  have 
been  in  business  in  other  parts  of  Canada  for  many 
years.  R.  C.  Brumpton  ran  a  general  store  in  Red 
Deer,  Alberta,  for  twenty  years,  selling  out  to  Mc- 
Lean Bros.,  of  Stratford,  Ont.,  in  the  Spring  of 
1911.  He  then  went  to  Nanaimo  and  bought  a 
men's  furnishing  business  for  his  son,  J.  C.  Brump- 
ton. This  store  was  carried  on  for  about  a  year  and 
then  Mr.  Brumpton  bought  a  piece  of  property  and 
proceeded  to  build  a  large  store  block.  It  being  con- 
fined to  a  narrow  frontage  he  had  the  building  car- 
ried up  two  storeys  only  and  secured  the  necessary 
floor  space  by  spreading  it  over  a  large  area.  As  will 
be  seen  from  the  accompanying  illustration,  the 
block  has  four  entrances  to  the  various  departments. 
A  modern  front  has  been  put  in  so  that  not  only 
does  the  store  present  an  attractive  appearance,  but 
splendid  display  facilities  are  provided. 

MANY   DEPARTMENTS    HANDLED. 

Business  was  started  on  a  broad  basis.  Depart- 
ments in  dry  goods,  men's  furnishings  and  boots 
and  shoes  were  opened.  Buying  trips  were  made  to 
the  big  centres  to  secure  the  initial  stock. 

The  dry  goods  department  occupies  a  space  of 
75  x  70  feet.  The  men's  furnishings  and  the  boot 
and  shoe  departments  occupy  spaces  20  x  70  feet. 

Splendid  display  facilities  are  provided  by  the 
store  windows.  The  windows  are  10  feet  deep  thus 
giving  good  scope  for  the  arrangement  of  sales- 
making  trims. 


The  business  is  being  carried  on  under  the  man- 
agement of  J.  H.  Dempsey  and  J.  C.  Brumpton 
while  R.  C.  Brumpton,  who  resides  in  Victoria,  goes 
down  each  week  to  give  them  what  assistance  is  re- 
quired. 

GOOD    PRINCIPLES    ADOPTED. 

Opening  on  Friday,  September  13,  one  would 
suppose  that  the  business  was  inaugurated  under  un- 
luckjr  auspices.  But  there  is  one  sure  charm  against 
ill  luck  in  business  and  Brumpton  and  Dempsey 
adopted  it.  They  have  conducted  business  on  the 
soundest  of  principles  and  have  adopted  aggressive 
methods.    And  they  have  succeeded. 

SELL   FOR   CASH    ONLY. 

Perhaps  the  strongest  feature  of  their  campaign 
has  been  the  fact  that  they  sell  for  cash  only.  Mer- 
chants who  labor  under  the  handicap  of  having  the 
biggest  part  of  their  profits  on  the  books,  often  long 
for  the  chance  to  put  their  business  on  a  strictly  cash 
basis.  Brumpton  and  Dempsey  have  done  so  and 
have  adhered  rigidly  to  that  policy  with  the  best  of 
results.  Losses  from  bad  debts  and  the  financial 
worries  entailed  in  getting  outstanding  accounts  col- 
lected, have  been  eliminated.  The  system  was  a 
success  from  the  start. 

Advertising  has  been  undertaken  on  a  liberal 
scale.  The  firm  use  the  two  local  daily  papers  and 
one  weekly.  At  that,  they  rely  more  on  their  win- 
dow displays  and  have  found  that,  as  advertising 
features,  they  cannot  be  excelled.  The  windows  are 
changed  often  and  have  certainly  been  found  to 
yield  results. 
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They  are  catering  to  the  ready-to-wear  trade  and 
are  not  stocking  as  heavily  in  piece  goods. 

As  stated  before,  the  firm  have  been  successful 
from  the  outset  and,  although,  they  have  been  in 
business  in  their  new  quarters  less  than  a  year,  have 


shown  evidences  of  healthy  growth.  The  prospects 
for  the  future  are  bright.  Nanaimo  is  a  town  with  a 
"pay  roll."  It  has  been  coming  into  prominence 
recently  and  is  now  forging  ahead,  with  the  cer- 
tainty of  .becoming  a  large  city  in  the  near  future. 


The  Buyer's  Viewpoint 

Decorators  will  find  it  necessary  to  select  wall- 
paper especially  for  room  where  it  is  to  go — The 
I  rend  is  toward  plain  effects — Something  with  refer- 
ence to  the  latest  drapes. 


Wall  Paper  Styles  for  Spring,  1913 

Suiting  paper  to  every  style  of  room  will  be  necessary — Specialization  becom- 
ing a  feature — Plain  effects  will  be  shown  largely — Papers  designed  for  apart- 
ment  flats — The  popular  shades  and  patterns. 


IN  choosing  wallpaper  the  true  decorator  studies 
each  room  and  applies  only  that  paper  which  is 
suitable  to  that  room.  Year  by  year  this  is  being 
realized  more  fully  and  greater  care  than  ever  is 
being  taken  to  study  exactly  what  is  suitable  to  each 
room  with  its  furnishing. 

Wallpaper  for  191:5  will  be  mostly  plain  effects 
in  ooze  and  cordova  leathers,  tweeds  and  burlap 
weaves,  some  stripes  with  broken  edge  and  a  lot  of 
new  backgrounds  in  chintz  and  diaper  cloths.  A 
great  variety  of  designs  in  foliage  with  suggestions 
of  flower  and  fruit  are  shown. 

The  English  papers  will  be  mostly  in  clear  soft 
colorings  of  champagnes,  greys,  tans,  apple  greens 
for  living  room  and  a  few  choice  chintzes  and  diaper 
effects  for  bedrooms. 

PAPERS  FOR  APARTMENT  FLATS. 

This  year  will  see  a  new  departure  in  wallpaper. 
During  1013  many  papers  specially  suitable  for 
apartment  flats  will  be  shown.  These  come  in  soft 
grey  and  tan  tones  with  tapestry  and  foliage  effects 
or  scarce  set  designs  to  match  any  style  of  draperies. 

For  trims  or  plain  papers  a  lot  of  shandkydd  and 
a  lot  of  other  English  designs  of  bands  or  strappings 
are  being  used,  making  panel  effects  to  suit  each 
room. 

Rather  a  new^  thing  in  ceiling  papers  is  an  Eng- 
lish pebble  imitating  roughcast.  This  gives  a  very 
pleasing  effect  and  applied  in  tans,  greys  and  blues 
gives  a  very  effective  wall. 

Several  English  and  American  manufacturers  are 
still  showing  elaborate  designs  but  mostly  in  milder 
colors  in  the  more  expensive  papers.  Leathers  beau- 
tifully mottled  in  blending  shades  and  some  with 
an  introduction  of  contrasting  colors  are  specially 
suitable  for  dens,  living  rooms  and  dining  room-. 
Leathers  in  metallic  effects  will  also  be  quite  popular. 


ORIENTAL  STYLES  SHOWN. 

For  sitting  rooms  and  a    few    odd    tea    rooms 
Chinese  and  Japanese  papers  are  being  introduced. 


A    two-third     treatment.      Shown    by    Courtesy    of 
Staunton's,  Limited. 
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A  corner  of  the  rug  department  in  the  store  of  House  &  Herrmann,  Washington,  D.C., 
Best  Rug  Rack  in  operation 

Showing  Rugs  Easily 

is  not  a  matter  of  strength  and  ability  to  wrestle  huge  piles  of  floor  coverings, 
but  simply  the  installation  of  modern  store  equipment  which  enables  the  sales- 
man to  show  to  advantage  in  a  few  minutes  what  otherwise  would  take  him 
ten  times  as  long  and  then  under  the  greatest  handicap. 

The  Best  Rug  Display  Rack 

is  the  most  practical  on  the  market  regardless  of  price.  It  works  so  easily 
that  it  is  a  pleasure  not  only  for  the  salesman  to  shew  his  stock,  but  is  a  relief 
to  the  customer  as  well.  The  old  laborious  method  is  anything  but  productive 
of  sales,  it  tires  the  salesman  and  worries  the  customer.  The  "Best"  way 
gives  all  round  satisfaction  and  pays  for  itself  in  increased  sales. 
Send  for  illustrated  catalog  to-day. 

JOHN  H.  BEST 

235  South  Exchange  Street,  Galva,  111. 

Alsn  Builders  of  Linoleum,  Comfort,  Blanket.  Lace  Curtain, 
Drapery   and   Portiere  Display    Racks. 
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Some  Japanese  designs  introduce  landscapes  and  lan- 
terns amongst  the  foliage.  In  these  brighter  color- 
ings are  more  prominent  and  in  their  quaint  designs 
give  a  very  distinctive  effect  to  the  rooms. 

Cutouts  will  be  used  very  largely  again  next  sea- 
son, the  only  change  being  that  the  upper  cutout 
will  not  be  quite  as  elaborate  as  during  1911-12. 

Bands  will  form  a  very  prominent  feature  and 
will  be  used  extensively  as  a  trim  below  the  mould- 
ings or  above  the  base — also  around  doors  and 
windows. 


Rather  a  special  feature  will  be  air  blend  papers 
all  done  by  band  and  made  specially  to  customers' 


A  new  line  for  1913  with  cut-out  border  and 

base  trimmer.     Shown  by  Courtesy,  of 

Staunton's,  Limited. 


orders.  Through  being  all  hand  done  these  are  very 
well  blended  and  present  a  very  pleasing  effect  for 
all  styles  of  living  rooms.  In  these  the  Blake  design 
used  as  a  strapping  on  the  blend  is  almost  as  effective 
as  the  shand  kydd  and  not  quite  as  expensive. 

But  above  all  the  main  feature  during  1913  will 
be  to  decorate  rooms  with  only  that  paper  which  will 
be  most  suitable  to  the  purpose  for  which  the  room  is 
used  and  also  to  the  furnishings. 


Handling    Vacuum    Cleaners 

Opportunities  in  selling  these  implements 

which  merchant  should    consider  —  Their 

various  uses  in   the  store. 

The  dry  goods  merchant  who  seriously  considers 
the  degree  of  perfection  that  has  been  attained  in  the 
manufacture  of  vacuum  cleaners,  will  realize  that 
they  should  not  only  be  a  profitable  line  for  his 
housefurnishing  department,  but  that  the  use  of  one 
in  his  store  would  enable  him  to  keep  his  shelving, 
his  floors,  his  carpets,  draperies  and  his  stocks  more 
thoroughly  dast-free.  Further,  his  place  of  business 
can  be  made  to  demonstrate  the  advantages  of  the 
vacuum  cleaner,  and  therein  he  has  one  of  the 
strongest  selling  arguments  with  those  who  are  at 
all  interested  in  easier  and  more  effective  house- 
cleaning. 

Large  departmental  stores  have  at  once  appre- 
ciated the  force  of  these  facts.  Many  of  them  have 
special  sections  devoted  to  vacuum  cleaners,  and 
when  placed  in  charge  of  capable  salespeople  results 
have  certainly  been  worth  while.  At  the  same  time, 
cleaners  have  beer.'  applied  to  good  purpose  in  the 
store.  Dust  is  no  longer  a  serious  detriment  to  abso- 
lute cleanliness.  In  the  millinery  or  ready-to-wear 
departments,  for  example,  the  carpets,  draperies  and 
upholsteries  never  lose  that  fresh  appearance  which 
is  the  first  sign  of  a  well-conducted  business.  A  large 
part  of  the  work  that  was  left  for  the  semi-annual 
or  quarterly  cleaning  is  now  done  much  more  fre- 
quently. The  vacuum  cleaner  is  simplifying  this 
work  and  what  it  is  doing  for  the  store  it  will  do 
quite  as  effectively  for  the  home,  for  the  hotel,  for 
the  business  office  and  in  fact  for  any  establishment 
where  dust  has  to  be  fought.  There  is  certainly  a 
wide  field  of  opportunity  open  to  the  merchant  who 
handles  this  line  properly,  who  gets  after  the  business 
in  a  convincing  way.  Why  should  it  not  be  the  dry 
goods  man? 

Laborious  processes  of  interior  cleaning  are  now 
being  passed  up  for  the  more  sanitary,  efficient  and 
modern  method.  In  fact,  the  vacuum  cleaner  can 
be  applied  to  purposes  which  could  only  be  half  done 
by  the  somewhat  superficial  application  of  the  old 
way.  With  every  machine,  there  are  special  tools 
for  specific  purposes.  Thus  there  is  an  attachment 
for  cleaning  the  edges  of  the  stair  carpet,  for  cleaning 
around  the  buttons  of  furniture,  draperies  and  mat- 
tresses, and  also  for  blowing ;  there  is  a  round  brush 
for  clothing;  a  tool  for  cleaning  the  tops  of  base- 
boards and  moulding,  also  one  for  massage,  a  felt 
attachment  for  polished  floors  and  walls,  an  adjust- 
able jointed  brush  for  walls  and  also  a  brush  for 
books.  These  are  some  of  the  functions  performed 
with  ease  by  a  vacuum  cleaner,  but  which  consume 
much  time  when  imperfectly  done  by  hand,  and 
even  then  the  work  is  not  always  well  done. 
(Continued  on  page  56) 
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Department   arrangement   ami   suggestive   overhead    decorations    showing    stock     in     simple     draperies     and 
window   treatment.     Materials  are   combined  to  good   effect. 


Increased  Interest  Needed  in  Draperies 

Merchants  should  give  more  attention  to  this  branch — Salesmen  should  be 
equipped'to  give  practical  advice  and  suggestions — Some  of  the  most  attractive 
forms  of  drapery  for  windows — How  to  arrange  them  and  what  they  will  cost. 

Written  for  The  Review  by  Mr.  Screaton.  manager  of  Drapery  .Department  of  Robert  Simpson  Co.,  Toronto. 


EVERY  one  who  has  given  any  thought  or 
attention  to  the  growth  of  the  drapery  busi- 
ness, that  is,  the  furnishing  drapery  business, 
not  only  in  Canada,  but  throughout  America  during 
the  past  ten  years,  must  have  been  struck  with  the 
possibilities  for  developing  along  this  line  by  the 
retail  merchant.  Apart  from  a  few  of  the  big  stores 
in  some  of  our  larger  commercial  centres,  there 
appears  to  be  no  intelligent  or  well  directed  effort 
made,  on  the  part  of  the  storekeeper,  to  develop  this 
most  important  and  profitable  adjunct.  In  any  of 
the  larger  stores,  one  can  see,  from  the  enormous 
volume  of  trade  which  is  done,  from  the  extensive 
facilities  for  the  showing  of  the  goods,  and  tbe 
demonstration  and  application  of  the  various  fabrics, 
from  the  large  factories  which  are  kept  busy  the 
year  round  in  the  completion  of  special  orders  and 
contracts  for  drapery  work,  from  the  staff  of  experts 
and  artists  who  are  employed  in  this  branch  of  the 
business  alone  the  extent  of  the  trade  which  is 
done.  And  yet  this  most  profitable  department  is 
so  neglected  in  the  ordinary  store  throughout  the 
country,  that  the  extent  of  the  facilities  for  grasping 
even  the  smallest  portion  of  this  business  is  res- 
tricted to  a  few  pieces  of  goods,  perhaps  not  too 
carefully  selected,  in  the  charge  of  a  salesman  who 
does  not  understand  their  application  and  perhaps, 
takes  no  interest  in  acquiring  knowledge  of  the  way 
in  which  these  fabrics  are  to  be  used  by  his  cus- 
tomers.    It  is  an  unfortunate  fact  that  many  of  the 


ladies  who.  at  the  present  time  are  buying  curtain 
and  drapery  materials  in  the  smaller  centres,  have 
a  better  knowledge  of  the  goods  themselves,  and  the 
way  in  which  these  goods  are  to  be  applied,  than  has 
the  salesman.  The  reason  for  this  being  that  on  one 
hand  there  has  been  an  interested  study  of  articles 
in  the  various  ladies'  journals,  which  give  from  time 
to  time,  more  or  less  valuable  information  on  the 
subject,  and  on  the  other  hand,  nothing  stronger 
than  a  desire  to  make  the  sale  at  a  price  per  yard 
of  the  goods  which  happen  to  be  on  the  shelf. 

Apart  from  the  important  study  of  the  principles 
of  complete  home  furnishing  and  decoration,  which 
will  be  taken  up  in  the  subsequent  issues  of  this  paper, 
there  are  innumerable  minor,  but  most  important 
laws  governing  the  use  of  all  of  the  different  fabrics 
which  are  applied  in  decorative  furnishing,  and  only 
the  salesman  who  understands  these  laws,  can  hope 
to  cater  successfully  for  the  business  in  his  commun- 
ity. Each  curtain  material  has  its  own  special  adap- 
tation. With  every  different  material  there  is  a 
special  way  in  which  this  should  be  used,  and  par- 
ticular reasons  why  it  should  be  applied  in  prefer- 
ence to  all  others. 

SHOULD   ADVISE   INTELLIGENTLY. 

To  intelligently  serve  the  customer  at  the  counter 
in  the  drapery  department,  the  salesman  must  first 
get  from  his  client  complete  data  regarding  the  pur- 
pose to  which  the  material  is  to  be  applied,  then, 
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Linoleums 
Floor  Oil  Cloths 
Table  Oil  Cloths 

MADE-IN-CANADA 

ILLUSTRATED  FOLDER  1913  We  have 
just  issued,  in  a  convenient  size  for  mailing,  a  folder 
showing  a  fair  representation  of  our  range  of 
Linoleum  and  Floor  Oil  Cloth  patterns  for  1913,  in 
actual  colorings.  These  folders  give  useful  infor- 
mation concerning  widths,  lengths,  etc.,  and  we 
would  be  pleased  to  send  one  to  any  dealer  in  these 
lines  who  has  not  already  received  a  copy. 

OUR  GOODS  ARE  HANDLED  BY  ALL 
THE  WHOLESALE  DRY  GOODS  TRADE 

MANUFACTURED  BY 

the  DOMINION  OIL  CLOTH  CO.,  limited 

MONTREAL 
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from  his  knowledge-  of  the  materials  which  he  has 
for  sale,  and  their  adaptability  to  the  various  pur- 
poses for  which  such  goods  are  required,  he  is  in 
a  position  to  advise  quickly  and  accurately  how, 
when,  where  and  why,  the  goods  should  be  used.  The 
ability  to  inform  a  customer  quickly  and  accurately 
of  the  amount  of  material  required  for  the  treat- 
ment of  any  window  which  she  is  considering,  is  of 
paramount  importance  to  the  salesman,  and  the 
smallest  amount  of  application  will  soon  enable  any- 
one to  do  this  without  difficulty.  The  proper  ma- 
terial to  use  for  this  particular  purpose,  requires  a 
great  deal  of  thought,  study  and  experience,  but  if 
one  or  more  materials,  with  their  ways  of  applica- 
tion, are  considered  at  a  time,  it  will  be  only  a  short 
time  before  any  salesman  interested  in  increasing 
the  knowledge  of  his  goods  will  lie  in  a  position  to 
speak  with  authority  in  offering  advice  to  his  clients. 

TREATMENT    OF    BAY    WINDOWS. 

In  order  to  encourage  thoughtful  consideration  of  the 
drapery  questions,  and  with  a  view  to  developing  a 
uniform  method  of  studying  the  requirements  of  any 
window  for  which  curtain  treatments  are  required, 
we  give  herewith  a  resume  of  the  questions  which 


Casement  window  draperies  with  shirred  heading,  suitable 
for  different  combinations  of  Madras  scrim  net  or  laces.  See 
description  and  estimate. 


Simple  casement  window  drapery  showing  straight 
sill  length  curtains  on  brass  rod  with  ball  ends. 
Upholstered  chair  to  match. 

must  come  to  the  mind  of  the  salesman  in  effecting 
the  sale  of  a  suitable  treatment  for  a  window,  such 
as  we  show  in  our  illustration.  For  an  example: — 
we  show  herewith  a  small  sketch  of  a  bay  window 
treatment  in  the  average  home ;  6  feet  from  the  top 
of  the  casing  to  the  sill.  The  centre  window  is  42 
inches  wide  and  the  two  side  windows  28  inches  wide, 
and  the  distance  from  the  floor  to  the  sill  is  34  inches. 
We  have  taken  this  as  a  concrete  example  of  the 
possibilities  of  inexpensive  and  yet  effective  drapery 
treatments,  with  which  every  drapery  salesman 
should  be  familiar. 

The  material  used  for  the  glass  curtains,  that  is, 
the  curtains  which  hang  on  window  next  to  the  glass, 
or  next  to  the  shade,  if  a  shade  is  used,  is  Scotch 
madras,  45  inches  wide,  which  sells  at  40c  per  yard. 
This  is  hung  on  small  brass  extension  rods,  by  mak- 
ing a  double  heading  at  the  top,  and  a  3-inch  turned 
hem  at  the  bottom  and  shirring  the  curtain  onto  the 
small  extension  rod.  The  object  of  using  this  double 
heading,  when  it  is  to  be  covered  up  and  will  not 
be  seen,  is  to  provide  for  shrinkage,  as  madras,  which 
is  so  useful  for  many  purposes,  will  shrink  very  con- 
siderably the  first  time  it  is  laundered,  so  that  pro- 
vision must  be  made  for  letting  down  an  amount 
which  will  vary  from  1  inch  to  2^2  inches  in  each 
yard,  depending  on  the  quality  of  the  material,  when 
the  curtain  has  been  washed. 

Fifteen  cents  apiece  will  cover  the  cost  of  the 
extension  rods,  while  O1/^  yards  of  madras  will  make 
the  curtains,  allowing  for  hems  and  headings;  this 
provides  for  the  use  of  a  pair  of  curtains  on  the 
centre  window  and  a  single  length  of  madras  on  each 
of  the  side  windows,   which  can   either  be  divided 
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Pat.  Nov.  8, 
1910. 


Send  for  an  "Eureka" 
and  try  it  in  your 
department 


A  DEMONSTRATION    of     this   wonderful   Electric 
Suction  Cleaner  will  prove  more   than  all   we 
can  say  for  it 

These  cleaners  in  your  carpet  and  drapery  depart- 
ments will  prove  to  be  a  profitable  line  to  handle,  They 
are  easily  demonstrated  and  are  so  superior  to  the  elec- 
tric vacuum  cleaners  on  the  market  at  even  more  money 
that  you  will  find  them  ready  sellers.  Send  for  one  on 
trial. 

Illustrated  Booklet  and  Trade  Discounts  on  request. 


Onward  Manufacturing  Co. 

BERLIN,  ONTARIO 
Toronto  Show  Rooms  -         423  Yonge  Street 

The    wheels    on    the    nozzle,    exclusive    with    the  ...    .        n,  ...    ».       . 

Western  Distributing  Agents: 

"Eureka."  make  the  machine  very  easy  to  operate.       Moncrieff  &  Endress,  Limited,  Scott  Bldg.,  Winnipeg,  Man. 


"1HE  CANADIAN  WINTER 
AND  DEARDEN  QUILTS 


The  growing  popularity  of  the  Dominion  of  Canada  with  the 
"Old  Country"  people  and  the  fresh  air  agitation  that  is  gradu- 
ally taking  hold  of  the  better  class  of  people,  is  creating  no 
small  increase  in  demand  for 


i 


Dearden  Quilts 


The  open  window  in  the  sleeping  room  and  the  Dearden  Quilts  are  strong  allies  of  good  health. 

Our  1913  range  is  an  assemblage  of  the  best  sellers  we  have  yet  brought  together  in  a  com- 
plete line.     Don't  miss  seeing  and  comparing  our  values. 

R.  H.  COSBIE,  LIMITED 

IRISH  LINEN  AGENCY 

TORONTO  -  -  -  ONTARIO 
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in  the  centre  or  left  to  hang  plain  the  full  width  of 
the  window,  as  desired.  Thus,  for  an  expenditure 
of  $4.1.r>  we  have  provided  very  pretty  and  service- 
able glass  curtains  for  the  three  windows. 

The  material  shown  for  the  side  curtains  and 
valance,  is  a  pretty  English  chintz,  31  incnes  wide, 
which  sells  at  35  cents  per  yard.  These  are  hung 
with  rings  and  hooks  on  a  wooden  curtain  pole,  1 
inch  in  diameter,  one  width  being  used  on  each  of 
the  outside  points,  and  one  width  at  each  of  the 
angles,  the  quantity  required  for  the  side  curtains 
alone  being  8%  yards,  which  allows  for  hems  and 
headings.     The  box  pleated  valance  on  a  window 


Suggestion  for  bay  window  decorative  treatment  in 
simple  design.  Net  curtains  and  art  drapery  with  box 
pleated  valance  and  seat  to  match. 


of  this  size,  should  be  about  10  inches  deep,  and  in 
order  to  give  suitable  fullness,  should  have  six  widths 
of  the  material,  which  would,  of  course,  have  to  be 
matched  and  would  probably  be  cut  about  15  inches 
long,  and  sewn  together  and  hemmed  at  the  bottom 
and  top.  This  is  hung  on  the  same  wooden  pole 
which  carries  the  side  curtains.  A  tape  about  1 
inch  wide  is  sewn  across  the  back  of  the  valance,  after 
the  box  pleating  has  been  adjusted  to  the  required 
width  of  the  window,  and  on  this  the  hooks  are 
sewn.  (Note: — "particularly,  do  not  use  the  abom- 
inable safety  pin,  and  drapery  hook  combinations, 
which  are  so  frequently  used  for  hanging  curtains. 
Use  a  proper  lambrequin  hook,  which  will  be  sewn 
onto  the  curtain  itself,  and  not  attached  to  its  by 
means  of  a  safety  pin.")  The  total  cost  of  the 
chintz,  11 XA  yards  in  all,  would  be  $3.94.  The  cost 
of  the  pole  complete  with  ends,  rings  and  brackets, 
would  be  not  more  than  $2.00,  so  that  for  the  expen- 
diture of  about  $10.00,  a  customer  can  be  provided 


with  a  complete  equipment  for  the  treatment  of  a 
living-room  bay  window  which  will  be  both  service- 
able, artistic  and  economical. 

Taking  the  example  which  we  used  above,  in  the 
first  place,  we  have  used  a  Scotch  madras,  which  is 
sold  by  the  yard  in  preference  to  lace  curtains  by 
the  pair.  Why?  We  are  studying  economy,  trying 
to  produce  the  most  artistic  effect  possible  for  the 
money.  Two  pair  of  curtains  of  the  ordinary  kind 
which  will  give  as  good  an  effect  as  does  this  madras 
would  cost  more  than  double  the  money. 

MOST    ECONOMICAL    MATERIAL. 

The  room  is  a  living-room  which  is  in  constant 
use  and  the  curtains  will  require  to  be  laundered 
frequently.  We  have  chosen  the  madras  because  of 
all  curtain  materials  it  is  the  easiest  washed,  requires 
no  stretching  when  it  is  being  dried,  and  curtains 
can  be  taken  down,  washed,  dried,  ironed  and  hung 
within  three  or  four  hours.  It  is  a  very  serviceable 
material,  is  to  be  had  in  very  attractive  and  artistic 
designs,  and  is  inexpensive. 

For  the  overcurtains,  English  chintz  has  been 
chosen,  because  of  all  possible  materials  for  a  drap- 
ery of  this  kind,  at  a  moderate  price,  it  is  the  most 
pleasing  in  appearance.  It  is  possible  to  secure  de- 
signs, which,  both  in  detail  and  in  coloring  present 
as  fine  an  effect,  as  is  possible  in  a  very  costly  fabric, 
and  all  this  at  a  cost  of  only  from  35c  to  50c  per 
yard.  The  colors  are  almost  permanent,  will  stand 
any  reasonable  amount  of  sun  and  exposure  to  the 
light  without  fading.  They  can  be  washed  without 
the  brilliancy  being  effected  in  the  slightest  degree. 
The  material  is  easy  to  make  up,  and  anyone  with 
any  sense  of  the  artistic  or  beautiful,  by  using  chintz 
for  curtains,  hangings,  portieres,  table  covers,  furni- 
ture covering,  box  covers,  mantle  shelf  draperies,  etc., 
etc.,  can,  at  a  very  low  cost  make  a  most  attractive 
and  cosy  looking  room. 

MAKING   UP   THE   CURTAINS. 

With  the  present  extraordinary  demand  in  all 
parts  of  the  country  for  chintzes,  cretonnes,  taffetas 
and  all  printed  fabrics  of  this  kind,  the  merchant 
who  will  prepare  a  display  of  these  materials — a  half 
dozen  good  and  well  selected  patterns  will  be  enough 
to  make  a  very  good  showing — and  will  provide,  to 
serve  the  public,  salesclerks'  who  know  the  use  and 
adaptation  of  the  materials,  cannot  help  to  develop 
within  a  short  time  a  very  considerable  and  profit- 
able business.  It  may  be  that  he  will  be  confronted 
with  the  difficulty  of  having  his  customers  ask  to 
have  these  curtains  made  up,  and  if  so,  all  that  will 
be  required  will  be  a  sewing  machine  in  the  store,  and 
the  leisure  time  of  a  saleslady,  acting  under  the  direc- 
tion of  the  person  in  charge  of  this  part  of  the  busi- 
ness, and  the  curtains  can  be  made  up  quickly  and 
profitably.  For,  of  a  certainty,  a  charge  will  be  made 
to  the  customer,  in  the  first  place,  for  the  knowledge 
of  how  to  do  this  work,  and  in  the  second  place,  for 
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Oriental  Rugs 

To  wholesale  buyers : 

Buyers    visiting  Toronto  during  January  and  February  are  cordially  invited  to  visit    my 
wholesale  warehouses  where  they  can  see  a  very  large  and  most  complete  stock  of  all  sorts  of 

Persian,  Turkish  and   Indian 
Rugs  and  Large  Carpets 

I  have  the  largest  stock  in  Canada  for  immediate  delivery  and  import  orders  taken  now  for 
next  Fall  delivery — Mail  orders  promptly  attended  to. 

l-^O  r\Q  "\7"C1  t~l        Direct  Wholesale   Importer 
77  Bay  Street  -::-  Toronto,  Ont. 


1913  Importation  of  Rugs 

AN  EXCELLENT  SHOWING 

We  are  prepared  to  offer  the  Canadian  trade  as  worthy  a 
showing  of  Imported  Axminster  Rugs  and  Mats,  Seamless 
Imitation  Oriental  Rugs  and  Mats,  New  Fibre  Matting, 
Curtains,  etc.,  as  has  ever  been  our  privilege  to  present 
to  the  trade  since  ovir  establishment  in  Canada. 

Our  representatives  are  now  on  the  road  with  the  complete 
range  and  will  be  pleased  to  put  it  before  you  for  your 
approval. 

OTTO  T.  E.  VEIT  &  CO. 

Importers  and  Commissioners 
Showrooms :  726  Empire  Bldg-.,  64  Wellington  St.  West,  Toronto 

PHONE   MAIN    2592 
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having  it  done.  The  proper  charge  to  make 
(o  the  customer  for  drapery  work  of  this 
kind,  will  vary  in  different  localities,  but  the  mini- 
mum for  first  class  work  should  be  from  20c  to  25c 
per  hour,  and  its  must  be  firmly  understood  from 
the  beginning  that  the  workmanship  end,  in  this 
part  of  the  business,  if  it  is  to  be  carried  on  at  all, 
must  be  carried  on  at  a  profit,  and  an  adequate 
return  must  be  had  for  the  time  of  the  employes 
engaged. 

WINDOW   SEAT   SUGGESTIONS. 

There  will  be  seen  in  the  illustration,  under  the 
bay  window,  a  suggestion  for  a  window  seat  with 
box  pleated  valance,  which  would  be  carried  out  in 
the  same  material.  On  another  page  is  also  shown, 
a  treatment  of  a  simple  casement  window  with 
straight  sill  length  curtains  of  chintz  with  a  chair  up- 
holstered in  the  same  fabric. 

The  sale  of  drapeiy  materials  is  absolutely  and 
entirely  a  matter  of  suggestion.  At  the  present  time, 
with  the  prosperity  of  Canada,  people  are  interested 
in  the  development  and  beautifying  of  their  homes. 
It  remains  only  for  the  merchant  to  place,  in  an 
attractive,  pleasing  manner,  keeping  in.  mind,  the 
limitations  of  the  purse  of  his  clients,  the  facilities 
which  he  has  to  offer  in  the  way  of  completing  artis- 
tic drapery  schemes,  and  he  must  develop  within 
a  short  time  a  very  considerable  and  profitable  busi- 
ness. 

Show  the  people  the  goods  which  you  have  to 
sell.  Show  them  the  way  in  which  these  goods  are 
used.  Make  up  from  rough  materials  at  your  com- 
mand in  your  spare  tune,  or  the  spare  time  of  your 
staff,  a  rough  frame  of  a  window.  Have  one  of  the 
girls  make  up  a  pretty  pair  of  madras  curtains  with 
chintz  overcurtains,  and  valance,  hang  them  on  the 
window  with  the  kind  of  rods  and  fittings  which  you 
have  to  sell,  put  a  price  on  them,  show  how  pretty 
a  window  can  be  made  to  look,  and  how  cheaply  it 
can  be  done,  and  you  will  get  business,  and  business 
that  will  pay  a  profit  from  the  start,  and  will  de- 
velop beyond  your  fondest  expectations. 


JOHN  R.  FOSTER  &  Co. 

LONDON,  ENGLAND,  Established  50  Years 

Manufacturers    of 

Upholstery 
Trimmings  and   Sundries 

Curtain  Borders,  Edgings  and  Cords,  Curtain  Holders. 
Fringes  (all  kinds).  Furniture  Gimps,  Cords  and  Buttons. 
Cretonne  Bindings.  Mattress  Bindings.  Carpet  Bindings. 
Blind  Cords.  F rings.  Laces  and  Tassels.  Chair  Webs, 
Twines,   Buckrams,   Hessians    and    Scrims.  Artistic    Em- 

broidery of  all  styles. 


City    Warehouse  —  44a,    GUTTER    LANE,    EX. 

Factory— 3  &  4,  Winsley  St.  and  50  &  51  Castle  St..  East.   W. 

AGENTS  IN  CANADA  : 
For  Ontario  and  Quebec — Edgar  Fen  ton, 713  Empire  Bid  g.,  Toronto 

For  the  Western  and  Maritime  Provinces  • 
J.  B.    Henderson    &   Co..    Ltd.,   77  Wellington  St.  West,  Toronto 


Handling  Vacuum  Cleaners 

Continued  from  page  48 
The  fact  that  prices  of  vacuum  cleaners  for  do- 
mestic, store  or  otnce  purposes  range  from  $25  to 
$300,  immediately  indicates  the  extent  of  the  oppor- 
tunity to  the  person  who  undertakes  their  sale.  The 
hand  power  machines,  operated  by  the  person  who 
is  doing  the  cleaning  or  with  the  assistance  of  an- 
other, has  been  found  to  be  very  satisfactory  in  homes 
of  moderate  means  or  wherever  power  is  not  avail- 


PEMONSTRATION  NOTICE 

Arrangements  have  been  made  to  demonstrate  t  Suction 

Sweeper  as  follows: 


1—  I      I 


A  device  of  the  Robert  Simpson  Co.,  Toronto, 
to  interest  people  in  vacuum  cleaners— These 
tags  are  kept  in  the  housefurnishirigs  de- 
partment   and    many    prospects    are    secured 


able.  The  motor-driven  cleaner  is  a  powerful  ma- 
chine which  can  he  applied  to  the  heaviest  as  well 
as  the  lightest  and  most  delicate  kind  of  work.  There 
arc  also  machines  which  may  be  placed  in  the  base- 
ment of  a  building,  and  the  air  applied  through  a 
baseboard  connection.  In  the  most  perfect  machine 
of  this  type  the  dust  collector  is  always  on  the  floor 
when  the  cleaning  is  being  done  thus  overcoming 
the  danger  of  the  pipes  leading  to  the  basement 
becoming  clogged  as  in  the  case  of  cleaners  not 
equipped. 

It  will  thus  be  seen  that  the  modern  vacuum 
cleaner  is  a  highly  efficient  implement  and  one  that 
must  enter  more  and  more  into  considerations  mak- 
ing for  cleanliness  and  sanitation.  With  the  New 
Year,  the  dry  goods  merchant  should  give  some 
thought  to  this  matter. 

® 


Winnipeg,  Man. — A  new  store  opened  and  known 
as  The  Clothes  Shop,  Ltd.,  had  a  very  busy  day  on 
Saturday.  Three  stores  at  the  corner  of  Portage 
and  Carlton  have  been  thrown  into  one  large,  spa- 
t-ions show  room.  The  interior  fittings  and  decor- 
ations are  mission  oak,  trimmed  with  oxidized  bronze 
and  fronted  by  aisles  of  the  new  all  glass  sanitary 
show  cases.  A  large  stock  of  clothing,  gent's  furnish- 
ings, hats  and  furs  is  shown. 

St.  Catharines,  Ont. — It  is  announced  that  the 
Warren  Knitting  Co.  will  double  the  capacity  of 
their  factory  during  1913. 
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Jflap 

1913 

anb 

taunton 
l^all  $aper£ 

anb 

Happiness!. 

Every  Year, 

Every  Month, 

Every  Day, 

we  are  planning  better  services  for  the 
Wall  Paper  Dealer.  Not  content  to  rest 
on  past  successes,  we  are  providing  him 
with  better  opportunities  for  profitably 
handling  the  Staunton  Lines. 

We  shall  gladly  serve  you  in  1913. 

STAUNTONS  LIMITED 

WALL  PAPER   MANUFACTURERS 
941  Yonge  Street,       .'.       TORONTO 


For  the 

January  Bedding 
Sale 


Don't  overlook  the  fact  that 
we  have  three  months  of 
cold   weather   ahead  of  us 

yet.  Will  your  comforter 
stock  meet  your  require- 
ments? 

We  are  at  your  service  for 
sorting  orders,  and  can  rush 
delivery  on  cotton  filled 
quilts  especially.  Get  in 
touch. 

The  Toronto  Feather 
&  Down  Co.,  Limited 

35   Britain    .St.,    Toronto. 

EASTERN  AGENTS: 

J.     F.     Hughes     &     Co.,   Cor.     St.   Catherine    and     University 

Sts.,   Montreal,   Que. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


The  advertising  cam- 
paign for  the  year 
should  be  carefully 
planned  out  at  this 
time.  Some  essential 
advertising  features. 


■ADVERTISING 


Planning  the  Advertising  for  the   Year 

The  campaign  should  be  mapped  out  at  the  first  of  the  year — What  appropria- 
tion should  be  allowed  ? — Opinions  are  widely  divergent  on  this  point — Setting 
aside  a  sum  for  borders  is  found  to  pay —Arranging  contracts  with  publishers. 


ADVERTISING  has  become  such  an  import- 
ant part  of  the  retail  business  that  the  mer- 
chant cannot  afford  to  conduct  his  publicity 
department  on  a  haphazard  basis.  A  well-defined 
policy  is  required,  to  cover  every  phase  of  the  work. 

Thus,  at  the  first  of  each  year,  the  advertising 
plans  for  the  year  should  be  drafted  up  in  as  far  as 
it  is  possible  to  arrange  such  matters  in  advance. 
The  general  policy  should  be  outlined.  Appropri- 
ations should  be  settled  and  a  general  plan  drafted 
up  for  the  expenditure  of  the  sum  set  aside.  A  cer- 
tain amount  would  be  settled  for  newspaper  space, 
catalogues,  cuts,  etc.  An  appropriation  would  be 
settled  upon  for  window  dressing.  A  lump  sum 
might  be  set  aside  for  other  publicity  measures  and 
for  incidentals. 

The  advantages  of  this  plan  will  readily  be  seen. 
Knowing  just  how  much  he  can  afford  to  spend,  the 
advertising  man  will  be  able  to  map  out  his  cam- 
paign to  better  advantage.  He  will  not,  for  instance, 
run  into  such  heavy  outlay  during  the  Spring  and 
Summer  that,  when  Fall  openings  and  the  Christmas 
season  come  along,  he  will  be  hampered  by  the  lack 
of  appropriation.  Being  aware  of  how  much  he  will 
have  at  his  disposal,  the  advertiser  is  in  a  position  to 
apportion  the  proper  share  of  the  appropriation  to 
each  season  according  to  its  needs  and  importance. 

BASED   ON  LAST   YEAR'S   TURNOVER. 

A  dry  good's  man,  who  is  acknowledged  to  have 
been  a  very  successful  advertiser,  states  that  the  rule 
he  has  always  followed  has  been  to  fix  his  appropri- 
ation at  the  first  of  the  year,  basing  it  on  the  turn- 
over of  the  past  year.  "Some  merchants  regulate 
their  expenses  on  the  business  they  expect  to  do," 
he  slates.  "My  plan  has  been  to  regulate  expenses 
and  advertising  on  the  business  which  I  have  done. 
Even  when  I  feel  that  I  can  count  with  every  degree 
of  certainty  on  a  substantial  increase  in  turnover 
and  revenue,  T  do  not  allow  myself  to  anticipate  the 


increase  in  settling  my  maintenance  costs.  This 
plan  may  appear  conservative  to  some,  but  it  is  sane 
and  sound." 

WHAT   APPROPRIATION. 

Opinions  will  be  found  to  differ  widely  on  the 
matter  of  the  size  of  the  appropriation  for  advertis- 
ing. Some  believe  in  liberal  measures;  others  are 
inclined  to  fight  shy  of  running  into  heavy  expense. 

One  dealer  writes  to  Dry  Goods  Review  that  he 
allows  "three  per  cent.,  provided  that  it  is  confined 
to  actual  cash  outlay  and  does  not  include  time  of 
writing  and  preparing  copy."  He  goes  on  to  ex- 
plain that  this  appropriation  covers  everything  which 
could  be  counted  in  as  publicity  measures,  such  as 
subscriptions  to  public  and  charitable  causes,  adver- 
tisements on  church  programmes,  sign  boards  and  so 
on. 

An  appropriation  of  3  per  cent,  is  undoubtedly 
larger  than  the  great  majority  of  dry  goods  mer- 
chants allow.  Many  firms  doing  a  yearly  business 
of  $100,000,  or  even  more,  do  not  spend  more  than 
$1,000  in  newspaper  space  yearly.  While  their  ex- 
penses for  window  trimming,  cuts,  etc.,  would  run 
up  to  a  pretty  figure,  the  total  would  not  be  more 
than  IV2  per  cent,  on  the  turnover.  One  case  comes 
to  mind  where  a  firm  of  long  standing,  doing  a  $60,- 
000  business  in  a  fairly  brisk  Ontario  town,  spend 
the  sum  of  $400  yearly  for  half-page  space  in  the  one 
local  newspaper.  Their  other  publicity  measures 
bring  the  total  expense  of  the  department  up  to  a 
little  over  $500  for  the  year,  or  less  than  1  per  cent. 
The  firm  in  question  are  favorably  placed  to  keep 
expenses  low  and  other  stores  could  not  expect  to  get 
as  good  results  on  so  small  an  expenditure.  It  is 
generally  the  case  that  the  appropriation  for  advertis- 
ing grows  larger  in  proportion  with  the  size  of  the 
city.  This  is  not  an  absolute  rule,  however.  The 
merchant  referred  to  above,  who  allows  3  per  cent., 
is  doing  business  in  a  town  not  much  over  $2,000 
in  size,  thus  providing  the  exception. 
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It  is,  of  course,  a  matter  for  the  judgment  of  each 
dealer.  What  suits  one  dealer  would  never  do  for 
another  owing  to  divergent  conditions.  No  hard 
and  fast  rule  or  average  can  lie  established  in  the 
matter  of  an  advertising  appropriation. 

In  view  of  the  importance  of  having  the  adver- 
tising campaign  mapped  out  well  in  advance,  it  is 
surprising  how  few  merchants  have  even  really  fig- 
ured out  a  definite  appropriation.  The  plan  of  the 
average  man  is  to  contract  for  whatever  space  he  re- 
quires from  time  to  time,  getting  as  low  a  rate  as  he 
can  arrange,  and  meeting  other  expenses  as  they 
arise.  This  plan  results  very  frequently  in  heavier 
expenses  being  entailed  than  would  otherwise  have 
been  the  cas©. 

DRAWING  UP   CONTRACTS. 

At  the  first  of  the  year,  merchants  should  go 
carefully  into  the  matter  of  their  advertising  con- 
tracts with  the  publishers.  Many  questions  can  be 
settled  on  a  much  more  satisfactory  basis  before  a 
contract  is  signed  than  after. 

What  the  merchant  can  expect  and  what  he  can 
do  under  his  contract  should  be  clearly  understood. 
The  writer  knows  of  one  dry  goods  dealer  who  is  so 
hedged  in  by  restrictions  that  his  advertising  cam- 
paign is  seriously  hampered.  He  cannot,  for  in- 
stance, use  either  more  or  less  space  than  he  has  actu- 
ally contracted  for  on  the  page  where  the  advertise- 
ment runs.  If  he  wants  to  make  a  special  announce- 
ment it  must  run  in  some  other  part  of  the  paper,  in 
.addition  to  the  regular  advertisement.  He  cannot 
get  anything  in  the  way  of  special  display  type, 
panels  or  borders  other  than  is  used  in  all  other  ads. 
in  the  paper  regularly. 

Few  merchants  are  hampered  by  such  cast  iron 
rules;  but  there  are  always  points  which  might  be 
settled  in  advance  to  the  mutual  satisfaction  of  both 
publisher  and  advertiser. 

PAYING    FOR    SPECIAL    FEATURES. 

In  arranging  the  appropriation  it  will  be  found 
advisable  to  put  aside  a  certain  amount  for  the  pur- 
chase of  cuts  and,  in  cases  where  the  stock  of  the 
publisher  is  not  extensive,  for  special  borders.  Origin- 
ality is  a  very  desirable  quality  and  this  cannot  al- 
ways be  obtained  when  the  advertiser  has  to  depend 
on  the  stock  of  the  newspaper.  While  there  may  be 
a  number  of  suitable  borders  carried,  they  will  be  in 
demand  for  other  advertisements  and  will,  therefore, 
be  used  often  and  perhaps  even  he  duplicated  in  the 
same  issue. 

The  expense  involved  is  not  heavy.  For  the  sum 
of  $1.65  a  Christmas  border  24-inch  font,  one-half 
inch  wide,  showing  bells  and  holly,  can  be  secured. 
To  enclose  a  good-sized  ad.,  it  would  be  necessary  to 
secure  two  fonts  at  an  expenditure  of  $3.30.     This 
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A    well   laid    out    advertisement. 

border  would  be  rather  elaborate  and  an  equally  good 
effect  could  probably  be  obtained  by  purchasing  a 
narrower  one.  A  border,  one-quarter  inch  wide,  36- 
inch  font,  can  be  purchased  for  $1.30.  This  would 
serve  for  the  average  sized  ad.  Thus,  on  an  expendi- 
ture of  $1.30,  the  advertiser  could  insure  for  his  ad- 
vertising space  a  feature  that  would  be  quite  his  own. 
This  appeals  to  one  as  a  very  sensible  investment. 

Suitable  borders  can  be  secured  for  all  seasons  and 
occasions. 

@ 

A  COMPROMISE  REACHED 

Ottawa,,  Dec.  17. — New  cartage  tariffs  of  fifty 
cents  per  ton  and  fifteen  cents  for  packages  known 
as  "smalls"'  were  to-day  fixed  by  the  Railway  Com- 
mission at  the  conclusion  of  the  hearing  of  the  appli- 
cation of  the  railways  to  issue  increased  tariffs  of 
sixty  cents  for  smalls  at  Toronto,  Hamilton  and 
Montreal,  and  fifty  cents  per  ton  and  fifteen  cents 
for  smalls  at  other  points.  The  shippers  made  a  com- 
promise offer  of  forty  cents  on  some  classes  and  forty- 
five  cents  on  others  of  freight  and  fifteen  cents  for 
smalls,  so  that  the  decision  splits  the  difference. 


Portage  Fa  Prairie,  Ont. — Furs  to  the  value  of 
between  $900  and  $1,000  have  mysteriously  disap- 
peared from  the  store  of  William  Garland  &  Co.,  and 
every  effort  is  being  made  by  the  police  to  locate 
them.  A  reward  of  $50  has  been  offered  for  their 
recovery,  and  the  police  of  nearby  cities  have  been 


Good   and   Bad  Points   About  Headings 

Drawings  should  not  be  made  dark  and  close  or  they  reproduce  badly — Origin- 
ality in  firm  heading  is  essential,  but  strength  must  also  be  lent — Something 
about  borders — Featuring  leaders  in  heading. 


A  GOOD  shave  of  the  success  of  an  advertise- 
ment lies  in  the  heading.  Distinctive  head- 
ings, with  the  necessary  emphasis-lending 
strength,  command  attention  for  the  advertising 
matter  that  follows.  A  weak  heading  condemns  an 
advertisement  on  the  first  glance;  and  unfortunately 
some  people  are  satisfied  to  judge  on  the  first  glance. 
It  is  thus  apparent  that  the  heading  has  a  great  deal 
to  do  with  the  amount  of  attention  that  an  adver- 
tisement will  command. 

A  few  samples  are  submitted  of  headings  culled 
from  newspapers  in  all  parts  of  the  country.  Vari- 
ous styles  are  shown.  Two  of  the  headings,  featur- 
ing the  firm  name  prominently,  will  be  dealt  with 
first. 

ORIGINAL  BUT  NOT  STRONG. 

The  heading  of  the  John  Murphy  Co.  would  be 
peculiarly  effective  but  for  one  fault.  It  lacks 
strength,  Tt  is  original  and  would  stick  in  the  read- 
er's memory  so  that  it  would  be  recognized  on  every 
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appearance  at  a  glance.  Standing  at  the  top  of  a 
Large  and  solid  advertisement,  it  is  of  too  modest  and 
retiring  a  nature  to  perform  the  necessary  function. 
Had  a  larger  signature  plate  been  made  and  the 
space  filled  with  one  signature  in  the  same  style,  the 
effect  would  have  been  bettered  ten-fold. 

The  order  is  reversed  in  the  case  of  F.  Perkins 
&  Co.  This  heading  does  not  lack  strength  but  i! 
does  lack  in  originality.  A  further  fault  is  found 
in  the  introduction  of  so  much  matter  into  the  head- 
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ing.  Address,  slogan  and  selling  suggestions  have 
been  jumbled  in  together  too  closely  for  a  good 
effect.  I  Tad  the  shopping  suggestions  in  each  cor- 
ner been  boxed  in,  the  heading  would  have  been 
much  more  striking. 

HINTS  ON   PICTORIAL   HEADINGS. 

Iii  designing  a  pictorial  heading,  care  should  be 
taken  to  see  that  the  design  is  not  too  close  for  good 
reproduction  by  a  newspaper  press.  A  good  pictorial 
heading  is  extremely  effective  but  a  poor  one  is  de- 
cidedly worse  than  nothing.  When  the  drawing 
is  made  heavy,  it  may  show  up  dark  and  indistinct 
and  the  appearance  of  the  whole  ad.  will  suffer  as  a 
result. 


The  Santa  Clans  heading  reproduced  can  be  cited 
as  a  bad  example.     Santa  Clans  himself  has  been 


depicted  fairly  effectively  but  the  intricate  weaving 
of  lines  in  all  directions  gives  a  confused  appearance 
to  the  drawing  and  almost  nullifies  the  heading. 
The  wording  does  not  stand  out. 

An  effective  heading  is  that  of  Snell's,  "The 
House  of  Quality."  This  might  be  termed  a  com- 
posite drawing  and  firm  name  combined.  The 
drawing  is  neatly  executed  and  it  stands  out  well, 
without  at  the  same  time  taking  away  strength  from 
the  wording. 

Still  another  style  is  encountered  in  the  last  head- 
ing reproduced.  Here  the  "leader"  has  been  fea- 
tured in  the  heading.     The  advertiser  has  fired  off 
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his  heavy  ammunition  at  the  first  shot,  a  practice 
sometimes  effective,  sometimes  not.  It  is  contrary 
to  best  practice  to  endeavor  to  put  the  most  impor- 
tant statement  or  argument  at  the  top.  Students  of 
advertising  and  printing  experts  have  agreed  that 
copy  should  reach  its  highest,  point  of  interest  about 
one-third  down — not  so  far  down  that  people  might 
desist  before  reaching  it  and  yet  far  enough  to  keep 
them  reading  through  to  the  end.  No  rule  can  hold 
good  in  all  cases,  however,  and  the  fact  remains  that 
featuring  the  leader  in  the  heading  often  brings 
home  the  bacon. 

Fault  might  be  found  in  this  case  with  the  bor- 
der. While  a  "fancy"  border  is  generally  looked 
upon  with  favor,  the  rules  of  typographical  excel- 
lence call  for  squared  effects.  The  vine  border 
shown  in  this  ad.  has  a  straggling  effect  and  de- 
tracts seriously  from  the  strength  of  the  heading 
beneath  it.  In  the  Snell  heading,  shown  above,  the 
border  is  on  the  fancy  order  but  the  outlines  are 
squared  and  the  heading  does  not  suffer. 
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Arranging  the  Lay-Out  of  Advertisement 


ARRANGING  the  lav-out  is  an  important  part 
of  ad.-writing.  An  advertisement  should 
he  properly  balanced  and  to  ensure  this, 
care  should  he  taken  to  place  cuts  where  they  will 
look  and  fit  best.  The  proper  disposal  of  matter  to 
fit  the  space  and  selection  of  type  are  points  which 
the  ad  writer  must  carefully  consider,  if  he  wants 
to  turn  out  creditable  copy.  Nor  does  it  pay  to  leave 
all  such  matters  to  the  printer.  He  may  be  guided 
by  considerations  of  time  and  expediency  in  ar- 
ranging the  matter,  rather  than  the  desire  to  make 
the  best  possible  use  of  the  material  supplied  him. 

Below  is  reproduced  an  advertisement  which  has 
a  number  of  good  points,  but  has  been  poorly  laid 
out.  In  the  selection  of  type  and  the  arrangement 
of  the  departments,  little  care  has  been  taken  to  se- 
cure balance.  The  heavy  heading  detracts  materially 
from  the  rest  of  the  advertisement. 

There  is  good  material  in  the  advertisement, 
however,  and  a  good  page  could  have  been  arranged 
had  more  care  been  devoted  to  making  an  effective 
lay-out.  In  the  opposite  column  will  be  found  a  sug- 
gestion for  the  improvement  of  the  lay-out  in  this 
case. 

SLAUGHTER  SALE ' 


WALTON  BROS.  of  BREDENBURY 


Wilt  put  their  Entire  Stock  on  Sale,  commencing  Decern 

ber  5th,  and  sell  without  Reserve  every  dollar's  worth  of 

merchandise  in  their  big.  well  new  stocked  store. 


THE  CHANCE  OP  A  LIFE  TIME  to  mako  yvur  winter^  wages  by  being  at  the  Walton  Bros' 
store  with  jonr  cash  the  morning  the  B&le  commences. 

Store  will  open  each  morning  at  O  o'clock  and  close  at  6  o'clock,  excepting  Wednesdays  and  Sat 
arctaye  when  the  store  will  be  open  until  lOo'elook.  Don't  let  your  neighbors  tell  you  about  thus 
Sacrifice  Sate  after  it  is.  ail  over,  bat  be  one  of  the  first  to  get  your  choice. 
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We  cannot  commence  to  state  here  toe  diflbrant  pnoee  or  linee,  k«t  everything  required  tor  an  ebeo 

tutolj  up-tewlate  store  is  here  and  EVPtV  THING  MUST  GO  AT  THE  SLAUGHTER  PRICES 

NOTE     Thia  is  a  strictly  cash  sale^no  produce  taken  in  exchange. 

UJU  OrdMr*  W*"  **  promptly  ■ttwMliit  (I)  Isojii  accompanied  by  cash,  and  beet  selections  goods  given 

Remember  the  Date,  Thursday  Dec.  5th-StoieFixttif<stopeSold 
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Retiring  From  Business  and  Must  Clear  Stock 

A. — We  are  putting  our  entire  stock  on  sale,  com- 
mencing December  5th,  and  will  sell  without 
reserve  every  dollar's  worth  of  merchandise  in 
this  big  and  well-stocked  store.  Substantial  re- 
ductions will  be  made  in  the  prices  of  all  goods. 
Exceptional  bargains  are  offered  in  all  lines. 
-This  is  a  chance  that  seldom  comes  to  one  to 
secure  goods  at  the  prices  we  are  offering.  Be  at 
Walton  Bros.'  store  with  your  cash  on  the  morn- 
ing that  the  sale  commences. 

The  store  will  be  open  each  morning  at  9 
o'clock,  and  will  close  at  6,  excepting  Wednes- 
days and  Saturdays,  when  the  store  will  be  open 
until  10  o'clock.  Don't  let  your  neighbors  tell 
you  about  this  sacrifice  sale  after  it  is  all  over. 
Be  one  of  the  first  to  take  advantage  of  the  offer- 
ings. 

We  cannot  commence  to  state  here  all  the  differ- 
ent lines  and  prices,  but  everything  found  is  an 
up-to-date  store  is  here  and  everything  must  go 
at  the  slaughter  prices. 
Note: — This  is  a  strictly  cash  sale.     No  produce 

taken  in  exchange. 

Mail  orders  will  be  promptly  attended  to  when 

accompanied  by  cash  and     best     selection  of  goods 

given. 
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"EUROPA 
RIBBON" 


For  Brilliancy,  Durability,  Value 


All  buyers  interested  in  Ribbons  should  give  our 
Colored  Taffeta  "EUROPA"  a  comparison. 

This  make  is  specially  manu- 
factured for 

J.  &  N.  Philips  &  Co. 

MANCHESTER,  ENG. 

for  shipping  to  the  Colonies,  and  is  made  of  the 
BEST  SILK  and  NOT  DRESSED,  with  the 
result  that  it  has  given  every  satisfaction  in  vary- 
ing climates. 

The  width  of  "  EUROPA  "  is  No.  80,62 
but  the  same  quality  is  stocked  in  widths 

Nos.    30,40'    40,46"    60,52"    100,7r'    120,78'" 

ANY  STORE  WHICH  HAS  NOT  STOCKED  THIS  LINE 
SHOULD    WRITE    FOR    SHADE    CARDS    AND    PRICES 


CANADIAN    ADDRESSES: 


211  Lindsay  Buildings 

St.  Catherine  St.  West 

MONTREAL 

471  Dovercourt  Road 

TORONTO 


1662  Georgia  Street 

VANCOUVER 

B.C. 

21  Roy  Buildings 

HALIFAX,  N.S. 


Please  mention  The  Review  in  Advertisers  and.  Their  Travelers. 


64  ■       DRY    GOODS    REVIEW  Dry    Goods   Review 


To  Our  Many  Friends 

1912  m  J  1913 

in  the  Trade 

The  year  just  closed  has  been  one  the  most  successful 
and  epoch-marking  year's  business  in  our  history. 

In  all  branches  the  results  obtained  are  better  than  we 
anticipated.  It  is  with  deep  appreciation  of  the 
assistance  we  have  had  on  all  sides  that  we  commence 
the  New  Year,  1913,  with  redoubled  energy  and  more 
enthusiasm  than  ever. 

Especially  do  we  desire  to  thank  our  numerous  clients 
for  the  co-operation  they  have  afforded  us,  and  valuing 
this  highly,  we  pledge  ourselves  to  do  all  in  our  power 
to  merit  its  continuance  in  the  future. 

Our  plans  for  the  ensuing  year  have  been  studied  with 
a  view  to  giving  more  efficient  service.  Besides 
having  augmented  our  staff  of  salesmen  considerably 
to  meet  the  wants  of  our  customers,  we  have  opened 
Sample  Rooms  in  Toronto  and  Ottawa  under  the  care 
and  direction  of  efficient  salesmen. 

You  will  find  our  Toronto  representative,  Mr.  T.  J. 
Anderson,  at  No.  302-304  Carlaw  Building. 

Our  Ottawa  Sample  Room  will  be  found  in  the 
"Butterworth  Building,"  at  197  Sparks  Street,  in  charge 
of  Mr.  Beilby. 

Wishing  you  the  Compliments  of  the  Season  and  a 
Bright  and  Prosperous  New  Year. 

Brophy,    Parsons    and  Rodden,    Limited 

Dry  Goods  Specialists 
25  Victoria  Square,  Montreal,  Que. 
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White  Goods 


In  these  goods  we  predict  another  big  season  and  have 
prepared  ourselves  accordingly.  We  are  glad  to  state, 
however,  that  notwithstanding  the  heavy  advances  in 
cotton  goods  we  are  able  to  stay  with  our  old  prices. 
Narrow  and  Wide  Cord  Piques,  Ottoman  Cords, 
Repps ;  also  Linen  Suitings  will  be  much  in  demand 
and  the  values  you  seek  we  have. 

Our  stocks  in  all  the  above  lines  are  complete. 

Table  Damasks,  Plain,  Scalloped,  H.S.  Cloths,  with 
Napkins  to  match,  are  at  prices  to  meet  all  require- 
ments.    Write  us  for  quotations. 

Our  well  known  A  and  B  Zephyrs,  of  which  we  show 
over  600  patterns,  are  positively  unequalled. 

Embroidery  and  Laces 

A  very  large  shipment  of  these  goods  have  just  been 
received  consisting  of  very  special  values  in  box  lots 
from  3c.  to  7/^c. 

[rC_     45  in.  Flouncings  37^c.  to  75c. 
22    "    Allovers       18J*c.  "  37^c. 


L 


J     1   'AH  the  Latest  Novelties  in  Laces 

Vals  (both  Nottingham  and  Calais),  Torchons, 
Shadow  Laces,  Fancy  Guipure  Edgings  and  Inser- 
tions. Imitation  Silk  Allovers  in  all  the  leading 
shades  at  popular  prices. 


Our  buyers,  who  are  now  in  Europe,  are  seeking  the  very  latest  creations.  They 
will  make  it  a  point  in  future  to  show  a  more  extensive  range  of  these  goods, 
and  get  into  the  markets  more  frequently,  so  as  to  be  able  to  place  before  you 
the  very  newest  and  best  it  is  possible  to  get. 


Brophy,  Parsons  and    Rodden,  Limited 

Quick  Shippers 
25  Victoria  Square,  Montreal,  Que. 
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Velvets  and  Mantlings 

For  Fall  1913 

We  are  now  showing  a  much  more  extensive  range 
than  ever  in  these  goods. 

The  collection  of  Velvets  prepared  is  exceptional, 
besides  showing  many  keen  values  in  the  staple  cloths, 
there  are  some  very  exclusive  novelties.  We  also  beg 
to  announce  having  taken  up  the  complete  line  of  the 
celebrated  "La  Vogue"  Velvets  and  for  which  we  are 
given  exclusive  selling  rights  for  Canada. 

In  Mantling  Cloths  we  have  a  complete  showing. 
With  many  rare  effects  in  Fancy  Diagonals,  Zibelines, 
Blanketings  and  Curl  Cloths,  there  are  very  the  latest 
creations  in  Fancy  Fur  Goods. 

A  look  through  our  samples  of  the  above  lines  is 
convincing  we  have  something  unusual  to  offer  this 
season  and  the  keener  the  buyer  the  more  suited  our 
range  will  be  found. 

Brophy,  Parsons  and   Rodden,  Limited 

Quick  Shippers 
25  Victoria  Square,  Montreal,  Que. 
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Knitted  Goods 

For  Fall  1913 

Our  salesmen  are  on  their  respective  routes  with  their 
complete  range  of  Underwear,  Hosiery,  Gloves, 
Ladies'  and  Children's  Sweater  Coats,  Children's  Bear 
and  Cloth  Coats  and  all  small  woollens.  The  range 
of  these  goods  is  stronger  and  more  complete  than 
ever. 

We  have  marked  all  lines  at  much  closer  prices  in 
order  to  get  a  bigger  turnover  and  in  this  way  our 
values  are  of  the  utmost  importance  to  a  keen  buyer. 

Decide  this  matter  right  for  yourselves  by  making 
comparisons, 

Smallwares  and  Notions 

Our  Smallware  Stock  is  always  complete. 

Also  Fancy  Neck  and  Sleeve  Ruchings  containing 
the  latest  Vandyke  Points,  Ladies'  and  Children's 
Belts  in  Leather  and  Elastic  at  all  the  popular  prices. 

Brophy,    Parsons    and  Rodden,   Limited 

Quick  Shippers, 
25  Victoria  Square,  Montreal,  Que. 
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Mclntyre's 

THE  SPECIALTY  HOUSE 
OF  CANADA 


Dress  Goods,  Silks,  Velvets 

Linens,  Wash  Goods,  Linings 

Smallwares,  Ribbons,  Laces, 
Embroideries 

Hosiery  and  Underwear 

Trefousse  Kid  Gloves 

Rouillon  Kid  Gloves 

Fabric  Gloves 


Mclntyre  Son  &  Co.  Limited 


MONTREAL 


and 


WINNIPEG 


Halifax 
Quebec 


OFFICES  IN 
Ottawa  Toronto  Calgary 


Peterboro 


London 


Vancouver 


European   Offices:  Manchester  Paris  Chemnitz 
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The  Buyer's  Viewpoint 

Paris  says  small  hats — Toques,  turbans  and  bon- 
net shape*  prominent — These  are  developed  in  drap- 
ed styles  producing  a  soft  effect — Malines  and  diaph- 
anous materials  are  used  abundantly — Every  effort 
is  being  made  to  introduce  flowers  and  brighter  col- 
ors— Jet  favored  by  Paris  milliners. 


Draped  Effects  the  Leading  Style  Feature 

Flowers,  lace  and  ribbon  garnitures  are  strongly  indicated — Brief  Descriptions 
of  a  few  models  seen — The  Bulgarian  trend  may  popularize  yellow — What  is 

showing  in  Paris. 


POPULAR  priced  advance  millinery  is  now  on 
the  market  for  the  Spring  season  of  1913. 
These  are  developed  chiefly  in  draped  styles 
producing  a  soft  effect  and  with  turbans  and  close- 
fitting  toques  very  prominent.  Brims  of  straw  and 
soft  crushed  crowns  of  silk  are  very  much  in  evi- 
dence. For  instance,  a  hat  seen  had  a  flat  topped 
crushed  crown  of  cream  moire  silk  with  a  turned 
up  close  brim  of  leghorn  cut  out  in  front  so  as  to 
show  the  draped  crown.  The  brim  had  a  shirred 
edge  of  ruby  velvet  with  a  small  fancy  feather 
aigrette  posed  at  right  angles  from  the  brim  at  the 
left  side. 

A  black  and  white  hat  has  the  slightly  puffed 
crown  of  white  silk  and  the  narrow  brim  covered 
with  black  velvet.  The  sole  trimming  consists  of  a 
belt  of  white  straw  drawn  through  a  buckle  of  jet 
and  rhinestones. 

Tucked  and  pleated  Malines  is  used  abundantly 
for  entire  hats  and  also  for  drapings,  wing  effects 
and  for  crowns.  In  fact  Malines  is  used  for  every- 
thing and  even  Malines  braid  is  shown.  Smartly 
draped  Malines  toques  have  the  brim  made  of  tiny 
flower  buds,  or  the  case  is  reversed  and  the  crown  is 
of  the  flowers  and  the  brim  covered  with  or  of 
shirred  Malines. 

THE  "QUESTION  MARK." 

The  "question  mark"  is  the  new  idea  in  trim- 
ming, and  is  developed  in  floral  effects,  the  most 
popular  of  which  are  tiny  variegated  rosebuds. 
Floral  aigrettes  are  very  smart,  and  stick-ups  of  nar- 
row picot  edged,  Malines  quills,  pom-poms  of  Ma- 
lines and  ribbon  and  flat  tailored  bows  of  straw  are 
all  vised  as  trimmings. 


In  short  all  diaphanous  fabrics  promise  to  be 
heavily  used,  and  every  effort  is  being  made  to 
popularize  ample  garnitures  of  flowers,  lace  and 
ribbon. 

Evidently  a  very  large  vogue  for  tulle  hats  is 
expected  and  buyers  now  over  in  Paris  report  that 
numbers  of  tulle  hats  are  being  prepared  for  the 
Riviera.  Vivid  reds,  such  as  begonia,  geranium  and 
primrose,  which  is  a  pale  cerise,  are  all  prominent. 
A  new  note  is  the  trimming  of  these  vivid  colors 
with  dull  chocolate  brown.  As  a  rule  these  trim- 
mings consist  of  shooting  bows  of  picot  edged  faille. 

Taupe  is  another  color  that  is  to  the  fore  and  a 
striking  model  of.  Germaines  shows  a  tarn  crown 
of  very  soft  hemp  in  taupe  shade  set  on  a  narrow 
rolling  brim  covered  with  layer  upon  layer  of  blue- 
green  tulle. 

All  kinds  of  extreme  effects  in  fancy  ostrich  are 
shown  and  the  trimming  on  this  hat  illustrates  this 
feature,  for  the  under  brim  was  covered  with  a  lattice 
of  long  ostrich  flues  in  taupe,  and  tassels  of  the  same 
colored  ostrich  dangled  from  the  crown  and  over  the 
brim  at  the  back. 

Floral  garnitures  have  been  out  so  long  that  they 
come  with  the  full  force  of  novelty.  Quaint  plaques, 
wreaths,  cabochons  and  plaques  are  made  from  tiny 
flowers  and  small  tightly  massed  bunches  of  small 
multi-colored  flowers  copied  from  eighteenth  cen- 
tury hats  are  showing. 

The  novelty  in  large  flowers  consists  of  flat  roses 
in  tulle  in  soft  pastel  tints,  each  petal  of  which  is 
outlined  with  crystal  beads.  Roses  and  other  large 
flowers  are  made  of  soft  silk  and  are  covered  with 
glittering  metallic  gold  or  silver  tulle. 
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In  the  better  trade,  crepes  are  expected  to  take 
precedence  of  tulle.  Georgette  is  showing  close- 
fitting  toques,  half  Dutch  bonnet,  half  Russian  tur- 
ban, made  of  crepe  and  trimmed  with  silver  roses 
and  foliage. 

A  bonnet  but  more  on  the  Breton  order  is  made 
of  cloth  of  gold  veiled  with  Venise  lace,  the  pattern 
of  which  shows  large  floral  motifs,  the  centre  of 
which  is  filled  topaz  and  cut  jet  beads  and  cabochons 
to  match  decorate  the  sides  of  the  bonnet.  A  fan- 
shaped  feather  of  paradise  is  placed  at  the  back  of 
the  bonnet. 

Jet  ornaments  are  in  great  favor  and,  where 
ostrich  is  used,  the  mid  rib  is  marked  with  jet. 

Just  to  show  the  effort  that  is  being  made  to 
introduce  brilliant  colors  and  effects  a  new  model 
will  be  described.  This  hat  is  a  bolero  of  ruby  bro- 
cade with  the  turned-up  brim  edged  with  rhinestones 
and  jet  paillettes  and  trimmed  with  a  large  butter- 
fly of  black  tulle  with  a  jet  body  and  antennae. 

Should  the  Balkan  war  influence  fashions  to  any 
extent  the  prolonging  of  the  popularity  of  yellow 
tones  will  follow.  Paris  milliners  are  already  begin- 
ning to  use  this  color  extensively,  particularly  in 
golden  and  pinkish  tones,  and  are  combining  it  with 
touches  of  vivid  green,  violet  and  rose. 

Violet  tones  are  extensively  used  in  Paris  and  the 
opening  of  the  Spring  season  should  see  all  shades  of 
color  from  the  deepest  violet  to  the  palest  mauve  in 
great  prominence.  Indications  that  point  in  this  di- 
rection exist  in  the  extreme  scarcity  of  this  color  on 
the  market  at  the  present  time,  and  the  almost  im- 
possibility of  procuring  this  color  in  any  wanted 
material. 

Should  flowers  take  as  expected  for  Spring  an 
increased  vogue  for  ribbons  will  certainly  follow. 
The  large  shooting  bow  is  the  new  feature  and  rib- 
bon clusters  at  the  base  of  feather  and  floral  effects 
.  are  new.  Picot  edged  faille  ribbons  are  good  and 
heavy  gros-grains  are  new.  Flowered  effects  in 
bright  taffetas  are  also  in  evidence. 


Balkan  War  Affecting  Styles 

Influence  of  Servian  headgear  is  being 
shown  in  Parisian  styles — The  immense 
vogue  of  fur  is  still  maintained — Flowers 
of  the  smaller  variety  will  be  popular  for 
spring. 

Paris,  December  28 

MILLINERY  styles  are  very  susceptible  to 
the  influence  of  world-wide  events.  This 
is  being  demonstrated  at  the  present  time 
by  the  effect  that  the  war  in  the  Balkans  is  having 
on  prevailing  styles.  The  head  gear  of  the  Servian 
and  Bulgarian  women  is  being  copied  and  introduced 
in  many  new  ways.     Not  only  have  fur  turbans. 


modeled  very  closely  after  the  head  dress  of  the  na- 
tive Servians,  been  highly  popular,  but  new  styles 
are  showing  which  clearly  owe  their  inspiration  to 
this  source. 

The  popularity  which  has  attended  this  depar- 
ture is  due  not  only  to  the  fact  that  it  is  strictly  in 
line  with  current  events  but  also  to  the  attractiveness 
of  the  models  shown.  Many  very  original  and  strik- 
ing effects  have  been  presented. 

Perhaps  the  most  striking  feature  of  the  millin- 
ery showings  is  the  truly  remarkable  strength  of  I  lie 
fur  tendency.  Fur  trimmings  are  used  to  such  an 
extent  that  they  enter  into  the  composition  or  trim- 
ming of  even  hats  designed  for  use  on  warm,  bright 
days.  Trimmings  of  fur  have  been  introduced  into 
hats  of  the  lacy  variety,  an  innovation  which  clearly 
indicates  the  strength  of  the  fur  vogue.  In  some 
quarters  it  is  hinted  that  fur  will  continue  to  be  used 
even  into  the  Spring.  This,  however,  would  be  such 
a  radical  departure  that  the  suggestion  is  advanced 
cautiously  and  even,  perhaps,  a  little  facetiously. 
Certainly,  however,  at  the  present  time  there  is  such 
a  run  on  fur  that  to  predict  the  discontinuance  of 
the  fashion  would  be  rash  indeed. 

Mole,  skunk,  civet  cat  and  fox  are  among  the 
popular  pelts.  All  these  varieties  enter  largely  into 
the  present  showing. 

SMALL    FLOWERS    IN    FAVOR. 

Second  to  the  fur  vogue  is  the  favor  shown  flow- 
ers. The  trend  is  now  all  in  favor  of  small  flowers 
and  wreaths  of  tiny  buds  are  being  introduced  into 
a  great  number  of  models.  Sufficient  favor  is  being 
shown  at  the  present  time,  to  floral  garnitures  to 
warrant  the  assertion  that  the  Spring  showings  will 
lie  very  largely  decorated  with  garnitures  of  small 
flowers  arranged  in  more  or  less  profusion. 

SOME  SPRING  INDICATIONS. 

Although  it  is  early  yet  to  talk  Spring  styles,  it 
is  becoming  more  apparent  that  the  run  will  be  to 
sizes  over  the  medium.  There  will  be  plenty  of  small 
shapes  shown,  of  course,  but  the  present  trend  seems 
to  be  in  the  other  direction.  Shapes  in  a  great  many 
cases  will  «how  elongated  lines. 

A  big  Spring  millinery  trade  promises.  Already 
buyers  are  arriving  from  over  the  ocean  and  it  is 
reported  that  the  United  States  orders  are  proving 
heavy. 


Hamilton,  Ont. — As  a  culmination  to  negotia- 
tions lasting  several  months,  the  Industrial  Com- 
missioner announced  this  morning  that  the  Mercury 
Mills,  Limited,  manufacturers  of  hosiery  and  under- 
wear, would  locate  here  at  once,  making  the  second 
big  industry  that  Hamilton  has  landed  in  one  week. 
This  concern  will  idtimately  be  a  million-dollar  one, 
and  consists  of  men  who  have  spent  many  years  in 
the  business,  including  John  Penman,  founder  of 
the  big  Penman  Company,  Paris,  Oni 
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Ta\e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


THE  DRY  GOODS  REVIEW  For  Subscribers 

143  UNIVERSITY  AVENUE  ~~ 

TORONTO 
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DATE 191 
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The  Buyer's  Viewpoint 

Silks  promise  to  sell  in  a  variety  of  weaves.  Soft 
satins  are  still  the  backbone  of  the  department  and 
jacquards  in  neat  figures  the  leading  fancies.  Raw 
wool  is  up  from  5  to  7%  per  cent,  at  the  December 
wool  sales.  Higher  prices  are  expected  on  Spring 
repeats.  Excellent  orders  have  been  placed  on  cot- 
ton materials.  Extremes  meet  in  the  cotton  dress 
goods  department  and  fashion  favors  either  voiles 
and  crepes  or  suiting  fabrics. 


Good   Holiday  Selling  Clears  Stocks 

The  popularity  of  silks  as  a  leading  fabric  has  been  well  established — Bulk  of 
orders  being  placed  on  staples — Weaves  having  a  softer  lustre  will  be  fashion- 
able. 


THERE  is  usually  a  lull  all  through  the  dress 
goods  department  while  the  holiday  trade  is 
in  progress.  But  contrary  to  the  usual 
experience  during  this  period  the  sales  at 
the  silk  counter  have  been  large.  It  would 
appear  from  this  condition  that  the  popularity 
of  silk  fabrics  is  so  firmly  established  that 
their  leading  position  is  assured  during  the  coming 
Spring  season.  Another  favorable  outcome  of  the 
large  p  re-holiday  sale  of  silks  is  that  retail  buyers 
are  congratulating  themselves  upon  their  ability  to 
clear  stocks  this  season  without  resorting  to  any  par- 
ticularly deep  price  cutting,  and  this  condition  is 
also  being  reflected  in  the  wholesale  departments. 

This  means  that  silk  fabrics  are  having  a  particu- 
larly favorable  send-off  for  the  coming  Spring  season. 
Buyers  are,  however,  playing  safe  and  are  proceed- 
ing cautiously  and  are  placing  at  present  the  bulk 
of  their  orders  on  the  more  staple  silks.  Soft  weaves 
in  satin,  the  trade  chiefly  realizes,  will  form  again 
the  backbone  of  the  trade  in  the  department.  Tn 
ordering  satins,  buyers  should  note  that  charmeuse 
with  its  duller  lustre  gives  the  keynote,  and  there- 
fore the  weaves,  having  a  softer  lustre,  will  be  most 
fashionable.  Charmeuse  both  plain  and  brocaded 
will  be  favored  by  the  better  trade.  In  this  connec- 
tion buyers  should  note  that  a  charmeuse  that  will 
give  satisfaction  to  the  customer  cannot  be  obtained 
in  popular-priced  goods,  and  that  satins  approaching 


charmeuse  in  effect  will  produce  better  results  for 
the  department. 

The  assertion  is  confidently  made  that  women 
no  longer  buy  from  the  quality  standpoint,  and 
while  this  is  true  up  to  a  certain  point,  undoubtedly 
women  look  to  the  merchant  to  maintain  an  ade- 
quate standard  of  reliability,  and  it  is  not  in  the 
interest  of  either  the  manufacturer  or  the  retail  trade 
to  disregard  this  standard  in  buying. 


NOVELTY  AND  TRIMMING  COLORS. 

Nell  rose  or  American  beauty,  primrose, 
nasturtium,  emerald,  nati  mal,  wild-rose,  hea- 
ther, amethyst,  purple,  reseda. 

PASTEL  SHADES. 
Cream,  maize,  pumpkin,  champagne,  sky, 
turquoise,  pink,  rose,  mauve,  nile. 

COLORS  FOR  STREET  WEAR. 

Blue* — Navy,  crow  blue,  Copenhagen. 
Alice   blue. 

Grei/s- — Taupe,  antique  silver. 

Browns — Bisque,  gold,  old  gold,  golden 
brown,  seal. 

Combinations — Black  and  national,  black 
and  gold,  black  and  cerise,  black  and  emer- 
ald, black  and  nasturtium. 
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For  Spring  and 

The  many  new  striding  Styles,  includ 
Dot   effects   and    the    artistic    plain  ^ 
anything  heretofore  produced  in  cot 
in  with  an  unprecedented  rush. 


Canadian  retailers  experienced  an  unusual  demand  last 
season  for  Serpentine  Crepe.  This  was  owing  to  the  fact 
that  the  ladies  of  Canada  discovered  that  Serpentine  Crepe 
is  the  greatest  cotton  crepe  value  in  the  world,  unexcelled, 
unapproached,  aided  and  seconded  by  our  localized  adver- 
tising campaign  in  the  interest  of  retailers. 

There  is  no  doubt  this  year's  sales  will  eclipse  all  pre- 
vious sales  records. 

Already  we  can  feel  the  pulse  of  trade;  the  advance 
orders  are  way  ahead  of  anything  ever  before  known  in  the 
whole  realm  of  cotton  crepe. 


Free 

Publicity 

Helps 


We  shall  be  pleased  to  co-operate 
business  policy;  with  this  end  in  view 
such  as  attractive  cut-outs,  swatch 
electrotypes  illustrating  latest   fash    * 


WRTE     US     YOUR    NEEDS.       WE'LL   HELP    YOU 


Pacific  Mills, 
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Summer    1913 

ing  the  latest  Bold  Stripe  and  Polka 
shades,  are  a  long  step  in  advance  of 
ton  crepe.      The  demand  has  started 


e- 


Retailers  will,  therefore,  do  well  to  place  their  orders 
early  in  order  to  secure  a  full  range  of  styles  in  all  the  beau- 
tiful colorings;  also  to  show  a  larger  assortment  than  ever 
before.  For  this  is  to  be  a  full  fledged  Serpentine  Crepe 
year  and  you  don't  want  to  miss  sales  by  limited  showings! 

Special  Delivery   Accommodation 

To  facilitate  deliveries,  through  jobbers,  we  pack  and 
ship  individual  retail  selections  of  20  or  more  pieces,  separ- 
ately from  any  other  goods  going  to  jobbers.  They  will  be 
packed  in  cases  marked,  for  identification,  with  initials  or 
any  other  marks,  as  specified,  and  shipped  promptly  to 
jobbers  or  their  customers,  as  instructed  by  the  jobbers 
from  whom  the  orders  are  received,  and  to  whom  the  goods 
will  be  billed. 


with  retailers  in  every  manner  consistent  with  sound 
we  furnish  free  to  dealers  very  many  selling  helps 
books,  advertising  leaflets,  fashion  plates,  calendars, 
ions  in  negligee  wear,  etc. 


MAKE  1913  A  BANNER  SERPENTINE  CREPE  YEAR. 

Boston,  U.S.A 


PACIFIC 
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Another  desirable  feature  in  the  silk  situation  is 
that  interest  is  not  centered  in  any  one  cloth  and 
that  the  distribu-tien  promises  to  cover  a  wider  range 
of  fabrics  than  lias  been  the  case  for  the  past  few 
seasons. 

From  the  fashion  point  of  view,  crepe  weaves 
stand  first  and  undoubtedly  they  will  become  more 
prominent  as  the  season  advances.  Crepe  meteors 
and  crepe  de  chine  are  eminently  suitable  to  the 
styles  in  gowning  that  are  coming  into  favor.  More- 
over, crepe  de  chine  is  popular  for  many  uses. 
Waists,  petticoats  arid  underwear  are  all  developed 
in  this  material.  Not  only  are  plain  crepes  selling 
but  fancy  designs  in  both  figured  and  striped  effects 
are  being  produced. 

Among  fancy  silks  jacquards  in  small  neat  fig- 
ures stand  first  for  Spring  selling  as  they  are  in 
line  with  the  fashion  influence  favoring  brocades. 
Silks  of  this  class  are  expected  to  receive  the  greatest 
attention  of  all  fancy  lines.  Two-tone  changeable 
and  fancy  chameleon  effects  are  still  prominent. 
These  come  in  satins  and  in  diagonal  and  vertical 
cord  weaves,  and  also  in  taffetas  which  some  favor 
chiefly  because  of  price  considerations. 

Other  novelties  in  silks  are  the  fancy  ratines  and 
sponge  cloths.  For  trimming  purposes  these  cloths 
are  printed  in  bright  colors  in  what  may  be  termed 
cretonne  patterns. 

On  the  other  side  big  orders  are  being  placed 
for  soap-suds  or  tub  silks,  and  if  the  business  attains 
the  expected  prominence  doubtless  its  influence  will 
be  felt  in  the  Canadian  market. 


Difficult  Dress  Goods  Season 

Not  only  are  .prices  advancing  but 
deliveries  promise  to  be  backward  —  The 
position  of  the  wool  market  points  to  high 
prices  —  Sponges  and  sponge  cloth  promise 
to  be  the  high  novelty  cloth 

Conditions  in  the  dress  goods  market  are  such  as 
to  call  for  extra  carefulness  and  judgment  in  the 
handling.  Not  only  are  prices  advancing,  but  deliv- 
eries for  the  coming  Spring  promise  to  be  none  of 
the  best,  and  in  some  lines  it  is  said  that,  after  first 
shipments  are  received,  the  season  will  be  well  ad- 
vanced before  the  goods  ordered  later  will  be  to  band 
on  this  market.  Should  this  be  a  correct  summing- 
up  of  the  situation,  it  is  up  to  the  merchant  to  be 
careful  about  price  cutting,  as  an  interval  in  ship- 
ments in  the  early  months  of  the  year  ought  to  afford 
an  excellent  opportunity  to  clean  stocks  without  un- 
due price  concessions. 

Higher  prices  on  goods  ordered  later  are  certain, 
due  to  the  situation  in  the  wool  market.  This  can 
be  best  summed  up  by  the  keen  competition  that  took 
place  for  the  better  grades  of,  wool,  and  by  fact  that 
prices  advanced  from  5  to  7%  per  cent,  over  those  of 


Group  of  cloths  for  the  Spring  Johnny  Coat.  Top 
Two — checked  mixture  cloth  in  black  and  white  with 
scattered  nubs  of  violet  and  green.  (2)  Eatine  cloth 
in  black  and  white  with  black  stripe  with  flecks  of 
yellow.  (3)  Shepherd's  check,  diagonal  weave,  blaek 
and  white  with  over  check  of  emerald  green.  (4) 
Ratine  cloth  of  black  and  white  with  mauve  stripes. 
Shown  by  H.  C.  Boulter  &   Co. 


the  last  series  of  sales.  Since  the  previous  series,  wool 
prices  have  been  stiffening  and  the  present  advances 
bav  been  in  a  measure  anticipated.  Another  element 
that  makes  for  the  stability  of  the  higher  prices  is 
the  fact  that  the  mills  are  busy,  and  that  manufac- 
turers in  Canada,  England  and  in  France  and  Ger- 
many have  enough  orders  on  hand  to  keep  their 
factories  fully  employed  for  some  time  to  come. 

Eponges  or  sponge  cloths  rank  as  the  hlgli  novelty 
cloth  for  the  coming  Spring,  but  for  popular-priced 
business  Bedford  and  diagonal  cords  lead.  Black 
and  white  and  tan  and  white  combinations  are  the 
big  sellers  with  white  and  blue  close  behind. 

There  is  little  reason  to  suppose  that  serges  will 
fall  out  of  the  procession  during  the  coming  Spring 
for  serges  are  well  taken  and  are  included  in  all 
ranges  though  the  tendency  is  well  towards  woollen 
fabrics  from  a  fashion  point  of  view.  Serge,  how- 
ever, is  finding  a  rival  in  poplin  weaves. 

Handsome  effects  in  eponges  and  fancy  mixtures 
and  tweeds  and  other  cloths  are  showing  in  pastel  and 
in  white  and  black,  and  white  and  tan  effects. 

These  goods  are  designed  for  three-quarter  coals 
for  street  and  auto  wear. 

At  the  present  moment  the  market  is  bare  of 
desirable  materials  in  fancy  cloakings,  and  this  con- 
dition will  doubtless  have  its  bearing  upon  the  course 
of  the  selling  for  the  Fall  of  1913-14  which  is  now 
commencing. 

The  favor  shown  to  rough  goods  still  continues 
and  rough  cloakings  will  continue  over  for  at  least 
another  season.     Boucles  and^  curl  cloths  have  the 
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Ask  Your  Wholesaler  to  Show  You 

Our  Celebrated 
MACKINAW 


UE  carries  garments  made  from  this 
famous    all   wool   Hewson   Cloth. 

It  is  particularly  suitable  for  Lumber- 
men's Coats,  Pants,  etc. 

Mackinaw  Shirtings 

are    famed    for    durability.      Just    the 
thing  for  Workingmen's  Shirts. 

YOU  should  also  see  that  you  have  an 
ample  stock  of 

Hewson  Untearable 

and 

Bannockburn  Tweeds 


SOLD     ONLY     THROUGH    JOBBERS 
AND   CLOTHING   MANUFACTURERS 


Hewson  Pure  Wool  Textiles,  Limited 

AMHERST,  N.S. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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approval  of  buyers  for  next  Fall  as  their  sale  this 
season  was  only  limited  by  the  scarcity  of  the  cloth. 
Black  boucle  yarns  on  colored  grounds,  such  as 
lnown,  navy  or  dull  red,  furnish  a  color  combina- 
tion and  a  novelty  effect  that  should  capture  the 
trade.  So  great  and  so  unexpected  has  been  the 
demand  for  double-faced  cloths  in  the  Fall  season 
now  passing  that  buyers  are  again  placing  orders 
for  double-faced  cloths  at  popular  prices.  They  are, 
however,  protecting  themselves  by  taking  care  that 
the  outer  comes  in  a  rough  finish,  so  that  if  neces- 
sary the  reverse  side  need  not  be  used. 

The  call  for  chinchillas  came  late  in  this  market 
but  was  of  large  enough  proportions  to  clear  out 
every  piece  that  was  stocked.  Therefore,  the  outlook 
for  chinchillas  for  another  season  is  promising,  par- 
ticularly in  the  better  grades. 

Novelties  in  cloths  that  will  make  their  appear- 
ance are  jacquard  effects  as  applied  to  cloths.  These 
will  be  shown  as  the  high  novelty  for  the  exclusive 
trade,  but  it  will  be  fully  another  Spring  before  they 
are  sampled  for  popular  selling.  Another  old-time 
I fabric  that  is  being  revived  is  matelasse. 

Matelasse  weaves  have  appeared  in  imported  gar- 
ments this  year  and  are  showing  in  the  Fall  collec- 
tions of  1913-14.  Their  progress  and  that  of  jac- 
quards  will  be  slow  as  it  is  so  long  since  either  of 
these  weaves  have  been  in  vogue  and  it  is  very  pos- 
sible that  fully  another  season  may  elapse  before 
either  of  these  weaves  attain  any  considerable  pro- 
gress. Their  importance  at  present  consists  in  point- 
ing to  the  prominence  that  fancy  weaves  are  attain- 
ing. Novelty  in  weave  rather  than  color  seems  to  be 
the  new  note. 


Extremes   in   Wash   Fabrics 

Heavy  cottons  and  light  weight  voiles  and 
crepes  selling  —  Rough  effects  in  both 
heavy  and  light  weaves  are  gaining  — 
White  fabrics  promise  to  be  in  high  favor 

The  favor  for  white  fabrics  that  reached  fairly 
large  proportions  during  the  Summer  season  of  1912, 
and  which  would  undoubtedly  have  been  more  pro- 
nounced if  the  weather  conditions  had  been  more 
favorable,  promises  to  be  decidedly  stronger  during 
the  coming  Summer. 

White  is  the  leading  seller  in  all  novelty  cotton 
fabrics.  Extremes  meet  in  the  novelty  trade  in  wash 
fabrics  and  the  materials  in  demand  are  either  very 
light  and  sheer,  such  as  voiles  and  crepes,  or  are 
the  suiting  order. 

In  both  heavy  and  light  weaves  rough  effects  are 
gaining  ground.  In  heavy  cotton  goods  sponge  cloths 
and  ratines  are  working  into  a  better  position  as  the 
selling  advances,  and  in  the  lighter  materials  the 
same  may  be  said  of  crepe  weaves.  One  factor  in  the 
popularity  of  crepes,  and  one  that  will  have  much 


influence,  is  the  fact  that  the  crepe  effect  is  pro- 
duced by  weaving  and  is  therefore  permanent,  the 
weave  being  akin  to  that  of  crepe  de  chine.  Where 
the  weave  is  not  rough,  borders,  stripes,  etc.,  of 
ratine  or  sponge  yarns  are  extensively  used  and  this 
goes  so  far  that  ginghams  appear  with  this  decora- 
tion. 

All  cord  weaves  are  good  in  washing  fabrics. 
Soft  finished  piques  appear  in  both  wide  and  nar- 
row wales  and  the  new  feature  here  is  the  use  of  the 
jacquard  figures.  Jacquard  figures  as  applied  to  cot- 
ton cloths  will  undoubtedly  form  the  high  novelty 
end  of  the  trade  in  the  coming  Summer.     This  fact 


MUCH  will  doubtless  be  heard  in  the  com- 
ing season  of  Nell  Rose.  This  color 
is  the  logical  successor  of  "Alice"  blue  and 
'"Helen"  pink,  both  named  after  the  daught- 
ters  of  the  last  two  presidents  of  the  United 
States. 

"Nell"  rose  is  a  lovely  medium  American 
beauty  shade  verging  on  cerise  and  is  named 
after  Miss  Eleanor  Wilson,  the  daughter  of 
the  President  elect. 

The  newr  "Nell"  rose  color  is  the  produc- 
tion of  the  same  form  of  silk  manufacturers 
that  put  Alice  blue  and  Helen  pink  on  the 
market,  and  the  story  of  its  evolution  is  as 
follows.  As  soon  as  the  result  of  the  late 
presidential  election  in  the  States  was  known 
a  number  of  shades  were  sent  to  Miss  Wilson 
with  the  request  that  she  would  specify  the 
one  meeting  with  her  approval.  This  she 
did  and  the  color  selected  was  then  registered 
under  the  name  of  "Nell"  rose.  As  the  color 
is  very  attractive  and  combines  beautifully 
with  black  or  white  and  the  dull  rich  shades 
favored  for  Spring  wear  "Nell"  rose  promises 
to  rival  "Alice"  blue  in  popularity. 


is  bringing  mercerized  poplins  to  the  front.  Poplins 
are  big  sellers  and  are  being  taken  both  for  the  cut- 
ting up  and  the  counter  trade.  Not  only  are  plain 
poplins  and  reps  selling  but  there  are  numberless 
novelty  effects  decorated  with  silk  stripes  and  jac- 
quard figures  on  the  market.  Serges  have  been  very 
successfully  imitated  in  cotton  cloths  and  particu- 
larly in  pin  and  pencil  stripes  are  sure  to  be  in  high 
favor.  Cotton  serges  and  whipcords  in  grey  and 
white,  tan  and  white,  and  blue  and  white  success- 
fully duplicate  those  of  worsted  and  wool  and  are 
just  the  thing  for  making  up  into  simple  tailored 
street  dresses. 

Bedford  cords  in  striped  effects  in  black  and 
white,  blue  and  white,  and  tan  and  white  and  in 
solid  colors  share  with  poplin  weaves  the  first  place 
in  Spring  selling. 
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The  cloth  with  a  permanent  crinkle  that  will  not  wash  out.  We  make  and  guarantee 
it  fast  to  light  and  soap.  For  Kimonas,  Underwear,  House  Dresses,  Children's  Dresses, 
Draperies,  etc.,  etc. 

YOUR   WHOLESALER   HAS   IT 

Dominion  Textile  Co.,  Limited     -    -     Montreal 

Sold  at  a  lower  price  than  ever   before  and  equal  to  any  cloth   on   the  market  at  a  higher  price 
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The   "PIRLE"   Finish 


(Reg'd) 


"Indispensable  for  the  Open-Air  Girl." 


The  Editress 

"LADY'S    REALM" 

(London) 

says  ;  — 

"The  outdoor  girl 
who  loves  to  cycle, 
walk,  ami  drive. 
will  never  wear 
anything  but  a 
'pirle'  costume, 
when  she  once  dun- 
ned one.  It  may  be 
the  shower  of  .May 
or  the  storm  of 
November,  her  neat 
cloth  dress  will  re- 
main unspotted  and 
nnshrunk,  a  n  d  . 

when  dry.  will  he 
as  fresh  as  when  it 
came  from  the  tail- 
or's  hands." 


MADGE' 


"TRUTH" 

says  ; — 

"Every  dressmak- 
er ought  to  leave 
out  a  hit  of  selv- 
edge somewhere 
with  the  'PIRLE' 
stamp  on  it,  as  this 
affords  an  absolute 
guarantee  for  the 
wearer.  The  propri- 
etors undertake  to 
make  good  any 
materials  so  stamp- 
ed that  has  been 
actually  damaged 
by    rain." 


m 


Copyriuht 


s^LhattheLla«icQwoE^^il:  THE  "PIRLE"  FINISH  stamped  on  the  selvedge. 

"Pirle"  finished  Cloths  and  made-up  Skirts  in  great  variety  to  be  obtained  from  Leading  Importers 

if  .ny  difficulty,  -[he  Bradford  Dyers'  Association,  Ltd.   39  Well  Street     I   128-129  Cheapside 

please  write  to  '  •  B  adford  London. 


Attractive  showcar is  supplied  free  of  charge  through  leading  importers. 


England. 


An  Exact 
Reproduc- 
tion of 


Copyright. 


REG?  3  MARK 

Bxy/B 


<fc 


*fr 


%/ 


<*#' 


# 


PATENTED 


HAND 
MADE 
LACE 


Manufactured  solely  by  Birkin  &  Co.,   Nottingham,  England 

Also  Manufacturers  of  High  Class  Washing 

Valenciennes     and    Exclusive    Novelties    in 

Dress  Laces,  Allover  Nets,  Etc. 

Canadian  Agent:  A.  B.  FISHER, 

400  Empire  Building,  64  Wellington  Street  West,  TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Silks  For  Spring 


Fashion's  latest  suggestion  in  silk  is  represented  in  our  immense  Spring- 
range.  Both  colored  and  black  silks  will  be  quite  the  vogue  in  the  coming 
season  and  in  view  of  this  we  are  prepared  to  meet  the  most  strenuous  demand. 
Our  range  consists  of — 

COLOR  SILKS— Epingle,  Shot  Epingle,  Chiffon  Taffeta,  Glace  Taffeta,  Shot 
Charmeuse,  Satins,  Messaliue,  Duchesse  Messaline,  Grenada,  Satin  de  Chene, 
Untearable  Serge,  Crepe  de  Chene,  Tamaiine,  Moire,  Foulard,  Tussors,  Shan- 
tung, Morette,  Japanese,  Crepes,  Hat  Crepes. 

BLACK  SILKS — Satins,  Merveilleux,  Paillette,  Duchesse  Messaline,  Grosgrain, 
Faille  Francaise,  Bagaline.  Ottoman,  Chiffon  Taffeta,  Peau  de  Soie,  Moire. 

Black  and  Colored  Velveteens,  Corduroy,  Couch  Silk,  Velvet.  Mantle  and 
Mantle  Plush. 

Soft  Satins  will  be  very  good.     See  our  full  range. 

h 


GREENSHIELDS  LIMITED 

MONTREAL 


A  LINEN  BUYING  AND 
SELLING  CONNECTION 

/^UR  vast  selling  connection  augmented  by  immense  buying  facil" 
^-^  ities,  gives  us  a  big  lead  in  the  Linen  trade  of  Canada. 

We  carry  a  large  stock  of  Staple  Linens,  comprising  Tablings,  Cloths, 
Napkins,  Towels,  Towelling,  Embroidery  Linens,  etc.,  etc.,  also  Fancy 
Linens  in  Five  O'clock  Covers,  Bureau  Scarfs,  Tray  Cloths,  Doylies, 
etc.,  etc.  In  handkerchiefs  our  stock  of  plain  and  fancy  lines  is  very 
complete. 

We  wish  to  impress  on  the  retail  merchant  that  notwithstanding  a  large 
advance  in  prices  of  all  kinds  of  Linens,  we  are  able  to  offer  fully  75% 
of  our  stock  at  old  figures,  which  means  at  least  a  saving  of  15%. 


GREENSHIELDS  LIMITED 

WHOLESALE    DRY    GOODS 
MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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SILKS 


WEAVING, 
KNITTING 


EMBROIDERY 


J.  MAYGROVE  &  CO.,  LTD. 

MANUFACTURERS  OF 

Italian,     China    and    Japan    Trams,    Organzines    and 
Sewings,  Tussahs,   Floches,    Flosses,  Spuns,    Twists. 

Machine     Sewing     Silks, 

Embroidery  Silks  Flosses, 

and  Lace  Silks. 

MILLS— ABBEY  MILLS,  ST.  ALBANS,  ENG. 

WAREHOUSES-51-52    ALDERSGATE    ST. 

LONDON,  ENG. 


SILK 

for 
WEAVING, 
KNITTING 


EMBROIDERY 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

Montreal  and   Toronto 


Store  Management-Complete 


16  Full-Page 
Illustrations 


272  Pages 
Bound  in  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  BOOK 

BY 

FRANK 
FARRINGTON 

A  Companion  Book  to 

Retail  Advertising 
Complete 

$1.00  POSTPAID 

"Store  Management- 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
but  the  largest  profit 
may  be  realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample: 

CHAPTER  V.-THE 
STORE  POLICY-  What  it 
should  betohold  trade. 
The  money-back  plan. 
Taking  back  goods. 
Meeting  cut  rates. 
Selling  remnants.  De- 
livering goods.  Sub- 
stitution Handling 
telephone  calls. 
Courtesy.  Rebating 
railroad  fare.  Courtesy 
to  customers. 

JUST  PUBLISHED 


Stnd  us  $1 .00.    Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 

TORONTO 


The  Review  is  now  giving  a  service 

== with  its  two  issues  each 

month  that  is  impossible  with  a  monthly  paper. 
You  will  always  find  the  news  first  in  uThe 
Review."     The  paper  that  does  things. 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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"  If  we'd  had  our 

'  Cravenettes '  we 

should  have  been 

all  right." 


BUYERS  OF  SHOWERPROOFS  SHOULD  ASK  FOR  THOSE  PROOFED  BY 


The 


Co., 

Limited 

DUST-PROOF  as  well  as  SHOWER-PROOF. 


The  "CRAVENETTE"  Co.,  Ltd.,  affix  their 
stamp  only  to  such  goods  as  are  suitable 
in  quality  for  SHOWER-PROOF  purposes. 

TO  BE  OBTAINED  FROM  THE  PRINCIPAL  IMPORTERS. 


Rec?  Trade  Mark 


PROOFED    BY 

THE^Hwaj/afC'LT1 


Therefore  this  stamp  is  a  guarantee,  not 
only  of  SHOWER-PROOF  properties,  but 
also  of  the  QUALITY  of  the  material. 


facdmih  ,f  stamp.         'N  CASE  OF  ANY  DIFFICULTY,  PLEASE  WRITE  TO 


The  CRAVENETTE  CO.,  LTD.,  BRADFORD,  YORKSHIRE,  !K 

Showcards  or  Booklets  if  desired  may  be  had  by  applying  through  the  Wholesale  Importing  Houses. 


K>C<>O<><KX>0<KX><^^ 


January   White   Goods 

The  Big  Sellers  Will  Be: 

"IMPERIAL  MUSLINS" 

"LINGERIE    MUSLINS" 

"LISLE     MUSLINS" 

Without  these  your  stocks  will  be  incomplete.  Stocked   by   leading   Jobbers. 

Order  Now 

The  Montreal  Cottons,  Limited. 


Toronto 


SALES  OFFICES: 

MONTREAL 


0<K><>0<><H>O<N>OO<><><><>OK>O^ 
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The  Programme  for  Spring  Displays 

Whitewear  and  February  windows  form  an  essential  step  leading  to  opening 
events — Trimmers  get  in  touch  with  new  merchandise  in  all  departments. 


THE  window  decorator's  programme  for  Spring- 
start?  with  the  white  goods  sales.  These 
events  have  a  hold  on  customers  through 
repetition  and  are  the  first  drawing  card  of  Spring 
business.  After  all,  the  scope  of  the  store  does  not 
depend  on  any  defined  interests  at  this  time  of  the 
year.  Trimmers  are  expected  to  provide  all  depart- 
ments with  window  space  and  suitable  backgrounds 
to  suit  the  different  events,  which  come  in  close  suc- 
cession. Plan?  to  handle  the  numerous  displays  are 
laid  out  now. 

After  stock-taking  everybody  turns  to  the  new 
season  business  with  a  rush.  The  main  object  of  the 
decorating  department  is  to  handle  Spring  publicity 
on  a  broader  scale.  Everything  is  ready  to  carry 
into  effect  and  to  continue  the  sentiment  of  clearance 
sales  and  values  on  the  completion  of  stock-taking. 
The  tendency  is  to  clean  up  for  January  with  a  final 
rally  on  the  slow  sellers  and  so  have  nothing  to  ham- 
per the  programme  of  successfully  opening  the  new 
season  stocks. 

The  events  which  come  now  are  the  February 
Furniture  and  Homefurnishing  Sale,  the  February 
Silverware  Sale  and  White  Goods  Sale.  Preliminary 
dress  goods  openings  are  held.  Model  suits  from  the 
readj'-to-wear  department  are  shown  and  the  for- 
warding of  new  goods  in  all  departments  goes  on. 
When  display  preparations  are  ready  for  the  hand- 
ling of  these  trims,  the  work  of  the  main  openings 
can  be  anticipated. 

"Early  selections  are  best,"  and  new  assortments 
are  good  buying,  is  the  store  argument.  The  whole 
success  of  increased  sales,  and  of  whitewear  in  par- 
ticular, is  in  having  the  mid-winter  idea  of  prices 


continue.  Value  and  special  prices  are  suggested  and 
the  attractiveness  of  newer  goods  and  clever  window 
trims  suggests  that  people  buy. 

STOCKY  DISPLAYS  A  CONDITION. 

White  sales  comprise  white  goods  throughout  the 
entire  store.  Stocky  trims  and  leader  values  are  two 
conditions  which  make  a  success  in  white  sales.  The 
first  does  not  mean  that  white  goods  are  "piled  in" 
but  the  idea  and  policy  of  the  store  at  this  time  ir. 
broad  assortments  and  quantities  to  show  the  buying 
power  of  the  store.  Stocky  trims  are  counted  on  to 
add  prestige  to  the  store. 

The  second  condition  means  that,  if  white  sales 
are  to  boost  business,  some  remarkable  leaders  must 
be  included,  inducing  people  to  buy  early.  These 
leaders  are  made  up  of  early  stocks  or  sale  lots  com- 
bined with  odd  lines  made  up  of  any  previous  stock 
or  travelers'  samples.  Prices  are  averaged  and  win- 
dows contrast  value  offerings  of  new  supplies  of 
dainty,  snowy  undergarments  and  piles  of  crisp  cot- 
tons and  white  goods  with  more  or  less  soiled  lots 
to  invite  business. 

Decorators'  first  trims  have  to  convince  people 
in  their  impression  that  they  can  do  their  Spring 
buying  early  to  advantage.  Sales  include  lines  being 
placed  in  stock  every  day  because  newness  is  an  at- 
traction. AVhitewear,  staples  and  linens,  new  em- 
broideries and  laces,  ready-to-wear  and  merchandise 
from  every  department,  because  of  the  newness,  are 
given  window  space  in  the  white  sale. 

The  whole  programme  for  the  month  of  Febru- 
ary spells  progress.  Customers  anticipate  their  wants 
for  the  season  in  the  same  measure,  as  merchants 
anticipate  the  demands  of  the  new  season  themselves. 


Dry  Goods  Revieiv 


THE    ART    OF    DISPLAY 


85 


Dignified  Display 

calls  for  the   use    of 
high  grade,  well-posed 

WAX  FORMS 


Stocking 
Forms — 
Perfect 
Shape 


Headless 
Enamel 
Bust 
Form 


/9f[*  1ME  was  when  a  wax 
\j\/  form  was  only  a  wax 
form  —  merely  noth- 
ing but  a  stiff,  unnatural 
misrepresentation  o  f  the 
human  head  and  bust.  To- 
day there  are  still  those 
that  lack  expression  and 
life,  but  they  are  only  seen 
in  carelessly  dressed  win- 
dows and  second  rate 
stores.  Good  wax  forms 
are  always  attractive  and 
productive  of  sales;  poor 
ones  are  detrimental.  Don't 
select  your  new  forms  un- 
til you  have  seen  the  D.  & 
P.  1913   models. 


Pleasing 

Life-like 

Expression 


D.  &  P.    Wax   Figures 

We  make  a  large  range  of  wax  figures  in  all  styles  from  the 
headless  to  the  full  flexible  figure,  stocking  forms,  etc.  D.  & 
P.  values  are  unequalled.     D.  &  P.  workmanship  is  perfect. 

Write  for  a  copy  of  the  most  complete  and  up-to-date  catalogue 
on  wax  figures  and  display  forms  published  in  America. 


MANUFACTURED  BY 

DALE  AND  PEARSALL 

Manufacturers  of  High  Class  Wax  Figures  and  Display  Forms 


106  FRONT  ST.  E. 


TORONTO 
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WHITE    INTERIOB    DISPLAYS. 

Store  interior  displays  are  white,  in  as  far  as 
good  business  and  changes  in  store  arrangements 
permit  it.  If  possible,  the  general  scheme  through- 
out the  store  should  be  uniform.  Light  lumber 
designs,  circles,  triangles  and  uprights  covered  with 
cambric  and  -outlined  in  cotton  bolls  is  an  effective 
trim.  The  white  sale  idea  is  not  new  but  can  he 
improved  to  suit  the  requirements  of  individual 
trimmers.  Black  and  white  is  always  a  good  contrast 
to  feature  for  a  white  sale.  Smart  silhouette,  scenic 
or  conventional  designs  made  with  charcoal  or 
crayon  are  easily  carried  out  by  any  trimmer. 
Black  lettering,  nursery  or  comic  designs  on  white 
cambric  always  make  a  good  interior  background. 

MAKING    OVERHEAD    TRIMS. 

Department  and  overhead  trims  are  made  of 
white  dress  linens,  muslins,  vestings,  nainsooks,  Per- 
sian lawns,  bedfords,  piques  and  other  white  mate- 
rials. These  must  have  a  strong  representation  this 
year  on  account  of  their  style  importance.  Staple 
ledges  will  include  neat  displays  of  linens,  towels, 
towellings,  cottons,  sheetings  and  flannelette  blan- 
kets in  the  usual  routine.  Embroideries  and  laces 
in  full  pieces,  hosiery  in  boxes  make  striking  trims. 
Any  grouping  of  white  merchandise,  lace  curtains, 
draperies  or  any  materials  in  suggestive  treatment 
go  over  centre  ledges  or  in  arches  in  departments 
where  these  goods  belong. 


Whitewear  departments  are,  of  course,  given  par- 
ticular attention  in  display.  All  stock  is  carefully 
marked  and  laid  out.  Sample  lots  or  older  lines  are 
laid  out  with  one  idea  in  view.  The  plan  usually 
followed  is  to  have  special  tables  and  tickets  for 
gowns,  -kills,  corset  covers,  drawers  and  different 
styles  of  lingerie.  Space  near  doorways,  in  the  main 
aisles,  together  with  every  available  table,  is  pressed 
into  service  to  show  "Whitewear  at  January  prices." 

WINDOWS  SHOW   PROCESS. 

Windows  carry  out  a  background  similar  to  the 
interior  decorative  idea,  only  larger.  A  favorite 
method  is  to  show  cotton  "from  the  field  to  the 
loom."  Machines  making  cotton  fabrics  or  other 
suitable  setting  is  used.  The  layout  of  the  merchan- 
dise for  the  window  is  arranged  with  stock,  as  it  is 
assorted  according  to  value  and  newness.  Plenty 
of  streamers,  signs  and  tickets  are  necessary. 

One  or  more  windows  contain  assortments  of 
French  hand-made  lingerie  or  more  exclusive  lines 
of  gowns,  princess  slips,  corset  covers  and  petticoats, 
on  figures  or  neatly  .arranged  on  pedestals,  glass 
plates  or  metal  fixtures  and  stands.  In  first  win- 
dows, special  values,  according  to  the  medium  or 
best  selling  price  of  any  lines  in  stock,  alwaj's  bring 
results.  The  windows  for  Wednesday  or  day  lead- 
ers comprise  odd  lines  of  corset  covers  and  drawers 
at  10c.  20c.  or  •'>!>(•.,  and  gowns  or  petticoats  at  69c, 
98c.  or  $1.39.  The  ad.  specializes  on  quanttity  and 
price  of  these  numbers. 


Opening  window.  The  G.  W.  Robinson  Co.,  Ltd.,  Hamilton.  Color  scheme,  green  and  gold.  The  back- 
ground of  this  window  is  rich  green  velour  drawn  tight  on  frame,  and  outlined  with  dull  gold  braid  in 
two  widths  to  represent  a  frame.  Two  pillars,  8  feet  high  and  12  inches  square,  covered  with  white 
felt  and  tinted  down  with  the  airbrush  from  light  buff  to  burnt  orange,  are  used  as  units.  Neat  sprays 
of  foliage  are  in  the  same  colorings.  Floor  C3vering  buff  felt.  The  grouping  of  the  drapes,  figures  and 
millinery  is  effective.     A  pleasing  showcar  1   is  seen  in  the  forefront.     Wm.  G.  Moir,  decorator. 
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Shoe  Stand 


No.   1913  Tie  Stand 


Shirt  Easel 


Established    1896 


Oak  Slabs  tor  Window  Trimming 

FREE! 

A  Copy  of 

the  Most  Complete 

Fixture  Catalogue 

in  America 


Send  us  your  name  and  address 
and  we  will  mail  you  our  new  Cata- 
logue as  soon  as  it  is  off  the  press. 
Full  of  new  ideas  for  all  branches 
of  the  trade. 


Hat  Stand 


Eiffel   Blouse   Form 


Concave  Hanger  Clothing  Display  Table 

CLATWORTHY  &  SON,  LIMITED 

High  Grade  Store  Equipment 

TORONTO,      ONTARIO  Incorporated    1908 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


88 


THE    ART    OF    DISPLAY 


Dry    Goods    Review 


) 


00 

53 


V 


<v 


<v 


CO  <fl  "S 

g  CO  5 

2  .a  2 

*  CO  ^ 


,p   p 


cp     q 

£  .2 


5  <g 


bC  — 


O      «*H 
rP        ° 


T3 


03        C 


O      .ft 


-^   j£     2     c 


p  -p   p 


M   z 


^     ft-P  ro 


a  ^-i      r-i      <" 


o    P    o 


bJC 


ft 


,p  -d    43 


ft    «    a, 


£    m    o    2    'cjj^ 

m    'O      03      ~    -[-i       CO 

H    03  _c    £    >  -h 


&  W)  g  -P 


_P      03 
-i    "3    J2 


bC  f-1  _G 


— t   03    p: 


03      J^    03 


ft        "3 
O       ft 


re       C     -S       03 


+3      03     fe 
2     ft    >   •'H   ^2     03 


bX 


03      "3 

-   B   ^  ^  "- 


Oh 


Cb         r-J 


M      03 


c    5,2 


°~   -   a   03 


S  O 


?        03    ^ 


o  -r    o 


•~  p  c  2 


bJO 


o  Ph 


03      C      - 
o    '  C71,      ri 


03       S 


O   CO 


£  H 


ft:     V£    ft 


o  -a 


3     E5 


rP       O 


^      03 


9    a    of.  « 


o    c  2 


2    P 


03    O 

44   CD 


e  p 

o    o 


03     >rH     ."£ 


Gj     O     O 


•  ~  "~    £    ta    Q3 

CO    +J     n     p     o 
^      "*"      m      r-      75 


P        £     'S 


rH       O 


o    b£  a 


1     2     c 


*->  .a     OJ   0C 
P      M    -Q 


ft    ft 


1     iJ:    a  "ft 


r^     ft 

o 

C3     r^ 


03       P-H     ^ 


£.2 


,_Q      03 


C      03 


2    o 

-S    r2    ^    'C 


S    P 


Ph 


rj      03      O    ^rH 


"r-        S        9 


cs  .23  ."3 


03     •+"' 
P-i  += 

03      03      03      P 


r^ 


rG        P     -P 


fco.2  t) 

p         P 


cj   cp,2 


2     r? 


rQ3  C"' 


ft 


r,-)      03  03      rj 

*    °  ^1 

II        CO  r— I     JC 

rP  P        03 


03      ^        >>      ft      O        ^ 

,5         r3      T3         S      -P     P 


03      P      43 


^    ^ 


O     H     P 


P    rg    ^    -P 


'P       0.rP 


r^         P         £ 


K         P 


cS   '"P 


p    h 

g      Ph 


3    ^P 


0D 


O     H     O 


03    o    -r 


^  •=  X'    2" 


Or 


C/3 


4) 

N 


Or 


-3    c<    03    <%    ci 


o  o 


03^^ 


P    w 


g  ^  -  C   o  o 


a  fc-  ^  s  *  p 


bJD 
>.03 


•HP 


co  Tj 


O  t; 


„2g»^P   >>w^ 
c"5  K.a  cHs-Cp 


CO     fc£i   CO     -a 

_,    c3    p    - 


??      P      S   rP 


-e  2 


^Cj_i      <rJ 
,^P      °r^ 


2      P 


>> 


o   ^.2  a-g-g  s  ft 


K    Ph    Cl.' — < 


C3r^ 


o   g 


O-S-Pr^ 


P   f'Ti  hPh 


a  s 


O   e?C0 


-Z 


.•PP2 


ft  03  C 

-r^  C3 

O    C3  ly 

^^  £ 

s  °  § s 


rX       P 


'•,d  ®     •"  © 


O    !>     h     o  i — ' 
JJ    «    O    g    S 

^      r5       5       £ 


S     CD    P     P 


O     03 


P  o 


i>    w    r-1    C 

—  M   .  H      ^  I 1      M      Cl 


r^S    P 


S    8    S    O    0) 

03    rJ^       I-       <-       ► 


.03  r-C  ! 


cc 


S  wb 


W  tL.a  ?3 


C     03 


OH     PrgfeO 


^02 


-Z-Pl 


rrt     £^ 


CJ     03 


P3<= 

C3<^C 


^    OK^    P<M 


— 


co    >-. 

P    ^  , 
■  P     03  ' 


fe     P. 


fj*   &m  ^D  .rH  r^J 


CO 


03  k> 


■rZi 


^  S  °0 


CO 


0) 


o  p 

OC 


OS  -p  «  g 

CO  i  H72-^c 

P  cd  w    ^  " 

o  v  K  ' 


:«  p 


- 


f*< 


CD    O 


;w  a 


T3  ^  ^    <i>r£ 


p       os 


<1 

M  I  p 


r^^ 


CM 


P  2> 

2"rP     Q3-£>  r4 


ft 


o  ^ 


c»  f-;  q 


Td 


fe  5     ^^ 


br 


rn    SP2-P 


Sx^ 


-  'H.  ti  ft   ^   P   bfi 

P     -■       03  &"      S  ""'      rH 

p  ^Ca^S 

3  ?K  2S'p  2 

-G    w  rv      ^  w      g    O 


bJD 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 


Dry  Goods  Review 


THE    ART    OF    DISPLAY 


89 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


90 


THE    ART    OF    DISPLAY 


Dry    Goods   Review 


Other  lines,  which  are  also  a  part  of  the  window 

plan,  are  tailored  or  lingerie  blouses  at  different 
prices  and  underwear.  First  shipments  of  Summer 
underwear  and  the  season  remnants  of  cream  and 
white  Winter  underwear  combine  to  introduce  the 
icw   season  in  these  departments. 

Staple  department  windows  show  the  trimmer's 
ability  to  make  a  stocky  window — suggestive  of 
bountiful  supply.  Fnll  pieces  of  bleached  and  un- 
bleached cottons,  sheetings  and  kindred  lines  are 
piled  np  in  a  layout  to  give  a  front  appearance  of 
quantity.  Labels  showing  to  advantage  add  to  the 
effect.  Sometimes  embroideries  and  laces  are  used 
in  these  settings. 

SILVERWARE   DISPLAYS   ALSO   USED. 

In  the  corresponding  events  in  other  depart- 
ments for  the  month,  silverware  windows  appear 
alongside  of  whitewear  displays.  The  front  is  then 
given  to  the  usual  arrangement  of  housefurnishings, 
rugs  and  furniture  for  one  week.  For  advertising 
reasons,  and  to  start  the  season  earlier  in  the  dress- 


making department,  first  showings  of  dress  fabrics 
and  silks  and  model  suits  are  allotted  prominent 
window  spaces.     These  showings  create  "style  talk." 

Trimmers  are  learning  at  the  same  time  and 
get  a  broader  idea  of  the  style  trends  as  exemplified 
in  stock.  Possible  relative  selling  value  of  each  line 
of  goods,  to  indicate  which  lines  will  require  display 
or  give  the  best  idea  of  stocks  in  which  correspond- 
ing style  influences  between  departments,  are  likely 
to  be  misrepresented. 

Meanwhile  preparations  in  all  departments 
throughout  the  store  are  progressing  so  as  to  have 
all  stocks  ready  by  March  1  to  announce  the  open- 
ing policy. 

© 

Ottawa,  Ont. — A.  Singer,  clothing  merchant,  has 
been  succeeded  by  Samuel  Morson. 

Battleford,  Sask. — The  business  conducted  for 
over  six  years  by  Burlingham  &  Speers,  opened  this 
morning  under  new  management.  The  new  propri- 
etors are  MacLean  &  Ilutchins. 


A  Suggestion  for  Opening  Background 


*$$& 
f^ 


AMASSIArE  background  framework  design  for  stucco  or  rock  crystal  treatment  is  shown  above. 
The  material  used  is  wood  or  compo-board  and  the  window  boxes  at  the  back  are  velvet  covered 
and  outlined  in  gold.  An  effective  finish  is  made  of  alabastine,  in  any  shade  to  .suit.  Heavy 
sawdust,  white  shaded  in  marble,  is  made  by  applying  the  outline  colors  and  shading  with  an  airbrush. 
Rock  crystal  put  on  according  to  directions  makes  a  good  wall  effect,  in  soft  grays  or  any  of  the 
numerous  stone  colorings,  which  may  be  preferred.  In  the  centre  front  a  fountain  is  easily  constructed. 
The  water  sprays  into  the  basin  and  is  drained  from  the  back  of  the  window.  Urns  and  boxes  are  filled 
with  flowers  and  massed  flowers  are  placed  on  pedestals.  The  fountain  is  surrounded  by  water  plants 
or  early  Spring  flowers. 

Any  window  trimmer  can  make  such  a  setting  at  a  minimum  of  cost.  The  design  is  especially 
suitable  for  millinery  opening,  ready-to-wear  or  dress  fabric  setting.  Adapted  from  "Helmet"  window 
dressed  for  The  Fair,  Chicago. 
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That  Old  Skylight 

by  the  installation  of  the  proper  system  of  lighting,  may  be 

turned  into  a  sightly  spot,  a 
veritable  fountain  of  daylight 
with  a  material  saving  of  in- 
surance rates.  It  can  be  made 
to  flood  your  store  with  day- 
light, white  and  penetrating, 
without  the  ill  effects  of  the 
direct  sun's  rays. 

LUXFER  PRISMS 

form  the  basis  of  the  most  scientific  lighting  system  ever  invented.  It  is  a 
system  that  has  been  a  revelation  to  the  dry  goods  merchant  all  over  the  country 
and  has  solved  the  troublesome  lighting  problem  to  such  an  extent  that  it  will 
soon  be  a  tradition  rather  than  a  present  day  reality. 

The  Luxfer  Prism  system  of  lighting  is  not  only  the  original  daylighting 
system,  but  is  the  first  in  giving  result.-;. 

Write  for  catalog  and  prices. 

Luxfer  Prism  Company 

TORONTO  AND  MONTREAL 
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50  CLERK  • 


Decentralization 

Means  8  "Till"  Service  Stations  with  8  separ- 
ate attendants  and  8  sets  of  change  of  $10.00 
to  $20.00  cash  to  start  the  day. 

Means  the  wasting  of  over  300  feet  of  unpro- 
ductive floor  space. 

Means  paying  8  to  16  Cashiers  or  Cashier 
Wrappers  and  putting  them  in  direct  touch 
with  salespeople. 


Means  no  facilities  whatever  for  handling 
Charge,  C.O.D.  or  Transfer  sales.  Local 
service  only  deals  with  cash  sales. 

Means  "open  season"  for  shoplifters  while 
clerks  are  absent  getting  change. 

Means  scattered  responsibility,  confused  re- 
cords, multiplied  work  and  absolute  impos- 
sibility of  proving  individual  errors 

Means  money  all  over  the  store. 


The  Lamson 

Boston, 
Representatives  in 


SERV 
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SON 


V^tean^ 


"* 


STORE 


Centralization 

Means  16  to  20  Carrier  Service  Stations  giving  instant 
communication  with  Cashiers  on  balcony  or  in  base- 
ment— two  sets  of -change. 

Means  the  saving  of  enough  floor  space  for  a  good 
sized  department. 

Means  saving  of  wages  of  from  6  to  14  people  by 
reason  of  centralized  distribution  of  labor. 

Means  perfect  inter-communication  between  all  de- 
partments— Charges,  C.O.D.'s  or  Transfers  are  all 
the  same. 

Means  face  to  the  customer  and  no  opportunity  for 
shoplifters. 

Means  fixed  responsibility,  simplified  work — tabulat- 
ed records. 

Means  money  all  in  one  place. 


-. 


The 
Story 
of  a 
Service 
Idea 


A  Valuable  new 

Lamson  issue. 

Sent  to  merchants 

on  request. 


Company 

U.S.A. 

all  Principal  Cities. 
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PROGRESS  IS  THE  ORDER  OF  THE  DAY 

Stores   That    Sell   Ladies'   Wear 
Will  Need  These  Fixtures 


Like  some  roses,  merchandise  is  oft- 
times  "born  to  blush  unseen."  That's 
because  its  beauty  is  not  brought  out  by 
a  proper  use  of  modern  display  fixtures. 

RICHARDSON'S    FORMS 


V-  H  - 


;!■•!> 


are  from  New  York 
models  and  conform  to 
the  latest  fashions,  giv- 
ing the  proper  drape  to 
the  gown,  showing  it 
off  to  the 
advantage, 
the  most 
like  poses. 


See   the   new   Fitting   Form,   per- 
fectly adjustable  to  any  pose.  Style 
absolutely  correct. 
No.  41AA,  as  cut         -    -    $7.50 
Same,  without  Flesh  Colored 
Bust     ------       6^ 

Same,  without  Tilting  Device  5.75 

Sizes  32  to  "40 
Show  your  garments  on  up-to-date 
fixtures. 

Our  new  Children's  Form  shows 
Dresses  as  well  as  Shoes  and  Stock- 
ings. 
Everything    in    Wax,    Papier 
Mache  and  Metal  for  display 


( )ur  wax  work  is  a  mar- 
vel. The  poise  of  the 
head,  the  delicately  re- 
fined face  and  beautiful 
coiffure  enhances  the 
appearance  of 
any  gown. 


Kine  wax  head 
mounted  on  all 
brass  square 
base  and 
standard  ad- 
justable belt.' 


Panier  Forms 

Our  Panier  model  is  the  lat 
est  design  in  display  forms 
and  is  used  by  up-to-date  win- 
dow trimmers  in  Canada  and 
United  States.  They  bring 
out  the  lines  of  the  Panier 
drape,  which  at  present  is  in 
vogue. 

We  also  make  all  kinds  of 
Papier  Mache  forms  for 
drapery  and  ready-to-wear 
display  purposes. 

Our  catalogue  explains  all. 


A.  S.  RICHARDSON  &  CO. 

Largest   Manufacturers    of   Wax   Figures  and   Display   Forms   in   Canada. 

ll::Zom-Z°"TA™  s»'  TORONTO 
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IDEAS  ARE  WORTH   MONEY 

Auxiliarate  Your  Trimmers'  Ideas  with 

Good  Fixtures 


WHY  let  those  valuable  ideas  and  schemes 
which  your  trimmer  formulates  in  his  mind 
to  go  to  waste,  just  because  he  cannot  do 
justice   to   them   without   modern   display 
fixtures?    Give  him  the  encouragement  necessary  to 
do  better  and  you  will  be  surprised  at  the  result. 

Your  windows,  as   seen  by  the  passing  public, 

reflect  the  character  of 
your  store.  The  first  im- 
pression made  is  very 
often  a  lasting  one.  You 
naturally  want  them  to 
look  their  best.  This  can- 
not be  brought  about 
without  a  liberal  use  of  up  -  to  -  date   display   fixtures. 

Good  fixtures  pay  for  themselves  in   a   short   time,  and   are 
therefore  an  investment  instead  of  an  expense. 


«p 


Write  for 
Our  Illustrated  Catalogue. 


TORONTO  BRASS  MFG.  COMPANY 

17-21  TEMPERANCE  STREET,  TORONTO 
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Some  Store  Fronts  That  Make  Money 

Retail  merchants  must  consider  many  points  in  arranging  their  store  fronts 
to  get  the   best   results — a   modern    front   leads  to  increased   sales — Develop- 
ments and  improvements  in  store  fronts. 


EVERY  man.  woman  and  child  in  the  world 
will  patronize  the  store  that  they  helieve 
gives  the  most  in  return  for  their  money. 
No  element  in  any  retail  business  gives  this  impres- 
sion better  than  a  modern,  attractive  store  front. 

There  are  a  multitude  of  details  to  definitely  de- 
cide upon  before  one  attempts  to  install  a  new  store 
front.  First  of  all — study  your  own  conditions. 
What  is  your  business?  What  class  of  trade  do  you 
appeal  to?  How  large  a  stock  do  you  carry?  How 
often  do  you  dress  your  windows?  What  lines  of 
stock  does  it  pay  to  push  most?  What  lines  do  you 
want  in  the  foreground  of  your  windows?  and  what 
lines  in  the  perspective?  What  direction  does  your 
store  face?  Now  high  should  the  floors  of  the  win- 
dows be  above  the  sidewalk  grade,  etc.,  etc.?  There 
is  a  multitude  of  details — each  one  of  importance  in 
the  ultimate  successful  front. 


Too  many  merchants  are  satisfied  with  the  ideas 
incorporated  in  the  fronts  of  the  neighboring  mer- 
chants' stores.  The  fronts  appeal  to  their  own  in- 
dividual tastes  regardless  of  the  requirements  of  their 
own  business,  which  is  dependable  upon  it. 

Let  a  store  front  specialist  talk  over  the  subject 
with  you.  They  can  lead  you  safely  over  the  stumb- 
ling stones  that  have  caused  the  wasting  of  so  much 
good  money,  and  install  in  your  building  a  front 
that  will  create  business — create  more  profits.  That's 
what  you  want. 

About  eight  years  ago,  an  architect  conceived  a 
store  front  idea — an  entirely  new  departure,  which 
was  based  upon  the  actual  needs  of  retail  merchants, 
as  well  as  construction  men.  The  idea  grew  and 
grew — was  improved  upon  and  developed  until  it 
came  to  actually  revolutionize  store  fronts.  It  open- 
ed  new  possibilities — enabled  the  merchants  to  do 


An  effective  arcade  front  designed  to  give  the   most   efficiency   in   space    light    perspective    and    important 

detail    essential    to    store    front    construction. 
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OVERCOAT    RACK 

Same   price  as   Suit  Rack,  6  feet   high. 
Extra    cost    for    side    rods. 
Polished   steel  or  oxidized. 

For  6  and  8  feet   $1.25  each 

For  9  and  10  feet   $1.50  each 

Overcoat  Rack  6  feet  high.  Suit  Racks  5  feet  high. 


DOUBLE   BAR   POLISHED    STEEL    TUBE    RACKS. 

6   feet    long,   i   posts    $  0.00 

0  feet  long,  6  posts  _. 10.50 

8  feet  long,  0  posts  11.50 

10  feet  long,  6  posts    12.50 

$2.50  extra  to  above  prices  for  Oxidized  finish. 

o 


No.   33IB,   Suit   Hanger,  $7.50   per  100 
No.  33B,  Boys'  Suit  Hanger, 

$7.50  per  100 


TIB,      Combination 
Suit   Hanger,  curved   to  fit 
shoulder.  Wedged  in  centre.    Ab- 
solutely  solid    $15.00   per   100 


Double   Deck 
Rack 

For  Boys'  Suits  and 
Short  Garments 

This  is  our  regular  Overcoat 
Rack,  6  feet  high,  fitted  with 
side  rods  adjustable  up  or 
down,  or  removable. 

Why  stack  your  Boys'  Suits  in 
corner  of  your  store? 
It  doesn't  cost  much  to  hang 
Boys'  Suits  up,  and  the  Boys 
appreciate  the  attention  given 
to  their  clothing,  same  as  you 
give  the  mens'. 

Many  people  have  the  idea 
anything  is  good  enough  for  a 
boy.  But  the  merchant  who 
goes  after  the  Boys'  trade  in 
the  right  way,  makes  many 
lasting  customers,  and  the 
Boys'  trade  is  just  as  easy  as 
any  other  if  the  same  attention 
is  given  to  his  wants. 

If  you  are  not  hanging  up  your 
Boys'  Clothing,  let  us  equip 
your  store  before  your  new 
Spring  Clothing  comes  in.  Let 
us  know  the  number  of  suits 
you  have  and  the  floor  space, 
and  we  suggest  the  best  length 
rack. 


The  Taylor  Mfg.  Co.   -  Hamilton,  Canada 
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much  more  with  their  windows:  and  last.  Imt  far 
from  least,  it  allowed  the  permanent  use  of  their 
store  fronts  without  the  expenditure  of  one  cent  for 
repairs  or  paint.  Only  solid  copper,  brass,  bronze 
or  aluminum  is  used. 

SHOW    WINDOW   VENTILATION. 

Not  only  did  this  architect  design  a  construction 
to  hold  plate  glass,  hut    he  made   a   complete  front 


lion  was  held  in  Toronto  on  December  2G.  The 
annual  competition  was  arranged  and  several  mat- 
ters for  this  year's  work  were  discussed.  Contests 
have  been  made  to  include  window  decorators,  card 


writers   and   advertisers  and   the   terms 
,-atisfactorv  to  the  members. 


should    be 


Interior   view  of  arcade,   domed   store   front    showing  up-to- 
date  construction  in  keeping  with  the  merchandise  carried. 


Trimmers  are  now  planning  for  the  Spring  sea- 
son and  the  prospect  for  good  work  by  members 
of  the  association  everywhere,  from  the  depart- 
mental to  the  smallest  store,  has  never  been  better. 
The  contests  will  prove  an  incentive  to  enthusiasm. 

The  importance  of  these  branches  of  publicity 
and  the  demand  of  the  field  for  good  men  will  find 
C.  W.  T.  A.  men  in  the  forefront,  doing  the  best 
which  their  facilities  permit.  And  this  is  the  secret 
of  success  of  trimmers  in  the  leading  stores  or  one 
window  fronts.  In  friendly  competition  C.  W.  T.  A. 
members  will  do  their  best  to  make  the  Spring  sea- 
son a  record.  The  prospect  for  the  convention  is 
equally  bright. 

Every  trimmer,  card  writer  and  advertiser  inter- 
ested in  the  C.  W.  T.  A.  or  general  publicity  should 
be  a  member  in  good  standing.  The  support  given 
to  the  executive  and  the  committees  makes  their 
work  easier.  All  members  will  be  given  a  member- 
ship card  on  receipt  of  fees  for  1913.  These  cards 
entitle  holders  to  enter  contests  and  attend  the 
August  convention.  Join  now  and  boost  for  a 
broader  program. 


from  sidewalk  to  I-beam — one  that  incorporated  a 
scientific  application  of  the  old,  time-tried  theory  of 
preventing  the  formation  of  frost  and  sweat  on  show 
windows. 

At  first,  such  a  radical  development  in  store 
fronts  met  with  more  or  less  skepticism.  Frost  and 
sweat  on  show  windows  had  become  a  part  of  almost 
every  merchant's  business.  He  expected  it — and 
got  it.  A  means  to  prevent  this  sales-repelling  ele- 
ment was  considered  an  impossibility.  Merchants 
demanded  proofs.  Proofs  by  the  hundreds  were 
offered  and  to-day,  from  one  coast  to  the  other, 
thousands  of  merchants  are  reaping  the  money-bene- 
fits of  this  wonderful  store  front. 

Let  it  be  said  in  conclusion,  that  if  you  are  inter- 
ested and  contemplate  erecting  a  new  store  building, 
or  altering  the  old  store  front,  investigate. 


C.W.  T.A.  Executive  Arrange  Plans 

A  meeting  of  the  executive  and  prize  commit- 
tees of  the  Canadian  Window  Trimmers'  Associa- 


Shopping  Done  Early. 

Montreal,  Que. — The  "Do  Your  Shopping  Early" 
slogan  apparently  had  its  effect  on  Montreal  shop- 
pers as  the  rush  on  Christmas  eve  was  by  no  means 
as  heavy  as  in  other  years,  while  the  total  volume 
of  business  for  the  two  weeks  preceding  Christinas 
was  considerably  in  excess  of  past  holiday  seasons. 
One  of  the  big  departmental  stores  remained  closed 
every  evening,  but  in  all  other  cases  stores  were  open 
at  least  the  four  evenings  preceding  Christmas, 
though  it  was  remarked  that  there  did  not  appear 
to  be  the  amount  of  night  shopping  done  that  char- 
acterized former  holiday  occasions.  The  mornings 
were  busier  than  in  past  years  and  this  was  attrib- 
uted to  the  general  advertising  of  the  large  stores  to 
"do  your  shopping  in  the  mornings  when  you  have 
more  time  and  more  comfort,  etc."  It  seems  to  be 
the  general  opinion  that  the  volume  of  business 
done  was  as  great  as  any  season  in  the  past  and  it 
was  accomplished  with  a  minimum  of  discomfort 
to  the  vendors  and  probably  with  a  maximum  of 
satisfaction  on  the  part  of  the  purchasers. 
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To  MERCHANTS  and 
WINDOW  TRIMMERS 


All  Merchants  and  Window  Trimmers 
throughout  Canada  are  respectfully  invited  to 
send  us  their  names  so  that  they  may  receive 
our  New  Catalogue,  which  will  be  ready  the 
latter  part  of  January. 

It  will  illustrate  over  1,000  new  designs  of 
Fixtures,  Show  Cases,  Wax  Figures,  Clothing 
Racks,  Forms,  Wardrobe  Cabinets,  etc 


On      of  Our  Latest  ! 


Large  variety  of  Wax  Figures,  Complete 
Figure,  with  arms,  hands,  etc.,  from  $22.00 
up  to  $85.00. 


Delfosse  &  Co. 

Office  and  Sample  Rooms— 247-249  Craig  St,  West. 
Factory  ....  1-3-5-7   Hermine  St. 

MONTREAL,  QUE. 


There  are  Gold  Dollars 

For  You  In  Proper 

Dress  Forms 


Whether  you  require  the  ' 
adjustable  forms  for  your 
dressmaking  or  the  regu- 
lar non-adjustable  for 
your  department  and  win- 
dow displays,  you  will  find 
your  requirements  in  our 
immense  range.  You 
can't  go  wrong  in  making 
a  selection  for  your  1913 
displays  from  the 

Hall  -  Borchert 

Adjustable     and     Non- Adjustable 

Dress  Forms 


iriFH! 


They  are  the 
most  scientifi- 
cally and  prac- 
tically correct 
dress  forms  on 
the  market  to- 
day. The 
large  form  here 
illustrated  rep- 
resents a  mo- 
del that  we  are 
selling  in  Can- 
ada at  a  price 
ridiculously  low  as  as  introduction  of 
these  famous  forms.  This  form  is  well 
finished  and  is  equal  in  value  to  other 
forms  at  a  much  higher  price. 


Rush  Your  Order. — To  intro- 
duce this  model  form  to  Canadi- 
an trade,  we  make  the  following 
offer : — 

Canvas  Covered  Display  Model  -  $7.50 
Clolh  Covered  Display  Model  •       5.25 


Write  for  Catalogue  C. 

"  Use  them  in  your  windows." 

The  Hall-Borchert  Dress  Form 
Co.  of  Canada,  Limited 

158  Bay  Street,  Toronto 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 


100 


THE    ART    OF    DISPLAY 


Dry    Goods   Review 


Join  the  bo 


Thirty-Three  Va 


Handsomely  Engraved 
Silver  Loving  Cup. 

10     Gold     and     Silver 
Medals. 

Cash  Awards. 

2nd    Annual     Contest 
1913 


OPEN  TO  WINDOW  TRIM- 

MERS,  CARD- WRITERS 

AND  ADVERTISERS 


Awards  to  be  made  at  the  August 

Convention,   Canadian  Window 

Trimmers'  Association. 


C.  W.  T.  A.   Window    Decorating 
Contest. 

Classification  of  Prizes: 

Class  i — Annual  Grand  Prize. — Silver  loving  cup,  suitably  engraved, 
for  the  best  six  displays,  original  window  and  unit  trim  photographs  sub- 
mitted by  contestant  during  the  year.  Cup  to  become  property  of  the  win- 
ning decorator  each  year.    Presented  by  Dry  Goods  Review. 


ORIGINAL  WINDOWS. 
Class  2 — Open  to  all  trimmers  in  cities  of  100,000 
or  over. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize— C.W.T.A.  Silver  Medal. 

For  the  best  window    of    the  year    showing    most 
beautiful  and  original  background  and  groupings. 

MERCHANDISING  WINDOWS. 

Class  4 — Open  to  all  trimmers  in  towns  and  cities 
up  to  50,000. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize — C.W.T.A.  Silver  Medai. 
For   the    best    display,   merchandising   or  business- 
bringing   windows   judged   by   sales   and   effective    ar- 
rangement for  such  event. 


HOLIDAY  OR  OPENING  WINDOWS. 
Class  3 — Open  to  all  trimmers  in  cities  from  50,000 
to  100,000. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize — C.W.T.A.  Silver  Medal. 

For  best  holiday  or  opening  window,  millinery  and 
ready-to-wear  display. 

MEN'S  WEAR  WINDOWS. 

Class  5 — Open  to  men's  wear  trimmers  of  Canada. 
1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize— C.W.T.A.  Silver  Medal. 

For  best  men's  wear  units  and  furnishing  tables  or 
windows  dressed,  showing  arrangement  of  units  in 
completed  trim. 
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ys  this  year 


luable  Prizes 


FLORAL  DECORATIONS. 

Class  6 — 

1st  Prize  ....        $10 

2nd  Prize  -        -        -        -        $  5 

For   best    window   or    interior    decoration,   artificial 
flowers  being  used. 

BEST  COUNTER  OR  LEDGE  TRIM. 
Class  8 — 

1st  Prize $5 

For  the  best  arranged  overhead  or  counter  trim  of 
merchandise  from  any  department. 


BEST  GROUPING  OR  DRAPES. 

Class  7 — 

1st   Prize         ....         $5 
For    the    best    display    of    drapes    or    ready-to-wear 
grouping  arranged  in  the  department  windows  or  cases. 

BEST  BACKGROUNDS. 
Class  9 — 

1st  Prize $5 

For   the   best   background    setting  used   during  the 
year,  for  anniversary,  opening  or  sale. 


TERMS  OF  CONTEST: 

(a)  Trimmers  are  eligible  to  enter  in  any  class   without  restrictions,  except  that  no  trimmer  can  enter  a  class  in  a  city  of  less 
population    than    that    stipulated. 

(b)  Any  number  of  photographs  can   be  submitted,   but   one  view   only   is   necessary   to   enter  competition    in  any  class. 

(c)  Photographs  must  be  of  this  year's  work,  since  August  1st,    1912,  and  must  not  have  been  submitted   in  ajiy   other  contest. 

(d)  All   photographs  to   be   forwarded   to  the   secretary   by  August  1st,  1913.     Pictures  will  be  returned  to  contestants  after  the 
Convention,  if  requested. 

(e)  Contestants   must  give  detailed   description  of  windows,  color    scheme   and    general    plan,    cost,    etc.,    marked    on    back    with 
name  and  address,  and   whether  for  Annual   Contest.     Class    number  must  also  be  designated. 

(f)  All   windows  to   be  judged   under  numbers,  any   identifying    marks    must   be    removed. 


C.  W.  T.  A.  Cardwriting  Contest 


CLASS  1— FANCY  WINDOW  CARDS   (General). 
First  Prize— C.W.T.A.  Gold  Medal. 
Second  Prize — C.W.T.A.  Silver  Medal. 
CLASS  2— AIRBRUSH  CARDS. 

First  Prize Cash  $5.00 

Second  Prize      ...      -      Cash  $3.00 

CLASS  3— ORIGINAL   HOLIDAY   CARDS 

(Christmas,  Easter,  Thanksgiving). 

First  Prize Cash  $5.00 

Second  Prize      ....      Cash  $3.00 

Third  Prize       ....       Cash  $2.00 

CLASS  4— PLAIN  SALE  CARDS  (General). 

First  Prize Cash  $3.00 


Second  Prize       ...       -     Cash  $2.00 
Third  Prize Cash  $1.00 

CLASS  5— ALL  PEN  LETTERED  CARDS. 

First  Prize Cash  $3.00 

Second  Prize       -  Cash  $2.00 

Third  Prize Cash  $1.00 

CLASS  6— PEN  LETTERED  PRICE  TICKETS. 
(In  groups  of  six) 

First  Prize Cash  $2.00 

Second  Prize       -  Cash  $1.00 

CLASS  7— AIR  BRUSH  PRICE  TICKETS. 

First  Prize Cash  $2.00 

Second  Prize       -  Cash  $1.00 


TERMS  OF   CONTEST: 

(a)  Cards  entered   must    be  first  used   in   merchandise  displays. 

(b)  Not  more  than  two  cards  to  be  entered  in  class  2,  and  4.     Not    more    than    three    cards    to    be    entered    in    class    3,    and    not< 
more  than   six  cards  in   classes  1,  5,  6,  and   7. 

(c)  No  air  brush  cards  to  be  entered  in  any  class  except  2  and    7. 

(d)  No   contestant  can   crater  more   than   three   classes. 

(e)  All  cards  must  be  of  uniform  size.     None  larger  than  half    and   none   smaller   than    1-16   of   regulation   sheet   22in.x28in. 

(f)  No  card   to   be  entered   in    more   than   one   class. 

(g)  Each    card    must   bear    the   number   of   class    in    which    it    is    to  be  entered,  but  not  the  contestant's  name  and   must  be  sent 
not   later   than   August   1st,   1913. 


C.  W.  T.  A.   Advertising  Contest 


CLASS  1— GOOD  ADVERTISING. 
First  Prize  -  -      C.W.T.A.  Gold  Medal  Second  Prize  C.W.T.A.  Silver  Medal 

Awarded   for   the   best  all-round   advertising,    including  general    publicity   opening   and   sale   announcements. 

TERMS    OF    CONTEST: — 

(a)  Announcements    must       have    appeared    this    year. 

(b)  All  copy  must  be  original. 

(c)  Not   more   than    six   examples   to   be  entered    in   contest.  (d)    All  ads.  to  be  judged  on   points:    1 — Editorial  and  descrip- 
tive  text;    2 — Layout;    3 — Typographical    effect;    4 — Originality    of   ideas. 

Contestants  must  be  members  of  the  C.W.T.A.  and  staff  employees  in  Canadian  stores. 

Contests  close  August  1st,  1913.    The  award  committee  decisions  to  be  final. 

All  photographs,  show  cards  and  advertisements  to  be  available  for  publication  in  Dry  Goods  Review. 


Canadian  Window  Trimmers'  Association 
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A         TOUCH-THE-BUTTON 

§      SERVICE  is  what  COUNTS 

Jjj||                          in  the  rush  and  hurry  of  every-day  merchandising. 

I|1|I--S==--                   The  service  thai  keeps  no  firm  waiting  is  the  kind 
that  brings  business  to  the  store  and  heaps  your  till 
with  gold. 

The  "Perfect"  Cash  and  Parcel  carrier  system  givis 
instant  service,  no  stopping  half  way,  no  fuss  and 
calling  "cash."    It  is  perfection. 

Write  to-day  For  Full  Particulars 

Hamilton  Brass  Mfg.  Co.,  Limited  : :  Hamilton,  Ont. 

Montreal  Office  :  327  Craig  Street  West 

Frink  Direct-Indirect 
System  of  Illumination 


N 


This  system  of  lighting,  with  250,  400  and  500  watt 
lamps,  is  the  most  modern  method  of  lighting  dry  goods 
stores,  etc. 

Frink  Fixtures  used  are  ' '  Semi-Indirect, ' '  shown  in  the 
illustration.  The  framework  of  these  electroliers  conceals  a 
powerful  reflector  which  distributes  the  light  over  the  entire 
ceiling.  There  are  no  glaring  spots  directly  above.  The 
translucent  bowl  at  the  bottom  diffuses  a  soft  light  and  by 
revealing  the  light  source  the  hollow,  unnatural  appearance 
of  indirect  lighting  is  avoided. 

Frink  Semi-Indirect  Electroliers  are  made  square,  round 
or  octagonal — plain  or  ornamental  in  design — of  brass, 
bronze  or  copper,  in  any  finish  desired. 

Remarkable  results  both  in  distribution  and  efficiency  can 
be  obtained  in  the  lighting  of  stores,  offices  and  other  large 
interiors,  as  is  shown  in  tests  on  the  installation,  night  view 

of  which  is  shown  here.     An  average  illumination  of  4.12  foot  candles  is  obtained  with  a  current  consumj 
but  one  watt  per  square  foot.     A  truly  remarkable  result  in  the  light  of  what  other  systems  are  doing. 

We  can  guarantee  satisfactory  results,  provided  the    Engineering   Department   at    our   nearest   Branch 
suited  and  furnished  with  a  set  of  plans  or  scale  drawings  to  guide  them  in  their  recommendations. 
Write  Engineering  Department  at  our  nearest  Branch  for  full  information. 

THE  CANADIAN  H.  W.  JOHNS-MANVILLE  CO.,  LIMITED 


Night   View  in   Cloak  and   Suit    I  ><-pt .  of  One  of 
Largest    Stores   Lighted   with   Frink    Direct-ind 
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Sole  Selling  Agents  for  Frink  Products. 


Manufacturers  of  Asbestos 
and  Magnesia  Products. 

TORONTO 


MONTREAL 


WINNIPEG 


Asbestos  Roofings,  Packings, 
Electrical  Supplies,  etc. 

VANCOUVER 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Art 

Flower 

Decorations 

for     Show     Window 
and     Store     Interior 


Where  Quality,  Ori- 
ginality, Daintiness 
of  Patterns,  at  Mo- 
derate Prices,  Are 
Given  First  Con- 
sideration. 

I  offer  my  ever-in- 
creasing variety  to 
select  from. 

My  assortment  for 
Spring,  1913,  is  lar- 
ger  than  ever. 

Complete  variety 

shown  in  my  Spring 
circular. 

WRITE  FOB  1913C 
SPECIAL. 

23  So.  Wabash  Ave. 
CHICAGO,  ILL. 


Have  you  a  New  Way  Store 
The  New  Way  Crystal  Wardrobe 
is  the  modern  device  for  displaying 
ladies'  outer  garments.  Made  by 
Grand  Rapids  Show  Case  Company 
(Grand  Rapids,  Michigan) -and  adopt- 
ed by  the  foremost  merchants  of 
Canada  and  the  States. 


Show  Rooms  and  Factories: 
New  York  Grand  Rapids 

Boston  Portland 


Chicago 


"%fr 


KRAMER 

ALL  STEEL  BALING  PRESS 

THERE  ARE  NO  WOODEN  PARTS 

The  ideal  Baler  for  waste  paper,  rags,  straw,  excelsior,  etc. 
Do  not  purchase  a  wooden  baler  when  you  can  use  one  made  of  steel. 
Greater  Strength — Smaller  Floor  Space,  Easier  to  Operate — More  Economical  than  any 

other  Press  on  the  market. 

OVER  2,000  SOLD  IN  ONE  YEAR 

TORONTO  TYPE  FOUNDRY  COMPANY,  LIMITED 

TORONTO  MONTREAL         WINNIPEG  CALGARY         REGINA 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR    :    :    :    : 

Che  Dry  Goods  Review 

FOR    YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates 


Saa!cheT  CARRIERS 

SAVE  TIME  &  MONEY 


guicK  oliange  Means  Pleasea  Gustomers 

Our  guarantee:—  We  will  instal  a 
system  ot  our  carriers  in  your  store. 
Alter  10  days'  test,  it  they  have  not 
pioved  Uieir  superiority  to  ail 
other  niaKes  ot  store  service,  we 
lull  remove  the  equipment  without 
cost  to  you.  It  will  pay  you  to  in- 
vestigate our  modern  improved 
fiNKUMATlC  D  E  Sl'ATOH 
TU15U.S    AMJ    KLEUTKIU   CAliLli 


>.A; 


UAKKIfc.lt."' 


CATALOG  FREE 


The  Gipe-Hazard  Store  Service  Co.,  Ltd. 


99    ONTARIO   STREET  TORONTO.  ONT. 

EUROPEAN  Off  ICE  .III  HOLBORN.  LONDON  EC.  ENC. 


Larger  Profits  Should  Be  Obtained 

Merchants  are  not  obtaining  a  sufficiently  large  margin  on  knit  goods — Per- 
centage charged  for  cost  of  doing  business  is  smaller  than  in  other  departments 
— Salesmen  should  assist  in  getting  higher  prices  by  exhibiting  full  confidence 

in  relation  of  price  to  value. 


BETTER  profit  in  glove,  hosier}-  and  under- 
wear departments  is  the  problem  before 
Canadian  merchants  to-day.  Almost  a 
year  ago  the  Review  claimed  that  higher  prices 
quoted  on  domestic  and  import  lines  would  give 
rise  to  a  complex  situation.  Merchants  have  been 
forced  to  meet  the  issue  in  time,  combined  with  these 
conditions,  increased  costs  of  doing  business  have  to 
be  met. 

Underwear,  gloves  and  hosiery  are  possibly  the 
only  sections  in  the  store,  which  do  not  conform  to 
modern  merchandizing  principles  "and  necessary  pro- 
lits.  Eor  instance,  the  differences  in  cost  have  been 
taken  into  consideration  in  staples,  but  merchants 
are  foregoing  their  knowledge  of  better  business  and 
their  rights,  in  these  knitted  lines  at  least. 

Stock-taking  is  a  good  time  for  retrospect. 
Doubtless  a  resume  of  the  years  business  in  Summer 
or  Winter  gloves,  hosiery  or  underwear  in  general 
shows  that  all  conditions  are  not  as  satisfactory  as 
might  be.  Results  also  show,  except  in  some  notable 
instances,  that  many  merchants  are  not  sure  what 
their  costs  of  merchandizing  knit  goods  are,  based  on 
each  line  as  a  section. 

Maintaining  profits  is  evidently  more  import- 
ant than  maintaining  values.  Service  to  the  com- 
munity is  offset  by  a  merchant's  desire  for  a  fair  deal. 
Some  changes  are  due,  because  notwithstanding  a 
general  increase  in  turnover,  net  profits  remain  the 
same  or  are  decreasing  owing  to  the  increased  costs 
of  doing  business.  If  the  standard  is  too  high  now 
merchants  must  see  the  advisability  of  regulating 
profits  in  these  sections. 

The  policy  of  lessening  the  standard  is  pro- 
tective. A  certain  profit  on  leading  selling  price 
lines  and  best  values,  possible  in  keeping  with  this 


standard,  is  an  approved  way.  If  this  has  not  been 
done  already,  merchants  cannot  expect  satisfactory 
results.  Buyers  will  sooner  or  later  have  to  adopt  the 
principle,  with  the  interests  of  their  departments  in 
view.  There  are  plenty  of  good  reasons  for  doing 
so  and  the  sooner  the  stand  is  taken  the  easier  cus- 
tomers will  respond  to  future  advances.  The  whole 
problem  is  based  on  lines  to  show  50  per  cent,  ad- 
vance on  cost,  33  1-3  per  cent,  on  selling  price  or  an 
average  of  retailing  prices  to  effect  this  result. 

In  the  four  branches  of  the  trade  as  departments, 
sweater  coats  and  knitted  novelties,  gloves,  hosiery 
or  underwear — conditions  are  different  enough  to 
illustrate  where  the  remedy  is  to  be  applied  and  how. 

KNITTED    NOVELTIES    SATISFACTORY. 

From  the  profit  end  the  general  development  of 
the  trade  in  knitted  novelties  and  Winter  necessi- 
ties of  this  nature  has  been  satisfactory.  Diversion 
of  samples,  styles  and  number  of  novelties  gives 
merchants  a  direct  connection.  They  take  a  chance 
to  get  profits  because  styles  are  different.  Customers 
have  not  been  educated  for  years  to  buy  the  same 
numbers,  qualities,  weights  and  prices,  as  were  pre- 
viously satisfactory.  The  growth  of  established  and 
additional  mills  makes  the  matter  of  supply  simply 
a  choice  of  value  to  meet  the  demands  of  the  trade. 

Merchants  can  get  advances  on  the  most  staple 
lines  in  other  sections.  They  can  change  style 
standard  or  manufacture,  where  values  conflict  with- 
out customers  being  aware  of  the  difference  in  source 
of  supply.  While  the  same  thing  may  apply  to  staple 
gloves,  hosiery  and  underwear  the  element  of  style 
is  not  patent  enough  to  warrant  the  same  ratio  of  ad- 
vance. Similar  conditions  are  not  allowed  in  other 
departments. 

Evidently  the  policy  of  offering  leaders  and  out- 
side cost  prices  for  the  best  values  is  wrong.     Still 
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The  Underwear  That  S-E-L-L-S  Fast 


Pen-Angle 
Underwear  (the 
kind  that's  knit 
into    lasting    shape)    is 
bound  to  give  your  cus- 
tomers  perfect   satisfac- 
tion^ 

Every  garment  is  so  shaped 
in  the  special  Pen-Angle  knit- 
ting process,  that  it  won't  sag, 
stretch   or   lose   its    exquisite 
shapeliness  —  and    even    the 
wash-tub  has   no   terrors   for 
this  perfect  Underwear. 
Pen-Angle  offers  the  best  value 
you  can  get  for  the  money.  It 
retains,  to   the   end,  all   the 
splendid  qualities  that  made 
it  sell  in  the  first  place. 
That's  why  Pen-Angle 
Underwear    sells    so 


PARIS 

Underwear 


PENMANS  LIMITED 
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the  same  thing  is  repeated  season  after  season.  Most 
merchants  who  have  been  in  business  any  time  know- 
merchandising  conditions,  governing  the  placing  of 
different  ranges  on  the  market.  Co-operation  between 
the  manufacturer,  wholesaler,  traveler  and  merchant 
might  facilitate  the  general  distribution  of  under- 
wear. The  idea  is  to  overcome  the  "leader"  idea. 
Ranges  are  not  so  numerous  or  broad  as  to  make 
higher  prices  all  round  an  option. 

All  the  different  elements — hand-to-mouth  buy- 
ing, increased  costs  of  manufacture,  extra  handling 
and  storage,  unnecessary  trips  for  orders,  and  de- 
mands for  extra  discounts — have  got  to  be  estimated. 
Ultimately  consumers  pay.  Room  for  a  great  deal 
of  improvement  in  these  conditions  is  evident  to  ef- 
fect sufficient  differences  and  make  values  meet  the 
necessary  percentage  ratio.  Whether  this  result 
would  follow  is  a  manufacturers  problem.  System  on 
a  finer  basis  between  branches  of  the  trade  is  a  good 
reason  for  closer  prices  and  better  values  or  new  val- 
ues at  consistent  prices. 

People  know  manufacturers  reputation  and  val- 
ues because  of  old  standards.  Wholesalers  are  forced 
to  show  lesser  values  or  protect  the  merchant  by 
paying  the  advances  because  the  account  cannot  be 
neglected.  The  trade  feel  they  must  have  values  and 
qualities  and  cannot  get  away  from  uniform  costs 
for  fear  the  other  fellow  might  get  some  business. 
In  reality  he  would  be  better  without  it.  Lines  di- 
rect to  the  trade  have  recognized  in  a  measure  that 
values  being  offered  merited  an  advance  both  in 
cost  and  retailing  prices.  With  an  advance  of  25c 
dozen,  merchants  continue  to  accept  the  same  retail- 
ing prices.    The  time  for  the  remedy  has  arrived. 

Wholesalers  blame  buyers  for  conditions.  Mer- 
chants blame  sales  clerks  and  customers.  Travelers 
say  the  merchant  is  at  fault  and  the  salesmen  claim 
they  cannot  get  higher  prices.  Competition,  through 
short-sighted  opposition,  is  the  reason  advanced  by 
underwear  men  in  close  touch  with  the  distributing 
end. 

Quantity  selling  does  not  work  out  in  the  case 
when  gloves,  hosiery  and  underwear  are  used  as 
leaders  for  advertising.  Profits  are  not  what  they 
seem  in  order  to  give  credit  for  the  difference  to 
advertising.  The  disposition  of  the  trade  is  to  curtail 
early  orders  and  wait  for  jobs  and  seconds  to  boost 
business  is  the  result  of  protection.  Admen  have 
been  forced  to  adopt  seconds  and  be  satisfied.  Values 
for  attractive  selling  at  average  retail  prices  show  a 
better  average  profit  than  regular  lines.  Complaints 
that  merchants  do  not  buy  sufficiently  far  ahead  or 
anticipate  their  requirements  are  not  as  fully  justi- 
fied as  first  opinions  suggest. 

By  getting  down  to  facts  and  standards  of  costs, 
values  and  retail  prices,  the  matter  of  improvement  is 
not  complicated  from  the  counter  standpoint.  Usu- 
ally buyers  pay  $2.25,  $3,  $4.50,  $6.50  and  $9  for 


women's  garments  to  retail  at  25c.  35c,  50c,  75c  and 
$1.  For  leaders,  $2.40,  $4.75  and  $6.75  are  paid  for 
garments  to  sell  at  25c,  50c  and  75c  under  the  im- 
pression that  merchants  can  afford  these  amounts  for 
real  leaders.  Anybody  who  can  figure  anything  for 
the  merchant  on  a  20  or  25r«  advance  on  the  cost 
of  these  lines  is  a  clever  merchandise  man.  Losses 
in  turnover,  costs  of  freight,  easing  and  boxes,  plus 
considerably  increased  costs  of  doing  business,  do  not 
take  long  to  counteract  these  advances.  If  merch- 
ants are  coming  out  even  they  are  doing  well.  The 
same  applies  to  men's  underwear,  but  in  higher  quo- 
tations. 

COSTLY  ADVERTISING  THIS. 

Merchants  should  place  themselves  in  the  attitude 
of  a  stranger  or  traveler  watching  a  sale.     The  same 


Men's  tailored-knit  Norfolk  sweater 
coat  made  in  plain  shades.  Courtesy 
Frank  W.  Robinson,  Ltd.,  Toronto. 


selling  practices  have  been  followed  for  15  years. 
For  instance,  a  vest  bought  at  $2.25  or  $2.40  per 
dozen  is  sold  at  25c,  allowing  16  2-3  per  cent,  for 
overhead  expenses,  it  costs  4  1-6  cents  to  sell  the  gar- 
ment. Add  6  per  cent,  on  the  money  if  invested 
otherwise.  In  the  latter  case  the  transaction  is  a 
loss.  In  a  similar  manner  the  best  $9  dozen  men's 
underwear  is  placed  before  the  customer  and  an  evi- 
dently satisfactory  sale  made.  Apparently  25c  pro- 
fit covers  all  expenses  and  shows  a  percentage  for 
the  store.  Does  it?  On  the  plan  that  a  larger  turn- 
over means  more  discounts,  merchants  have  little 
more  to  depend  on  from  the  showings.  How  space 
can  be  afforded  for  displays  at  these  figures,  simply 
to  keep  people  coming  to  the  store  is  a  good  problem 
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Always  Satisfaction  Where  These 
Five  Lines  Are  Sold 


For 


The  Wear  Is  There 


a 


"Italian   Silk" 
"  Paragon  "  "  Excelsior  " 

Eclipse  Rib"  "Gauze   Silk" 

Hosiery  For  Men,  Women  and  Children 


Your  Wholesale  House  Can  Supply  You. 

Thomson  Knitting  Co.,   Manufacturers,  London,  Ont. 

SELLING    AGENTS:— 

W.  R.  Begg,  20  Wellington  Street  West,  Toronto,  Ontario  ;  Stuart  M.  Campbell,  400  Hammond 
Building,    Winnipeg,    Manitoba;    J.    Dudgeon  &  Co.,    149  Notre  Dame   Street  West,   Montreal 


UNSHRINKABLE 


Made  of  the  finest  wool  obtainable, 
and  manufactured  in  England  under 
perfect  conditions.  Your  customers 
can  rely  upon  the  utmost  satisfaction 
if  they  wear  JAY.  You  and  they  will 
be  fully  protected  if  each  garment 
bears  the  above  trade  mark. 

Send  enquiries  to  the  wholesale  agents: 

I.  &  R.  MORLEY,     -     G.  BRETTLE  &  GO. 

LONDON.  ENG. 


WOOL 

UNDER- 
WEAR. 
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for  the  admen  to  solve.    Advertising  by  this  method 
is  costly. 

Merchants  with  foresight,  who  endeavor  to  get 
hotter  prices  are  always  met  by  the  lack  of  confidence 
evinced  by  salespeople.  They  cannot  get  marked 
prices  from  customers,  who  naturally  think  them- 
selves entitled  to  old  values.  Advance,  consistent 
with  cost  and  fair  prices,  is  forgotten.  Merchants 
cannot  refuse  a  concession,  without  giving  personal 
affront  to  the  customer.  The  salesman  should  have 
had  confidence  enough  in  his  own  ability  to  avoid 
having  to  ask. 

ASHAMED  OF  VALUED. 

A  case  of  salesmanship  which  happened  in  a 
Western  town  aptly  describes  the  attitude  of  some 
salespeople.     Everything  that  could  possibly  be  told 


Hiushed  knit  rah-rah  outing  hat,  a  novelty  of 
the  fall,  1913  showings.  Courtesy  F.  W. 
Robinson,  Ltd.,  Toronto. 

about  the  line  but  the  price  was  presented  to  the 
customer  with  the  utmost  confidence.  For  sonic  un- 
explainable  reasons,  selling  prices  were  quoted  as  if 
the  salesman  was  ashamed  of  values.  Naturally  a 
sale  did  not  follow. 

People  do  not  care  particularly  if  the  wool  comes 
from  Australia  and  is  99  per  cent.  pure.  The  gar- 
ment and  its  suitability  is  more  essential  than  asser- 
tions that  the  merchant  has  "worn  the  same  line 
and  found  it  satisfactory,"  has  sold  20  dozen  in  3 
months  or  handled  the  quality  for  10  years.  Sales- 
men often  display  the  same  heavy  line  of  underwear 
for  farmers,  artisans,  or  professional  men,  without 
any  regard  to  the  intended  use  of  the  garment.  Foi 
men  the  same  $9  dozen  shirt  at  $1  seem  to  be  the  only 
line  in  sight  in  the  department.  The  chance  of  se- 
lection in  women's  underwear  always  starts  at  25c 
a  garment. 


A  clever  salesman,  who  can  get  marked  prices 
that  show  a  satisfactory  advance  does  not  have,  to 
stay  very  long  in  the  minor  sections.  Salary  ad- 
vances are  not  sufficient  to  keep  him  and  ambition 
always  prompts  the  grasping  of  the  first  opportunity 
which  comes.  Without  disparaging  the  salesman 
behind  these  counters,  reasons  for  curtailed  profits 
are  traced  to  lack  of  confidence. 

TWO   COURSES   ARE   OPEN. 

Most  department  heads  claim  that,  while  the 
opposition  continue  to  mark  their  lines  at  the  same 
prices  and  pay  outside  prices  for  leaders,  no  other 
remedy  is  available.  Two  courses  are  open,  either 
to  pay  less  or  get  more.  A  little  of  both  is  likely  to 
prove  good  business.  Fear  of  the  opposition  is  less 
a  reason  for  small  profits  than  a  motive  to  get  leaders. 

Competition  of  manufacturers  is  kept  alive  lie- 
cause  merchants  invite  values  by  showing  lines 
bought  at  conditional  prices,  without  explaining  the 
conditions.  A  job  lot  may  consist  of  odd  vests  and 
drawers,  factory  clearances  of  men's  unmatched 
garments.  Any  of  the  numerous  causes,  which  are 
not  evident  in  the  part  of  shipment  shown  may 
have  been  a  reason.  Manufacturers  often  oblige  ac- 
counts with  odd  lots  at  a  price.  To  place  these  val- 
ues in  competition  with  regular  lines  is  unfair  to 
the  trade.  Often  the  result  is  that  manufacturers 
think  values  are  being  undersold  and  attempt  to  meet 
the  quality  weight  or  price  as  best  they  can.  Noth- 
ing is  done  to  advance  prices  for  fear  of  the  same 
competition. 

Efforts  to  make  the  conditions  more  satisfactory 
depend  on  the  merchants  previous  success.  With 
higher  prices  pending,  higher  prices  will  be  neces- 
sary. So  far  to  limit  prices  and  values  has  been  a 
fairly  satisfactory  proposition  to  help  cope  with 
the  situation.  Better  prices  for  the  same 
garments  is  just  as  reasonable.  The  use  of 
odd  price  lines  or  an  advance  of  5c  to  25c  each  gar- 
ment according  to  size  and  price  helps  to  bring  pro- 
fits up.  Clearance  and  cut  prices  to  swing  com- 
munity buying  and  clean  stocks  can  be  reduced  in 
proportion. 

EDUCATE    CUSTOMERS. 

An  endeavor  to  get  away  from  set  prices  and  val- 
ues will  result  in  general  good  to  the  trade.  In  the 
meantime,  salesman  are  educated  to  sell  a  greater 
quantity  of  lines  showing  the  larger  advance.  Cus- 
tomers will  have  to  be  told  and  asked  to  pay  better 
prices.  People  want  a  better  class  of  goods  so  there 
is  a  good  excuse.  It  should  be  comparatively  easy  to 
get  the  following  scale  of  prices,  and  adhere  to  the 
limit  of  price:— 25c,  29c,  35c,  39c,  40c,  50c,  55c,  60c, 
65c,  75c,  85c,  98c,  $1,  with  25c  advance  above  this. 
The  rule  as  applied  to  children's  sizes  is  a  good  sug- 
gestion that  prices  can  be  secured.  An  average  pro- 
fit to  show  33  1-3  per  cent,  on  the  selling  price  is  the 
issue. 

(Continued  on  page  116) 
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The  "Visor"  Announcement 


The  Visor  "4  in  1"  Sweater. 
Canadian  Letters  Patent  No.  131529. . 
United  States  Letters  Patent  No.  991270. 


3E 


'Qr'Ifk  Visor  Knitting  Co.,  Limited,  of  Ontario, 
^^  owners  of  the  Rautenberg  Patents  covering  the 
famous  Visor  "4  in  i"  Reversible  Collar  Sweater, 
announce  the  opening  of  their  new  factory  at  Niagara 
Falls,  Ontario,  devoted  exclusively  to  the  manufacture 
of  high  grade  Sweater  Coats. 


The  Visor"  Sweater  Coat,  illustrated  above,  may  be  worn  in  four  styles:  as 
a  V-neck,  or  shawl  collar,  or  full  military  collar,  or  turned  over  the  ears, 
instantly  adjustable.  The  most  practical  and  best  selling  Sweater  on  the 
market,  when  the  collar  is  properly  made,  as  we  make  it. 

We  make  also  up-to-date  SHAWL  COLLARS  and  RUFF  NECKS,  and  a  large 
range  of  Coats  with  full  line  of  V-NECKS.  SHAKER  KNIT  SWEATERS 
will  be  the  best  sellers  on  the  market  this  year.  This  is  one  of  our  big 
feature  lines.  Colored  show  cards,  advertising  circulars,  etc.,  will  be  supplied 
free.      Write  for  samples,  or  our  representatives  will  call  in  the  near  future. 

WARNING 

We  warn  all  manufacturers,  jobbers  and  dealers  against  manufac- 
turing, dealing  in  or  selling  infringements  of  the  famous  VISOR 
"4  in  1"  REVERSIBLE  COLLAR,  the  original  Canadian  and 
American  patents  on  which  are  our  property.  We  now  have  action 
pending  in  the  Canadian  courts  to  restrain  infringemems  of  these 
patents,  and  shall  promptly  prosecute  all  offenders. 


THE  VISOR  KNITTING  CO.,  Limited 

Niagara  Falls,  Ont. 


FACTORIES    ALSO    AT 


NIAGARA    FALLS,    N.Y. 


b 'lease  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Firm  Conditions  in  Knit  Goods  Market 

Everything  points  to  continued  high  prices— Bookings  to  date  in  one  mill  show 
an  increase  of  15,000  dozen— It  is  apparent  that  spring  demand  will  be  heavy. 


A  NUMBER  of  ranges  of  men's  and  women's 
underwear  for  the  wholesale  trade  have  been 
opened  during  the  week.  This  practically 
completes  the  lines  which  sell  through  the  jobber. 
Buyers  are  booking  underwear  free]y,  anticipating 
an  advancing  market.  Several  numbers  have  been 
bought  early  on  1912  price  lists.  Placing  is  about 
half  finished  on  women's  and  children's  lines  which 
were  ready  December  10  and  new  prices  are  an- 
nounced for  men's  fleeces  and  wool  ribs  for  1913. 

Buyers  are  going  through  the  latter  lines  and 
taking  advantage  of  the  after  holiday  lull.  With 
the  Christmas  season  over,  buyers  are  showing  a 
strong  disposition  to  cover  their  requirements.  Re- 
ports show  that  newer  values  in  the  garments,  or 
advances  noted,  are  confined  to  the  usual  competitive 
understanding  of  the  usual  underwear  placing. 

The  present  conditions  show  the  foresight  of  the 
mills  in  anticipating  higher  prices.  The  present 
prices  are  warranted.  Wholesalers  agree-  that,  in 
face  of  the  strong  cotton  market  and  the  firmness 
in  the  price  of  yarns,  there  is  no  immediate  indica- 
tion of  these  prices  being  less.  Some  mills  contend 
that  any  remarkable  price  changes  would  have  dis- 
organized buying  and  that,  based  on  this  year's  pos- 
sible prices,  undue  differences  would  invite  com- 
petition and  delay  placing.  With  a  fair  amotint  of 
the  season's  orders  placed  with  figures  on  available 
stocks  and  yarns,  manufacturers  estimated  they 
could  cope  better  with  new  quotations  as  they  affect 
the  range  direct.  Some  mills  state  that  sufficient 
orders  are  on  hand  to  keep  machinery  supplied  until 
July.  Manufacturers'  agents  are  accepting  orders 
for  August  and  September  delivery.  Buyers  are  now- 
being  asked  to  extend  their  shipments  until  as  late 
a  date  as  possible  at  the  present  figures.  Compared 
with  orders  of  a  year  ago,  bookings  to  date  in  one 
mill  are  15,000  dozen  ahead,  which  is  a  good  indica- 
tion of  the  confidence  and  of  the  growth  of  under- 
wear business. 

Women's  cotton  underwear  is  about  the  same  as 
a  year  ago  and  minor  advances  in  wools  or  mixtures 
are  not  likely  to  be  apparent  to  the  consumer.  Those 
garments  where  yarns  have  been  substituted  to  give 
satisfactory  values  and  meet  conditions  have  the  ap- 
pearance of  last  season's  numbers  and  are  pleasing 
to  the  feel.  Several  new  sample  garments,  two 
piece  and  combinations  in  cashmere  and  silk  and 
wool,  are  being  shown  to  the  trade  for  the  first  time. 

Generally  an  advance  of  25c.  dozen  on  lines  up 
to  $6.50,  and  50c.  dozen  advance  on  numbers  over 
$9  dozen,  cover  any  changes  in  prices  in  both  men's 


and  women's  lines.  In  values  where  numbers  are 
standard,  wholesalers  and  jobbers  will  have  to  get 
these  advances.  Natural  wool  is  higher  and  several 
numbers  in  wool  ribs  increased.  Men's  fleeces  are 
20c.  higher  and  wholesalers  may  protect  the  price 
at  $4.7.")  a  dozen  to  the  retailer.  This  is  a  propor- 
tionate change.  Lines  of  men's  two-piece  under- 
wear at  $6  dozen  are  sold  up  and  samples  with- 
drawn by  one  mill.  Other  manufacturers  are  asking 
$6.50  dozen  for  staple  lines,  which  means  a  cor- 
responding increase  to  the  retailer.  Few  stripe 
fleeces  are  selling  and  the  falling  off  in  orders  of 
these  and  lower  price  numbers  is  noted.     The  in- 
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Accordion-knit  women's  or  misses'  sweater  coats 
in  combination  colors.  From  the  imported  range 
for  fall  shown  by  Steffeus  &  Nolle,  Montreal. 

creases  of  the  average  price  which  buyers  are  willing 
to  pay  from  year  to  year  are  an  indication  of  the 
feeling  of  the  market  to-day.  Instead  of  $9  and 
$10.50  dozen  men's  lines  being  the  best  selling  num- 
bers, $12  to  $15  dozen  qualities  are  taken  in  increas- 
ing quantities.  In  women's,  the  trade  are  featuring 
better  qualities  in  keeping  with  the  growing  appre- 
ciation of  combinations. 

Closed  crotch  combinations  for  men  have  been 
a  success  and  are  now  shown  in  most  of  the  ranges. 
Some  mills  claim  that  the  demand  is  now  equal  to 
two-piece  suits  and  is  increasing. 
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A  Brand  New  Line 

MADE  BY 

A  New  Firm 

BACKED  BY  LONG  EXPERIENCE 

The  Williams,  Trow  Knitting  Co.,  Limited 


W/"E     here    announce    to    the    Merchants    and    Knit 
Goods  Buyers   throughout  Canada  that  we  are 
now  ready  to  present  for  their  approval  our  entire  1913 
range  of  Knit  Goods,  including — 

A  Full  Line  of  Ladies',  Men's  and  Children's 
Mitts  and  Gloves,  Toques,  Hockey  and  Motor 
Caps,  Sashes  and  Mufflers,  and  a  Strong 
Line  of  Ladies'  and  Gentlemen's  Sweater 
Coats. 

With  a  fine  new  factory,  and  every  modern  facility 
backed  by  men  of  long  experience  in  Knit  Goods 
Manufacture,  we  are  prepared  to  offer  style  and  values 
unprecedented  and  the  best  service  possible. 

SEE  OUR  SAMPLES  BEFORE  ORDERING 

The  Williams,  Trow  Knitting  Co.,  Limited 

STRATFORD         -         -        ONTARIO 

Agents:— J.  M.  ROBERTSON  &  CO.,   70  Bay  St.,  Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Wholesale  stocks  are  comparatively  clean.  Now 
that  stock-taking  is  over  samples  of  Spring  and  Fall 
garments  are  being  renewed  preparatory  to  the  spe- 
cial knit  good  trip  in  January.  Merchants  will  find 
that  underwear  prices  in  these  ranges  are  not  high, 
when  corresponding  costs  of  manufacture  and  figures 
for  cotton  for  1911  and  1912  are  compared. 

Early  orders  also  show  that  wholesale  buyers  are 
recognizing  the  trend  of  higher  demand  and  better 
garments  in  the  merchants'  interests.  They  have 
taken  the  precaution  of  buying  sufficiently  on  initial 
orders  to  confirm  their  prices  for  some  time.  In  most 
cases,  orders  booked  so  far  are  claimed  to  have  been 
doubled  and  the  total  value  of  the  garments  bought 
in  these  orders  is  three  times  as  great. 

Jobbing  buyers  continue  to  buy  the  same  outside 
prices  to  supply  the  trade  at  the  standard  cost  prices. 
Two  years  ago  as  high  as  $2  dozen  was  paid  for  a 
$2.25  or  $2.40  leader.  The  underwear  department 
has  for  a  long  time  been  looked  upon  by  wholesalers 
as  part  of  a  general  section.  The  trade  have  always 
been  treated  leniently  and  orders  for  good  accounts 
were  often  served  at  $2.25  dozen  for  which  the  limit 
of  price  was  paid.  While  the  prices  paid  to-day  are 
somewhat  less  the  attitude  of  the  retailer  will  demand 
still  further  reduction  in  high  values  to  meet  set 
prices  wanted  by  the  trade. 

The  stand  that  merchants  are  taking  of  "mak- 
ing each  department  pay,"  will  sooner  or  later  bring- 
about  this  change.  Special  knit  goods  trips  and  the 
departmental  idea  in  the  average  store  have  done  a 
great  deal  to  bring  about  these  improvements.  The 
present  seems  a  favorable  time  to  raise  underwear 
values  to  stand  50  per  cent,  advance. 

In  both  the  advance  of  prices  being  paid  and 
retailing  conditions,  the  option  of  consistent  higher 
prices  to  the  consumer  should  prove  beneficial  to  the 
trade.  Both  manufacturer,  jobber  and  merchant 
are  giving  good  value  in  any  case  as  improvement 
in  quality  and  better  prices  all  round  is  in  the  inter- 
ests of  the  trade  and  departments. 

The  decisions  of  wholesale  jobbers  will  be  waited 
by  retail  buyers.  Most  of  the  manufacturers  whose 
lines  go  direct  to  the  retail  trade  have  stated  they 


Textile    Soaps 

A  SPECIALTY 

THIRTY-FIVE  years' experience  in  the 
manufacture  of  textile  soap  in  England 
and  in  Canada. 

Send  for  Samples  and  Prices 

LONDON   SOAP   CO. 

(A.  G.  Phillips,  Prop.) 

LONDON,  -  ONTARIO 


intend  to  advance  their  prices  on  the  present  qual- 
ities. Assembled  ranges  in  January  will  give  mer- 
chants a  fair  method  of  comparison. 

Travelers  should  be  out  in  good  time. 

Barrie,  Ont. — Within  ten  days,  it  is  expected, 
Barrie  will  have  another  industry  in  operation,  em- 
ploying about  40  hands.  At  Monday  night's  meet- 
ing of  the  Town  Council,  a  lease  of  the  Town  Hall 
was  granted  for  12  months  to  McAlpine  &  Richard- 
son, of  Toronto,  clothing  manufacturers. 


Honored  at  Banquet 

Albert  E.  Ludwig,  for  six  years  manager  of  the 
Acme  Co.'s  store  in  Edmonton,  Alta.,  who  retired 
on  December  19  to  assume  charge  of  Revillon 
Ereres'  interests  in  eastern  Canada,  was  honored  by 
the  employees  of  the  house  the  evening  of  Decem- 
ber 17  when  he  was  presented  with  an  illuminated 
address  and  a  gold  hunting-case  watch  by  employees 
of  the  various  departments. 

Lambert  Riopel,  the  oldest  employee  of  the  firm, 
read  the  address,  which  was  signed  by  the  seventy- 
five  employees  of  the  firm. 


Buyer's  Promotion 

Montreal,  Que. — W.  H.  Scroggies,  Limited,  have 
appointed  E.  Dunn,  manager  and  buyer  of  the  linen, 
cotton,  art  needlework,  wash  goods  and  flannels  de- 
jjartment,  to  succeed  Mr.  Larose  as  manager  and 
buyer  of  the  dress  goods,  silk  and  velvets  depart- 
ments. Mr.  Dunn  is  a  young  Scotchman  who  came 
to  this  country  two  years  ago.  He  first  entered  the 
services  of  Hamilton  &  Co.  and  joined  the  Scroggie 
staff  last  January,  since  which  time  his  promotion 
has  been  very  rapid.  Mr.  Dunn  has  had  great  suc- 
cess, increasing  his  departments  and  introducing 
many  new  ideas.  He  was  the  author  of  several  art- 
icles on  "Linens,  Their  Process  and  Manufacture," 
which  appeared  in  the  Dry  Goods  Review. 


Larger  Profits  Should  Be  Obtained 

(Continued  from  pag-e  112.) 

Another  suggestion  is  offered.  Allow  salespeople 
a  small  bonus  for  every  sale  made  showing  the  sat- 
isfactory margin  of  profit.  The  result  is  then  a  mat- 
ter of  time.  Merchants  have  to  face  the  matter  on 
general  principles  rather  than  to  meet  increased 
costs.  Business  instinct  should  show  the  way.  when 
prices  have  to  be  increased. 

Other  branches  in  trade  have  a  sliding  scale  of 
prices  in  marketing  commodities.  The  people  mer- 
chants do  business  with  expect  market  prices  for 
their  produce.  Surely  similar  conditions  should 
prevail  and  merchants  can  at  least  expect  adequate 
return.  Customers  must  see  the  fairness  of  the 
argument. 
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SCOTCH    KNIT 

J.  L.  Gibson 
&  Co. 

Woollen  Gloves 

Caps 
Motor  Scarves 

Wm.  Lockie 
&  Co. 

DUMFRIES, 
SCOTLAND 

HAWICK, 
SCOTLAND 

• 
•         • 

and 

•         • 

Scotch  Knit 
Gloves 

Waistcoats 

Scotch  Knit 
Waistcoats 

LEICESTER 

Sweater   Coats 

Caps,  Motor  Scarves,  Hoods,  Mufflers,  etc. 

John  Currie 
Son  &  Co. 

OUR 

H.  W.  Plant 
&  Co. 

These 
Are  All 

STEWARTON, 
SCOTLAND 

LEICESTER, 
ENGLAND 

• 
•         • 

• 

Leaders 

•         • 

Scotch  Knit 
Caps  and  Scarves 

Sweater  Coats 
in  Canadian  Styles 

"■■■ 

Sole  Selling  Agents  to   the    Wholesale   Trade 

SEWARD  BROTHERS 

251   St.  James  Street,                                      Montreal,  Que. 

Phone,  Main  4179 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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GIBSON'S 


MAKE  OF 


Scotch  Seamless 
Woollen  Gloves 


JIKHERE  are  many  so-called  "Scotch  Knit"  gloves  on  the  market  made 
***  outside  of  Scotland;  the  best  are,  and  always  have  been,  made  in  Scot- 
land. To  make  sure  the  gloves  you  buy  are  actually  manufactured  in  Scot- 
land, thus  obtaining  for  your  customers  the  best  glove,  all  that  is  neces- 
sary is  to  ask  for  GIBSON'S. 
These  gloves  are  made  in  a  variety  of  styles. 

Sole  Selling  Agents  to  the    Wholesale   Trade 

SEWARD    BROTHERS 


251  St.  James  Street, 


MONTREAL,  Que. 


Phone,  Main  4179 
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ask  £our  Wholesaler  Jfot 

CURRIE'S 

SCOTCH  KNITTED 

Woollen  Caps 

Made  in  all  Styles  and  Qualities 

THE     BIG  SELLER  IN  CAPS  FOR  NEXT  FALL 
WILL  BE  OUR 

DOUBLE  KNITTED  CROWN  AVIATOR  CAP 


'Tf  ATE  orders  this  season  strongly 
^  indicate  that  style  in  these  caps  for 
next  Fall  will  be  fleeced  (brushed)  fin- 
ish, the  appearance  suggesting  more 
Y?J  warmth  than  the  plain  finish. 


i 
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All  the  best  wholesale  houses  carry 
"Currie's"  caps  and  you  will  have  no 
difficulty  in  getting  early  deliveries,  as 
we  have  extended  our  mills  to  cope  with 
our  rapidly  increasing  Canadian  trade. 

Ask  for  CURRIE'S. 


Sole  Selling  Agents  to  the    Wholesale   Trade 

SEWARD  BROTHERS 

251   St.  James  Street  ...  Montreal,  Que. 

Phone,  Main  4179 
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The 


Mufflers 


MANUFACTURED  BV 

H.  W.  PLANT  &  CO. 

Leicester,  England. 


In   All   Colors 

-TITTLE  demand  for  these  mufflers  is  now  enormous  and  they  have 
^  "come  to  stay."    They  are  made  of  pure  wool,  are  extremely 
serviceable  and  very  stylish.    They  retail  at  popular  prices  and 
the  smallest  store  can  make  large  sales  in  them. 
Don't  he  misled,  but  stock  the  best,  viz.,  the  Aeroplane  Mufflers. 

Sole  Selling  Agents  to  the   Wholesale   Trade 

SEWARD  BROTHERS 


251    St.  James  Street, 

Phone,  Main  4179 


Montreal,   Que. 
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THE  WESTFIELD" 


Ladies'  Scotch  Knitted 

WOOLLEN  VESTS 


Pure  Wool,   brushed   finish, 
single  and  douhle  breasted. 


If  YOUR  wholesaler  does 
not  handle  these,  write  us 
for  the  name  of  one  who 
does. 


This  Vest,  being  made  of  Pure  Wool,  is  very  warm,  although 
light  in  weight,  making  it  a  very  comfortable,  stylish  and 
exceedingly  serviceable  garment  for  Spring  and  Fall  wear. 

This  stvle  is  the  latest  from  the  London  and  Paris  markets. 


AGENTS  TO  THE  WHOLESALE  TRADE  ONLY. 


SEWARD  BROTHERS 


251   St.  James  Street 


Montreal,  Que. 


PHONE  MAIN  4179 
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Sweater    Coats    That    Sell 


Dominion    Brand 


Our  line  of  sweater  coats  for  Spring  is  now 
ready.  The  Dominion  Brand  sweater  coats 
for  men  and  women  have  proved  to  be 
great  sellers. 

DOMINION 
BRAND 


las  met  the  demand  for  superior  goods  and  is  now  bein^ 
stocked,  year  after  year,  by  merchants  who  realize  that  thev 
are  handling  an  A  1  profit  maker. 

Better  put  your  knit  goods  business  on  a  firm  foundation  by 
stocking  this  famous  Canadian  brand  of  sweaters. 
Have  you  seen  our  1913  range  of  hosiery? 
( >ur  travellers  will  be  calling  on  you  after  January  1st.    Be  sure 
and  see  our  range  of  samples. 


A.  Burritt  &  Co. 

Mitchell       -        Ontario 


THE  HALL-MARK  OF 


Registered  No.  262,005 


Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essential]  v 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had   from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


The 

Maple  Leaf 
Brand  of 


MARK 


MADE  BY 
•••'•GOOERICH  KNITTING  CO 


Hosiery  and  Mitts 

is  a 

Profitable  Line  to   Sell 


It  is  also  a  profitable  line'to  buy,  be- 
cause each  pair  gives  satisfaction  to 
the  wearer.  We  make  nothing  but 
Hosiery  and  Mitts,  and  these  two 
lines  get  our  undivided  attention. 

Watch  for  1913  samples. 


Goderich  Knitting  Co.,  limited 

Goderich,         Ontario. 
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Be  Prepared 

for 

Big  Spring  Trade 


in 


CEETEE  UNDERWEAR 


The  demand  for  CEETEE  Underwear  is  steadily  increas- 
ing, and  we  are  working  might  and  main  to  make  1913  a 
banner  year  in  sales. 

We  are  spending  thousands  of  dollars  in  placing  CEETEE 
UNDERWEAR  before  the  public.  We  are  creating  the 
demand,  and  we  are  guaranteeing  satisfaction. 

If  you  have  already  sold  CEETEE  Underwear  you  must 
know  the  joy  of  handling  a  superior,  guaranteed  and  well 
advertised  product.  Every  sale  is  repeated  year  after  year 
without  effort  on  your  part. 

If  you  have  not  sold  CEETEE  Underwear  this  is  your 
opportunity  to  secure  your  share  of  the  big  profits  and  cus- 
tomer satisfaction  that  attend  the  sale  of  CEETEE. 

Our  travellers  are  just  starting  out  with  a  full  line  of  all 
our  CEETEE  Underwear.  They  will  demonstrate  to  you 
the  CEETEE  Underwear  and  guarantee. 

Make  your  order  early  and  be  prepared  to  supply  the 
demand  that  you  know  you  are  sure  to  get. 

Made  in  all  sizes  and  weights  for  Men,  Women  and 
Children. 


The  C.  Turnbull  Co.  of  Gait,  Limited 


Manufacturers 


Gait, 


Ontario 


Also  manufacturers  of  Turnbull's  High  Class  Underwear  for  Ladies 
and  Children— Tumbvll's  "M"  Bands  for  Infants  and  CEETEE 
Shaker-knit  Sweater  Coats. 


M 
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A  Development  in  Hosiery  Dyeing 
That  Will  Simplify  Your  Buying 
Problem. 

"Hermsdorf  Brilliants"  are  produced  by 
an  entirely  new  process  called  "Hermsdiz- 
ing" — the  crowning  achievement  of  the 
laboratory  that  produced  "Hermsdorf 
Fast  Black." 

"Hermsdorf  Brilliants"  is  the  name  that 
has  been  chosen  and  registered  to  identify 
hosiery  treated  by  this  process. 
"Hermsdorf  Brilliants"  are  dyed  in  all 
colors,  absolutely  uniform  in  shade — never 
"streaky"  or  uneven.  "Hermsdizing"  is 
applied  to  the  finished  fabric — uniting  the 
permanent  gloss  and  beauty  of  silk  to 
cotton  's    durability. 

Hosiery  buyers  are  cordially  in- 
vited to  write  us  for  further  infor- 
mation. 

Cuts  and  copy  for  advertising  Hermsdorf  Fast  Blacks  are 
always  immediately  available.  Write  to  New  York 
Bureau. 

"The  name  that  sells  the  stocking" 

f~\  s%    '/n  /        /?  American 

Works:         lO..: *  W/2*  ~~>  a*J*%,J/       Bureau: 

235  West 
±S\*7\  I J     39th  St.. 

New  York 
City 


Chemnitz, 
Saxony 


__REB1STERCD, 
TIGER  BRAND. 


TIGER  BRAND 

the    underwear    of    value 

TWO   FEATURES   FOR  FALL  1913 


UNION  SUITS   WITH 
"COMFORT"    CLOSE- 
FITTING  CROTCH 


HEAVY   ELASTIC 
RIBBED  UNSHRINK- 
ABLE TWO-PIECE 
SUITS. 

R  69  at  $9.00  per  doz. 


With  much  added  expenditure   to  our   already  well   equipped  plant,   we   are   in  a 

position  to  give  values  and  service  even  better  than  ever  before. 

The  above  lines  ranging  in  prices,  $9.00,  $10.50  and  $12.00  for  heavy  elastic  ribbed, 

two  piece  suits,  and  $18,  $20  and  $24  for  combinations,  are  made  of  pure  imported 

wools. 

See  our  range  at  these  prices  and  compare  them  with  others.  Note  the  close-fitting 

crotch  combinations. 

Samples    Now    in    Agents    Hands. 

The  Gait  Knitting  Co.,  Ltd. 

^==^=  Gait,  Ont. 

Agents: — Ontario,    J.    E.     McClung.    Toronto.      Quebec, 

l'liilip  ileGiuciiv,  Montreal.  Maritime  Provinces,  Fred 
S.  White,  St.  Stephen;  West,  Stanley,  McKay,  Chis- 
holiii    Co.,    Winnipeg. 
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Shaker  Coat 


Heavy  Shaker  Coat 


HARVEY 

KNITTING 
COMPANY 


LIMITED 


WOODSTOCK, 


ONT. 


Our  representatives  will  call 
on  you  during  January  with 
a  full  range  of 

Sweater 
Coats 

for  men,  ladies  and  Children. 

Hand  Made 

Full  Fashioned 

Tailor  Made 

also  in 

Shaker  Knit 

and 

Boys'  Knitted   Suits 

This  is  the  highest  grade  of 
Knitted  Coats  (Canadian 
made)  that  has  been  shown, 
and  will  be  of  interest  to 
buyers  before  placing  their 
orders  for  1913. 


No.  27  with  our  famous  T  Collar 


Boys'  Knitted  Suit 


MARITIME 

F.  S.  White 

St.  Stephen,  N.B, 


We   Sell   Only  To  The   Retail  Trade 

AGENTS 

QUEBEC  ONTARIO  MANITOBA  and  N.  W.  BRITISH  COLUMBIA 

P.  de  Gruchy  &  Son  J.  E.  MoClung  S.  Groff  &  Sons  H.  P,  Lang 

207  St.  James  St.,  Montreal       33  Melinda  St.,  Toronto        290  McDermott  Ave.,  Winnipeg        601  Welton  Bldg.,  Vancouver 
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OUR  "  STAR  "  CAP  No.  24 

"Avon  Star"  Knitted  Toque.  One  of 
our  specialty  leaders  for  1913,  to  be  had  in 
either  plain  or  angora  finish.  This  makes 
a  good  50c.  toque. 


One  of  the  many  new 
features  of  our  range 
of  Knitted  Novelties 
for  1913. 


Our  lines  have  been  strengthened  in  every  depart- 
ment and  conform  with  the  latest  essentials  of 
style,  quality  and  workmanship. 

We  manufacture  hosiery,  gloves,  mitts,  toques, 
ties,  mufflers,  and  sashes  and  all  of  these  lines 
have  a  reputation  for  superiority  of  material. 

When  you  buy  "  Avon  Knit  "  you  get  a  better 
article. 

Our  selling  agents,  Richard  L.  Baker  Company, 
Toronto,  are  on  the  road  with  a  complete  range 
of  our  knitted  novelties.  If  you  have  not  seen 
them,  write  us  for  samples. 


AVON  HOSIERY,  Limited,  EftT^ 


JAEGER    PURE    WOOL 


Underwear  Specialities 

Knitted  Goods  and  Hosiery 

Neglige  Shirts  and  Shirt  Waists 

Overcoats,  Dressing  Gowns 

Rugs,  etc. 


Our  travellers  will  be  on  the  road  early  in  January  with  the  most  com- 
plete   range  we  have  ever    shown  in  Jaeger  Goods  for  Spring  and   Fall  Trade. 

It  is  important  that  you  should  see  these  samples  before  placing  orders 
elsewhere. 

We  shall  be  glad  to  hear  from  interested  buyers  in  towns  where  we  are 
without  agents. 

■pvT>       T  A  "tr/^TTT? 'C  sanitary   CVCTlTAyf  company 
.L/Iv.    J  rYrL/VrJCylv  t3  woollen  IjIijI  H/lVl  limited 

WHOLESALE  WAREHOUSE  52  VICTORIA  SQUARE,  MONTREAL 
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OUT  AFTER  BIGGER 
BUSINESS  FOR  1913 


T  AST  year  we  added  10,001) 
square  feet  to  our  floor  space, 
this  year  we  have  added  20,000 
square  feet  hesides  spending 
.$10,000  in  new  machinery,  which 
goes  to  show  the  efforts  we  are 
putting  forth  to  meet  the  steaddy 
growing  demand  for  Beaver  Brand 
knit  sroods. 


OUR  representatives  are  now  on 
the  road  with  a  complete  line 
of  knitted  goods,  comprising 
ladies'  and  men's  sweater  coats. 
gloves  and  mittens,  caps,  toques, 
mufflers,  hosiery  and  half  hose.  We 
have  added  a  number  of  new  lines 
among  which  is  the  Blazer  Coat, 
and  the  Scotch  Knit  Cap  for  both 
ladies  and  youths.  Note  the  illus- 
trations. 


R.  M.  BALLANTYNE,  LTD. 

Manufacturersf-of  Beaver  Brand  Knit  Goods 

STRATFORD,  ONTARIO 


ju'r#14ilpi 
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TRADE  MARK 


BEEHIVE 

KNITTING  WOOLS 

—BRITAIN'S  BEST— 

J.  &  J.  BALDWIN'S  BEEHIVE  AND  WHITE  HEATHER  specialties 
form  the  finest  range  available  from  any  source. 

AGENT  :— DUNCAN  BELL,  r?™o 


Health  Brand  Underwear 

We  have  a  complete  stock  in  all  lines  of  Spring  and  Summer 
weights  for  Women  and  Children — Also  short  and  no-sleeve 
Women's  vests  in  medium  and  light  weights  at  all  prices. 

Health  Brand  Undetwear  ensures  satisfied  customers.  Tt  is 
made  to  look  right  and  feel  right.  Samples  for  Fall,  1913, 
are  now  being  shown.  Ask  our  travellers  to  show  the  range. 
It  will  pay  you. 

GREENSHIELDS     LIMITED 

Montreal 
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An  Open  Switch 


MIGHT    WRECK    YOUR 
UNDERWEAR   BUSINESS 

Keep  to  the  Main   Line— 
St.    George   Brand 


DON'T  run  into  the  open 
switch  of  uncertainty 
for  there  may  be  disaster 
ahead  for  your  underwear 
business. 

Take  the  reliable  main 
line,  St.  George  Unshrink- 
able, to  a  successful  1913 
business  in  your  underwear 
department. 

We  safeguard  you  from 
inferior  grades  because  we 
manufacture  wool  goods 
only,  and  therefore  special- 
ize on  wool  underwear 
values.  Values  that  have 
yet  to  be  equalled. 

This  is  the  sure  road  to 
a  big,  healthy  underwear 
business. 

TRY  IT. 

SCHOFIELD  WOOLEN*  CO.,  LTD 

OSHAWA 
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Ladies',  Misses'  and  Children's  Underwear 

For   Fall  1913 


Before  placing  your  order  for  Fall  goods  kindly  await  the  call  of  our 
representative,  who  will  be  able  to  show  you  many  improvements  in 
our  well  known  brands,  viz: 


in  Womens',  Misses',  Children's  and  Infants'  Vests,  Drawers  and  Combinations. 

MANUFACTURED  ONLY  BY 

S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole   Selling   Agents 

RICHARD  L.  BAKER  CO.,  100  Wellington  St.  W.,  Toronto,  Ont. 


When  buying  Hosiery 
ask  for 

HAWLEY'S 
"HYGIENIC  BLACK" 

There  is  no  better 
Dye  in  the  World. 

Every  Pair 

Warranted  Fast 
to  Washing,  Hard  Wear 
and  Perspiration. 

Works  -  Hinckley,  England. 
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Outing  Brand  Knitted  Goods 

"  The  Coats  that  are  tailored  to  fit. 


o 


UR  1913  range  of 
Knit  Goods  will 
surpass  any  previous 
showing. 

Special  attention  is 
called  to  our  Shaker 
Knit  Coat  No.  A50,  here 
illustrated. 

Do  not  fail  to  see 
representative  or  write 
for  samples. 

Frank  W.  Robinson, 

LIMITED 
Bathurst  and   Wellington  Sts. 

Toronto 
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Announcement 


CTARTING  on  their  respective    routes    January  1st, 
our    seven    representatives    will   cover    thoroughly 
every  town   in   Western    Canada   from   Port  Arthur  to 
Prince  Rupert — 

With  Fownes  Gloves,  Tiger  Brand  Under- 
wear for  men,  Peerless  Underwear  for  women, 
and  the  strongest  range  of  Knit  Woollens  we 
we  have  ever  shown,  for  Fall,  1913.  Also 
Crescent  Neckwear  for  Easter. 


The  Hanley,  Mackay,  Chisholm  Co.,  Ltd. 

WINNIPEG  -  -  MAN. 


Take  The  Dealer  Into 
Your  Confidence 


approach  him,  post  him  about  your  plans  and  your  merchandise  through 
his  trade  paper  before  you  advertise  to  his  customers.  He  will  appreciate 
this  action  on  your  part  and  you  will  get  his  co-operation.  Don't  try  to  force 
him.  Get  his  good  will  and  you  will  have  a  selling  power  behind  your 
product  that  you  will  never  get  by  any  other  means. 


Remember 


that  many  of  his  customers  knew  him  even  before  they  knew  you,  and  they 
will  most  likely  take  his  word  as  to  the  quality  and  superiority  of  merchan- 
dise offered.    In  a  word,  get  the  dealer  on  your  sales  force. 
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The  Kind  That  Brings  "Repeat"  Orders 


Stock  Them  Early 

If  you  have  not  already  done  so,  get  in  a  full  stock  of  Pen- 
Angle  Full-Fashioned  Seamless  Hosiery.  It 's  just  the 
kind  your  Trade  will  want,  and  nothing  you  carry  will  sell 
more  rapidly  or  give  you  a  bigger  share  of  profits. 

Wear  a  Pair  Yourself 
Then  You'll  Know 

That's  the  best  way  to  he  sure  of  their  worth — in  the 
wearing.  It  will  prove  to  you  that  they  are  the  surest-selling 
hosiery  ever  offered  to  the  Trade.  Perfect-fitting,  shape 
retaining  and  comfortable.  In  every  respect  worthy  of  the 
Pen-Angle   reputation. 

N.B. — In  Stock   For  Immediate  Delivery 

Line  1350 — Pure  Thread  Silk  Half  Hose  (Mercerized  toes, 
heels  and  cuffs)— in  the  following  colors: — Black,  Medium 
Tan,  Light  Golden,  Navy,  Green,  Pearl  Grey,  Steel  Grey  and 
Oxblood. 


^Full-Fashioned 
Seamless 


MADE  BY 


UNDERWEAR 


PENMANS  LIMITED  -  Paris,  Canada 


SWEATERS 


HOSIERY 
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FUR  TRADE  NEWS 


Study  the  Competition  of  Imitation  Furs 

Should  exclusive  furriers  take  up  these  lines  as  an  adjunct  ? — Styles  assure  that 

there  will  be  a  heavy  sale  of  imitations  during  the   fall  season — Who  should 

handle  the  turnover  in  these  lines  ? 


IMITATION  furs  and  the  style  trend  of  similar 
imitation  cloths,  both  in  the  piece  and  in  the 
cloak  section  of  the  ready-to-wear  department, 
are  becoming  a  greater  factor  each  year.  At  present 
these  imitations  are  a  source  of  competition  to  ex- 
clusive furriers  or  between  the  fur  and  garment  sec- 
tions. Next  season's  early  style  indications  suggest 
that  this  condition  will  be  accentuated. 

Exclusive  and  high-class  furriers  are  not  willing 
to  admit  that  imitations  are  a  detriment  to  good 
business  and  that  their  sale  is  felt  except  in  child- 
ren's lines.  Merchants,  who  are  conducting  a  small 
fur  department  are  finding  imitation  furs  the  con- 
necting link  between  ready-to-wear  and  furs.  These 
so-called  furs  are  a  means  to  larger  sales  in  the  gar- 
ment section  and  thereby  lead  to  introductory  sales- 
manship in  the  fur  department.  At  the  same  time 
the  demand  for  high-class  furs  and  style  trend  of  the 
fur  section  or  store  has  been  developed.  Imitation 
furs  conform  to  these  dictates  and  make  for  more 
co-operation  between  departments. 

For  the  exclusive  furrier,  imitation  immediately 
arouse^  a  criticism,  which  the  word  involves.  How- 
ever, between  seasons  is  a  good  time  to  consider 
whether  imitation  furs  are  sufficient  opposition  to  be 
considered,  or  an  opportunity  to  safely  increase 
showings.  A  great  deal  may  depend  on  the 
class  of  trade  catered  to  and  the  extent  of  business. 
The  comparative  success  of  relative  departments  has 
to  be  met.  For  instance,  higher  price  limits  of  the 
ready-to-wear  or  coat  section  have  already  included 
sufficient  selling  numbers  of  imitation  cloths  to 
make  fur  lined  and  fur  collar  coats  a  secondary  con- 
sideration up  to  $50. 

Imitation  furs  for  children  have  already  reduced 
the  sales  of  real  furs  suitable  for  juvenile  wear.  Fox- 


aline,  imitation  ermine,  Hudson  seal  velvets,  Thibet, 
Belgian  hare,  Persian  lamb,  both  black  and  white, 
house  and  civet  cat,  caracul  and  pony  skin  and 
mole,  besides  a  number  of  different  shades  make  a 
formidable  list.  It  has  been  growing  from  year  to 
year  and  includes  garments  from  infant's  sizes  to 
misses  up  to  15  and  18  years.  Naturally,  by  the 
time  a  young  lady  is  that  age  the  insinuation  "imi- 
tation" does  not  appear  of  such  importance. 

The  general  trend  of  both  ready-to-wear  and  fur 
departments  at  the  present  time  is  appearance  and 
style  rather  than  warmth,  value  or  service.  Nothing 
appeals,  for  the  money,  like  many  of  the  latter  pile 
cloths  shown,  which  include  velvets,  bear  cloths, 
nigger  heads,  imitation  caraculs  and  curl  cloths  and 
numerous  rough-finished  fabrics  which  effect  an 
imitation.  For  the  past  three  winters  the  demand 
has  been  increasing  in  proportion  to  the  improve- 
ment in  textures,  color  and  finish  of  many  of  the 
newer  materials  shown  in  the  same  period. 

In  combination  with  furs,  especially  long  hair 
pelts,  the  line  between  value  and  style  in  one  sec- 
tion and  exclusiveness  and  value  in  another  is  not 
clearly  defined  at  the  present  time.  Weather,  style 
and  prices  have  all  been  an  influence  during  the 
last  three  years.  While  the  first  does  not  always 
favor  imitation  furs  the  temperature  1ms  a  great  deal 
to  do  with  the  sale  of  matched  sets  in  furs  to  be 
worn  with  tailored  suits  for  early  season.  This  is 
therefore,  the  only  branch  in  which  imitations  do 
not  appear,  although  the  fashion  trend  originated 
by  the  cloak  and  suit  manufacturers  creates  the  pos- 
sible fashions  in  color,  style  and  size  of  furs  to  be 
worn.  Whether  style  in  the  fur  department  proves 
an  inspiration  or  whether  cloak  manufacturers  have 
been  quick  to  take  advantage  of  style  trends  and  the 
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opportunity  for  increasing  the  scope  of  their  com- 
petition is  for  each  branch  of  the  trade  to  decide. 

Heavier  pile  velvets  imitate  perfectly  seal  and 
Hudson  seal  with  sufficient  appearance  to  compete 
with  the  latter.  Price  removes  the  former  from  the 
reach  of  the  medium  class  customer.  The  scarcity 
of  these  materials  last  season  is  sufficient  to  give 
cloak  buyers  confidence  for  another  season  of  pile 
fabrics.  Different  weights  of  lustrous  imitation  car- 
acul curls  and  kindred  pile  finished  materials  in 
soft,  wintry  shades  and  specially  in  black  are  in- 
creasing. To  the  average  customer  in  search  of  a 
satisfactory  garment  the  hint  of  imitation  is  not  so 
successful  in  this  respect  either.  The  customer,  in 
judging  a  cloth  giving  appearance,  style  and 
warmth,  makes  a  decision,  not  from  the  furrier's 
viewpoint  but  from  the  merits  of  the  material  itself. 
Each  season  sees  the  bugbear  of  imitation  less. 

On  their  side,  furriers  are  educating  their  trade 
for  various  reasons,  chief  of  which  is  the  growing 
scarcity  of  numerous  furs.  The  prosperity  of  cus- 
tomers is  more  or  less  a  factor.  Newer  skins  or  the 
marketable  values  of  either  domestic  or  wild  animal 
skins  are  not  keeping  pace  with  the  number  of  new 
pile  or  imitation  fabrics.  While  luxuriousness  and 
extravagance  in  size,  shape  and  price  have  helped 
fur  departments  to  make  new  records  these  cannot 
always  be  depended  on  any  more  than  style  vagaries. 
And  in  face  of  this  the  imitation  garment  is  mak- 
ing a  difference  estimated  at  fully  25  per  cent,  of 
the  sales  of  the  average  furrier. 

The  problem  for  the  exclusive  furrier  is  to  de- 
cide whether  the  general  increase  in  fur  sales  is  suf- 
ficient to  overcome  this  difference.  He  has  to  find 
whether  imitations  are  feasible  as  a  protection 
against  ready-to-wear  competition  or  as  an  invita- 
tion to  sales  of  higher  class  garments,  when  shown 
as  a  minor  or  first  department.  As  an  adjunct  to 
large  showings  and  to  form  a  contrast,  furriers  have 
to  know  if  this  method  is  successful  in  closing  sales 
to  customers  who  can  afford  garments  over  a  stated 
price. 

Fur  style  indications  in  themselves  show  that 
furriers  can  no  longer  afford  to  ignore  the  fact  that 
imitation  fur  business  is  going  to  be  greater  com- 
petition for  next  season  at  least.  Somebody  is  going 
to  handle  this  turnover.  The  fur  section  or  exclusive 
furrier  are  as  much  entitled  to  this  turnover  as  any 
other  department  or  merchant.  Foresight  and  pol- 
icy suggest  that  within  the  limits  of  fair  competi- 
tion part  of  the  25  per  cent,  of  imitation  fur  sales 
can  be  diverted  to  the  furriers. 

In  the  departmental  store,  the  adjustment  of  de- 
partments is  easy  and  the  co-operation  effects  a  satis- 
factory sale  in  either  section.  A  sale  of  imitation 
furs  in  the  cloak  section  does  not  always  mean  the 


loss  of  a  sale  of  a  fur  garment  or  matched  set.  Com- 
parison of  prices,  when  increasing  values  are  shown, 
does  not  make  higher  prices  appear  abrupt  or  be- 
yond the  reach  of  the  prospective  purchaser. 

Furriers  also  have  some  advantages  to  gain.  In 
serving  people  able  to  buy  furs  no  prestige  is  lost 
if  those  particular  customers  know  imitation  furs  of 
a  reputable  kind  are  carried  to  cater  to  minor  busi- 
ness. More  often  when  imitations  are  introduced 
by  way  of  comparison,  the  contrast  is  simply  a 
means  of  deciding  a  sale.  An  authentic  style  knowl- 
edge from  two  distinct  sources  is  available. 

Studying  the  imitation  fur  showings,  and  their 
possible  competition,  will  give  furriers  a  broader 
grasp  on  exclusive  department  business.  The  logical 
section  for  many  of  these  serviceable  garments  and 
values  in  women's  and  children's  garments  is  the 
fur  department.  Furriers  have  more  opportunities 
to  get  better  profits,  as  people  in  search  of  furs, 
which  they  feel  they  cannot  afford,  are  surprised 
at  the  values  contained  in  serviceable  imitations. 
The  success  of  these  same  numbers  in  the  ready-to- 
wear  section  shows  that  the  clever  furrier  can  no 
longer  disregard  the  competition,  which  is  steadily 
gaining.  Furriers  have  an  option  on  an  adjunct 
department  which  is  theirs  and  are  handicapped 
unless  they  know  the  extent  of  the  competition  to 
be  met. 


Notes  of  the  Trade 

Melfort,  Sask. — Mrs.  Ida  Dorr,  milliner,  has  sold 
out  to  the  Melfort  Trading  Co. 

Hazelton.  B.C. — L.  J.  McArthur,  dry  goods 
dealer,  is  closing  out  here  and  will  continue  at  Telk- 
wa. 

Dauphin.  Man. — Ramsay  &  Co.  have  opened  a 
clothing  store. 

Yellowgrass,  Sask. — It  is  reported  that  E.  Bow- 
man is  selling  out  his  men's  furnishings  business. 

Lethbridge,  Alta. — J.  S.  Rose  has  opened  a  men's 
furnishings  store. 

Calgary,  Alta. — Garritz  and  Weber  have  opened 
a  men's  wear  store. 

Vancouver,  B.C. — The  Mount  Pleasant  Dry 
Goods  House  of  F.  A.  Bingham  endeavored  to  get 
patrons  to  shop  early  by  holding  a  song  recital  in  the 
store  one  afternoon  early  in  the  season  from  3  to  4 
o'clock.     A  large  crowd  attended. 

The  Montreal  Wholesale  Dry  Goods  Association 
of  the  Board  of  Trade  has  elected  the  following 
officers  for  the  ensuing  year:  G.  R.  Martin,  presi- 
dent; R.  N.  Smyth,  vice-president;  Robert  Hender- 
son, treasurer;  R.  A.  Brock,  W.  E.  Cushing,  Geo.  B. 
Fraser,  Jas.  Gardiner,  directors.  A.  Hamilton  Gault 
was  chosen  as  the  association's  nominee  for  re-elec- 
tion to  the  council  of  the  Board  of  Trade. 
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The  Buyer's  Viewpoint 

This  department  will  be  a  busy  one  through  the 
early  Spring  season.  Sales  in  ribbons,  laces  and 
neckwear  will  be  heavy  enough  to  warrant  close  at- 
tention to  these  lines.  Indications  are  that  many  new 
varieties  of  neckwear  will  be  favored  for  Spring. 


Chinese  Patterns  a   Novelty 

Spring  largely  a  novelty  season — Voiles, 
crepes  and  sheer  batistes  selling  in  flounc- 
ings  and  bands — Madeira  patterns  for  the 
counter  trade — Chinese  patterns  are  very 
handsome. 

It  depends  largely  upon  the  buyer  himself  as  to 
the  volume  of  business  he  will  do  in  the  embroidery 
department  in  the  coming  Spring,  for  the  embroid- 
ery business,  apart  from  the  edgings,  and  bands  that 
are  always  in  certain  demand,  this  year  is  going  to 
be  largely  a  novelty  business.  And  even  in  this  class 
of  trade  interest  and  business  can  be  created  by  the 
stocking  of  desirable  effects  and  novelties. 

There  has  been  an  increasing  use  made  of  real 
hand-worked  embroideries  for  underwear  trimming 
and  this  has  paved  the  way  for  similar  effects  for  the 
counter  trade.  Discriminating  customers  will  be  in- 
stantly interested  in  Madiera  patterns,  for  these 
goods,  as  now  made,  closely  copy  the  expensive  hand 
work  done  by  the  peasant  embroiderers  of  the  Ma- 
diera and  Canary  Islands.  The  hand  work  is  copied 
so  closely  that  even  the  blue  tinge  left  by  the  stamp- 
ing of  the  pattern  and  the  slightly  discolored  color 
of  the  embroidery  thread  is  copied.  Other  edging 
and  bands  imitate  drawn,  blind,  and  punched  work 
is  common  in  hand  embroidery. 


Orders  are  being  placed  for  45,  18,  and  27-inch 
fiouncings  with  allovers,  bands  and  edgings  to  match. 
A  few  very  wide  bands  are  selling,  but  as  :;  rule, 
medium  widths  are  chosen.  The  sheerness  of  the 
ground  is  one  of  the  chief  style  points  insisted  upon, 
and  batiste,  muslin,  voile  and  crepe  are  replacing 
the  heavier  lawns.  Voile  is  the  high  favorite  and 
is  showing  in  colors  as  well  as  white,  though  white 
is  strictly  in  the  lead.  Unlike  other  seasons  when 
color  has  been  introduced  into  embroideries,  the 
ground  is  colored  this  year  and  the  pattern  is  work- 
ed in  white.  The  crepe  used  is  a  new  weave,  the 
crepe  effect  being  produced  in  the  wearing,  not  in 
the  finishing,  therefore  the  creping  is  prominent. 

Batistes,  and  muslins  show  a  preponderance  of 
lacy  effects  combined  with  blind  and  eyelet  work. 
These  fiouncings  are  very  rich  and,  when  one  or  more 
trimming  laces  are  added,  show  as  though  made  up 
of  many  laces  and  embroidery.  This  quality  has 
made  them  a  favorite  with  the  cutting  up  trade  and 
makers  up  have  bought  these  embroideries  exten- 
sively. For  the  decoration  of  voiles  and  crepes  the 
new  Chinese  patterns  are  most  used.  These  embroi- 
deries are  well  suited  to  the  material,  and  besides  have 
the  special  merit  of  being  totally  new.  Moreover  the 
patterns  are  very  handsome. 


New  patterns  in  Venise  allovers.     Shown  by  Novelty   Import  Co. 
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"  Conforming  to  the  highest  standard." 

Sterling  Designs 

Sterling  Assortments 

Sterling  Values 

Our  lines  for  Spring  are  better  than 
ever,  more  of  them  and  every  one  is  a 
worth-while  value. 

Sterlingize  your  stock  of  Laces,  Em- 
broideries, Veilings,  Novelties,  etc., 
for  1913  and  pave  your  road  to  success. 

THE 


terltng 


LACE     &     NOVELTY      CO. 
80-82  WELLINGTON  STREET  WEST 


Toronto 
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Better  Prospect  for  Ribbons 

Ribbons  trim    the    between    season  hat — 

Novelty  ribbons  used  to  trim  smart  dresses 

— Many  brocades  featured — Extensive  use 

made  of  picot  edges. 

Due  to  the  expectation  that  flowers  will  be  more 
extensively  used  for  hat  garnitures,  and  knowing 
that  of  flowers,  make  good,  a  good  ribbon  season  will 
follow  the  maker?  of  ribbons  are  making  extra  efforts. 


arabesques  and  Oriental  patterns  in  brilliant  east- 
ern tints,  and  again  there  are  patterns  copied  from 
mediaeval  sources  and  in  mediaeval  colorings. 

Heavy  taffeta  ribbons  come  in  old  fashioned 
colors  with  narrow  fancy  borders  with  picot  edges. 
Many  of  them  are  two-toned  and  are  strewn  with 
single  blossoms  in  natural  colors,  and  grass  green 
are  featured. 

Velvet  ribbon  is  always  much  used  and  the  new 
colors  for  Spring  are  extra  beautiful  in  velvet  rib- 
bons. New  velvet  ribbons  are  appearing  with  the 
picot  edge.  Velvet  ribbons  in  baby  widths  are  used 
to  edge  circular  flounces  of  tulle  or  chiffon,  which 
arc  used  to  cover  the  brims  of  large,  flat  picture  hats. 


Shadow   Laces    Dominant 

Fashion  favors   light  laces — Renewed    in- 
terest in  net   tops  and  Orientals — Venise 
the  staple  lace  that  always  sells — Cluny's 
will  also  be  popular. 

For  the  early  season's  business  shadow  laces  dom- 
inate and  the  new  patterns  brought  out  are  softer  and 
more  filmy  than  ever.  What  will  be  the  novelty  laces 
is  not  yet  quite  clear,  as  Spring  styles  are  not  far 
enough  advanced  as  yet  to  clearly  indicate  the  na- 
ture of  the  Spring  demand.  Fashion,  however,  is 
strongly  favoring  light  laces  and  fashion  authorities 
all  talk  of  Chantillys.  It  is  certain  that  all  net  laces 
are  to  be  good  and  when  these  laces  are  a  feature  the 
trade  always  turns  to  net  tops  and  Orientals.     New 


Neek  ruche   of  pleated  nialine   headed   by   a  high  tabbed 
collar  and    finished   with   full   ends   of  soft   satin. 


Showing  more  novelties.  Nor  will  the  mure  extended 
use  of  ribbons  he  confined  to  millinery  for  it  is  alto- 
gether probable  that  bright  hued  novelty  ribbons 
will  he  used  for  sashes  and  girdles  and  also  for  the 
straight  narrow  vest  effects  and  trimming  touches 
at  the  neck  and  sleeves  of  plain  tailored  gowns.  Bows 
of  wide  ribbons  are  used  at  the  waistline  of  dressy 
gowns  and  evenings  cloaks. 

Early  season  hats  show  much  ribbon  trimming 
in  the  way  of  simple  and  shooting  hows  of  broad  taf- 
feta or  faille  ribbon.  Elongated  three  and  four-looped 
bows  of  moire  ribbon  are  placed  against  the  turned 
up  sides  of  hats  having  the  long  line  effect. 

Picot  edged  ribbons  are  showing  in  all  colors 
and  widths  in  gros-grain,  faille  and  taffeta.  The 
novelty  in  stripes  is  the  re-appearance  of  brilliant 
Roman  stripes. 

limeades  are  well  represented.  These  ribbons 
come  in   delicate  colorings  and  effects,  and  also  in 
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Band  and  edging  of  shadow  lace. 
Shown  by  Thompson  Lace  &  Veil- 
ing Co. 
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Lace  and  Veiling  News  For 
Consideration 
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Our   Salesmen  are  out  with  Our 
New  Lines  of 


VENISE  ALLOVERS, 

VENISE  LACES, 

VENISE   COLLARS, 

ORIENTAL 

ALLOVERS, 

ORIENTAL 

LACES, 


FLOUNCINGS, 
VEILINGS, 
MALINES, 

CHIFFONS, 
SCARFS. 


These  are  the  most  complete  lineslshown 

in  Canada  and  will  pay  you  to  see  them 

before  placing  your  orders. 


We  Stock  the  above  lines  for  immediate  deliver} 


Novelty   Import  Co. 


76  BAY  ST. 

Vancouver 


Montreal 


TORONTO 

Winnipeg 
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and,  no  matter  what  lace  is  fashionable,  there  is  al- 
ways a  good  staple  call  for  Venise.  But  Venise  is 
expected  to  lie  more  than  staple  in  the  coming 
Spring.  There  has  been  such  a  big  sale  for  linens 
and  heavy  cotton  fabrics  that  Venise  bands,  buyers 
figure  out,  will  be  the  correct  trimming  for. these 
fabrics.  For  the  same  reason  Clunys'  promise  to  be 
good,  but  because  Cluny  has  had  such  a  run  last 
Summer,  it  is  figured,  that  Venise  will  take  the  lead- 
ing place. 


Novelty   lace      bands     and   edging 
Shown   by   E.   W.   Unwin. 


patterns  are  also  showing — that  is,  patterns  that  have 
some  element  of  novelty  in  them — in  Valenciennes 
and  there  are  signs  indicating  that  these  useful  laces 
will  be  better  considered  in  the  near  future.  Buyer- 
are  placing  orders  for  flouncings  up  to  17  and  27 
inches  as  well  as  for  the  narrower  edgings  and  bands. 
Filet  laces  are  also  talked,  and  some  orders  are  being 
placed  on  the  lighter  makes  of  filet  lace. 

Buyers  who  have  returned  from  Europe  are  en- 
thusiastic about  the  lighter  makes  of  Venise.  Venise 
in  all  seasons  forms  the  staple  lace  in  the  department 
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Net  lace  and  band  to  match.  Shown 
by  E.  W.  Unwin. 

Venise    bands.      Shown    by    Novelty 
Import  Co. 


Craquele  laces  and  bandings  in  novelty  designs 
for  the  spring  season.  Courtesv.  The  Lace 
Goods   Co.,   Toronto. 
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Expect  Good  Veiling  Season 

Though    large  patterns  will  still  sell,  neat 

shadows   are   newest  -  White,   black   and 

white  and  black  and  flesh  complexions  in 

piece  veiling  the  lines  indicated. 

The  early  orders  for  veilings  are  distributed 
over  a  variety  of  types.  Generally,  it  may  be  said 
that  the  newer  patterns  are  being  brought  out  in 
simpler  effects.  This  does  not  mean  that  the  large 
patterns  that  have  been  so  popular  for  some  time 


Top  illustration  shows  complexion  veiling  in  riesh  and  black. 

Lower  shows  one  of  the  new  neat  shadow  patterns. 

Shown  by  Thompson  Lace  &  Veiling  Co. 

now  are  out  of  the  running,  and  will  not  sell,  but 
only  that  there  is  a  tendency  to  favor  a  return  to 
simpler  meshes  and  effects.  The  large  patterns  are 
sure  to  lie  well  represented,  as  many  new  and  attract  - 


Group  cit'  new  veilings  showing  black 
and  white  shadow  and  square 
mesh  effects.  Shown  by  Novelty 
Import   Co. 


ive  patterns  are  being  shown  in  them.  The  novelty 
patterns  are  as  a  rule  in  small  neat  shadow  effects. 

The  soft  silky  Shetland  finish  has  lost  none  of  its 
prestige,  and  this  is  easily  understandable  when  it 
is  considered  that  these  soft  finished  veils  are  not 
only  easier  to  adjust  but  more  becoming. 

White  will  divide  with  black  and  white  for  first 
place  during  the  coming  season.     White  Shetlands 


Shadow  and  dot  pattern.  Lace  veiling  in  black  and  white.  Shadow  and  dot  pattern. 

From  the  spring  line  of  the  Thompson  Lace  &  Veiling   Co. 
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Canada 
Veiling 
Co. 


A  Tip  to  the  Progressive  Merchant 

The  difference  between  buying  from  US  and  our  compe- 
titors. We  ship  you  merchandise  carefully  selected,  which 
we  are  absolutely  positive 

WILL  SELL 

By  buying  from  other  houses,  at  the  end  of  your  year  you 
will  find  their  goods  on  your  shelf  still 

TO  SELL 

Now,  which  do  you  think,  Mr.  Merchant,  will  you  buy 
goods  TO  SELL  or  that  WILL  SEL,L,  when  buying  your 
Laces,  Veiling,  Embroideries,  Dress  Accessories,  Velvet 
Ribbons,  Malines  and  Chiffons,  of  which  we  are  Canada's 
largest  importers? 


Canada  Veiling  Co. 


WELLINGTON  STREET  WEST 


TORONTO 


AH  Mail  Orders  Promptly  and  Carefully  Executed. 
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Venise  lace  collar  novelty  shape.     Novelty  Import  Co. 


are  strong,  but  the  neater  effects  are  better  liked 
than  the  large  meshes.  Black  and  white  lead  in 
complexions,  and  other  strong  favorites  are  found 
in  square,  hair-line,  Russian,  craquelle  and  hexagon 
effects.  Flesh  and  black  effects  are  also  good  sellers, 
and  it  is  piece  goods  rather  than  individual  veils 
that  are  being  stocked. 

So  far  no  demand  for  any  fancy  color  has  devel- 
oped. White,  black  and  white,  and  black  stand  in 
the  order  named. 


impossible  with  a  large  shady  hat.  This  shape  is 
wonderfully  smart  in  line  and,  when  covered  as  the 
new  parasols  are  with  bright  hued  silk,  the  effect  is 
both  striking  and  attractive. 

These  parasols  were  introduced  at  the  Summer 
races  in  Paris  and  were  much  worn  at  the  many  smart 
watering  places  that  are  dotted  along  the  French  and 
Belgium  coast  line.  The  new  soft,  yet  brilliant  reds, 
and  the  American  beauty  or  Nell  rose,  and  the  King 
George  Rose,  or  primrose  are  especially  in  evidence 
for  parasol  covers.  Purple  promises  to  come  next  to 
rose  and  red  shades,  and  emerald  green  and  National 
are  other  leading  colors.  Very  little  that  it  fanciful 
enters  into  the  parasol  line  for  the  coming  summer 
as  the  striking  shape  and  the  brilliant  coloring  are 
quite  enough  in  themselves  in  the  way  of  novelty. 
Another  feature  is  the  extensive  use  of  the  black 
handle,  the  carved  maple  handle  in  the  new  ebonine 
finish  being  the  latest  and  most  popular  effect  and 
one  that  forms  an  ideal  contrast  with  the  rich  colors 
of  the  silken  cover.  Some  handles  are  of  dull  finished 
natural  wood,  also  carved,  but  the  decided  fancy 
both  for  parasols  and  umbrellas  is  for  the  carved 
ebonine  handle.     All  the  handles  are  of  the  long 


"Tub"  the  Parasol  Shape 

Carved  ebonine  handles  and  high  colored 

silks   the  leading  features — The  India  for 

popular   selling — "  Tub  "  shapes  are  very 

attractive  and  should  sell  well, 

Should  the  weather  be  propitious,  there  are  sev- 
eral reasons  why  parasols  should  sell  better  than  for 
many  seasons  past  during  the  Summer  of  1913.  For 
one  thing,  fashion  indicates  strongly  a  return  to 
small  hats,  and  that  means  the  hat  will  not  shade 
the  face,  making  the  carrying  of  a  parasol  a  necessity. 
Moreover,  the  new  fad  is  to  match  the  parasol  to  the 
relief  or  trimming  color  and  this  makes  the  parasol 
a  necessary  adjunct  from  an  artistic  point  of  view. 
The  novelty  shape  for  the  coming  season  is  the  new 
dome  or  tub  shape,  a  shape  by  the  way  that  is  utterly 


FAIRE  BROS 
&   CO.,  Lid 

LEICESTER.  ENG. 

'The  grip  that  eript  and  never  dipt 


Goes  a-shopping 


When  she  arrives  at  your  store, 
Mr  Dealer,  see  that  she  is  not 
disappointed. 

Ladies  everywhere  appreciate  the 
advantages  of  these  SuspenderB  as 
they  grip  securely  without  injuring 
the  hose,  and  ensure  the  necessary 
straight  fronted  effect. 

DON'T  TURN  MONEY  AWAY 

See  that  your  stock  includes  the 
world  famed 

Sphere    Suspenders. 


The  new  "tub"  shape  in  parasols — shown 
by  Courtesy,  of  Bailey  Dixon  Co. 


Directoire  type  and  are  finished  a  four-sided  faceted 
point. 

The  "India"  shape  introduced  last  Spring  will 
sell  freely  in  popular  priced  lines,  but  the  new  tub  or 
dome  shape  is  the  real  novelty. 

There  is  little  or  no  demand  for  rolled  plate  or 
gilt  mountings,  sterling  being  the  only  metal  used. 
The  silver  mounts  are  plain  and  simple  and  follow 
the  lines  of  the  handle.  For  the  most  part  these  are 
plain  and  any  ornamentation  used  is  confined  to  flat 
chasing  in  an  allover  pattern  covering  the  mount. 
As  in  parasols  the  fashion  of  the  moment  is  for 
black  handles,  and  handles  of  carved  ebonine  lead  the 
rest. 
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NEUBURGER 

EMBROIDERIES 

are  recognized  all  over  the  world  as  leaders  in  original 
designs,  high-class  workmanship  and  values. 
For  the  greater  convenience  of  Canadian  buyers  we  have 
opened  salesroom  at 

126   Wellington   Street   W.,    Toronto 

Jul.  Heim,  Representative 

Manufacturers  of  Spring  and  Summer  dresses,  waists  and  children's  attire  are  most 
cordially  invited  to  inspect  the  line — including  the  hest  St.  Gall  and  Domestic  produc- 
tions in  the  embroidery  field.  While  all  our  goods  are  consistently  feOW  IN  PRICE, 
(hey  all  measure  up  to  the  HIGH  QUALITY  STANDARD  that  has  made  Neuburger 
Embroideries  internationally  famous. 


NEUBURGER  &  COMPANY 


124  Fifth  Avenue 


THE  EMBROIDERY  HOUSE 


New  York  City 


Factories  in  St.  Gall,  Switzerland,  and  West  New  York, N.J. .U.S. A.     Toronto  Office:    126  Wellington  Street,  W. 


The   Supremacy   of 

STYLE   AND   COMFORT 


P.C.  Corsets 

tfj]  As  a  reflector  of  Dame  Fashion's  correct 
jj  style  P.  C.  Corsets  have. led  the  Canadian 
market  for  years,  and  if  close  touch  with  the 
' '  old  dame  ' '  amounts  to  anything  they  will 
always  lead.  P.  C.  Corsets  reflect  the  very 
latest  Paris  modes. 

MT  Not  only  are  these  famous  corsets  de- 
;U  signed  to  please  the  eye,  but  they  are 
modelled  on  the  latest  scientifically  approved 
plans,  that  give  perfect  ease  and  comfort  to 
the  wearer  without  altering  the  correct  fash- 
ionable lines. 

Mil  Canada's  leading  merchants  sell  P.  C. 
;U  Corsets  because  they  are  fast  taking  the 
place  of  the  advanced  American  corsets,  and 
have  proven  to  be  the  solution  to  the  prob- 
lem that  for  years  faced  every  Canadian 
merchant. 

They  are  producers  of  profit  for  the  merchant 
as  well  as  style  and.  comfort  for  the  wearer. 

PARISIAN    CORSET    MANUFACTURING 

COMPANY,   LIMITED 

Quebec 

Ontario  Branch— 126  Wellington  Street  West,  Toronto 


146 


DRESS     ACCESSORIES 


Dry    Goods   Review 


tfetf. 


Corsets 

British  Made 


0<><><><K>0<K>0-CK> 


We  are  requiring  A  Good 
Wholesale  Drapery  House  to 
get  in  touch  with  us  with  a 
view  to  placing  the  TWILFIT 
Registered  Brand  on  the 
Canadian  Market. 

Already     commanding     big     sales     in     Great 
Britain  and  the  other  Colonies. 

The   Sales  from  January   1st  to   December    1st 
amounted  to  nearly  250,000  pairs. 


POPULAR  PRICES. 


Advertising  Aids. 


Write  to 

CHAS.  LEETHEM  &  COMPANY 

Landport  Street,  Portsmouth,  England. 
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Fall  1913 


In  Our 

Glove  Department 

We  are  showing  more  than  six  hundred  and  fifty  lines,  comprising  a 
most  complete  assortment  of  American,  Domestic  and  European 
lines  of 

GLOVES  and  GAUNTLETS 
MITTS   and   MOCCASINS 

Every  variety  of  working  Gloves  and  Mitts,  including  many  new 
numbers,  and  a  full  range  of  Canvas  Gloves,  Men's  and  Women's 
Fur-lined,  Wool-lined,  Silk-lined  and  unlined  Capes,  Mochas, 
Suedes,  Kid,  etc.,  etc. 

PEWNY'S  KID  GLOVES 

For  All  Seasons 

We  are  Canadian  agents  for  the  famous  Pewny  Glove  and  recom- 
mend them  to  you,  if  you  have  not  already  handled  them  and  know 
their  excellence.  EVERY  pair  guaranteed.  Build  up  your  glove 
trade  by  selling  your  customers  PEWNY  gloves. 

Our  travellers  are  going  out  this  month.     It   will   be 
to  your  advantage  to  see  the  samples  they  are  showing. 


GREENSHIELDS   LIMITED 

MONTREAL 
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An 

Immense 

Stock 

of  these 
Embroideries 

is  kept  in 
•Montreal, 
tremendous  variety 

of  patterns 
within  immediate 
reach  of 

All 
Buyers 


Wholesale  and  Retail  Houses 

whose  buying  methods  are  really 

grounded  upon  exact  figures 

and  true  knowledge 

at  once  single  out 

the 


H 


r?\ 


prFb 


*9 


Manufactured    by 

THOMA  &  C®o 

St.  Fiden,  St  Gall  (Switzerland) 

Agent:   J.  H.  Gagnon,    Birks  Building,    Montreal 


Import 
Ordeis 

attended   to 
with   promptness 

and  care. 

Quality  of  goods, 

workmanship 

and  prices 

all  beyond  any 

possible 

competition 


DOMINION   BUTTON 

MANUFACTURERS,  Limited 

S7  WATER  ST.  NORTH,  BERLIN,  ONT. 

MANUFACTURERS    OF 

Fine  Lines  of  Buttons  — 
Ivory,  Horn,  Pearl  and  Pearlette 


Fancy  Parasols 

Spring  1913 

We  invite  your  inspection 
of  our  line  before  placing 
your  orders 

Ladies',  Misses  and  Chil- 
dren's Parasols  in  the 
largest  and  most  varied 
assortment  we  have  ever 
shown. 

The  Irving  Umbrella  Co. 

LIMITED 

Manufacturers 
79-83  Wellington  Street  West,  TORONTO 
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The  Ribton  House  of  Canada 


ASSORTMENT, 

STYLE  AND 

VALUE 


are  the  three  leading  fea- 
tures of  the  Barry  line  of 
Ribbons.  Our  range  is  al- 
ways very  complete,  cov- 
ering the  needs  of  our 
leading  retailers,  from  the 
cheapest  to  the  better  qua- 
lities. We  only  keep  what 
we  consider  really  saleable 
(no  room  for  back-num- 
bers). 

For  the  coming  Spring- 
season  you  will  require 
narrow  widths  in  fancies, 
with  loop  and  fancy  edges 
of  different  kind.  To  be 
up-to-date  you  must  have 
some. 


It  is  well-known  that  our 
plain  Taffetas  and  Satins 
can  be  depended  upon 
for  both  colors  and  real 
value. 

Get  in  touch  with  the  Spe- 
cialty Ribbon  House. 


Walter  H.  Barry  &  Co. 


Montreal, 


P.Q. 


J* 


^ 


A 
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"W$t  Bress  gccessortes;  House" 

We  have  at  all  seasons  of  the 
year  an  immense  stock  of 

Everything 

in  LACES 

EMBROIDERIES 

TRIMMINGS 

And  our  connections  at  all  fashion  centres  enable  us 
to  give  our  customers  an  up-to-date  service  of  all 
novelties  appearing  on  the  market. 

Our  travellers  will  be  out  early  in  January,  and  our 
showing  in  the  above  lines  will  be  larger  and  even 
more  varied  than  in  the  past. 

We  trust  that  you  will  kindly  look  at  our  lines  when 
our  salesman  calls,  or  let  us  send  you  selection  of  any 
article. 

We  are  also  specialists  in  Ribbons,  Hosiery,  Corsets 
and  Brassieres,  Curtains  and  Curtain  Materials,  and 
our  prices  on  same  are  right* 

IrTosis;  $c  ^tuffmann,  Htmtteb 

IMPORTERS 
12   ST.   HELEN   STREET  .*.  .-.  /.  MONTREAL 
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"Wbz  Bress  gcce^ortes;  Jlousie" 


SHADOW  LACES 

A  type  of  lace  which  is  very  much  in  demand  at 
present,  and  will  still  be  more  popular  for  the  Spring 
season.  Our  showing  in  same  will  be  quite  complete, 
and  comprise  all  widths  up  to  twenty-seven  inches. 


IrTosisi  &  ^tuKmann,  Htmttetr 


IMPORTERS 


12   ST.    HELEN   STREET 


MONTREAL 
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Are  Your  BUTTONS  Satisfactory? 

The  importance  of  the  button  industry  to-day  is  evident  from  the 
immense  quantities  that  are  sold  throughout  the  year.  Dame 
Fashion  says,  "  Buttons  for  trimming,"  and  Popular  Approval 
backs  her  up — a  combination  that  is  hard  to  down. 

Are  you  satisfied  you  are  getting  the  best  buttons  at  the  right  prices? 

We  make  buttons  of  every  description,  in  the  largest  variety  of 
styles,  in  plain,  fancy  and  combination. 

We  carry  a  large  range  of  imported  samples  in  beaded  silk  and 
cotton  fringes,  tassels,  dress  and  furriers'  trimmings. 

Our  Spring  range  is  making  a  big  hit  with  the  merchants  who  have 
seen  it. 

Let  us  introduce  you  to  our  line.  Our  traveller  will  call  on  you 
shortly. 

A.  Weyerstall  &  Company 


Head  Office: 

TORONTO 


BUTTON    MANUFACTURERS 

Branch  Offices  : 

MONTREAL  and  WINNIPEG 


"EMBROIDERIES  THAT  SELL" 


"Laces  of  Distinction" 


About  where  to  buy  your 
Laces,  Embroideries,  Etc. 


L.  C.  LeVoi  Company,  Limited 


can  supply  every  need. 

We  have   prices  that  will   surprise 
you    for    all    your    SUMMER    LACES 


Remember,  we  have  the  best  values  of  any  house  in  Canada. 


WAIT  FOR  OUR  REPRESENTATIVE. 


L.   C. 


LeVOI  COMPANY,   LIMITED 

32  King  Street  West,  Toronto 


SOLE    SELLING    AGENTS    FOR   THE    DOMINION    FOR 

SPITZER   BROS.   &   CO.,    LIMITED, 

NOTTINGHAM,  CALAIS,  FLATTEN,   ST.  GALL  AND  BARMEN 
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The  Wertheim  Export  Co.,  Limited 

of  Berlin,  Germany 

13   LEIPZIGERSTRASSE 

Manufacturers  and  Exporters  to  all  Countries  in   North  and  South  America 

Beg  to  announce  to  the  trade  throughout  Canada,  their 
opening  of  EXCLUSIVE  lines  for  IMPORT  and  FALL, 
1913,  delivery: — 

TABLE  LINENS,  FANCY  DOILIES,  Etc. 
TOWELS,  HOSIERY,  GLOVES, 

HANDKERCHIEFS,  CLUNY  LACES 

FRENCH  and  BOHEMIAN 
HAND-MADE   LINGERIE 

SAXONY  WOOL  KNITTED 
and  CROCHETED   GOODS 


EUROPEAN  TWEEDS  for  the  Clothing  Manufacturing 
Trade. 

LADIES'  CLOAKINGS  and  SUITINGS  for  the  Manu- 
facturing Trade. 


Prices  quoted  Duty  and  Freight  Paid  f.o.b.  Montreal  or  f.o.b.  European  port. 

We  have  SPECIAL  FACILITIES  and  can  guarantee  QUICK  DELIVERY  of  any  class  of 

goods  from  any  part  of  Europe. 

Enquiries   for  all   kinds  of  goods  of   European   manufacture   gladly  received,   and  samples  sent 

prepaid  anywhere  in  Canada. 


The  Wertheim  Export  Company,  Limited 

Canadian  Office:     233-239  Bleury  Street,  Montreal 
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The  Buyer's  Viewpoint 

Separate  coats  will  figure  prominently  in  Spring 
►usiness — Johnny  coats  for  girls  on  the  market — 
Russian  dresses  featured  for  children's  wear. 


The  suit  selling  season  to  open  early — The  date  of  Easter  responsible  — 
The  dress  line  big  and  attractive— Lacey  batistes  and  Chinese — Ratine 
effects  on  voile  and  crepe  are  combined  with  lace  in  the  new  lingeries — 
Flat  Robespierre  collars  and  long  tunics  and  draped  effects  the  feature 
of  the  better  priced  dress — Crepes  indicated  for  the  dressy  waist — Many 
good  chiffon  designs — After  Easter  the  three-quarter  sleeve. 


THE  retailers  evidently  place  confidence  in  the 
reliability  of  the  suit  styles  now  on  the  mar- 
ket for  the  cutting  up  trade  is  in  the  market 
for  further  purchases  of  cloth.  One  reason  why  suits 
are  being  shown  and  purchased  early  this  year  may 
be  found  in  the  early  date  at  which  Easter  Sunday 
comes.  By  long  experience  retailers  have  been  led 
to  place  the  end  of  the  suit  selling  season  close  to 
Easter.  Therefore,  they  are  preparing  for  a  com- 
mensurately  early  opening  for  the  retail  selling  sea- 
son. For  the  staple  suit  the  length  of  the  coat  has 
been  placed  from  24  to  27  inches,  but  when  novelty 
suits  come  to  be  shown,  variations  are  predicted. 
About  27  in.  will,  however,  be  as  a  rule  the  length 
of  the  popular  priced  suit  coat.  Models  shown  are 
both  cutaway  and  with  square  corners  and  practically 
every  line  contains  models  in  modified  Norfolk  styles. 
Some  cutaway  models  gradually  round  to  a  deep  dip 
at  the  back  and  coats  of  this  kind  are  often  as  long 
at  the  back  as  28  in.  The  fact  that  there  is  a  latitude 
allowed  should  make  it  easier  for  the  buyer  to  select 
styles  that  do  not  repeat  themselves,  and  so  obviate 
the  sameness  in  style  that  is  one  of  the  big  difficul- 
ties in  the  path  of  the  moderate  sized  garment  de- 
partment. 

There  is  little  or  no  difference  in  the  lines  of 
the  figure.  Straight  line  effects  are  retained  and 
possibilities  are  that  they  will  be  retained  indefin- 
itely, as  these  lines  render  the  fitting  problem  easily 


workable.  There  is  just  the  slight  defining  of  the 
waist  by  the  curving  line  under  the  arms.  Skirts 
are  just  an  easy  width,  but  carry  no  extra  fullness 
and  the  favor  with  which  the  panel  back  is  regarded 
is  conspicuous.  Sleeves  are  straight  and  mannish  in 
cut  and  are  nearly  the  same  width  all  the  way  down. 
Cuffs  are  mostly  defined  by  the  use  of  simple  trim- 
ming on  the  sleeve  itself.  Many  coats  have  the  man- 
nish notch  collar  or  simple  narrow  shawl  collar,  but 
in  the  novelty  class  the  coat  is  either  collarless,  or  in 
some  of  the  rolling  Directoire  styles,  lace  and  other 
fancy  materials  are  used  for  its  embellishment. 
There  is  really  little  to  be  said  about  skirts,  save  that 
the  extreme  pleated  effects  have  not  taken  and  that 
the  majority  of  designers  have  introduced  pleats  very 
conservatively.  In  separate  skirts  particularly,  there 
is  a  tendency  to  make  the  top  of  the  skirt  only  about 
\y-2  inches  high — that  is  the  inner  belt  is  this  height. 
This  is  a  concession  to  the  lowered  waistline. 

Navy  blue  is  still  the  best  selling  color.  This 
places  serges  in  a  high  position.  Bedford  cord  is  the 
leading  cloth  at  present,  and  is  a  strong  seller,  not 
only  in  navy,  but  in  mixtures,  such  as  black  and 
white,  tan  and  white,  dark  and  light  blue,  and  dark 
brown  and  tan.  Shot  diagonals,  diagonals  in  covert 
effects,  whip  cords  and  tweed  mixtures  are  the  leading 
popular  priced  cloths.  Expensive  suits  come  in 
sponge,  light  weight  velour  de  laine,  and  wool  cor- 
duroy. 
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Our  New  Spring 

Catalogue    will 

soon  be  ready  for 

mailing. 

Write  for  one! 


When  in  the  City, 
visit      our       show- 
rooms for 
Novelties. 


Made   Since    1902 


The  Exclusive  Selling  Agency  of  the  Pullan  Garment 
Granted  |Where   We  Are  Not  Already    Represented. 

A  Decided  Individuality  in  Every 
Number  is  Found  in  the  Pullan  Line 


Our  Coats  and  Suits  are  made  of  the  finest 
fabrics,  including  Bedford  Cords,  Serges, 
Ratine,  Whipcords  and  Fine  Imported  Mix- 
tures, showing  novelty  effects  in  weaves 
and  colorings. 


Suits,   from  $10.00  to  $25.00 
Coats,  from  $  6.00  to  $20.00 

Skirts  and  Children's  Coats 


Every  garment  is  smart 
and  distinctive — designed 
for  refined  and  critical 
trade — and  priced  on  a 
basis    of    real   merit. 


M.  PULLAN  &  SONS 

An   Exclusive  Cloak,   Suit  and   Skirt  House. 

Pullan   Building,   Bay   and   Wellington   Sts.,    TORONTO. 

Montreal   Office,     Lindsay   Building. 
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A  Strong  Spring  Dress  Line 

Fancy    collars,    narrow  vests  and  touches 

of  bright    trimmings    make    the    new   line 

most   attractive  —  Dressy     models    show 

long  tunics  and  draping 

If  dresses  are  not  again  in  a  commanding  position 
in  the  coming  spring,  it  will  not  be  through  any  fault 
of  the  designers;  for  the  clever  styles  put  out  are 
numberless,  and  their  distinctive  appearance  has  been 
given  without  the  introduction  of  any  feature  that 
would  be  so  conspicuously  different  as  to  render  the 
making  of  sales  difficult.  This  has  been  done  in 
most  cases  by  the  use  of  a  fancy  collar  and  bright 
touches  of  color  for  trimmings  for  it  cannot  be  said 
that  there  is  any  definite  difference  in  the  cut  of 
the  1913  dress.  The  waist  line  is  lowered  and,  while 
defining  the  form,  there  is  a  decided  disposition  to- 
wards a  slight  blousing  over  at  the  front  of  the  waist. 


Many  fancy  collars,  suggestive  of  Robespierre  rather 
than  Robespierre  in  style,  are  used.  These  are  almost 
all  of  the  flat  type,  and  are  of  satin,  lace  or  fancy  silk, 
and  there  is  a  disposition  to  add  a  narrow  straight 
line  vest  to  match  the  collar  in  the  later  models. 

Flowered  silk  or  wide  ribbons  are  used,  and  the 
high  colored  trimming  shades  such  as  cherry,  Nell 
rose,  National  and  old  gold  are  all  used.  Roman 
striped  silks  are  also  good,  and  lace  collars  are  extens- 
ively used  in  combination  with  these  trimming  ef- 
fects. The  use  of  two  colors  in  one  fabric  or  of  a 
plain  and  a  brocaded  one  together  is  a  new  feature 
in  silks  and  more  expansive  materials. 

Skirts  are  cut  plain  and  straight,  and  where  pleats 
are  used  are  as  a  rule  of  the  invisible  variety  con- 
cealed tinder  the  lines  of  the  front  or  back  panel  and 
introduced  so  as  to  give  a  little  more  freedom  in 
walking.  Even  with  these  pleats,  skirts  do  not  often 
exceed  two  yards  round  the  bottom.     A  few  pleated 


Dress   of  b 
border    use 
trimming 
Boulter  Co 


ordere 

to 
fleet. 


1   delaine 
produce 
Shown 


Plain  tailored  suit  of  bisque  Bedford 
cord  with  collar  and  cuffs  of  heavy 
lace.     Shown  by  Ontario  Cloak. 


Dress  in  combination  effeet  of  Na- 
tional blue  and  black  channelise. 
The  upper  part  of  the  bodice  am 
%  sleeves  and  the  skirt  are  of  the 
blue  and  the  drapery  on  skirt  and 
waist  of  the  black.  Lace  is  used  to 
finish  neck  and  sleeves  and  the  cov- 
ered buttons  are  blue  charmeuse 
rimmed  black.  Note  the  way  in 
which  the  fashionable  low  draping 
effect  is  managed  at  the  back.  Shown 
by  Ontario  Cloak. 
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HER  LADYSHIP" 


SPRING  AND 

SUMMER 
BLOUSES   AND  SEASONS 

1913 


DRESSES 


f[\j^    Are  the  very  ideal  of  refinement  and 

selling   excellence.       Ranges    never 

>     larger   or    more    attractive.       Every 

)WV  buyer  will  be  interested.  See  com- 
plete assortment  with  our  salesmen, 
early  in  January. 


Tailored 
and  Fancy  Waists 

immense  range 
including 

Forty  Lines  of 
Fine  Lawn  Waists 

at  $9.00  dozen 


Style  No.  513.     Lawn  Blouse.     $9.00  doz. 


—    V 


m 


No.   700.  '  Wash   Dress.     $9.00  doz. 


White  and  Colored  Wash 
Dresses. 

IN  A  LARGE  SHOWING 
OF  SUPERIOR  STYLES. 

Every  Garment  Good  Value. 

Prices  from  $9.00  to  $90.00  dozen. 


MANUFACTURED  BY 

THE  W.  R.  BROCK  COMPANY  (Limited) 

Toronto 
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models  are  seen  here  and  there,  but  the  plain  straight 
skirt  is  the  rule. 

In  the  more  dressy  models,  draperies  and  tunics 
are  employed,  but  there  is  little  real  fullness,  and  the 
draped  effect  is  achieved  by  the  use  of  shallow  pleats 
or  a  few  horizontal  tucks  that  just  eases  the  goods. 
And  in  all  good  models,  this  drapery  is  placed  low 
down,  so  as  not  to  break  the  straight  line  of  the  fig- 
ure. Both  street  dresses  and  those  intended  for  after- 
noon and  evening  wear  are  showing  marked  evi- 
dences of  a  partiality  for  draped  effects.  Some  of  the. 
new  dresses  show  a  combination  of  drapery  and  tunic, 
one  side  being  cut  a  little  longer  and  draped  up  with 
tucks  across.  Other  styles  show  panels  back  or  front 
with  the  side  godes  draped  into  the  straight  panel. 

Both  full  length  and  %  sleeves  are  showing,  the 
sleeve  that  best  completes  the  dress  being  the  one 
chosen  and  this  applies  to  dresses  of  heavy  cotton  or 


Lingerie  gown.  The  skirt  is  of  deep 
embroidered  voile  flouncing  drawn  in 
at  back  by  a  tab  made  of  a  wide 
band,  and  the  same  banding  forms 
the  sash  effect  at  the  back.  The 
waist  is  composed  of  bands  of  the 
embroidered  voile  and  shadow  and 
crochet  lace.  Shown  by  Martin, 
Smith  Co. 


Lingerie  dress  of  sheer  voile  with 
tab  effects  and  bretelles  of  sha- 
dow lace  braided  with  round 
and  flat  mercerized  cord.  The 
waist  is  defined  with  erochet 
lace  and  narrow  guipure  edges 
the  tabs.  The  sleeves  are  full 
length  and  finish  with  a  pleat- 
ing of  shadow  lace. 
— Ladies'  Novelty  Mfg.  Co. 


linens  equally  with  those  of  silk  and  cloth.  Even 
some  of  the  lingerie  models  show  the  long  sleeve,  but 
here  as  a  rule,  the  %  sleeve  is  paramount.  There  is 
no  doubt  that,  for  late  season  selling  and  for  summer 
wear,  the  %  sleeve  is  the  one  required. 

Included  in  every  manufacturers'  line  are  a  num- 
ber of  what  may  be  termed  coat  dresses.  Though 
models  are  all  in  the  piece,  many  are  really  two  piece, 
and  are  on  the  order  of  a  dressy  suit.  They  consist 
of  a  blouse  waist  with  a  cutaway  peplum  attached, 
and  doubtless  later  the  Russian  blouse  effects,  so 
much  worn  this  winter  in  Paris  will  be  shown  in  this 
line  of  dresses.  This  is  a  line  that  shadows  forth  a 
new  development  in  garment  making. 
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>HEAff, 


ZOJfONTO 


S  this  publication  reaches  the  trade, 
our  salesmen  will  all  be  on  their 
various  territories  with  the  most  complete 
line  of  novelties  in  Neckwear  and  Waists 
we  have  yet  shown. 

We  have  considerably  improved  our 
facility  for  manufacturing,  are  again  in  a 
position  to  take  care  of  your  requirements, 
as  in  the  past. 

Wishing  you  a  Prosperous  New  Year. 

Ladies'  Wear,  Limited 

W.  F.  GOFORTH, 

Managing  Director 


m 
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Features    in    Spring    Waists 

Yokes  and  fuller  effects  are  in  favor  —  The 

smart    waist    to  be  of    crepe  de    chine    or 

meteor  —  Chiffon     waists     prettier    than 

ever  —  New  collar  effects. 

Manufacturers  are  making  an  especially  good 
bid  for  business  with  the  lines  of  Spring  waists  they 
are  putting  out  for  the  Spring  and  early  Summer 
season.  For  one  thing,  the  list  of  materials  is  both 
a  long  one  and  the  fabrics  themselves  are  exception- 
ally promising.  For  the  expensive  waist,  crepes  bead 
the  list  and  smart  waists  are  appearing  made  of  crepe 
de  chine,  crepe  meteor  and  crepe  cbarmeuse.  Though. 
not  quite  new,  brocaded  satins  and  soft  brocaded  taf- 
fetas promise  to  be  extensively  used.  Lace  and  chif- 
fon are  also  prominent  and  there  is  an  element  of 
novelty  in  these  latter  waists  that  make  for  a  continu- 
ance of  their  long  favor.  In  washable  materials, 
voile  crepe  and  batiste  stand  first  with  sheer  lawns 
for  popular  priced  selling.  Washable  silks  are  also 
featured  in  plain  tailored  waists  and,  from  the  way 
in  which  these  goods  have  sold,  a  big  season  can  be 
predicted. 

The  new  tendency  is  towards  more  fullness  and 
to  the  blousing  of  the  waist  over  the  waist  line  to 
some  extent,  Advance  models  show  the  use  of  the 
yoke  both  back  and  front  and  the  setting  on  of  the 


Semi-tailored  cotton  voile  waist  trim- 
med with  cotton  frogs.  The  neck  is 
finished  with'  a  lace  collar  and  the 
long  plain  sleeves  have  frills  of 
pleated  lace. 


Lingerie  gown,  New  York  model,  showing  the 
lowered  waist  line  and  the  combination  of 
embroidery  and   lace. 


lower  portion  of  the  waist  with  some  fullness. 
Waists  of  chiffon,  crepe,  and  Jap  silk  come  with  the 
lower  part  accordion  pleated  or  are  very  much  tucked 
at  the  top.  Another  new  idea  is  the  use  of  cordings 
of  self  fabric  to  outline  the  yoke  and  to  set  in  the 
sleeves.  Waists  of  chiffon  and  crepe  de  chine  both 
in  white  and  in  colors  is  expected  to  be  much  worn 
in  the  coming  Spring.  Crepe  de  chine  in  particular 
launders  and  wears  well  and,  therefore,  is  particu- 
larly adapted  to  form  a  good  waist  fabric. 

The  new  shadow  laces,  and  net  laces  make  up 
into  most  attractive  waists  and  the  much  liked  lace 
waist  made  up  in  these  novelty  laces  promises  to 
take  on  a  new  lease  of  life. 

What  type  of  sleeve  will  be  favored  is  always  im- 
portant and  though  there  will  be  numerous  models 
shown  with  the  full  length  sleeve,  from  now  on  more 
favor  will  be  accorded     to     the  % -sleeve.     Sleeves, 
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1TTLE  girls  and  big  girls,  even  the 
^^  tiny  tot  and  the  infant  are  taken  care  of 
in  the  Home  &  Watts  line. 

Every  kind  of  dress  from  the  serviceable 
school  dress  to  the  beautiful  lingerie  cre- 
ation— from  the  baby's  first  clothes  to  the 
dress  for  the  girl  entering  womanhood,  are 
found  in  our  Spring,  1913,  range,  and  in 
such  a  variety  that  to  select  a  stock  that  will 
please  and  sell  is  a  very  simple  matter. 

Don't  be  satisfied  until  you  have  examined 
our  entire  range. 
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whether  full  length  or  :;  i  are  set  into  the  arm  hole 
without  fullness.  Full  length  sleeves  often  have  a 
long  cuff  reaching  mid-way  up  to  the  elbow  into 
which  the  sleeve  is  set  so  as  to  form  a  fairly  full  cuff. 

Quite  a  number  of  straight  vests  are  used  and  one 
of  the  really  new  features  is  the  collar.  The  popular 
collar  is  the  flat  Robespierre.  These  collars  are  made 
of  satin  and  lace,  and  ratine  or  of  lace.  Double 
collars  are  used  with  striking  effect,  the  one  being  of 
strong  color  and  the  over  collar  of  lace,  crepe  or  chif- 
fon. Many  of  the  collars  are  raised  at  the  back,  but 
all  are  flat  in  front.  Many  waists  have  both  a  low 
collar  and  an  inner  yoke  of  lace  finished  with  a  high 
collar.  Waists  are  also  so  designed  that  a  guimpe  can 
be  worn  finished  with  a  high  collar  as  a  neck  finish. 

The  popularity  of  buttons  for  trimming  pur- 
poses continues  and  almost  every  waist  is  trimmed 
with  fancy  buttons.  Jet  buttons  are  smart  on  waists 
of  white  or  light  colored  silk  or  crepe,  and  crystal 
buttons  in  white  and  in  color  or  combined  are  very 
much  used. 

Lingerie  waists  open  the  season  at  the  January 
sales,  and  prospects  are  bright  for  a  good  season.  The 
lingerie  waist  is  emphatically  the  useful  waist  and 
this  year's  models  are  exceptionally  dainty.  Voile  is 
to  be  particularly  good,  crepes  are  new,  and  the  run 
of  sheer  lawns  trimmed  with  lace  and  embroidery 
is  a  large  one.  The  waists  shown  for  present  selling 
have  the  high  collar  and  the  long  sleeve.  As  the  sea- 
son advances,  the  34 -sleeve  and  the  collarless  models 
will  prevail. 


Separate  Coats   Prominent 

In   shorter   lengths,   coats  will  be  among 

popular   spring   garments  —  The   attitude 

of    conservative    buyers  —  Blazer     coats 

promise  to  be  very  popular. 

The  separate  coat  in  shorter  lengths  promises  to 
be  one  of  the  most  popular  of  the  Spring  garments, 
and  predictions  are  made  that  in  the  larger  centres 
at  least  the  %  length  coat  will  duplicate  the  success- 
ful selling  of  the  present  Fall  and  Winter  seasons. 
On  the  other  hand,  it  is  pointed  out  that  Canadian 
trade  is  conservative,  and  that  a  big  Spring  coat  sea- 
son has  never  occurred  before  in  Canada,  and,  there- 
fore, there  are  merchants  and  manufacturers  who 
are  somewhat  dubious  over  the  outlook.  Those  who 
favor  coats  for  Spring  wear  point  to  the  many  smart 
and  novel  styles  and  to  the  number  of  cloths  put  on 
the  market,  suitable  for  furthering  this  development. 
They  point  also  to  the  big  business  done  in  dresses 
and  to  the  usefulness  of  a  Johnny  coat  in  this  connec- 
tion. 

In  general  outline,  the  coats  shown  for  Spring 
are  the  same  as  those  that  have  proved  such  good 
sellers  this  Fall.  They  are  loose  and  roomy  to  the 
hip  line,  and  from  there  down  are  cut  without  any 


needless  fullness.  In  fact,  some  models  taper  in, 
and  where  this  cut  is  not  followed,  there  is  a  panel 
so  cut  as  to  give  this  effect.  The  sleeves  are  fitted 
without  fullness  into  roomy  armholes,  and  show  a 
tendency  to  wide  cuffs.  Many  are  collarless,  and  fin- 
ished with  a  collar  of  heavy  lace,  or  the  collars  used 
are  of  the  fiat  Robespierre  type.  Large  revers  mostly 
of  the  cloth  are  used  and  the  collar  is  of  the  trimming 
silk.  Large  novelty  buttons  and  on  some  models 
fancy  buckles  are  used  as  fasteners  and  trimmings. 


The  summer  girl  is  to  wear  a  blazer.  The 
blazer  coat  can  be  had  in  the  colors  of 
all   the   leading   Canadian   colleges. 


Belted  back  effects  are  numerous,  and  some  coats 
are  shirred  just  above  the  waist  line  at  the  back,  the 
shirrings  being  set  into  a  panel.  Coats  of  cord  silk 
and  soft  satin  exhibit  drapery  effects,  and  etimaine 
coats  are  lined  with  bright  hued  satins. 

The  fabrics  employed  are  either  in  pastel  shades 
or  in  striking  combinations  of  black  and  white,  tan 
and  white,  blue  and  white.  The  striped  materials 
include  hair  line  and  narrow  stripe  and  striking 
stripes,  %  and  %-inch  wide.  Checked  cloths  in  large 
and  small  sizes  in  black  and  white  with  contrasting 
over  stripes  are  also  used.  Other  materials  are  two- 
tone  diagonals.    Bedford  cords,  eponges  and  mixture 
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~  Brand  of     SIQRXS 


SPRING  1913 


TN  the  past  seasons  the  best  buyers  have  experi- 
enced that  the  best  selling  numbers  in  the  skirt 
stock  were  G.  &  F.  Designs. 

Our  outstanding  success  in  the  production  of  skirts 
that  sell  quickly  and  steadily,  is  due  largely  to  our 
policy  of  specialization. 

We  are  skirt  specialists  in  every  sense  of  the  term. 
We  make  nothing  but  skirts,  think  nothing  but  skirts. 
Our  plant  is  specially  equipped  for  nothing  but  skirts. 
As  a  result  we  are  able  to  produce  the  best  possible 
garment  at  the  lowest  possible  cost. 

In  the  G.  &  F.  Spring  range  you  will  get  the  trade's 
best  skirt  offerings  in  style,  fit,  quality  and  value. 


Gardiner,  Foley  &  Co.,  Limited 

24  Ryerson  Avenue 

Toronto        -        -        Canada 
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STAR  BRAND 

Quality  First 

Star  Brand  Waists 

Snappy  Styles 


V\7E  aim  at 
VV  "Quality 
first"  with  ab- 
solutely correct 
style  and  a 
price  consistent 
with  the  highest 
value  possible. 

STAR  Brand 
spring  samples 
are  ready  for 
your  inspec- 
tion. 


The  Star  Whitewear 

BERLIN 
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1913  STYLES 

Price  Lowest 


Star  Brand 

Children's 

Dresses 

have  that  cunning 
touch  that  appeals 
to  the  fond  mother, 
almost  to  the  point 
of  forcing  the  sale. 

They  sell  readily  on 
sight,  and  after  sold 
give  that  amount  of 
satisfaction  which 
produces  further 
patronage. 

Our  line  is  ready- 
see  it. 


Manufacturing  Co. 


ONTARIO 
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tweeds.     Soft  satins,  charmeuse,  and  two  tone  cord 
silks  are  also  used. 

THE  VOGUE  OF  BLAZER  COATS. 

Taking  the  place  of  the  sweater  coat,  blazer  coats 
will  have  a  very  strong  representation  next  Spring. 
These  have  been  introduced  on  the  American  side 
dining  the  past  season,  and  to  some  extent  have  been 
worn  here,  but  next  Spring  will  see  them  very  strong 
as  some  of  the  larger  stores  are  taking  them  up  and 
featuring  them  very  extensively.  They  are  made 
just  like  a  man's  sac  coat  or  after  the  style  of  the 
Norfolk,  with  pleats,  yokes  and  patch  pockets.  Strip- 
ed flannel  with  the  stripes  about  %-inch  wide  is 
used  almost  entirely.  Many  combinations  are  pre- 
sented, but  the  most  desirable  are  red  and  black, 
black  and  yellow,  blue  and  black,  and  blue  and 
white.  All  the  color  combinations  of  the  different 
universities  and  leading  Canadian  colleges  can  be  ob- 
tained, and  this  should  be  a  big  feature  in  making 
the  summer  blazer  popular. 


Garments  for  Children's  Wear 

Belted  effects  prominent  in  all  lines — Nor- 
folk, middy  and  Russian  or  Buster  dresses 
meeting  with  great  favor — Pleated  skirts 
good  in  popular  priced  dresses — Two  color 
combinations  the  novelty — Johnny  coats 
for  misses'  wear  on  the  market. 

Washable  dresses  for  children's  wear  are  a  big 
item  now  in  every  well  conducted  garment  depart- 
ment. The  selling  of  this  kind  of  merchandise  be- 
gins early  in  the  season,  as  few  mothers  favor  the 
wearing  of  cloth  dresses  for  general  wear,  save  in  the 
very  coldest  of  weather. 

Belted  effects  are  prominent  in  all  lines  of  child- 
ren's dresses.  Norfolks  and  Norfolk  middys,  Buster 
Browns  or  Russian  blouse  models  are  all  big  sellers. 
There  is  quite  a  tendency  towards  using  belts  of 
the  trimming  material,  though  belts  of  patent 
leather  are  still  much  in  evidence. 

For  the  useful  school  dress,  pleated  skirts  are  re- 
tained, but,  particularly  for  older  girls,  more  gored 
models  are  showing.  With  this  exception,  there  is 
little  change  noted  in  the  washable  dresses  for  child- 
ren's wear.  Poplins,  ducks,  drills  and  Indian  heads 
are  better  sellers  than  woven  and  printed  materials. 
Ginghams  and  percales  are  too  useful  to  be  super- 
seded by  any  other  cloth. 

Combination  effects  are  a  leading  feature.  Two- 
tone  Bedford  cords  are  worn,  trimmed  with  duck 
suitings  in  blue  or  fawn.  Fawn  and  blue  are  com- 
bined with  white  and  both  blue  and  fawn  are  good 
with  white  trimmings. 

Serge  as  usual  leads  in  the  lines  of  children's 
coats  for  Spring.  Navy  blue  is  always  the  big  seller 
but  this  year  reds  and  tans  are  also  strongly  featured. 
There  is  a  disposition  to  give  more  prominence  than 


for  some  seasons  to  shepherd's  checks.  In  mixtures, 
tan  tones  and  grey  are  the  leaders,  and  many  cloths 
show  narrow  and  hair  line  stripes. 

As  in  women's  line's,  the  flat  Robespierre  collar, 
rather  high  at  the  back  but  turnover  and  flat  in 
front,  are  freely  used.  Contrasting  colors  in  silks, 
ratine  and  velvet  are  used  in  facing  collars  and  cuffs 


Smart  child  's  dress  of  tan  linen.  The  shirt 
is  gored  and  piped  onto  the  waist.  The 
collar  is  set  on  to  the  dress  with  a  piping 
and  the  cuff  matches.  The  newest  feature 
is  the  straight  vest  with  buttons  on  one 
side  and  simulated  button-holes  opposite. 
The  vest  piping  buton-holes  and  button 
rims  are  of  red  linene.  Shown  by  R.  D. 
Fairbairn  &  Co. 


and  some  of  these  are  supplemented  by  the  use  of 
black  or  self  colored  braid. 

Many  belted  models  are  shown,  and  quite  a  few 
models  are  along  Norfolk  lines.  Many  belted  back 
coats  are  on  the  market,  but  preference  is  given  to 
those  having  the  belt  all  round. 

For  misses'  wear,  Johnny  coats  having  all  the 
features  described  in  women's  models,  are  on  the 
market  and  judging  from  the  way  in  which  this 
coat  is  being  taken  up,  this  style  of  coat  is  expected 
to  be  an  excellent  seller  in  the  coming  season. 
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The  Largest 
Exclusive 
Coat  House 
in  Canada 


COATS 


FOR  ALL  KINDS 
OF     WEATHER 

Our  line  is  complete. 


The  National  Brand  coats  have  won  an  enviable  name 
for  themselves  throughout  the  Canadian  trade.  This 
is  due  largely  to  the  fact  that  we  make  nothing  but 
coats  of  all  kinds  and  in  specializing  and  concentrat- 
ing on  the  manufacture  of  this  one  line  we  are  enabled 
to  give  values  that  otherwise  would  be  impossible. 

National  styles  have  never  taken  second  place,  but 
lead  the  coat  trade  of  Canada.  An  early  inspection 
of  our  line  will  relieve  the  coat  situation  for  you.  Let 
our  representative  show  you  the  range  when  he  calls. 

3&    S& 


Write  for  our  latest  catalogue  showing  the  various  styles. 

The  National  Rubber  Co.  of  Canada 

MONTREAL  and  TORONTO 
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Modes  That  May  Influence  Spring  Styles 

Some  of  the  most  popular  kind — Winter  ideas — Gorgeous  brocades  and  filmy 
tulles  and  chiffons  the  leading  evening  fabrics — Crystal  and  paste  trimmings 
freely  used — Callot  introducing  jet — Metallic  braids  and  frogs  used  on  Riviera 
costumes — Russian  blouse  coats  cut  low  to  show  the  blouse  the  new  feature 
in  these  advance  Spring  models — Novelties  in  Christmas  neckwear. 


Paris,  Dec.  31. 

JUST  a  few  models  designed  for  Riviera  wear  are 
beginning  to  make  their  appearance  and  until 
they  become  more  numerous  the  many  Ameri- 
can buyers  and  the  representatives  of  the  dressmak- 
ing-and  manufacturing  houses  who  are  now  in  Paris 
are  relying  chiefly  upon  the  stage  to  give  them 
pointers  as  to  the  trend  of  style  for  Spring.  The  con- 
nection between  the  stage  and  the  model  houses  is 
very  intimate  and  much  to  the  advantage  of  both. 
Every  French  actress  of  note  is  gowned  by  one  or 
•  it  her  of  the  famous  Parisian  couturiers,  and  as  a 
rule  all  the  leading  houses  make  a  special  price  to 
actresses  because  they  know  that  their  gowns  will  be 
displayed  to  advantage  and  also  because  the  stage 
is  the  best  possible  place  for  the  launching  of  a  new 
idea.  Therefore,  the  production  of  a  new  play  in 
Paris  is  always  important  from  a  dress  point  of  view, 
and  the  gowns  are  quite  as  much  discussed  as  the 
play. 

To  be  frank  there  is  little  that  is  really  new  in 
dress  tendencies  and  there  is  really  no  leading  style 
period  indicated;  the  gown  is  the  gown  and  all  peri- 
ods are  drawn  upon  impartially,  the  only  really  set 
point  being  the  fact  that  the  natural  straight  line 
figure  dominates,  and  all  styles  must  conform  in 
this  respect.  This  being  the  case  the  interest  settles 
on  the  fabrics  worn,  and,  to  illustrate,  some  of  the 
dresses  had  best  be  described.  A  dress  designed  by 
.Madame  Paquin  is  of  pinkish-yellow  crepe  embroid- 
ered in  gold  threads  over  which  a  drapery  of  nastur- 
tium yellow  chiffon  is  placed  which  trails  on  the  floor. 
The  corsage  is  formed  of  a  surplice  drapery  of  chiffon 
over  a  low  under-bodice  of  the  gold  embroidered 
crepe.  Over  this  dress  is  worn  a  cloak  of  a  single 
width  of  midnight  blue  chiffon,  the  straight  front 
edges  of  which  are  looped  around  the  arms  so  as  to 
produce  wide  armholes  and  a  baggy  draped  back. 
A  band  of  ermine  outlines  the  mantle  to  the  waist 
line  in  front,  and  from  where  the  ermine  terminates 
the  edges  of  the  mantle  are  finished  with  a  line  of 
blue  beads.  The  drapery  at  the  waistline  is  confined 
by  a  string  of  amber  beads  used  as  a  girdle,  one 
row  outlining  the  waist  and  the  other  dropping  low 
in  front.  This  gown  emphasises  the  big  use  Parisian 
dressmakers  are  making  of  such  fabrics  as  chiffon 
and  crepe. 

Another  gown  designed  by  Bechoff  David  for 
Monna  Delza  is  totally  opposite  to  the  one  described 
above  in  type,  for  it  emphasises  the  fact  that  the  high 
waistline  of  the  Directoire  and  Empire  period  is  by 
no  means  passe.  Over  a  foundation  of  white  satin, 
a  simple  slip  of  slightly  full  white  tulle  hangs.    Over 


the  slip  is  worn  a  long  redingote  of  black  velvet 
brocaded  with  bunches  of  flowers  in  Pompadour  col- 
orings. This  redingote  comes  together  under  a  dia- 
mond bar  pin  at  the  waist  and  is  much  cut  away 
below  to  show  the  tulle  slip.  Above  the  waist  it  opens 
in  V-shaj)e.  Tiny  paste  buttons  run  from  the  decol- 
lete to  the  hem  of  the  gown  and  a  row  of  paste  trim- 
ming outlines  the  opening. 

Totally  different  in  type  is  a  gown  worn  by 
Madame  Bartet  at  the  Comedie  Francaise.  This 
dress  is  all  in  one  piece  and  is  pulled  on  as  if  it  were 
a  slocking.  There  is  an  underslip  of  white  satin 
which  is  completely  veiled  with  sea  green  tulle  bead- 
ed with  ciwstal  and  banded  around  the  edge  of  the 
skirt  with  white  marabout.  There  is  a  wide  panel  of 
crystal  embroidery  running  down  the  front  and  a 
narrower  band  goes  under  the  arms  and  around  the 
top  of  the  corsage.  Just  above  the  knee  the  gown  is 
caught  with  a  deep  pleat  giving  a  drapery  effect  and 
raising  the  skirt  in  front  to  show  slippers  of  emerald 
green  satin  embroidered  in  crystal.  Drapings  of 
green  tulle  and  festoons  of  crystal  beads  form  the 
square  of  the  corsage  and  take  the  place  of  sleeves. 
The  satin  slip  wrinkles  to  the  uncorseted  figure  while 
the  green  tulle  overdress  hangs  somewhat  free.  The 
whole  effect  of  this  dress  is  decidedly  moyen  age. 

Enough  has  been  said  to  show  the  diversity  of 
type  that  prevails  and  also  to  show  that  sumptuous 
brocades  in  velvet  or  satin  and  the  lightest  and  sheer- 
est tulles  and  chiffons  are  the  height  of  fashion.  Bead 
trimmings  and  brilliant  bands  and  galoons  are  the 
leading  trimmings.  Many  leading  dressmakers  are 
using  metallic  trimmings,  particularly  gold. 

VELVET   AND  PLUSH   POPULAR. 

For  reception  and  day  wear,  velvet  and  plush 
take  precedence  over  all  other  materials.  The  new- 
est fabric  is  velour  cisele.  That  is,  a  velvet  pattern  is 
brocaded  on  to  a  background  of  satin  chiffon  or 
crepe.  One  of  Callots  latest  models  is  of  this  ma- 
terial. The  skirt  is  elaborately  draped,  but  the  bod- 
ice is  of  tulle  ornamented  with  strands  of  jet.  The 
velvet  was  black  and  the  tulle  flesh  colored. 

The  novelty  introduced  for  Riviera  wear  seems  to 
be  the  Russian  blouse  jacket  made  with  a  three  tiered 
basque.  All  these  jackets  have  low  cut  fronts  to  dis- 
close the  blouse  cut,  collarless  as  far  as  the  neck  is 
concerned,  and  finished  with  a  low  rolling  collar. 
Many  of  these  advance  spring  coats  are  in  Directoire 
style,  cut  low  to  show  a  vest  and  meeting  at  a  single 
point  and  separating  again. 

(Continued  on  pajje  182.) 
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DRESSES  FOR  ALL 

We  Are  Dress  Specialists 


OEING  specialists  in  Dresses  we  centre  all 
*-*  our  experience  and  energies  on  the  pro- 
duction of  this  line,  with  the  result  that  for 
real  exclusiveness  of  style  and  genuine  value 
the  "Ladies'  Novelty"  range   is   unequalled. 

Let  us  prove  to  you  beyond  a  doubt 
what  it  means  to  specialize.  Look  over  our 
line  of  Women's,  Misses'  and  Girls'  dresses 
then  see  that  of  other  manufacturers.  We 
are  positive  you  will  be  convinced  that  it 
pays  to  specialize. 

Do  not  let  the  opportunity  pass  to  see 
our  range  before  you  conclude  your  Spring 
sorting  and  early  Summer  purchases. 

We  have  added  to  our  staff  another 
designer  of  very  high  repute,  which  will  give 
our  range  an  individuality  that  cannot  be 
surpassed. 


The  Ladies' Novelty  Mfg.  Co.,  Limited 

126  Wellington    St.  W.,  Toronto 


W.  E.  ROBINSON,  Pres. 


H.  D.  SOMERVILLE,  Man.  Di 
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Taking   Stock  in    Ready-to-Wear    Dept. 

Accumulation  must  be  avoided  —Early  display  is  an  effective  measure  to  avoid 
loss  in  this  respect — Some  dealers  issue  invitations  to  special  mailing  list  in 
advance  of  season — Take  stock  at  right  price. 

Written    for    the    Review    by   Howard  H.  Wellington. 


IN  ORDER  that  a  true  result  of  the  trading  for  the 
year  or  the  season  may  be  obtained,  great  care 
must  be  taken  in  listing  the  stock  of  garments  at 
the  time  of  closing. 

While  it  may  be  possible  to  obtain  at  retail  the 
price  placed  opposite  the  individual  garment  on  the 
stock  list,  still  it  will  cost  something  to  sell  such  gar- 
ments in  the  way  of  advertising,  store  maintenance 
and  salesmen's  salaries.  If  the  same  price  as  listed 
is  obtained,  then  the  next  year  or  season  will  have  to 
bear  the  expense  of  selling  these  garments,  and  such 
a  plan  would  reduce  considerably  the  profits  on  the 
next  season's  turnover.  In  this  way  there  is  a  bur- 
den each  year  thrust  on  the  next  year,  which  does 
not  show  the  true  state  of  affairs  and  which  eventu- 
ly  will  lead  to  financial  distress. 

HOW  TO  AVOID  AN  ACCUMULATION. 

There  are  a  number  of  plans  to  adopt  in  order  to 
avoid  the  accumulation  which  is  the  ruin  of  so  many 
Readjr-to-wear  departments,  the  most  important  of 
which  are: 

First — Early  Display.  It  is  generally  admitted 
that  the  profit  is. made  in  the  ready-to-wear  depart- 
ment on  the  better  class  of  goods  sold  early  in  the  sea- 
son, when  the  lady,  who  wants  something  exclusive, 
knows  that  it  is  necessary  to  make  her  selection  be- 
fore the  stock  is  broken  into  and  handled.  Such  a 
customer  \g  quite  willing  to  pay  the  price  asked  for 
the  garment.  In  the  long  run  this  is  the  customer 
you  depend  upon  in  any  case.  Why  not  give  her  the 
opportunity  of  selecting  early.  A  good  plan,  whether 
the  town  or  city  is  small  or  large,  is  to  have  a  selected 
mailing  list,  and  issue  early  in  the  season,  a  folder 
booklet,  invitation  or  something  attractive  which 
will  appeal  to  the  customer.  By  "early"  is  meant 
some  time  before  demand  begins  for  seasonable  gar- 
ments. Mail  these  to  the  selected  list,  inviting  them 
to  your  early  display  before  the  formal  opening.  Tt 
will  be  found  that,  if  this  is  done  persistently  in  a 
personal  way,  customers  will  exhibit  a  keen  interest 
in  this  early  showing. 

THE    RESULT    OF    EARLY    DISPLAY. 

Last  Summer,  as  everyone  will  admit,  was  not 
conducive  to  a  big  business  in  wash  dresses,  such  as 
lawns,  linens,  chambrays,  etc. 

A  large  majority  of  merchants  admit  a  poor  sea- 
son, and  when  asked  when  a  display  of  this  line  was 
just  made,  will  tell  you  that  the  season  was  so  back- 
ward that  the  goods  were  actually  not  shown  till 
Jung. 


Now,  as  a  contrast,  in  the  same  district,  displays 
were  made  as  early  as  February ;  with  what  result? 
The  statement  was  invariably  made  in  such  cases 
that  the  season  was  a  fairly  average  one,  and  in  a 
few  instances,  better  than  the  previous  one. 

This  surely  demonstrates  that  it  does  not  pay 
to  leave  articles  boxed  up,  until  people  are  asking 
for  them,  and  it  is  here,  as  in  other  cases  of  selling 
goods,  that  the  power  of  "suggestion"  forms  an  im- 
portant factor  in  increasing  sales  even  during,  what 
would  otherwise  be,  a  dull  season. 

The  second  consideration  is  Careful  Buying. 

There  is  a  vast  difference  between  buyers.  One 
merchant  will  come  into  a  sample  room  or  into  the 
market,  prepared  with  a  complete  record  of  what  his 
ready-to-wear  department  did  for  him  last  season; 
the  size,  the  prices,  the  shades  and  the  quantities  of 
each.  He  is  the  careful  buyer  who  knows  about  what 
he  can  turnover  and  what  class  of  goods  sells  best. 
He  may  take  longer  to  buy  but  his  selection  is  in 
good  taste  and  his  quantities  carefully  worked  out. 
This  merchant  may  strike  a  "bad"  season  the  same 
as  another  but  seldom  suffers  a  loss.  His  stock  is 
clean  and  yet  the  customer  has  a  good  selection  to 
choose  from. 

This  merchant  has  never  bought  too  much  to 
prevent  his  adding  a  few  of  the  latest  novelties  which 
come  out  about  the  middle  of  every  season. 

DETECTING   A   DROP   IN   SALES. 

The  ready-to-wear  man  who  would  be  successful 
must  be  watchful  to  detect  the  slightest  falling  off  in 
sales  caused  by  weather  conditions,  backward  sea- 
sons and  other  conditions.  He  must  know  when  the 
customers  of  his  community  usually  buy  their  gar- 
ments, when  trade  has  reached  its  highest  limit,  and 
when  to  clear  out  his  stock.  It  is  not  a  good  policy 
to  hold  stock  beyond  a  certain  time,  but  this  time  de- 
pends largely  on  the  district,  the  weather  and  other 
local  conditions.  There  comes  a  time  when  it  is 
policy  to  clear  certain  garments  at  cost,  if  necessary. 

The  last  consideration  is  to  Take  Stock  at  Right 
Price. 

If  thei*e  is  to  be  a  loss,  take  it  in  the  season  in 
which  it  belongs,  and  do  not  saddle  the  next  season 
with  it.  Far  better  to  know  exactly  how  much  the 
profit  or  loss  than  inflate  the  profits  by  the  possibility 
of  securing  a  higher  price  at  some  future  date. 
Ready-to-wear  garments  are  different  to  other  lines 
in  this  respect. 
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GOODS  THAT  ARE  DIFFERENT 


f*  OODS  must  create 
interest  before 
they  will  sell  and  this 
interest  ;s  only  produc- 
ed through  features 
that  are  different,  fea- 
tures that  are  distinct- 
ive. They  need  not  be 
loud  or  freakish  to  dis- 
tinguish them  from 
the  usual  and  to  attract 
the  attention  of  the 
woman  who  knows  and 
appreciates. 

Waldman  coats  and 
suits  for  Spring,  1913, 
are  of  the  "dignified 
different ' '  order,  and 
will  create  a  great  deal 
of  healthy  sales  pro- 
ducing interest  in  your 
ready-to-wear  depart- 
ment. 

Our  garments  are  in  a 
class  by  themselves. 


Waldman 

SUITS   and 
COATS 


The   Originators   of  Better   Class 
Cloaks     ana     Suits      in    Canada." 


The  Waldman  Company,  Limited 

Joseph  H.  Waldman,  President  and  Managing  Director 

513-515  ST.  PAUL  ST.  -  -  MONTREAL 
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THE 
IRRESISTIBLE 


Smart  Styles 

They  are  styles  that  clinch  the  sale 
at  first  sight,  and  are  backed  up  by 
a  quality  and  price   that    give    lasting 

satisfaction.  Order 
to-day  and  see  for 
yourself  that  what 
we  say  is  right.  Our 
representative  will 
call  soon  with  the 
complete  "Allen' 
range. 


Write  or 

Allen  Manufactu 

105  SIMCOE  ST. 

Long  Distance  Phone 
ADELAIDE  966 
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ALLEN 
GARMENTS 

For  Spring  Selling 


"Allen"  Whitewear  values  are  known  all  over 
Canada.  They  are  known  and  appreciated  by 
the  best  merchants  in  the  trade.  We  do  not  claim 
that  we  have  the  only  satisfactory  goods  that  you 
will  be  offered,  but  we  do  say  that  we  will  place 
our  values  against  all  others 
without  fear  of  having  to 
take  second  place. 

Take  us  at  our  word  and 
wire  or  write  for  a  few  of 
these  numbers  to-day. 


Phone  To-Day. 

ring  Co.,  Limited 

TORONTO 


Long  Distance  Phone 
ADELAIDE  966 
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Should  Charge  be  Made  for  Alterations? 

A  problem  of  some  moment  in  the   ready-to-wear   department — some  of  the 

advantages    of    charging — Greater    uniformity    in    prices    is    provided    in  this 

way — A  system  which  has  been  found  effective. 


SHOULD  a  charge  be  made  for  alterations? 
This  is  a  moot  question  with  all  merchants 
selling  garments  for  women,  and  opinions 
differ  very  widely.  A  discussion  of  the  question  will, 
therefore,  be  in  order. 

Merchants  who  do  not  believe  in  charging  for 
alterations  are  actuated  by  a  desire  for  more  sales. 
They  believe  that  to  offer  to  make  any  garment  to 
suit  the  customer  is  an  inducement  to  customers 
to  buy. 

On  the  other  hand,  it  must  be  considered  that 
the  price  of  a  garment  is  fixed  without  allowing  for 
the  cost  of  alterations.  If  it  is  found  necessary  to 
send  it  through  the  workroom  before  the  customer 
will  accept  it,  and  no  extra  charge  is  made,  the  cost 
of  the  work  and  material  used  in  the  alterations  must 
be  taken  out  of  the  profit.  In  the  end,  the  cost  of 
the  upkeep  of  a  workroom  must  be  met  out  of  the 
business  and  must,  therefore,  be  provided  for.  This 
means  that  the  selling  price  of  the  goods  will  be  fixed 


SUIT 


SUIT 


Data 


Prlee 

Sales  Person 

EXTRA 

"  Alt. 

Flttar 

Total 

Rat'd  to  Stock 

Deposit 

Charged  to 

Bal. 

Dale  COO. 

Baste  Fitting 

Data  to  be  finished 

Call 

Ship 

Special 

O.K. 


Bookkeeping  slip    from    alteration  card. 

at  a  figure  bearing  a  share  of  the  cost  of  that  de- 
partment. 

Getting  right  down  to  a  close  consideration  of 
the  matter,  it  is  not  at  all  certain  that  making  alter- 
ations free  is  an  inducement  to  bigger  sales.  If  the 
merchant  has  adopted  the  principle  of  charging  for 
repairs,  he  knows  that  he  has  no  loss  to  anticipate 


from  that  quarter,  and  can  probably  make  a  closer 
figure  on  the  selling  price  of  his  cost.  This  will 
prove  a  factor  in  increasing  sales. 

Another  consideration  is  the  advisability  of  estab- 
lishing uniformity  in  prices;  and  there  can  be  no 
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Date  for  fitting 

to  be  finished 
Operator 


COAT. 


FITTER'S  SPECIAL  INSTRUCTIONS 


Name 


Slip  to  be  attached  to  coat. 

doubt  that  charging  for  alterations  makes  for  unifor- 
mity. Under  the  other  system,  one  customer  finds  a 
coat  or  suit  which  fits  perfectly  and  pays  the  same 
price  as  another  customer  who  has  extensive  altera- 
tions made.  If  the  matter  is  closely  traced,  it  will 
be  seen  that  the  first  customer  has  helped  to  pay  for 
the  alterations  made  for  the  second  customer. 

Quite  a  large  number  of  firms  have  adopted  sys- 
tems for  charging,  which  have  been  found  satisfac- 
tory. One  firm  have  adopted  a  plan  with  many  good 
points  which  will  be  found  interesting:  The  gar- 
ment that  goes  from  the  garment  department  to  the 
alteration  room  for  changes,  goes  directly  to  the  alter- 
ation room  bookkeeper,  who  is  held  responsible  for 
the  garments  turned  into  her  department.  The  fitter, 
into  whose  charge  the  fitting  is  given,  fixes  the  ap- 
pointment with  the  purchaser  at  the  convenience  of 
the  customer.  The  bookkeeper  files  the  alteration 
card,  turning  over  the  garment  with  that  part  of 
the  card  that  gives  instructions  as  to  the  changes  to 
be  made.  Other  than  the  bookkeeper  in  the  depart- 
ment, no  one  in  that  store  department  knows  the 
name  of  the  purchaser  of  the  garment.  The  appoint- 
ment card  is  retained  by  the  customer. 

In  connection  with  this  system,  the  accompany- 
ing forms  are  found  necessary.  It  will  be  noticed 
that,  not  only  are  complete  instructions  given,  but 
the  possibility  of  mistakes  is  reduced  very  consid- 
erably. 
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Fashions  at  Vice-Regal  Drawing   Room 

Some  of  the  styles  seen  at  important  social  functions  at  Ottawa — Absence  of 

court  trains  a  noteworthy  feature — Costumes,  however,  were  very  elaborate — 

Most  of  the  ladies  carried  flowers. 


THEIR  Royal  Highnesses,  the  Duke  and 
Duchess  of  Connaught,  held  their  second 
Canadian  Drawing-Room  at  Ottawa.  The 
function  was,  as  usual,  held  in  the  Senate  Chamber 
and  was  attended  by  over  eleven  hundred  pei'sons 
prominent  in  the  social  and  military  life  of  the 
Dominion. 

This  season  the  edict  had  gone  forth  that  court 
trains  were  not  expected  at  the  Drawing-Room  and 
as  a  result  very  few  were  seen,  favor  being  accorded 
the  short,  round,  pointed  or  "fish"  variety.  A  few 
regulation  court  trains  were  worn,  perfectly  straight 
and  smooth,  narrowing  slightly  towards  the  waist, 
and  caught  either  on  the  shoulders,  or  half-way 
between  shoulder  and  waist.  One  monstrosity,  how- 
ever, of  heavy  yellow  chiffon  heavily  lined  with 
satin  was  caught  by  pleated  strands  at  the  waist 
line  and  also  on  each  shoulder  and  trailed  straight 
out  about  two  yards  behind  the  wearer. 

GOWNS  WERE  VERY  ELABORATE. 

The  absence  of  court  trains,  however,  did  not 
prevent  the  gowns  being  on  an  exceedingly  elaborate 
scheme.  Light  and  vivid  colors  predominated.  Ma- 
terials comprised  the  richest  of  fabrics  from  the 
sheerest  of  chiffons  and  shadow  laces  to  the  most 
sumptuous  of  brocades  in  velvet  and  satins,  with 
combinations  of  two.  three  or  more  colors  and  ma- 
terials. 

Satin,  charmeuse.  or  duchesse,  formed  the  foun- 
dation of  most  of  the  gowns,  which  were  then  veiled 
and  trimmed  in  every  conceivable  fashion,  with 
chiffon,  draped  or  pleated:  lace.  Irish  crochet.  Lim- 
erick, Brussels,  or  shadow;  Brussels  net,  embroidered 
in  every  possible  style  in  silks  and  beads;  dew-drop 
net,  jewelled  tissues,  ninons,  marquisettes,  crepes, 
plain  and  flowered  and  velvet  brocaded  chiffon-. 

Sleeves,  even  in  the  most  elaborate  costumes, 
were  noticeably  longer  than  those  worn  last  year, 
and  the  corsage  noticeably  higher  and  generally 
square  or  pointed,  rather  than  round,  the  pointed 
effects  usually  showing  a  soft  fold  cutting  off  the 
point  in  front.  Panniers  were  a  feature  of  many 
gowns  worn  on  slight  figures,  but  in  every  case  so 
arranged  as  to  preserve  the  narrow  silhouette.  Gir- 
dles were  of  ribbon,  softly  folded,  or  of  thick,  soft 
cord. 

Jewelled  and  beaded  embroideries  were  very 
much  in  evidence,  and  among  them  bead  embroid- 
ery like  that  done  on  canvas  in  the  olden  times,  one 
dnintv  debutante  frock  of  ivory  charmeuse  having 


an  overdress  of  ninon  with  border  and  motifs  of  this 
embroidery,  quaint,  old-fashioned  looking  pink 
roses  and  buds  and  shaded  green  leaves  on  a  ground 
work  of  white  and  transparent  beads. 

Gowns  of  velvet  and  brocaded  satin  were  made 
with  corsage  and  sleeves  of  jewelled  net,  shadow  lace 
or  other  rich  sheer  materials.  Jewelled  mesh  of  var- 
ious sorts  was  worn  as  tunic  and  corsage  drapery; 
sparkling  in  silver,  jet,  crystal  or  opalescent  brillian- 
cy. Brocaded  velvet  and  charmeuse  were  combined 
in  underskirt  of  the  satin,  with  overskirt  of  brocade 
and  bodice  of  brocade  and  lace. 

Flounces  of  lace  in  the  finer  varieties  were  a  fea- 
ture of  a  number  of  dainty  gowns  worn  by  slender 
people,  the  foundation  of  satin  with  one,  two  or  three 
depths  of  lace,  worn  with  short  tunic  of  pearl  or 
crystal  embroidered  chiffon  or  ninon. 

The  sheerest  of  crepe  de  chine,  richly  embroider- 
ed in  silk  or  lace  was  used  to  veil  or  drape  both  satin 
and  velvet  gowns,  some  of  the  draperies  being  most 
intricately  done. 

While  almost  all  the  ladies  wore  the  regulation 
veil  and  feathers,  a  few  availed  themselves  of  the  fact 
that  the-e  were  not  necessary,  and  wore,  instead, 
thick  sprays  of  osprey  fastened  with  jewelled  pins  or 
ornaments.  A  great  many  hair  ornaments  were 
worn  in  addition  to  veil  of  feathers,  chiefly  in  flat 
jewelled  effects  in  bars  or  ornamental  settings  and  in 
bandeaux,  the  narrow  single  strand  of  rhinestones 
being  especially  favored.  At  the  Opening  of  Parli- 
ament the  pearl  rhinestone  bandeaux  were  particu- 
larly popular,  many  of  the  former  finishing  in  heavy 
pearl  drops  about  the  ears. 

SATIN  SLIPPERS   WORN. 

The  slippers  worn  were  chiefly  of  satin,  match- 
ing the  gown  in  color,  of  black  satin  or  velvet,  fin- 
ished with  large  square  rhinestone  buckles,  or  of 
cloth  of  gold  or  silver,  with  tiny  ornamental  silver  or 
rhinestone  ornaments,  which  added  an  attractive 
sparkle,  without  detracting  from  the  general  rich- 
ness of  the  shoe  itself.  The  slender  Cuban  or  modi- 
fied French  heel  and  slenderly  rounded  toe  were  fea- 
tures of  the  general  style. 

THE    JEWELRY   WORN. 

Diamond  tiaras  and  bandeaux  featured  at  the 
Opening  as  coiffure  jewels,  and  both  on  that  day  and 
at  the  Opening  there  was  a  perfect  blaze  of  gems. 
Diamonds  were  in  leading  place,  with  pearls  a  close 
second,  worn  as  necklets,  collars,  and  in  long  ropes 
encircling  the  neck  and  falling  quite  to  the  waist.  A 
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Referring  to  Dresses 

New  Dresses  in  Serge,  Ratine, 
Voile,  Crepe  Meteor,  Mes- 
saline,  etc. 

The  latest  style  ideas  have 
been  adapted  in  these  fabrics 
with  the  result  that  they  offer 
many  innovations  certain  to 
win  the  approval  of  customers 
who  know  and  demand  the 
very  last  cry  of  fashion. 

This  line  should  be  seen  with- 
out failasitsmanysellingpoints 
are  apparent  at   first  glance. 

The  Laurel  Manfg.  Co. 


60-68  BAY  ST. 


TORONTO 


Referring  to  Suits 


Our  extensive  range  for  Spring 
is  now  complete  and  we  are 
confident  the  line  will  appeal 
to  every  critical  buyer. 

Special  efforts  have  been  made 
in  the  selection  of  cloths  and 
this  combined  with  Style  Fea- 
tures by  clever  designers,  make 
the  line  worthy  of  the  closest 
attention  by  suit  experts. 

Do  not  fail  to  make  an  ap- 
pointment with  our  salesman 
when  he  is  in  your  locality,  or 
to  visit  our  showroom  when  in 
the  market. 

The  Laurel  Manfg.  Co. 


60-68  BAY  ST. 


TORONTO 
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Moving  to  a  new 
home  four  times 
as  large  as  our 
present  one. 


Having  outgrown  our  premises  and  to  live  up  to 
the  W-W  policy  of  unparalleled  service,  we  were 
forced  to  seek  larger  quarters  in  which  to  carry 
on,  under  the  best  possible  conditions,  the  manu- 
facture of  our  high  grade  coats  and  suits. 

II  is  therefore  with  pleasure  that  we  herewith 
announce  to  the  trade  that,  with  the  added  faci- 
lities of  a  factory  four  times  the  size  of  our 
present  one,  we  will  be  able,  even  with  the  tre- 
mendous increase  of  business  which  forced  us  to 
make  the  change,  to  give  our  usual  prompt  and 
careful    service. 

Our  new  address  will  in  the  future  be  58  FRONT 
STREET  WEST,  in  place  of  161  Spadina  Ave.. 
and  we  hope  in  our  new  abode  to  continue  to 
deserve  the  liberal  patronage  of  our  many  friends 
throughout  the  trade  that  we  have  received  and 
which  warranted  the  above  change. 

The  Spring  samples  are  now  on  the  road. 


The  Wilson-Waldman  Costume  Co. 


58  Front  Street  West 


TORONTO 
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SNAPPY      NEW     STYLES 

You  will  appreciate  tne  handling  of  our  line  wken  you  see  tnrougn  the  Spring  range 
TRAVELLERS    NOW    ON    THEIR    GROUND 

&♦  S.  Jfatrbatrn  Co.,  Htmiteb 

107  £>tmcoe  Street,  Toronto 

MJitt-J&tteititnts— Jf.  3.  &nigf)t,  atj 


jiresibent — 3Rf)ps  39.  Jfairbairn 


C.  Cliff 
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F1564 
$27.00     Doz. 


Spring  1913 


Our  travellers  are  now  on  the  road 
showing  our  range  of  Misses'  and 
Ladies'  Colored  and  Fine  Lingerie 
Dresses,  which  cover  a  full  assort- 
ment of  the  newest  fabrics  for  the 
coming  season. 

These  five  lines  show  snappy  models  : 


F.  1564 
$27.00  Dozen 


F1562 
$27.00    Doz 


F.  1562 
$27.00  Dozen 

Misses'  dress  trim- 
med Pique  collar 
and  cuffs.  Fancy 
tie  effect  down  front 
with  pearl  buttons. 
Made  in  tan,  navy 
and  sky.  Misses' 
dress  14,  16  and  18 
years. 


Stripe  Ging  liam 
dress  with  dainty 
touch  of  embroid- 
ery around  collar, 
front  and  cuffs. 
Check  patterns. 
Made  in  Grey,  Navy, 
Sky  and  Pink,  32 
to   42. 


F.  1567 
$28.50  Dozen 

Duck  dress  with 
sailor  collar  and 
cuffs,  tie  trimmed 
Soutache  Braid, 
front  closing  with 
large  pearl  buttons. 
Made  in  white  and 
sky,  white  and  tan, 
tan  and  white,  and 
sky  with  white. 
Sizes  32  to  42. 


F. 1552 
$15.00  Dozen 

Fancy  print  dress 
with  fancy  yoke  in 
contrasting  color. 
Trimmed  Pearl  But- 
tons. Made  in  sky, 
tan  and  navy.  Sizes 
32  to  42. 

F.  1568 
$15.00  Dozen 

Check  Gin  g  h  a  m 
dress,  yoke  and 
s  1  e  eves  trimmed 
with  material  of 
contrasting  shade. 
Made  i  n  Black 
check,  tan,  pink, 
hello,  sky  and  navy. 
Sizes  32   to  42. 


R.  D.  Fairbairn  Co.,  Limited 


107  Simcoe  Street 

President 
Vice-Presidents 


Toronto 

Rhys  D.  Fairbairn. 
F.  J.  Knight,  W.  C.  Cliff 


F1567 
$28.50    Doz. 


FI552 
$15.00  Doz 
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few  colored  stones,  emeralds,  turquoise,  amethysts 
and  corals  were  seen  in  cases  where  they  harmonized 
with  the  costume,  and  a  number  of  cases,  two  or  three 
necklaces  of  varying  lengths  were  worn  at  the  same 
time. 

FLOWERS   MOST   POPULAR. 

Fancy  fans  tins  year  were  few  and  far  between 
and  in  most  cases  carried  only  by  the  older  ladies. 
Jewelled  lorgnettes  were  popular,  but  by  far  the 
greater  number  of  ladies  carried  flowers,  showers  or 
sheafs,  of  roses,  red,  yellow  or  pink,  orchids,  lilies- 
of-the-valley,  and  chrysanthemums.  In  some  cases, 
Mowers,  especially  violets,  were  worn  as  a  corsage 
decoration. 

©— — 

Store  that  Suggests  System 

Ryan  Bros.,   Owen  Sound,  have  effective 
arrangement  of  department  —  Bright  dis- 
play a  strong  factor  —  Methods  of  stock- 
keeping. 

In  connection  with  their  stock  record  system, 
Ryan  Brothers,  Owen  Sound,  adopt  an  idea  which 
enables  a  manager  or  salesman  to  tell  at  a  glance,  on 
looking  through  his  stock,  just  what  lines  are  in  need 
of  attention.  Particularly  is  it  applicable  to  the  fabric 
stock.  On  goods  being  received,  they  are  marked 
with  a  figure  line  index,  as  for  example,  1939,  in 
which  each  figure  has  special  significance.  The  line 
also  corresponds  with  an  entry  in  the  stock  book. 
On  looking  through  his  stock  the  manager  imme- 
diately knows  from  the  first  number,  in  the  series 
given  above,  that  the  goods  were  carried  over  from 
last  year,  the  "one"  representing  1911,  while  the 
other  numbers  will  also  convey  certain  information. 
He  immediately  investigates  the  history  of  the  goods, 
why  it  is  hanging  fire,  what  its  prospects  are,  where 
the  fault,  if  any,  originally  lay,  and  the  steps  neces- 
sary to  make  it  move  immediately. 

This  idea  is  only  part  of  the  excellent  system  in 
the  Ryan  store  which  is  thoroughly  departmentalized 
and  complete  records  kept  of  each  section,  thus  mak- 
ing buying  and  selling  statistics  for  any  period  easily 
available  for  comparison  and  guidance,  showing  also 
important  developments,  changes  and  fluctuations. 

For  excellent  arrangement,  and  neat,  bright,  up- 
to-date  appearance  the  Ryan  store  in  Owen  Sound 
is  one  of  the  most  notable  in  Western  Ontario.  It 
has  a  width  of  about  45  feet  and  a  depth  of  150  feet. 
Two  floors  of  this  size  and  another  about  one-third 
less  are  occupied  by  departments — ready-to-wear  on 
the  second  floor  and  housefurnishings  on  the  third 
floor.  Reserve  stock  is  carried  in  the  basement.  The 
arrangement  of  the  main  floor  is  such  that  it  is  open 
to  the  full  view  of  the  elevated  office  in  the  rear  and 
in  fact  the  central  fixtures  are  of  a  height  which  does 
not  obstruct  the  impression  of  size  and  appearance 
which  may  be  obtained  from  any  point.     The  goods 


are  well  displayed.  For  example,  in  the  dress  goods 
section,  small  tables  divide  the  wide  aisle  in  two,  and 
on  these  neat  drapes  of  the  latest  fabrics  are  dis- 
played. These  undoubtedly  help  to  sell  the  goods 
by  their  suggestiveness.  On  a  form  in  this  same  de- 
partment is  posed  on  an  elevated  base  a  figure  attired 
in  one  of  the  latest  style  creations.  This  also  has  a 
suggestive  value  to  the  customer,  and  so  it  is  in  every 
department.  The  ledges  are  neatly  trimmed  and  in 
every  sense  the  appearance  of  the  store  suggests  an 
appreciation  of  modern  methods.  The  windows  are 
also  in  accord  with  this  idea.  At  the  rear  of  the  store 
is  a  drinking  fountain  at  which,  to  use  Mr.  Ryan's 
own  words,  customers,  salespeople  and  traveling  sales- 
men refresh  themselves  with  "the  best  drinking  water 
in  Canada." 

@ 

Modes  That  May  Influence  Spring  Styles 

(Continued  from  page  168) 
A  model  for  the  Riviera  was  of  light  weight  pale 
grey  wool  velour  de  laine.  The  blouse  jacket  was 
cut  low  and  finished  with  a  shawl  collar  of  silver 
brocade  and  all  the  edges  of  the  coat  defined  by  a  line 
of  silver  soutache.  The  skirt  was  slightly  darker 
than  the  coat,  the  right  side  being  slightly  longer  and 
draped  up  under  a  large  ornamental  silver  cabochon 
or  button.  Another  model  was  of  ribbed  gold  colored 
silk,  and  a  costume  showed  by  the  same  model  house 
was  of  brocaded  and  plain  silk  cashmere  in  wood 
brown.  The  jacket  was  of  the  brocade  and  was  belt- 
ed in  with  old  gold  soutache  and  had  frogs  of  the 
same.  Very  striking  was  a  Halle-Diemer  costume 
with  a  low  cut  jacket  of  geranium  and  black  ribbed 
silk  with  the  decollete  finished  with  a  ruching  of 
black  tulle.  The  skirt  was  composed  of  three  tiers  of 
funnel-shaped  flounces,  and  the  waist  finish  was  a 
srish  made  of  a  narrow  striped  Roman  scarf. 

SEMI-DUTCH   COLLARS   SHOWN. 

Paris  shops  are  making  a  large  display  of  neck- 
wear novelties  for  the  Christmas  trade.  The  Robes- 
pierre effects  are  now  relegated  to  the  background  or 
are  so  changed  as  to  hardly  come  under  that  name. 
Many  of  the  new  collars  are  semi-Dutch,  and  the  best 
liked  seem  to  be  of  pleated  net  bordered  with  a  picot- 
edged  lace.  On  either  side  deep  jabot  revers  fall 
made  of  pleated  net  bordered  on  both  the  bottom  and 
sides  with  Malines  lace  the  pleats  held  in  place  by 
small  pearl  rhinestone  and  jet  buttons.  Another 
turned  down  collar  has  a  graduated  jabot  of  net  with 
scalloped  and  dotted  edge  embroidered  in  floss  silk 
and  the  pleats  held  in  place  across  the  top  by  a  row 
of  small  jet  buttons.  Pleated  net  and  pleated  tulle 
novelties  are  extensively  shown  but  the  Medici  col- 
lars are  still  good  and  are  included  in  the  collections 
seen  in  all  the  best  houses. 

Narrow  bands  of  skunk  and  ermine  appear  on 
lace  jabots  and  ostrich  fringe  is  a  new  idea  in  neck 
wear  trimming. 
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Ref.   50 


MORGAN  &  TAYLOR,  LTD. 

LONDON,  ENGLAND 


Smart  Clothing  for  Sporting 
and  Outdoor  Wear 

Made  Expressly  to  Canadian  Requirements. 

This  month  we  illustrate — 

No.  50 — Men's  Chamois  Waistcoats  in  finest 
quality  skins,  light  and  serviceable. 

No.  106 — Ladies'  Sports  Coat  in  finest  selected 
Velvet  Leather  with  a  warm  Fleece  Lining. 
Hat  to  match.      Ref.  No.  107. 


These  garments  are  in    such   great  demand,  that  to  ensure  delivery,  you 
should  place  your  order  at  once  with 

SEWARD  BROS.,  251  St.  James  St.,  Montreal 

Telephone  Main  4179       ' 


Ref.    106 


THE  OCEAN  BATHING  SUIT  CO. 

29-35  WEST  HOUSTON  STREET 

NEW    YORK 


Manufacturers  of 

Ladies',  Misses',  Men's  and  Boys' 

BATHING    SUITS 

AND     SUPPLIES 
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SUMMER  WEAR 
FOR  JUVENILES 


The  characteristic  feature  of  our  Summer  range 
of  Juveniles  is  the  newness  and  up-to-dateness 
of  the  designs.  This  is  because  we  SPECIAL- 
IZE in  Juveniles. 

The  characteristic  feature  of  every  garment  is 
the  excellence  of  the  shape,  make,  and  finish. 
Specialization  produces  the  very  best. 

The  serges  used  are  made  by  Hamlyn  Bros., 
Ltd.,  whose  Mills  are  at  Buckfastleigh,  Devon- 
shire, which  is  a  guarantee  of  durability  and 
permanence  of  color.  They  are  makers  of  the 
celebrated  "DEVONIA"  plain  and  fancy 
coatings. 

Boys'  Washing  Tunic  Suits  in  all  new  shapes 
and  styles;  Boys'  Washing  Sailor  Suits,  correct 
in  shape  and  detail;  Sailor  Blouses,  with  fast  dye 
navy  Collars  and  Cuffs,  and  everything  for  the 
Juvenile  department. 


TALFORD 


VANCOUVER,  B.C. 

E.  W.  DEAN.  P.O.  BOX  942 


LANCASTER  &  CO.  ■  imo.  Ltd. 


VICTORIA  FACTORY    ■ 
35-37  NOBLE  STREET 


■     PLYMOUTH 
-     LONDON.    E.C. 


MONTREAL 

Harrower  &  Johnston.  301  St.  James  St. 


Our  Dainty  Spring  Dresses 
Will  Please  Young  Women 


With  the  New  Year  comes  the  cap-sheaf  of  the  Feick  suc- 
cess in  the  capacity  of  the  complete  Spring  1913  showing  of 


tg£&$t 


Misses' 


Dresses 


Since  we  inaugurated  this  department  in  our  business  we  have 
had  success  unqualified.  Our  styles  appeal  to  and  please  the 
young  women — the  dainty,  particular  miss.  We  guarantee 
every  number  in  our  range  to  be  made  of  materials  consistent 
with    good    value.      Our   workmanship   is   perfection    itself. 

:  :        Write  for  samples  and  prices — write  now       :  : 


THE    FEICK    MFG.    COMPANY 

BERLIN  ONTARIO 
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The  "QUALITY"  Stamp 

The  Artistic 
Silk  Woven  Label 

JTROM  the  day  your  labelled  goods 
leave  the  store  until  they  are 
relegated  to  the  fag  picker's  wagon 
on  their  way  to  the  paper  mill  or  else- 
where, this  label  is  advertising  you. 
It  shows  up  in  the  mbst  opportune 
places  and  speaks  well  of  your  store. 
Can  you  afford  to  not  label  your 
goods  ? 


SEND   TO-DAY  FOR 
SAMPLES  AND  PRICES 


Colonial  Weaving  Co.,  Ltd. 

PETERBOROUGH,   ONT 


a 


Every  Ambitious  Merchant 


SHOULD 
READ 

SALES 
PLANS 

A  collection  of 
three  hundred 
and  thirty- 
three  success- 
ful ways  of 
getting  busi- 
ness, including 
a  great  variety 
of  p  r  a  c  t  i  eal 
plans  that  have 
been  used  by 
retail  mer- 
chants to  ad- 
vertise and  sell 
goods. 

PRICE  $2.50 

All  Orders  Payable  in  Advance 
TECHNICAL      BOOK      DEPARTMENT 

MacLEAN    PUBLISHING     CO. 

143-149  UNIVERSITY  AVENUE    ::    TORONTO 


HEREVER  neatness  and 
fashion  in  children's  wear 
congregate  you  will  find 
that  Efje  fktncestf  Breaa 
is  the  choice  of  even  the 
most  particular  buyer. 
Their  style  and  smartness  appeal 
to  the  parent,  and  their  appearance 
is  graceful  and  pleasing. 


We  are  very  proud  of  our  list  of 
customers,  which  includes  the  lead- 
ing concerns  of  this  country ;  and 
we  could  ask  no  higher  endorse- 
ment of  our  goods  than  their  know- 
ledge of  what  is  correct  for  children. 

iPrmceag  Garment 
Co. 

EXCLUSIVE     MANUFACTURERS 
OF     CHILDREN'S     DRESSES 

Our  New    Address: 

83-85-87    DUKE    STREET 


Toronto 


Canaba 
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REMOVED       > 


TO 


245-251   SEVENTH  AVENUE 

NORTH-EAST  CORNER   OF  24th  STREET 

BRODY   &  FUNT 
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Trade  Mark  Registered -TUB   SUITS 
Canadian  Representative!:  M.  SLABOSKY        Merchants  Bank  Bldg.,  Montreal 


COR.     ST.     CATHERINE     and     UNIVERSITY     STS. 
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WHERE  KNOWLEDGE  IS    POWER 
'TIS  FOLLY  TO  BE  IGNORANT 


Particularly 

if    that    knowledge    can  be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over 
400  pages,  COO  illustrations;  covers,  to  the  smallest  detail,  the 
following  subjects  Window  Trimming,  Interior  Decorating, 
Window  Advertising,  Mechanical  and  Electrical  Effects,  in  fact 
everything  of  interest  to  the  modern,  up-to-date  merchant  and 
decorator.     Price,    postpaid    $3.50 

Window  Trimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  COO 
illustrations,  showing  every  move  in  trims  pictured.  A 
complete  course  in  Men's  Wear  Trimming.  Handsomely 
bound   in  cloth.     Price,  prepaid   $1.25 


Sales  Plans 

A  collection  of  333  successful  ways  of  get- 
ting business,  including  a  great  variety  of 
practical  plans  that  have  been  used  by  retail 
merchants  to  advertise  and  sell  goods.  Sent 
prepaid   to  any   address.      Cloth    binding.  .$2.50 


Card  Writers'  Chart 


A  complete  course 
in  the  art  of  mak- 
ing display  a  n  d 
price  cards  and 
signs.  Beautifully 
printed  in  six  col- 
ors and  bronze.  In- 
cludes specially  rul- 
ed practice  paper 
Some  of  the  sub- 
jects treated  are: 
First  P  r  a  c  t  i  c  e  , 
Punctuation,  Com- 
position, Price 
0  a  r  d  s  ,  Directory 
Cards,  Spacing, 
Color  Combinations, 
Mixing  Colors.  Or- 
namentations. Ma- 
terials Xeeded,  etc. 
Price  post  paid. 
$1.50 


Retail 

Advertising 

Complete 

This  book  covers 
every  known  me- 
thod of  advertis- 
ing a  retail  busi- 
ness; and  an  ap- 
plication of  the 
ideas  it  expounds 
cannot  help  but 
result  in  increas- 
ed business  for 
the  merchant  who 
applies   them. $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  card- 
board and  fit  into  the  book  loose  leaf. 
This  system  lias  the  advantage  of  en- 
abling the  Student  in  practice  to  work 
without  a  cumbersome  book  at  his 
elbow. 


Besides  the  fifty  lesson  plates,  this 
book  contains  over  seventy  instructive 
illustrations  pertaining  to  this  interest- 
ing subject,  and  over  three  hundred 
reproductions  of  show  cards  executed 
by  the  leading  show  card  artists  of 
America.  Bound  in  green  cloth.  Sent 
postpaid  for   $2.50 


1000  Ways  and  Schemes  to  Attract  Trade 

A  book  that  swells  sales  anil  increases  profits.  There  has  never  before  been  published  a  book 
like  this.  It  gives  brief  descriptions  of  over  1,000  ideas  and  schemes  that  have  been  tried  by  the 
most  successful  retail  merchants  to  bring  people  to  their  stores  and  to  sell  goods.  If  you  try  a 
scheme  every  day.  there  will  be  in  it  enough  separate  and  numbered  suggestions  to'  last  you 
nearly  three  years  without  repeating  a  single  one.  A  few  of  the  ideas  in  one  chapter:  An  Anniver- 
sary Scheme  with  Excellent  Points — A  Sign  That  Made  Money  for  its  Maker — Advertising  Dodge 
and  Clever  Salesman — A  Contest  that  Boomed  Trade — Giving  Unique  Publicity  to  a  New  Depart 
nient- A  Baby  Day  that  Drew  a  Crowd  -Money  Makers  in  Many  Different  Lines — Plan  for  Intro 
ducing  a  New  Brand  of  Goods  that  Proved  a  Winner  -Artistic-  Ways  of  Displaying  Goods-  Days 
Devoted  to  a  Particular  Class  of  Customers  Many  Window  'Prims  Out  of  the  Ordinary — In  tliis 
chapter  are  seventy-four  separate  and  clislinet  ideas  that  have  been  successfully  carried  out  by 
as  many  different  merchants.  There  are  13  more  chapters  and  934  more  schemes  just  as  good  as 
these,  208  Pages  9Vs:x7,  and  180  Illustrations.  Printed  on  the  best  white  paper  and  bound  in  a 
handsomely   ornamented    cover.      Price    postpaid,    $1.00. 

All  book*  sent  postpaid  on  receipt  of  price. 

MacLEAN   PUBLISHING  CO.,  Technical   Book  Dept. 


143-149  University  Ave. 


TORONTO 
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A  GOOD  start  is  half  the  battle.  When  a  man 
starts  the  day  wrong,  he  generally  finds  that 
things  continue  to  go  wrong  all  day.  Mistakes  crop 
up,  delays  occur,  luck  breaks  the  wrong  way  every 
time.  On  the  other  hand,  if  he  gets  up  in  the  morn- 
ing feeling  bright  and  fit  and  willing  to  work,  things 
generally  come  right  the  day  through.  He  surmounts 
obstacles  with  care,  luck  runs  his  way  and  if  per- 
chance it  turns,  he  disregards  it.  A  day  started  well 
proves  a  useful,  satisfactory  kind  of  a  day  all 
through. 

The  same  applies  to  a  certain  extent  to  starting 
the  year.  Get  off  to  a  good  start,  lay  your  plans  well 
in  advance  and  on  a  good  basis,  introduce  some 
sound  new  resolutions  into  your  scheme  of  things, 
and  you  can  depend  on  a  prosperous  year.  Disap- 
pointments will  crop  up  and  setbacks  will  be  experi- 
enced, but  the  impetus  given  by  a  good  start  will 
never  be  absolutely  lost. 

Merchants  can  apply  this  to  their  business  with 
good  results.  Start  out  well  by  putting  your  busi- 
ness on  a  sound  basis  and  injecting  a  little  extra 
ginger  into  your  methods  and  the  results  will  soon 
be  apparent.  Cleaning  the  stock  by  the  inventory 
sale  route  is  one  of  the  most  essential  steps.  A  com- 
plete renovation  of  the  store  will  add  a  lot  to  its 
appearance;  and  it  must  be  borne  in  mind  that  the 
attractiveness  of  the  store  is  a  salesmaking  factor. 

No  store  is  so  well  managed  and  regulated  that 
there  is  no  respect  in  which  improvement  could  be 
made.  Each  merchant  knows  just  where  the  weak- 
ness of  his  system  lies,  and  is  anxious  to  find  tin 
remedy.  The  remedy  can  be  found  by  careful 
study.  Once  found,  it  should  be  vigorously  applied ; 
and  there  is  no  time  of  the  year  when  such  remedies 
can  be  so  readily  applied  as  at  the  first  of  the  year. 


A  boy,  not  long  ago,  was  picking  mushrooms  on 
the  outskirts  of  a  town.  A  gentleman  who  came 
along  while  he  was  at  the  work,  thought  that  he  was 
none  too  careful  in  his  selection  of  the  fungi. 


"Are  you  sure  those  are  all  mushrooms — that 
there  are  not  toadstools  among  them?"  he  asked. 

"Oh !  It  doesn't  make  any  difference  to  me,"  an- 
swered the  boy.    "I  don't  eat  them.    I  sell  them." 

This  unconscientious  youth  might  be  likened  to 
many  of  the  so-called  business  men  of  to-day  who  do 
not  appear  to  be  particular  about  the  quality  of  the 
goods  they  offer  to  customers.  As  long  as  the  ap- 
pearance of  the  goods  offered  is  such  as  to  make 
them  saleable,  they,  like  the  boy  selling  the  mush- 
rooms, are  apparently  ever  willing  to  make  a  sale. 

Such  a  policy  may  be  all  right  for  the  fly-by- 
night  man,  whose  aim  is  to  reap  immediate  profits 
only  and  not  to  establish  the  confidence  of  his  cus- 
tomers, but  the  man  who  expects  to  continue  in  busi- 
ness and  build  up  a  sound  trade  is  certainly  unwise 
to  operate  along  these  lines. 


IT  is  some  satisfaction  to  know  in  dollars  and  cents 
what  the  net  profits  of  the  business  are  from  year 
to  year.  This  cannot  be  secured  unless  the  merchant 
knows  his  sales,  cost  of  goods  sold,  his  overhead  sell- 
ing expenses  and  the  goods  on  hand  at  beginning  and 
end  of  the  year. 

The  majority  of  good  business  men,  of  course, 
know  these  things.  They  go  into  business  at  the 
beginning  of  each  year  with  their  eyes  open,  know- 
ing what  they  have  spent  the  preceding  year,  to  get 
what  they  have  now. 

This  should  not  be  the  case  with  a  number,  or 
even  a  majority.  Every  merchant  should  have  his 
annual  financial  statement  at  the  end  of  his  finger 
so  that  he  can  account  for  everything.  What's  the 
use  of  spending  one's  best  efforts  along  lines  that 
bring  little  remuneration?  A  close  inspection  into 
the  operation  of  the  business  will  reveal  the  mistakes 
and  clear  away  the  obstacles  for  the  year  to  come. 

Tf  there  is  anyone  who  has  not  a  financial  state- 
ment prepared  for  the  past  year,  or  in  the  course  of 
preparation,  why  not  begin  now  for  next  year. 
Take  an  inventory  of  the  goods  on   hand  to-day. 
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Kenreign  Weatherproofs 

Sporting  Coats 

for 

Spring  and  Summer 

Short,  Three-quarter  and  Full  Lengths 

All  the  new,  nobby  and  attractive  shapes  which 
are  to  be  in  vogue  for 

Golfing  Boating 

Tennis  Motoring 

Beach  and  Country  Wear 

Kenyon  Coats  are  known  by  name  and  reputation 
to  almost  every  man  and  woman  who  is  likely  to  be 

your  customer. 

Write  for  Swatches 

C.  Kenyon  Company 

Fifth  Avenue  Building,  23d  Street  and  5th  Avenue 
New  York 

New  Chicago  Salesrooms  Boston 

Congre»«  and  Franklin  Sts.,  Now  Open  501   Washington  Street 
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Selling  Unshrinkables 

There  is  a  big  demand  for  such  goods  from 
surgeons,   grocers,   waiters,  etc. — Difficul- 
ties formerly  found  in  supplying  garments 
which  would  fit  properly. 

According  to  an  estimate  made  two  year?  ago, 
7  per  cent,  of  the  population  of  Canada  are  users 
of  washable  cunts.  While  7  per  cent,  was  a  safe  es- 
timate and  was  well  known  not  to  exceed  that  num- 
ber, others  who  have  been  making  more  recent  estim- 
ates claim  that  now  the  number  has  increased  al- 
most to  10  per  cent,  of  the  population.  This  num- 
ber includes  barbers,  butchers,  grocers,  waiters,  den- 
tists and  doctors,  chiefly. 


One  of  the  new  styles  featured  in  the 
special  unshrinkable  duck  by  The 
Miller  Mfg.  Co.,  Ltd.,  Toronto. 

Up  to  the  present  time,  some  difficulty  has  been 
experienced  by  these  people  in  obtaining  a  good  fit 
in  these  coats.  A  coat  bought  to  fit,  on  being  washed 
was  liable  to  shrink  and  become  too  tight,  and,  if 
bought  to  allow  for  shrinkage,  in  many  cases  did  not 
shrink  as  much  as  expected.  Thus  a  coat  purchased 
too  large  presented  an  untidy  and  careless  appear- 
ance, but  on  the  contrary,  if  made  to  fit,  gave  dis- 
-atisfaction  afterwards  by  shrinking. 

For  this  reason  many  retailers  have  not  stocked 
these  goods  though  realizing  they  have  lost  consider- 
able trade  by  not  doing  so.     Recently,  however,  a 
garment  guaranteed  altogether     unshrinkable     has 
.been  placed  on  the  market.    Not  only  are  the  goods 
Rested  by  the  mill  and  guaranteed  unshrinkable,  but 
rthey  are  also  retested  a  second  time  by  the  manufac- 
turer, and  further  guaranteed  by  them. 

With  these  unshrinkable  goods  it  is  now  possible 
y&4jj.i;n.  onUgaxmenXs-which.  look  the  same  and  fit  as 


well  after,  as  before  washing.  The  retailer  will  thus 
no  longer  be  troubled  with  such  questions  as  "How 
will  this  coat  fit  after  it  is  washed?"  Tn  other  words, 
the  retailer  is  now  placed  in  a  position  to  make  defin- 
ite statements  and  talk  intelligently  about  the  future 
of  these  goods,  and  can  guarantee  the  satisfaction 
Ihey  will  render  the  purchaser  as  the  manufacturer 
has  adopted  a  special  four  strand,  double-cross  weave, 
Egyptian  cotton  duck  (every  yard  guaranteed  un- 
shrinkable and  perfect  under  a  double  inspection). 

These  coats  are  made  in  six  different  standard 
styles,  and  a  standard  price  both  to  the  trade  and  the 
consumer  is  placed  on  all,  and  will  be  strongly  adver- 
tised to  the  consumer. 

Most  of  the  largest  stores  have  already  devoted  a 
department  to  washable  clothing  and  are  pushing 
sales  strongly  along  these  lines  with  good  results. 
But  whether  a  whole  department  be  devoted  or  not 
there  is  now  greater  inducement  for  retailers  to  stock 
and  supply  the  great  demand  for  these  garments, 
and  by  catering  to  the  large  percentage  of  users  a 
good  trade  can  be  worked  up  with  a  class  of  men  who 
are  good  spenders  and  like  to  confine  their  trade. 


Make  Goods  Sell  Themselves 

Progressive  methods  adopted  in  men's 
wear  department  of  Dundas  &  Flavelle 
of  Lindsay,  Ont. — Good  displays  in  silent 
salesmen  —  Turning  current  events  to 
good    account 

Two  silent  salesmen  in  the  men's  wear  depart- 
ment of  Dundas  &  Flavelle,  Lindsay,  Ont.,  are  de- 
voted to  neckwear,  and  their  value  as  a  selling  agent 
ranges  high.  "They  sell  more  neckwear  than  a 
salesman  possibly  could,"  says  Mr.  White,  who  has 
charge  of  this  department.  "Especially  is  their 
value  shown  on  busy  days,  for  instance,  Saturdays, 
when  salesmen  are  kept  continually  engaged  in  serv- 
ing customers,  and  when  they  would  not  have  the 
time  to  show  the  goods  to  as  many  customers  as  are 
attracted  by  the  display.  The  silent  salesmen  do  the 
work  instead.  In  addition,  the  eye  of  many  a  per- 
son not  directly  interested  in  the  purchase  of  neck- 
wear at  the  moment  is  attracted,  and  sales  frequently 
result," 

The  displays  in  both  silent  salesmen  are  so  ar- 
ranged as  to  make  direct  sales  without  the  aid  of  a 
clerk.  They  are  in  fact  arranged  with  the  purpose 
of  being  salesmen.  Brass  rods  run  lengthwise  in  the 
cases,  one  above  the  other,  but  gradually  sloping  to 
the  rear.  The  manner  of  display  is  to  place  white 
handkerchiefs  folded  in  triangular  shape  over  the 
rod  first  and  then  rest  the  ties  on  the  handkerchief. 
Most  of  the  ties  being  of  dark  colors  show  up  to  ad- 
vantage on  the  white  background.  Each  one,  as 
well  as  the  display  as  a  whole,  has  a  very  attractive 
appearance. 
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Perrin's 
Gloves 


The  Man  Behind  The 
Well-Gloved  Hand 


is  the  man  who  buys  for  quality's  sake 
rather  than  with  the  idea  of  getting  an 
article  at  a  low  price.  Price  is  of  sec-, 
ondary  consideration  with  him  for  he 
realizes  that  the  price  demands  good 
quality,  and  that  quality  warrants  the 
paying  of  a  fair  price. 

Is  there  any  reason  w\\y  you  should 
not  get  this  class  of  trade  ?  It  pays  the 
best,  gives  your  store  a  good  standing, 
and  is  altogether  the  more  satisfactory 
business  to  get. 

"Perrin's"  Gloves  will  suit  the  man 
who  wants  to  be  well  gloved.  They  fit 
well,  look  well,  and  wear  well.  The 
price  is  reasonable. 

"Perrin's"  Gloves  are  cut  on  scien- 
tific lines,  and  are  strongest  where 
cheap  and  inferior  gloves  are  weakest. 

Prices  range  from  $1.00  up,  with 
good  margin  of  profit  for  you. 


Perrin   Freres   &  Cie. 

20  Victoria  Sq.    -    Montreal 
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The  Gloves  of  To-day 

For  Auto  Wear 


'HpHE  growing  popularity  of  the  auto  has  made  the 
■*■  gauntlet  glove  jump  into  favor  in  the  past  few 
years.  Though  the  chauffeur's  occupation  is  not  one 
of  extreme  physical  employment  yet  the  demands  on 
his  gloves  are  very  rigid.  Ryan  Auto  Gauntlets  are 
built  to  stand  the  strain,  the  constant  grip,  without 
breaking  a  stitch.  They  are  auto  gloves  for  real  use — 
for  genuine  service.  They  are  popular  gloves  to-day 
for  autoing  and  driving. 


THE 


Robert  Ryan 


E.  H.  Walsh  &  Co.,  Selling  Agents,  Toronto 

Branch  Offices,  Montreal,  Winnipeg,  Vancouver 
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The  Gloves  of  To-morrow 

For  Every  Use 


VT'OU   sell   a  glove   to-day,   you   have   made   a    profit 
— but    what    about    to-morrow  ?     Are  you    selling 
the  glove  that  will  take  care  of  the  future  of  your  glove 
trade  ? 

Ryan  gloves  are  made  for  every  use  and  made  so  well 
that  the  sale  of  them  always  creates  mutual  satisfaction 
between  you  and  your  patrons.  Look  to-morrow  as 
well  as  to-day.     Sell  Ryan  gloves. 


Company 


(REGISTERED) 


THREE  RIVERS,  P.Q. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


194 


MEN'S    WEAR    SECTION. 


Dry  Goods  Review 


OUR  CUSTOMERS  KNOW 
CAMPBELL'S  CLOTHING 
WINS! 

If  you  desire  to  educate 
your  customers  to  a  pro- 
per appreciation  of  good 
clothes,  handle 


SPRING  SPECIAL  ORDER 
SAMPLES  READY  THIS  MONTH 


The    Campbell    Manufacturing 
Company,  Limited 


MONTREAL 
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A  Big  Business 
With   Little    Stock 

Only  One  Agent  in  a  Town 

DO  YOU  WANT 
THE    AGENCY? 

Hundreds  of  live  business  men  are  do- 
ing annually  thousands  of  dollars  worth 
of  business  and  have  very  little  invested. 
You  can  do  the  same  by  taking  the 
agency  in  your  town  for  F.  and  F.  made- 
to-measure  clothing. 

If  you  now  have  a  large  stock  of  men's 
clothing  you  can  reduce  it  to  a 
minimum  and  use  our  six-day  service. 

We  guarantee  satisfaction.  F.  and  F. 
clothes  retain  their  shape. 


writ*  to-day  for  the  agency 

JOHN  DAWSON 

LIMITED 


77  York  St. 


Toronto 


♦  « 
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<Hsfe  four  OTfjotaler  jfor 

"WESTFIELD"    BRAND 


SCOTCH  KNITTED 


WOOLLEN    VESTS 


j 


v. 


Made  in  a  large  variety  of  designs  and  colorings 


TtT  HE  success  of  these  Vests  has  been  instantaneous,  but  is  not  to  be  wondered 
^  at  in  view  of  their  extreme  serviceability.  They  have  been  made  expressly 
with  a  view  to  the  rigor  of  our  Winter  and  being  of  pure  wool  they  are  very 
warm  without  being  heavy  or  cumbersome.  These  Vests  are  "par  excellence" 
for  FIT,  STYLE  and  ELEGANCE. 

These  have  now  become  a  staple  line,  and  no  up-to-date  store  can  afford  to  be 
without  a  stock. 


Sole  Selling  jlgents  to  the   Wholesale  Trade 

SEWARD  BROTHERS 

251  ST.  JAMES  STREET,  -  -  MONTREAL,  QUE. 

Phone,  Main  4179 
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GOOD  COAT  LININGS 

ARE  ESSENTIAL 

IF  YOU  WISH  TO  FLEASE  YOUR    CUSTOMERS 


m 


(Copyright) 


Showcards  or    Booklets  if  desired  may  be      liaH  b>  applying 
through  Wholesale  Importing  Houses. 

PATTERNS    SHOWING    EITHER    FIN- 
ISH can  be  had  on  application  to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  LTD. 

39.  Well  Street  :-:  BRADFORD 


PIM'S 

IRISH  POPLIN 


f  of 


px 


ist^ 


of 


T^  „ble 


rfies 


st'^P 


S6^ 


oV^ 


WV* 


tt» 


CS: 


etc- 


0 


,^^i8' 


VJ*° 


GENTLEMEN'S  AND  BOYS' 

Dressing  Gowns 

Smoking    and    Bed 

Jackets 

SPECIALITY  HOUSE 


British   Made   Fabrics 
and  Garments 


Price   Lists  Forwarded 
on  Application 


WM.  COATES  &  CO.,  LTD. 

UlA  ADDLE  ST.,  WOOD  ST. 
LONDON,  ENG. 

Telegraphic  Address:  Lambsprings,  London. 
AGENTS  WANTED 
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EASTER  EASTER 

1913  1913 

Crescent 

-  -  -  Cravattings  -  -  - 


The  largest  and  finest  range  of  novelties 
we  have  ever  shown — comprising  "BORDER 
GOODS"  in  every  conceivable  idea,  our  cele- 
brated "LYONS  FAILLE"  treated  in  various 
"BARRIE"  effects  in  ranges  of  twelve  colors, 
including  all  the  NEWEST  SHADES  and 
Army  and  Navy  Stripes. 

We  wish  to  draw  your  attention  to  our 
specially  made  silks  for  "BATWINGS"— the 
ideas  are  new. 

Ask  to  see  our  "TUB  NECKWEAR" 

at  $2.25. 

Salesmen  now  on  their  different  routes; 
we  ask  our  customers  to  place  their  orders  early 
asthisisthe  EARLIEST  EASTER  since  1856. 

Uni  Lyons  Faille 

48  Shades 
Always  in  Stock 

Pin  Proof  Vivyian  Bengaline 

Made  with  our  Famous  Slip  Scarf — 48  Shades — Always  in  Stock, 

CRESCENT    MANUFACTURING    CO., 

LIMITED 
2  INSPECTOR  STREET  MONTREAL,  QUEBEC 


W 


* 


* 


S 


K 


* 


* 
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We  illustrate  here  one  of  our  ready  sell- 
ing lines  that   will   help  to 
bring   you 

Trade,  Profits  and  Prosperity 

This  is  only  one  of  the  many  lines  we  manufac- 
ture. Our  range  includes  all  styles  of  heavy 
leather  gloves  and  mitts  for  all  purposes.  Big 
Four  Gloves  are  honest  value  that  will  win  and 
hold  the  best  trade. 

Union  Made — Fully  Guaranteed. 


Durham    Glove    Co., 

LIMITED 
TRADE  MARK  REGISTERED     BOWMAN VILLE,  ONTARIO    ' 


YOU    HAVE    TRIED    OTHER    GLOVES 

NOW  BUY  THE  BEST 

See  our  new  line  of  Fireproof  Horsehide 
Gloves.  They  are  wax-thread  sewn  and 
welted  throughout. 

Auto   Gloves   and   Gauntlets   a   Specialty. 

COLD  WEATHER  GARMENTS 

A  complete  line  of  sheep-lined  and  fur  coats 
and  robes  and  other  garments  for  cold 
weather  wear. 

Every  line  is  a  trade-winner,  send  for  price 
list.  

Delhi   Manufacturing    Co. 

DELHI  -  -  -  ONTARIO 


THE    "FIT -RITE" 
SUSPENDER 

Perfect  Fitting,  Comfortable 
Easily   Adjusted   at   Five  Different 

Points 

This  iuventiou  paves 
the  way  to  a  most  sat- 
isfactory s  u  s  p  e  nder 
business. 

It  combines  comfort 
and  durability  in  a 
practical  and  scientific 
manner  that  it  has  al- 
ways proved  a  seller. 
This  brace  is  made  of 
best  quality  elastic 
web  fitted  with  heavily 
nickelled  brass  wire 
clips  and  Jap  tanned 
leather  ends.  It  is 
guaranteed  against 
breakage.  Gives  per- 
fect freedom  of  action. 
Write  re  display  rack 
proposition. 

Write  for  prices  to- 
day. 

We  make  gent's  gart- 
ers, armlets,  and  all 
kinds  of  suspenders, 
and  leather  belts. 

Made  and  Sold  by 

The  Canadian  Suspender 
and    Manufacturing    Co. 

92  PETER  ST.  TORONTO 
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BUY 

1  EST  KNIT  COATS 
1        f     SCARFS  and  TIES 

illllllllDE  Made  by 

H  %  EST     MACHINERY 

=  =  From 

=  =  EST  YARNS 

|         ■  EST  KNIT,  LIMITED 

Sllllllllll#  Brampton,  Ont. 


IMPERIAL 


BRAND 


PURE  ^f^  WOOL 

UNDERWEAR 


In  placing  your  orders  for  your  1913  stock  of  Men's  Underwear  don't  forget 
the  big  range  of  Imperial  Brand. 

Imperial  values  are  known  to  the  trade  to  be  as  high  or  higher  than  the  standard. 
We  are  specialists  in 

Men's  NaturaliWool       Men's  High  Grade  Imperial 

Men's  Elastic  Knit  Men's  Double  Thread  Balbriggan 

Our  range  is  now  ready. 

Present  delivery  orders  for  Pure  Wool  Underwear  attended  to  promptly.   Send 

for  samples. 


KINGSTON    HOSIERY    COMPANY 


KINGSTON 


Established  1880 


ONTARIO 
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A  Complete  Tailoring 
Department 


& 


j& 


OR  Spring,  1913,  we  have  the  most  complete  selling 
equipment  ever  supplied  to  the  retail  trade. 

nPHIS  selling  outfit  is  backed  by  clothes  that  are  making 
^     good,  and  building  up  a  big  business  for  the  dealers 
selling  them. 

ATt/'L  have  hundreds  of  enthusiastic  letters  from  Art 
*  ^  Clothes  dealers,  who  are  getting  the  best  trade  in 
town  with  Art  Clothes,  and  we  would  like  to  add  your 
name  to  our  list  of  customers  if  there  is  no  Art  Clothes 
agency  in  your  town. 

r  T  would  pay  you  to  compare  Art  Clothes  with  the  line 
^   you  are  selling. 

The  Spring  Outfit  consists  of: — 

Large  Sample  Book,  or  Swatches — over  350  all  new 
samples.  Fashion  Portfolio — showing  50  styles  shown 
exclusively  by  us.  8  beautiful  window  style  cards — 4  of 
them  hand  colored.  3  window  style  cards,  hand  colored — 
to  be  sent  out  later,  6  window  phrase  cards,  mounted  on 
heavy  card,  printed  in  2  colors. 

Art  Clothes  ad.  book — containing  cuts  for  news- 
paper advertising. 

Lantern  slides  and  copy  for  advertisements. 

Measurement  blanks,  tape  lines  and  all  necessary 
equipment  for  a  complete  tailoring  department. 


j& 


£? 
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How  To  Get  It 


THE  selling  outfit  for  Art  Clothes  are  not  sent  out 
indiscriminately — except    in    the    larger  cities,  Art 
Clothes  are  confined  to  one  merchant  only. 

HT^HE  merchant  and  his  store  must  be  up  to  Art  Clothes 

*  standard.  Last  season  we  found  it  necessary  to  refuse 
several  hundred  applications,  and  then  we  had  nearly  one 
hundred  on  our  waiting  list  for  this  season  that  could  not 
be  supplied  for  Fall. 

T A  TE  have  just  started  work  on  a  new  five-story  building 

*  *  with  about  57,000  square  feet  floor  space,  and  until 
this  is  complete  we  can  accommodate  only  a  limited  num- 
ber of  additional  accounts. 

T  will  be  to  your  advantage  to  write  immediately  for  full 
-■■  particulars,  and,  if  possible,  we  will  send  a  representa- 
tive to  see  you  personally. 

'TpHERE  is  no  charge  for  the  sample  outfits,  the  only 
-*■     cost  to  the  merchant  being  the  express  charges  on 
samples. 

The  Spring  samples  are  ready  to  send  out  now. 


£?         j& 
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Take  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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Knitted 


CI  ILLIES    Knitted  Muf- 
■      fler   is   winning   laur- 
els every  day  for  its 
elegant,     rich     appearance, 
natty  color  effects  and  cor- 
rectness of  style. 


The"Gillies" 


^ 


L 


Mufflers 


THE  muffler  season  is 
now  at  its  best  and 
p  r  e  s  e  nt  deliveries 
will  be  given  prompt  atten- 
tion. Gillies  Knitted  Muf- 
flers are  high-class  goods  in 
every  way  and  fill  the  de- 
mand of  the  better  trade. 


A  Leader 


The  Muffler  That's  Here  To   Stay 

Knitted  Neckwear  promises  to  be  even  more  popular  than  ever 
this  season,  and  the  delightful  variety  we  are  showing  will  more 
than  justify  your  early  inspection  of  our  range. 

Owing  to  the  increased  number  and  variety  of  lines  we  are  now 
manufacturing,  it  has  become  advisable  to  change  the  name  of 
our  firm.  It  is  the  same  management  that  has  been  in  control  for 
the  last  fifteen  years,  and  the  same  policy  of  "always  satisfaction 
with  every  order"  will  still  obtain. 


THE  A.  J.   GILLIES    MANUFACTURING    CO. 

Formerly 

The  Laces   &   Braids   Manufacturing   Co.,   Ltd. 


121  PRESCOTT  AVENUE 


TORONTO,  ONT. 
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Good  Fall  Business  Delays  Spring  Lines 

Spring  sample  lines  not  yet  complete — Changed  styles  in  hair  dressing  bring- 
ing shell  goods  to  the  front — The  bandeaux  leads  for  evening  wear — Rhine- 
stones come  in  an  improved  setting  that  shows  more  of  the  stone — Buttons 
prominent  as  ever — Small  jet  and  jeweled  crystals  for  trimming  purposes,  and 
handsome  galalith,  pyroline  and  celluloid  for  coats  and  suits. 


THERE  are  changes  in  the  manner  of  dress- 
ing the  hair,  for  the  extreme  simplicity  that 
marked  the  opening  of  the  Winter  season 
has  not  been  found  to  be  generally  becoming.  The 
most  marked  change  lies  in  the  fact  that  the  centre 
parting  is  no  longer  used  and  that  the  hair  is  now 
raised  in  soft  and  pleasing  undulations  instead  of 
lying  flat  on  either  side  of  the  parting. 

This  arrangement  sets  free  the  tresses  at  the  back 
and  these  are  gathered  lightly  and  wound  in  coils. 
loose,  soft  and  thick  at  the  back  of  the  head,  and 
fastened  with  two  large  shell  pins,  one  of  which 
catches  the  coils  on  top  at  the  right  side  while  the 
other  secures  it  on  the  left  low  down.  Many  of  the 
younger  women  are  wearing  what  may  be  termed 
a  bun  at  the  back,  only  the  modern  bun  is  more  of 
a  roll,  being  elongated  rather  than  round.  Another 
favored  way  of  arranging  the  back  hair  is  in  the 
form  of  a  figure  eight. 

The  front  hair  in  all  cases  is  raised  over  the  fore- 
head and  brought  softly  down  at  the  sides  as  a  frame 
to  the  face.  This  is  a  style  that  is  equally  becoming 
to  the  youthful  face,  and  also  to  the  woman  past  her 
youth.  The  most  important  innovation,  however, 
and  the  one  about  which  there  will  be  the  most  dis- 
cussion, is  the  adoption  of  the  fringe.  At  present 
the  fringe  is  worn  in  the  form  of  a  soft  curly  edging 
of  hair  around  the  forehead,  which  when  in  the 
more  advanced  stage  may  be  described  as  frizzed. 
As  a  matter  of  fact  the  ultra  smart  woman  is  curling 
her  hair  in  irons  into  small  tight  rolls  which  are 
combed  out  and  rubbed  between  the  fingers  until 
the  hair  falls  into  a  soft  halo  of  short  curled  hair. 

A  RETURN  TO  THE  FRINGE. 

To  the  majority  of  women  this  soft  line  of  curled 
hair  is  most  becoming  as  it  softens  the  hard  line 
around  the  face.    At  the  same  time  it  must  be  recog- 


nized that  fashion  is  contemplating  a  return  to  the 
fringe  which  runs  from  ear  to  ear  and  from  the  fore- 
head to  the  back  of  the  head.  Abroad,  this  style  of 
hair  dressing  has  already  found  favor  both  for  day 
and  evening  wear. 

This  new  style  of  hair  dressing  shows  off  hair 
ornaments  with  excellent  effect.  The  bandeaux 
either  of  jet  of  rhinestones,  or  of  both  combined,  or 
of  pearls  with  the  upstanding  feather  or  aigrette  of 
spun  glass  is  particularly  suitable  to  this  new  form 
of  hair  dressing. 


Trimming   novelties   in   jet    crystal   and   rhinestones. 
by  A.  Weyerstall  &  Co. 


Shown 
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LADIES'  FRAME  and  VANITY  BAGS 


N°56 


SEALS 

CROCODILE 

LIZARD 

PUMA  and 

VELVET  CALF 


N?42 


N°70 


N5    76 


N°59 


N955 


MOROCCOS 

ROANS  and 

ALL  OTHER 

LEATHERS 


N9  6I/I 


N944- 


British  Manufacture 
GUARANTEED 


HI  72 


MANUFACTURED  BY 


R.  H.  DAVIS  &  COMPANY 

Shafton  Rd.,  Victoria  Park  Rd.,  London,  Eng. 

Complete  Range  of  Samples 
shown  by 

SEWARD    BROS. 


251  St.  James  Street, 


MONTREAL,  P.O. 


Canadian  Agents  to  the  Wholesale  Only. 


N982 


N983 
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come  in  single,  double  and  three 
strands  and  there  is  a  new  setting  for  rhinestones 
that  more  effectively  conceals  the  cup  and  gives 
greater  brilliance  to  the  stone. 

Shell  combs  and  pins  are  all  more  ornate  than 
ever  and  three  or  more  pins  and  combs  sparkling 
with  stones  are  worn  together. 

Trimmings.— The  run  on  rhinestone  trimmings 
in  all  the  larger  centres  has  been  a  big  one  and  still 
continues,  and  the  demand  is  so  far  less  than  the 


Button  novelties  in  galalith,  pyroline  and  celluloii 
by  A.   Weyerstall   &   Co. 


Shown 


supply.  As  these  ■  glittering  trimmings  are  prin- 
cipally for  evening  wear,  in  the  course  of  a  couple  of 
months  from  now  they  will  drop  out  to  be  followed 
up  it  is  expected  by  a  more  extended  demand  when 
the  Fall  again  arrives. 

Jet  is  the  high  novelty.  Some  of  the  big  Paris 
dressmakers  are  using  jet  trimmings  and  it  has  made 
its  appearance  in  the  leading  cities  but  just  how  far 
it  will  go  with  the  popular  trade  is  hard  to  predict. 

Jet  and  rhinestones  is  the  new  combination  and 
forms  one  that  is  most  effective.  Tine  trimmings 
and  bands  are  supplemented  by  cabochons  and 
buckles.  Tassels  are  used  as  a  finish  to  ribbon  ends 
and  drapery. 

New  lines  show  gold  and  metallic  effects  in  flat 
and  round  cords  made  up  into  passementerie  frogs 
and  ornaments.  Beaded  trimmings  in  crystal  and 
pearl  are  good  and  added  sparkle  is  often  obtained  by 
the  introduction  of  rhinestones. 

Buttons. — Buttons  are  to  be  as  lavishly  used  as 
ever  for  garniture  and  trimming  purposes  as  well  as 
for  their  proper  use.  Tiny  jet  buttons  are  new  for 
trimming,  neckwear,  dresses  and  waists.  White 
voile  or  chiffon  waists  are  buttonholed  or  scalloped 
on  the  edges  with  black  and  are  fastened  down  the 
front  with  faceted  jet  buttons,  and  these  buttons  can 
be  used  to  produce  the  telling  black  note  where  de- 
sired. Not  so  new  but  very  effective  are  the  crystal 
buttons  barred  or  rimmed  with  jet  and  also  the 
jeweled  effect  produced  by  the  combination  of  col- 


ored glass  and  crystal.  Crystal  buttons  in  ball  and 
various  shapes  are  selling  in  white  and  in  colors, 
amber,  blue  and  ruby  being  the  chief  colors. 

Buttons  form  the  chief  and,  in  some  cases,  the 
only  trimming  on  coats,  suits  and  tailored  dresses. 
Imitation  horn  shell  and  pebble  effects  are  the  lead- 
ers and  both  cupped,  bomb  and  ball  effects  are  good. 
As  a  rule  the  centre  contrasts,  both  in  material  and 
color,  with  the  rim,  and  sometimes  the  centre  is  large 
and  is  surrounded  by  a  narrow  rim  or  the  large  rim 
composes  three  parts  of  the  button  with  just  a  small 
centre  often  in  strong  contrast.  Galalith,  celluloid 
and  pyroline  are  the  new  materials  for  the  large  but- 
tons, with  jet  and  crystal  for  the  smaller  sizes. 

The  new  designs  run  in  size  from  the  very  small 
]0  line  up  to  70  line,  the  most  popular  sizes  being 
from  10  to  50  line.  For  coats,  50  and  60  line  are 
the  leaders  and  where  just  two  or  three  large  buttons 
are  used  for  the  closing  some  buttons  will  run  up  to 
100  line.  Many  of  the  handsomer  buttons  have  pearl 
centres.  This  is  a  concession  to  the  general  liking 
for  pearl,  and  is  due  to  the  recent  big  advance  in  pearl 
shell,  an  advance  that  just  about  doubles  the  price  of 
pearl  buttons. 

With  the  war  in  the  Balkan  states  occupying  the 
minds  of  Europe  it  is  not  strange  to  find  fashion 
designers  turning  to  the  Balkan  peninsula  for  fash- 
ion inspiration.  Already  dresses  trimmed  with  cre- 
tonne in  Bulgarian  patterns  are  being  shown  in 
Paris,  and  the  most  recent  novelty  in  buttons  conies 
in  Bulgarian  colors.  These  buttons  are  very  bril- 
liant as  they  are  in  combinations  of  red,  yellow  and 
blue. 


New  Models  in  Leather  Bags 

These    still    seem    to    favor    the    smaller 

sizes — Pannier  Bag  the  latest  —  Cleaning 

up  for  Spring  season. 

To  clean  up  doubtful  stock  remaining  from  the 
holiday  season  and  to  prepare  for  Spring  business 
<ni  new  lines  is  the  work  now  before  the  leather 
goods  department. 

The  gift  period  always  creates  a  demand  for 
bags,  purses  and  cases  of  all  kinds  and  large  assort- 
ments are  required  at  this  particular  time.  In  thin- 
ning them  out,  however,  it  would  hardly  be  advis- 
able for  the  merchant  to  draw  too  rigid  a  distinction 
between  goods  for  which  there  is  a  more  or  less 
steady  call,  and  those  which  he  may  consider  as 
belonging  entirely  to  the  holiday  season.  It  must 
be  borne  in  mind  that  purchases  in  leather  goods, 
whether  for  gifts  or  not,  are  invariably  intended  for 
some  useful  purpose,  however  novel  in  design  the 
articles  may  be,  and  the  department  that  keeps  this 
idea  in  view  in  sizing  up  the  requirements  of  the 
(Continued  on  page  222) 
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NAIAD 


Naiad  sounds  the  highest  note 
of  progress  in 

Dress  Shields 

The  Naiad  Shield  Value  is  un- 

approached  because  it  does  not 
deteriorate  with  age  and  fall  to 
powder  in  the  dress — is  the  only 
shield  "  as  good  the  day  it's 
bought  as  the  day  it's  made." 

Invisible 

Its  beauty  is  unrivalled  and  in 
use  The  Naiad  Shield  is  lost  to 
sight  in  the  lingerie. 

Clean 

Naiad  Cleanliness  is  supreme. 
It  can  be  STERILIZED  after  use 
by  immersing  in  boiling  water  for 
a  few  seconds  only  and  pressed 
with  a  heated  iron. 

Unadvanced  Price 

As  Naiad  Shields  are  free  from 
rubber  and  its  substitutes,  no  ad- 
vance in  price  has  been  necessary. 

Guarantee  with  Every  Pair. 


Wrinch,  McLaren  &  Go, 

MANUFACTURERS 

77  Wellington  Street  W„     •    TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Reminiscences  of  Early  Days  on  the  Road 

Experiences  of  a  pioneer  salesman — Traveled  over  new  western  ground  many 

years  ago — Went  to  the  Rockies  and  into  Edmonton  several  years  ahead  of 

the  C.P.R. — Arduous  experiences  on  the  road. 

Written    by   a   veteran    traveller   who   lias   been    for   fifty    years  with  one  of  the  largest  houses  In  Canada. 


He  is 

an    un- 


1       1    hardship: 
^*"^     ling  man's  life. 
depicted    as    rising    at 
earthly  hour  every  morning  to 
catch     trains,     making    impos- 
sible connections,  lugging  huge 
grips,  eating  his  meals  at  rail- 
way lunch  counters;  we  picture 

him  devising  expedients  to  gain  interviews  with 
crusty  individuals  and  vying  with  cunning  com- 
petitor-: and  so  on.  ad  infinitum.  Far  he  it  from 
us  to  affirm  that  the  picture  is  not  true  in  every 
essential  respect;  but  we  desire  to  state  that,  when 
one  stops  to  consider  what  the  travelling  man  of 
fifty  years  back  had  to  endure,  the  conclusion  is 
reached  that  the  salesman  of  to-day  is  in  clover.  He 
travels  in  a  parlor  coach  instead  of  by  buckboard 
and  team;  telegraph  and  telephone  enable  him  to 
make  appointments  ahead  of  time  and  to  keep  in 
touch  with  headquarters;  he  travels  a  well-defined 
route  and  his  work  is  part  of  a  capably  directed  sys- 
tem.    But  what  of  the  travelling  man  of  yesterday? 

The  travelling  man  of  half  a  century  ago  fre- 
quently had  to  act  in  the  capacity  of  "pioneer  man," 
breaking  in  territory  which  was  absolutely  new  and, 
in  many  cases,  almost  inaccessible.  He  would  have 
to  map  out  his  own  routes,  find  out  for  himself  the 
likely  customers,  the  best  hotels,  the  local  likes,  dis- 
likes and  prejudices  and  the  "colloquialisms  of 
trade" — if  such  a  term  be  permissible — in  that  sec- 
tion. The  way  of  the  pioneer  is  hard;  as  any  trav- 
eller who  has  made  the  first  trip  into  new  and  unex- 
plored territory  will  attest. 

One  of  the  early  trips  of  the  writer  was  to  the 
West  to  open  up  that  territory  for  the  Winnipeg 
branch  of  the  firm  I  travelled  for.  Tf  we  were  writ- 
ing this  sketch  from  purely  a  romantic  standpoint, 
we  would  undoubtedly  head  this  phase  of  his  experi- 
ence, "Cross  Continent  on  a  Buckboard."    I  beat  the 


An  old-time  scene  in  the  West — a  caravan 
of  clothing  and  general  merchandise 
arriving  at  Portage  la  Prairie  in  1879. 


C.P.R.  into  most  sections  of  the 
West  by  several  years,  going  as 
far  west  as  the  Rockies  and  as 
far  north  as  Edmonton.  It  re- 
quired considerable  endurance 
to  travel  in  those  days,  for  the 
roads  were  never  good  and  fre- 
quently impassable.  It  was  not 
hard  to  lose  the  way,  especially 
in  winter  when  the  snow  drifted  across  the  trail 
and  made  direction  purely  a  matter  of  individual 
opinion. 

ALL   NIGHT   ON    PRAIRIE.    * 

Many's  the  night  that  I  have  spent  on  the 
prairies,  sometimes  alone,  more  frequently  in  com- 
pany with  other  belated  travelling  men.  When  the 
trail  was  lost  and  night  close  at  hand,  we  would 
know  it  was  useless  to  hope  to  reach  shelter  and 
would  proceed  to  make  the  best  of  it.  The  next 
step  would  be  to  turn  the  horses  adrift  and  crouch 
down  under  the  heavy  robes  in  the  bottom  of  the 
sleigh.  Sleep  would  be  out  of  the  question,  of 
course;  and  sometimes  we  found  it  pretty  hard  to 
fight  off  the  fatal  drowsiness.  Those  long  waits 
through  the  intense  cold  were  an  experience  that 
few  men  would  care  to  pass  through;  hut  it  was  a 
frequent  occurrence  in  those  early  days  on  the  road. 

DRANK   DRUG   SAMPLES. 

I  remember  one  incident  which  had  its  funny 
side  now,  though  it  was  grim  earnest  at  the  time. 
I  was  stalled  for  the  night  just  out  of  Brandon  with 
three  other  travellers.  It  was  bitterly  cold.  The 
mercury  had  fallen  so  low  that  it  could  hardly  have 
gone  any  lower  without  crawling  out  'of  the  bottom 
of  the  glass  altogether  (a  mere  figure  of  speech  in- 
somuch as  we  hadn't  a  thermometer  with  us).  The 
need  for  inner  nourishment  was  keenly  felt  and,  as 

(Continued  on  page  214) 
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No.  2216 — 1'ANIEK  B.\<;  of  genuine  se:il 
grain  leather,  black  only,  moire  silk  lined. 
To    retail    al    ¥1.50. 


New 
Designs 

for 

SPRING 
TRADE 


No.    8813 — PANIJEK     BAG     of    pin    Morocco. 

ire   silk    lined,   to    retail    a1    $n.50.     Also 

made  of  Levant  grain  goat   in  all  the  usual 
shades,    to    retail    at    $8.00. 


MANUFACTURED  BY 

The  Western 

Leather  Goods 

Co,,  Limited 

1191    Bathurst  Street 
TORONTO 


No.   2219 — Bag    of   seal    goat,  leather   lined. 

To    retail    at    $3.50.     Similar  bag    made    of 

seal    grained    leather,     lined  with    leather. 
To   retail   at   $2.50. 


No.  1016 — Bag  of  seal  grain  leather,  con- 
taining small  mirror  and  purse,  to  retail 
at     $1.50. 


Our  Representatives  will  be  on  the  road  in  January  and  will  be  pleased  to  call  on 
any  merchants  who  may  indicate  their  desire  by  sending  card  to  this  office 

The  Western  Leather  Goods  Co.,  Limited,  1191  Bathurst  St.,  Toronto 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Merchants  are  Going  to  the  Consumer 

This   tendency   is  becoming  marked  —  Large  firms  are  issuing  catalogues  — 

The  creditable  catalogue   of  a  western  firm  —  Merchant  makes  a  suggestion 

along  the  lines  of  standardization. 


GOING  to  the  consumer  has  become  a  strong 
merchandising  feature  of  late  years.  The 
initiative  was  taken  by  the  mail  order  houses 
and  the  country  was  flooded  with  catalogues  period- 
ically, the  result  being  that  retailers  found  they  must 
bestir  themselves  or  lose  ground.  Accordingly  dry 
goods  merchants  began  to  put  out  catalogues  of  their 
own.  To-day.  some  firms  issue  catalogues  which 
compare  very  favorably  from  both  style  and  typo- 
graphical standpoints  with  the  work  of  larger  cor- 
porations. 

The  tendency  to  send  literature  into  the  home  is 
becoming  more  marked  all  the  time  and  must  be 
accorded  recognition  as  one  of  the  essential  mer- 
chandising trends  of  the  present  moment.  Mer- 
chants are  beginning  to  show  an  awakening  interest 
in  the  subject. 

AN   AMBITIOUS   CATALOGUE. 

A  new  departure  in  this  line  has  been  set  by  a 
Western  firm.  McKinnon's  Limited,  Weyburn, 
have  issued  a  splendid  Fall  and  Winter  catalogue 
of  130  pages.  It  is  a  striking  indication  of  the  re- 
markable growth  and  business  enterprise  of  this  firm. 
A.  M.  Bunt  has  charge  of  "mail  order"  publicity. 

The  cover  is  green  and  gold,  illustrated  with 
views  of  the  store  in  its  development  from  1903  to 
1913.  Designs  on  the  back  and  special  envelopes 
show  the  ideal  location  of  Weyburn  as  a  distributing 
and  importing  centre.  The  strong  points  used  are 
freight  and  express  savings  with  immediate  service 
compared  with  heavier  charges  and  delay  in  ship- 
ments from  the  East. 

Full  introductory,  mail  order  instructions,  con- 
cise mail  order  forms  and  envelopes  are  enclosed. 
From  the  opening  page  to  index,  the  offerings  repre- 
sent value,  market  conditions,  a  well-assorted  stock 
in  all  departments  and  a  good  interpretation  of  mail 
order  leaders  from  their  descriptive  or  specialized 
quotations.  Customers  are  credited  with  compara- 
tive information  of  values,  and  prices  convey  con- 
fidence both  in  stock  and  ability  to  discount  com- 
petition without  sacrificing  future  business.  Depart- 
mental sequence  is  good. 

Clear  half-tone  reproductions  of  actual  stock 
groupings  make  this  catalogue  especially  commend- 
able. Printing,  paper,  item  descriptive,  page  and 
panel  layout  are  good.  Very  few  improvements 
typographically  are  possible  except  the  addition  of 
notably  absent  departments,  broader  handling  in 
some  sections.  Occasional  pages  show  this  defect 
and  suggest  minor  changes,  which  may  be  restricted 


by  stock  carried  and  assured  immediate  shipment. 
With  such  a  layout  greater  use  could  be  made  of 
group  pricing  to  invite  quantity  buying. 

McKinnon's  catalogue  is  superior  at  that,  com- 
pared with  mail  order  and  departmental  stores. 
They  can  live  up  to  "money  back"  guarantees. 

This  catalogue  is  indicative  of  what  the  big  dry 
goods  stores  are  doing. 


Standardizing  of  Catalogues 

The  following  communication,  received  by  The 
Review,  contains  an  idea  designed  to  make  the  com- 
pilation of  catalogues  easier  from  the  standpoint  of 
the  retail  merchant. 

Delhi,  Oht.,  Nov.  26,  1912. 
The  Dry  Goods  Review, 
Toronto. 

Dear  Sirs, — Changing  conditions  are  pressing 
very  heavily  upon  the  country  dry  goods  merchant 
and  schemes  in  abundance  are  in  evidence  to  relieve 
the  situation. 

I  am  deeply  in  sympathy  with  those  who  feel  the 
competition  of  the  catalogue  houses,  but  utterly  at 
variance  with  those  who  condemn  their  customers 
for  dealing  with  them.  Advertising  has  introduced 
this  new  method  of  buying  and  selling  and  I  can 
give  concrete  instances  of  the  diligence  with  which 
customers  read  and  study  catalogues.  I  have  made 
a  practice  of  keeping  the  catalogues  of  some  firms 
(retail  houses)  who  send  their  books  to  the  con- 
sumer, and  in  more  than  one  instance  I  have  had 
my  customer  refer  offhand  to  the  pages  and  price  of 
six  different  articles.  It  looks  very  much  from  this 
fact  as  though  the  smaller  merchant  must  be  assisted 
in  having  such  a  catalogue  to  give  to  his  customers. 
This  cannot  be  done  by  the  individual  any  more 
than  a  single  department  of  the  large  establishment 
could  do  it.  The  manufacturer  to-day  is  beginning 
to  realize  that  he  must  reach  the  consumer  to  produce 
a  market  for  his  goods.  Guarantees  of  durability, 
sampling  the  villages,  etc.,  are  evidences  of  this  need. 
Still  very  few  have  made  it  possible  for  a  catalogue 
of  their  lines  to  be  put  into  the  consumers'  hands. 
My  idea  is  that  those  who  deal  with  the  country  mer- 
chant should  standardize  their  catalogues  and  mark 
their  prices  in  retail  figures.  The  merchant's  buying 
price  might  be  indicated  through  a  discount  on  a 
separate  price  list.  The  retail  merchant  could  then 
collect  these  catalogues  and  have  them  bound  in  one 
with  his  own  cover.  Of  course  there  are  difficulties 
in  this,  but — 

Yours,  etc., 

A.  W.  Crysler. 
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Dress  Shields 

will  be  advertised  this  year  in 

Full  Pages  in  the 
Saturday  Evening  Post 
Ladies'  Home    Journal 

and  other  leading  women's 
magazines,— the  first  time  that 
such  important  spaces  have 
been  used  to  exploit  Dress 
Shields. 

This  is  because  the  Kleinert 
proposition  for  191 3  is  the 
biggest  Dress  Shields  Proposi- 
tion ever  offered  the  trade. 

Want  to  know  more? 

Write  us,  at  once. 

I.   B.    Kleinert   Rubber    Company 

Toronto,  Canada 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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Reminiscences  of  Early  Days  on  the  Road 

(Costumed  from  page  210.) 

ne  of  the  party  was  a  grocery  traveller,  we  soon 
demolished  his  samples.  One  of  the  other  men 
traveled  for  a  drug  house  and  he  had  bottles  in  his 
case,  containing  nearly  every  known  drug.  During 
the  night,  the  party  drank  everything  that  he  would 
guarantee  was  not  poison.  These  wholesale  libations 
helped  warm  us  up  and  had  no  evil  effects,  for  the 


party  managed  to  get  into  Brandon  the  next  day 
little  the  worse  for  wear. 

We  estimated  that  we  had  swallowed  enough 
medicine  that  night  to  safeguard  us  against  every 
disease  on  the  medical  calendar  and  a  few  hitherto 
undiscovered  ailments  and  complications  as  well. 

The  West  was  good  territory  even  then.  The 
Western  dealers  bought  freely  and,  we  presume, 
sold  just  as  freely.  Certainly  the  traveler  who  cov- 
ered the  prairie  route  deserved  all  the  business  he 
got,  however. 


Veterans  in  the  employ  of  Greenshields,  Limitei 


in  this  group  have  a  record  of  service  of  25  years  or  long 


The  Boys  of  the  Old  Brigade 


All  of  the  "Boys"  shown  in  the  above  photograph 
occupy  important  positions  with  the  well-known 
house  of  Greenshields  Limited,  and  all  have  a  record 
of  at  least  twenty-five  years'  continuous  service,  enter- 
ing the  house  when  it  was  known  as  S.  Greenshields, 
Son  &  Co.  Some  have  a  record  of  over  thirty-five 
years.  Such  prolonged  service  with  one  house  indi- 
cates satisfactory  treatment  on  the  part  of  the  em- 
ployer and  satisfactory  service  on  the  part  of  em- 
ployee, and  both  employee  and  employer  are  to  be 
heartily  congratulated. 

Although  all  in  the  group  have  put  in  many 
strenuous  years  of  active  service,  it  is  noteworthy  that 


all  appear  thoroughly  fit  and  apparently  good  for 
another  (wenty-five  years. 

Since  this  photograph  was  taken  Gus  Harries, 
who  for  many  years  travelled  for  the  company  over 
the  Huntingdon  district,  has  resigned  to  join  his 
brother  in  the  Canada  Paper  Box  Co.,  limited,  in 
which  concern  Mr.  Harries  has  an  important  finan- 
cial interest  and  of  which  his  brother,  Mr.  Art  Har- 
ries, is  president   and  managing  director. 

Reading  from  left  to  right,  taking  top  row  first, 
the  memhers  of  the  group  are:  D.  S.  Sprigings. 
1875;  J.  H.  Armstrong,  1877;  P.  Doyle,  1877;  A. 
H.  Hardy,  1878;  Gus.  Harries,  1879;  W.  S.  Louson. 
1879:  W.  Mitchell.  1881  ;  S.  B.  Ward.  1882:  D.  S. 
Louson.  1886:  A.  J.  Day.  1886;  John  Gunning.  1887 
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The  Coiffure  Distinctive 

Leading  Styles  in  Hair  Goods 

"  Ideal" 


Every  <lav  sees  a  <lecided  increase  in  the  quan- 
tity and  quality  of  hair  goods  and  novelties  used 
by  our  Canadian  women.  As  American  and 
French  stvles  become  more  in  vogue  in  Canada, 
this  tendency  increases  with  the  result  that 
women  look  to  the  merchants  to  supply  them 
their  requirements. 

The  illustration  here  shown  represents  one  of 
the  prevailing  styles  in  hair  dressing.  Our  ex- 
elusive  high-grade  switches  enable  women  to 
follow  this  style  of  coiffure  without  trouble.  Our 
hair  goods  excel  in  quality,  style  and  value.  We 
match  colors  accurately. 


Jewelery 


We  carry  a  most  complete  range  of  all  kinds  of 
hair  accessories,  barrettes,  combs,  etc.,  earrings, 
collar  and  belt  pins,  beads,  etc.  Our  values  are 
unequalled  in  the  trade. 


99 


La  Casque 


Showing  the  new  La  Casque  style  of  coiffure.  Necklace 
of  Trench  Pearls,  $8.00  per  dozen. 


Tdeal 

^J^^      Trade  Mark  Registered) 

HAIR  NET 


"Ideal"  attached  to  hair  goods,  novelty  jew- 
ellry,  hair  nets,  etc.,  is  an  absolute  guarantee  of 
satisfaction. 

•'Ideal"  hair  nets  are  the  standard.  Eemember 
there  is  only  one  IDEAL  Hair  Net.  Send  us 
your  mail  orders. 


SEND  FOR  SAMPLES 


The  Ideal  Hair  Goods  Co.,  Limited 

Hair  Goods,  Hair  Ornaments,  Novelties,  Etc. 

77  York  Street,  Toronto 

Montreal  Office  :     24  La  Patrie  Building 
Special   attention  given  to  letter  orders. 

Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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The  Fancy  Goods 

GERMAN  SILVER  MESH  BAGS 
AND  VANITY  CASES  IN  A  LARGE 
RANGE  OF  EXCLUSIVE  STYLES. 


To-day  the  silver  mesh  hand  bag  is  taking  no 
uncertain  place  in  the  social  circle  —  fashion 
recognizes  them  and  has  given  them  her  smile 
of  approval.  Everybody  likes  them  and  every- 
body can  buy  them  because  the  prices  are  within 
the  reach  of  all. 

Prices  for  unbreakable  unlined  fine  German  sil- 
ver mesh  and  newest  design  narrow  square 
frames  are: — 

4  in $18.00  per  doz. 

5  in $24.00  per  doz. 

6  in $30.00  per  doz. 

7  in $36.00  per  doz. 

8  in $42.00  per  doz. 

Immediate  or  Spring  deliveries. 

Our  real  gunmetal  bags  are  winners,  prices  from 
$3.00  to  $12.00  each. 

Let  us  send  you  one  of  our  art  calendars  for 
1913.    A  post  card  will  bring  it  to  you. 

Easter  this  year  is  the  earliest  since  1851,  and  it 
is  essential  that  you  place  your  orders  for  Import 
as  soon  as  possible.  Our  Easter  line  for  Import 
will  be  ready  January  10. 

Hibbert 

207  ST.  JAMES  ST. 


H.&J.    STYLE 
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House   of  Canada 

WE  ARE  RECOGNIZED  AUTHORITIES 
ON  HAIR  GOODS  AND  ORNAMENTS 


The  finest  quality  hair  goods  will  be  found  in  a  very  extensive  range 

in  our  stock.    We  are  recognized  authorities  on  these  goods  and  have 

long  been  leaders  on  the  market  in  this  line. 

Our  range  of  ornaments  for  the  hair  is  a  big  argument  why  you 

cannot  afford  to  be  without  a  complete  showing  of  them  in  your 

department. 

The  Casque  or  Bar  Comb  is  absolutely  the  newest  in  hair  combs  on 

the  market  to-day.     We  were  the  originators  of  this  comb,  as  we 

have  been  of  many  other  lines.    It  is  essential  to  the  proper  dressing 

of  the  new  coiffure. 

We  have  them  at  all  prices  and  sizes,  ranging  from  $27.00  per  gross 

to  $7.00  per  dozen.     At  $6.00  and  $7.00  per  dozen  we  can  supply 

the  original  "feather-weight"  French  comb. 

In  our  Easter  line  for  1913  we  are  showing  the  "Casque"  combs  in 

a  variety  of  designs,  mounted  in  Rhinestones,  and  in  gold  and  silver 

engraved. 

We  carry  everything  in  hair  ornaments  and  our  designs  are  exclusive. 

Hair  nets  are  recognized  as  the  best  sellers  on  the  market  to-day. 

We  have  them  in  a  variety  of  sizes  in  both  the  Fringe  and  the  elastic, 

as  well  as  the  human  hair  nets. 

Agents  for  "La  Coiffure  de  Paris,"  a  monthly  hair  dressing  journal 
and  a  recognized  authority  on  hair  styles.  Subscription  price  $2.00 
a  year.  In  order  to  be  thoroughly  conversant  with  the  leading  hair 
styles  you  should  get  this  journal.  Ask  for  a  sample  copy. 
Agents  for  Canada  of  L'Oreal  Hair  Dye,  in  both  the  liquid  and 
Henne  Powder,  which  is  in  Europe  recognized  as  the  surest,  safest 
and  best. 


&  Jaslow 


MONTREAL 


ACCESSORIES    H.  &  J. 
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R.C.WICKWARt 


H.Y.  FARR 

seer-  r*£js. 


io-N'SjF 


LINOTON   STREET  WEST, 

TORONTO, 

CANADA 


The  Latest  Novelties  in  Lace 

are    now    being    shown    by    us    for    early    Spring 
delivery.     See  this  for   toning  up  your  lace  stock. 

Our  Representative  will  shortly  be  calling  on  you. 
See  his  samples.     We  specialize  in— 

Laces        Handkerchiefs       Embroideries      Lace  Curtains 
Bungalow  Nets  Madrasses 

The  LACE  GOODS  CO.,  Limited 


"Oriental"    Spool   Silk 

A  trial  order  will  convince  you  that  we 
have  the  largest  assortment  of  shades 
in  100  yards  and  50  yards.  Ask  for  our 
shade  card  containing  216  shades. 

Special  Shades  will  be 
dyed     upon    request. 

Handsome  Cabinets  for  displaying 
stock  will  be  furnished  at  half  manu- 
facturing cost  price. 

Oriental  Silk  Co. 

52  Nazareth  St.  Montreal 


Our  Travellers 


will  lea\e  early  in  January  with  a  complete 
range  of  novelties  in  Children's  Knitted 
Goods  for  Fall,  11)13. 


Art  Needlework 

'Phis  season  our  line  for  immediate  shipment 
contains  many  attractive  lines  and  novelties. 


We  are  Sole  Distriuhtors  for  Gloria  Brand 
Wools,  Flossilla  Royal — the  new  artificial 
silk — Which  Has  No  Equal. 

A  little  time  spent  with  our  representative 
looking  through  the  samples  will  assist  your 
business. 

HAMBLY  and  WILSON 

TORONTO 
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BRING  YOUR  SMALLWARES 
TO  THE  FORE 

HERE    is  money  for  you    in    them. 
Display  them  prominently  and  in- 
crease your  sales.     We  can  supply 
your  every  want  from  the  greatest 
range  of  smallwares  we  have  ever 
shown.    Write  to  us  for  a  Catalogue  and  let 
us  tell  you  how  to  put  on  a  special  SMALL- 
WARE    SALE    that    will    bring  you   BIG 
MONEY. 

GREENSHIELDS  LIMITED 

MONTREAL  CANADA 


Rhinestone  Dress  Trimming 

The  big  hit  with  the  better  trade  for  evening  gowns,  etc.  Jewelled  trimmings  have  reached  a  point  of  popular  approval 
that  means  dollars  and  cents  to  the  merchant  who  handles  them.  We  make  Rhinestone  Trimmings  both  in  silver  and 
velvet  braids. 

Write   to-day   for   card   of   samples. 

THE  SMITH-D'ENTREMONT  CO.,  Limited 

MANUFACTURERS  1475-1477  QUEEN  WEST,  TORONTO 


Marabout  Boas  and  Muffs  Our   Specialty 


ALWAYS  IN  STOCK 

20002—6  Rows,  2%  yards  long   

20006—5  Rows,  2%  yards  long,  Extra  Quality 

20007—5  Rows,  2y2  yards  long,  Extra  Quality 

20009 — 5  Rows,  2%  yards  long,  Extra  Quality 

20010 — 6  Rows,  2%  yards  long,  Extra  Quality   


20035— Medium  Size   

20036— Large  Size   

20038— Large  Size,  Extra 

20037— Large  Size,  with  Nine  Tails 


BLACK,  MOLE  AND  NATURAL. 


E.  M.  de  BOECK  &  CO., 


43  St.  Sacrament  St., 


Boas. 
3.25 

4.25 

4.95 

8.25 

9.95 

Muffs. 
.@  $2.90 
.@  3.25 
.@  4.75 
.(a)       3.85 


MONTREAL 
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"DUCHESS"  HOOPS 

The    Felt    Cushion     protects    the 

fabric     and     embroidered     work 

from     injury     and     holds    either 

light    or     heavy    fabrics     tightly 
stretched.     Sold    for  15  years   in 

over     18.000     retail     stores. 

Made   in    the    round    and    oval    shapes 
"DUCHESS"    (round)— Sizes  3,  4,  5,  6,  7,  8,   10,  12  in.   dk  - 

meters. 
"DUCHESS"  (oval)— Three  sizes.  3x6,  4V2x9  and  6x12 inchei. 

THE 

"DUCHESS- 
OVAL" 

accommodates  a  full 
design  for  embroid- 
ering as  in  a  large 
round  hoop,  but 
has  the  convenience 
in  use  of  a  small 
hoop. 

"ROY A  I     OVA  I   "    A  lower   priced,   smoothly   finished 
nul/lL-UTAL         and     carefully     fitted,     plain     oval 
Hoop   (without  the  Felt  Cushion  or  Bow  Spring.) 

Made  in  Three  Sizes 

6x12  inches,  for  drawn  work,  pillow  covers,  etc. 
4%x9  Inches,  a  popular  size  for  all  kinds  of  work. 
3x6  inches,   for  working  designs  on   hosiery,  etc. 


"PRINCESS" 

Has  a  nickel-plated 
bow-spring  which  ad- 
justs itself  to  thick  or 
thin  fabrics,  holding 
the  material  firmly  and 
without  injury. 
Made  in  the  round  and 

oval  shapes. 
"Princess"  (round). — 
Sizes :  3,  4,  5,  6,  7,  8,  10, 
12-inch  diameters. 
"Princess"  (oval)  —  three 
sizes:  3x6,  4V2x9,  and 
6x12  inches. 


THE 
"PRINCESS- 
OVAL" 

accommodates  a  full 
design  for  embroid- 
ering as  in  a  large 
round  hoop,  but  has 
the  convenience  in 
use  of  a  small  hoop. 


"CPFPIAI    ^FI  FPT"       A  lower  priced,  smoothly  fin- 
jrijljlrlL-LJIiljIAjl  lghed     and     carefully     fitted, 

plain  round  Hoop,  (without  the  Felt  Cushion  or  Bow  spring.) 

Made  in  Sizes:  3,  4,  5,  6,  7,  8,  10,  12-inch  diameters. 


Order  To-day.      Your  Jobber  can  supply  you.     THE  GIBBS  MFG.  CO.,      CANTON,  OHIO,  U.S.A. 


Mm 


The    Best 

and 
Surest  Way 

to  increase  your  sales 
in  Hair  Goods  is  to 
sell  STANDARD 
HAIR  GOODS. 

Throughout  every  part  of  Canada 

STANDARD    HAIR    GOODS 

have  attained  the 

HIGHEST  REPUTATION  FOR  QUALITY,  STYLES 
AND  SHADES. 

Standard   Hair  Co.,  Montreal 


Ask  your  whole- 
saler for  our  new 
range  of  samples. 
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Trimmings 
For  The  Spring 


The  following  are  a   few  of  the  lines  we 
make: 

Braids 

|,  Silk  Binding',  Hercules,  Tubulars,  Sou- 
tache, Coat- II angers,  Cord-Edge,  Mohair. 
.Military  and  Novelty  Braids. 

Buttons 

Barrel   Buttons,   Fancy   Covered  Buttons. 

Cords 

Silk    Spun   Cords,     all    sizes    and   colors. 
Braided  Cords,  plain  and  fancy. 

Dress  Trimmings 

Beaded  Trimmings    in    stock;   gilt. 

silver  and  jet. 

Braid  trimmings  made  to  order. 

Fringes 

Heavy  Silk  Fringes  for  Furs. 

Girdles 

Girdles  and  Frogs  for  Pyjamas, 
Kimonas,  and  Evening  Gowns. 

Frillings 

Lace  and  Net  Frillings ;  large  variety 
of  patterns  for  dress  trimming  and 
neckwear. 

Ornaments 

Silk  Frogs  and  Tassel  Ornaments, 
many  new  designs  in  beautiful  hand- 
made goods. 


The 

MOULTON 
MANUFACTURING  CO. 

LIMITED 
MONTREAL 


New  Models  in  Leather  Bags 

(Continued  from  page  208.) 

new  year  will  ensure  a  patronage  somewhat  more 
profitable  than  that  accorded  a  purely  staple  busi- 
ness. 

Aside  from  shopping  bags,  there  are  many  things 
in  this  department  for  which  there  would  seem  to 
be  a  good  year-round  demand.  Traveling  cases  and 
sets,  comb  and  brush  cases,  collar  bags,  music  cases, 
bridge  cases,  jewel  receptacles  and  many  other  art- 
icles in  which  different  designs  have  recently  been 


New  style  hand  bag — Shown   by 
Webster   Leather  Goods  Co. 


introduced,  making  for  a  still  greater  adaptability 
to  (be  purposes  intended.  Manufacturers  are  now 
working  on  designs  for  the  new  season  and  with 
the  present  month  travelers  will  be  on  the  road  with 
a  range  of  samples  calculated  to  create  still  greater 
interest  in  the  leather  goods  section. 

While  it  is  claimed  by  some  authorities  that 
larger  sizes  in  shopping  bags  are  returning  to  favor, 
there  has  been  little  indication  of  it,  as  yet,  in  Can- 
ada. The  smaller  bag  seems  to  be  having  the  call, 
and  some  of  the  new  designs  prepared  for  Spring 
selling  indicate  that  manufacturers  have  consider- 
able confidence  in  that  tendency.  The  new  panier 
hag  is  typical.  The  distinctive  feature  of  this  bag 
is  the  long  double  strap  for  placing  over  the  arm 
and  leaving  both  hands  free  for  the  muff  or  for 
greater  convenience  in  shopping.  A  movable  rub- 
ber clamp  makes  it  secure  to  the  arm.  There  is 
great  variety  in  the  frame  of  the  panier  bag,  some 
being  semi-circular,  others  square  and  even  the  wish- 
bone type  is  represented.     Highly  polished  or  dull 
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iinished  metals  are  used  in  the  frames,  and  the  bags 
are  worked  out  in  the  different  square,  oblong  and 
circular  shapes.  All  of  these,  however,  are  on  the 
small  order.  They  come  in  all  leathers,  are  for  the 
most  part  lined  with  moire  silk  and  are  equipped 
with  change  purses.  These  bags  should  at  once  meet 
the  insistent  call  for  something  different  as  well  as 
stylish  and  practical. 

While  the  panier,  as  its  name  would  suggest,  is 
one  of  the  newest  ideas  in  shopping  bags,  the  lines 
going  to  the  trade  this  month  will  also  contain  a 
good  representation  of  the  models  which  met  with 
favor   during   the   close   of   past  year,   such    as   the 


regular  square-framed  bags  and  the  envelope  bag 
of  oblong  shape  worked  out  in  great  variety  of 
leathers. 


Joins  Financial  Post 

This  week  Mr.  John  Appleton,  who  for  the  last 
ten  years  has  been  financial  editor  of  the  Manitoba 
Eree  Press,  and  was  admittedly  the  best-informed 
newspaper  man  on  financial  and  commercial  affairs 
in  Western  Canada,  joins  the  editorial  staff  of  The 
Financial  Post,  which  is  published  by  MacLean 
Publish in»'  Co. 


Buyers'    Guide 


PROFITABLE  LINES 

f'>r  your  Notion  Department-  Collar  Pins,  Beauty  Pins, 
Ladies'  Cuff  Links,  Bead  Necklaces  and  Ear-rings  to 
retail  at  popular  prices.     Write  to-day  for  samples. 

R.  A.  PHILLIPS 

The  Notion  and  Jewelry  House 
77  YORK  STREET,        TORONTO 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Rushes.  Write  for  our  104  paste  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical   Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicago.  III. 


feSlSfATERSpN 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR   ESPECIAL  HOBBY 


Condensed    Advertisements 

An  advertisement  under  this    heading    will    cost    you    two  (2)  cents    a    word    for  each    insertion,  and    your 

advertisement    will    go    to    5,000    merchants   each    month. 


AGENCIES  WANTED 

AGENCIES  WANTED  —  MANUFACTURERS 
agent  in  Hamilton  with  good  connection  and 
central  sample  room,  can  handle  another  good 
line  of  Dry  Goods  and  Men's  Furnishing 
Stores.  First  class  references.  Apply  Box  11, 
Dry   Goods   Review. 

FOR  SIDE  LINES  IN  GENT'S  FURNISH- 
ings  or  other  special  lines.  By  responsible 
and  experienced  men.  401  Rogers  Block,  Van- 
couver,  B.C. 

AGENCIES  WANTED  — FOR  MANITOBA, 
Saskatchewan  and  Alberta.  Specialty  lines  to 
the  retail  dry  goods  trade.  Address  J.  R. 
OALBRAITH,   P.O.   Box   765,   Winnipeg.        (tf) 

Canadian    Representatives    Wanted 

PEAHEN  LACE  MANUFACTURER  WANTS 
agent,  well  introduced,  for  the  Canada  market. 
Apply   to  L.  E.  3166,   Rudolf  Mosse,  Leipzig. 

FOR  SALE 

FOR  SALE— DEPARTMENTAL  STORE  ON 
main  line  of  C.P.R.,  population  twelve  hun- 
dred. Government  has  promised  to  make  this 
the  railroad  centre  of  eastern  Saskatchewan. 
Survey  for  G.T.P.  into  the  town  now  in  pro- 
gress; C.N.R.  promised.  Population  of  town 
will  double  in  two  years.  The  only  depart- 
mental store  on  the  main  street,  and  only 
one  other  opposition  in  the  town.  Sales  last 
year  almost  eighty  thousand  dollars,  have 
been  over  a  hundred  thousand.  Under  good 
management  can  be  brought  back  to  that 
figure.  Business  owned  by  a  wholesaler.  Ten 
thousand  will  handle.  Terms  on  balance  can 
be  arranged  to  suit  purchaser.  Building 
leased  at  low  rental  or  bought  on  reasonable 
terms.  Stock  about  twenty-five  thousand. 
Price  eighty-five  cents.  Apply  Gallagher  & 
Co.,    Moosomtn,   Sask. 


FOR  SALE— ONE  OF  THE  BEST  MEN'S 
furnishing,  ready-to-wear,  special  order  busi- 
ness  and  tailoring  business  in  the  best  town 
in  Western  Ontario,  controlling  some  of  the 
best  agencies.  Turnover  $25,000.  Can  be  In- 
creased to  $35,000  <in  a  .$9,000  stock.  Best 
stand  and  rent  easy.  Address  Box  200,  Men's 
Wear    Review. 

MISCELLANEOUS 


COI'ELAND-CHATTERSON  SYSTEMS— 
Short,  simple.  Adapted  to  all  classes  of  busi- 
ness. Copelaud-Chatterson-Co..  Limited,  Tor- 
onto and  Ottawa.  (tf) 
THE  MONEY  YOU  ARE  NOW  LOSING 
through  not  having  a  National  Cash  Register 
would  pay  its  cost  in  a  short  time.  Write 
us  for  proof.  The  National  Cash  Register 
Co.,  285  Yonge  Street,  Toronto. 
COUNTER  CHECK  BOOKS— WRITE  US 
to-day  for  samples.  We  are  manufacturers 
of  the  famous  SURETY  NON-SMUT  duplicat- 
ing and  Triplicating  Counter  Check  Books, 
and  Single  Carbon  Pads  in  all  varieties. 
Dominion  Register  Co.,  Ltd.,  Toronto. 
DOUBLE  YOUR  FLOOR  SPACE.  AN  OTIS- 
Fensom  hand-power  elevator  will  double  your 
floor  space,  enable  you  to  use  that  upper  floor 
either  as  stock  room  or  as  extra  selling  space, 
at  the  same  time  increasing  space  on  your 
ground  floor.  Costs  only  $70.  Write  for  cata- 
logue "B."  The  Otis-Fensom  Elevator  Co., 
Traders  Bank  Building,  Toronto.  (tf) 
MOORE'S  NON  -  LEAKABLE  FOUNTAIN 
Pens.  If  you  have  Fountain  Pen  troubles  of 
your  own.  the  best  remedy  is  to  go  to  your 
stationer  and  purchase  from  him  a  Moore's 
Non-Leakable  Fountain  Pen.  This  is  the  one 
pen  that  gives  universal  satisfaction  and  it 
costs  no  more  than  you  pay  for  one  not  as 
good.  Price  $2.50  and  upwards.  W.  J.  Gage 
&  Co.,  Limited,  Toronto,  Sole  Agents  for 
Canada. 

FIRE      INSURANCE.        INSURE      IN      THE 
Hartford.     Agencies   everywhere  in    Canada. 


ELLIOTT-FISHER     STANDARD    WRITING- 

Addiug  Machines  make  toil  easier.  Elliott- 
Fisher,  Limited  513  No.  83  Craig  St.  W.,  Mont- 
real, and  Room  314,  Stair  Building,  Toronto. 
WAREHOUSE  AND  FACTORY  HEATING 
Systems.  Taylor-Forbes  Company,  Ltd.  Sup- 
plied by  the  trade  throughout  Canada. 
YOU  CAN  BUY  A  REBUILT  TYPEWRITER 
from  us.  We  have  about  seventy-five  type- 
writers of  various  makes,  which  we  have  re- 
built and  which  we  will  sell  at  $10.00,  $15.00. 
and  $20.00  each.  We  have  also  a  large  stock 
of  better  rebuilts  at  slightly  higher  figures. 
Write  for  details.  The  Monarch  Typewriter 
Co.,  Ltd.,  46  Adelaide  Street  West,  Toronto. 
Canada.  (tf) 

COUNTER  CHECK  BOOKS— ESPECIALLY 
made  for  the  dry  goods  trade.  Not  made  by 
a  trust.  Send  us  samples  of  what  you  are 
using — we'll  send  you  right  prices.  Our  holder 
with  patent  carbon  attachment,  has  no  equal 
on  the  market.  Supplies  for  binders  and 
monthly  account  systems.  Business  Systems, 
Limited,    Manufacturing    Stationers,    Toronto. 


PRINTING 

PRICE  TICKETS  FOR  WINDOW  SHOW 
goods.  Black  lettering  on  white  cards  marked 
25c,  50c,  75c,  $1,  $1.25,  $1.50,  $1.75,  $2,  $2.50, 
$3,  $3.50.  $5.  Dozen  in  set,  per  set,  15  cents 
postpaid,  or  two  sets  for  25  cents  while  they 
last.  Technical  Book  Dept,  MacLean  Pub- 
lishing Co.,   143  University   Ave.,   Toronto. 


TECHNICAL  BOOKS 


THOUGHTS  ON  BUSINESS,  BY  WALDO 
POUDRAY  WARREN— a  collection  of  over  200 
business  editorials  from  leading  newspapers 
of  Canada,  England  and  United  States;  ap- 
proved by  prominent  business  men  every- 
where. Cloth,  $1.25.  Technical  Book  Dept 
MacLean  Pub.  Co.,  143  University  Ave.,  To- 
ronto, (tf) 
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HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


FIRM  CHANGE  NAME. 
Laces  &  Braids  Manufacturing  Co. 
have  changed  the  firm  name  to  A.  J. 
Gillies  Manufacturing  Co.,  Toronto. 
The  former  name  caused  trouble  in 
shipping.  Many  merchants  who  do 
not  handle  laces  and  braids  did  not 
always  associate  their  purchases 
from  this  firm's  ranges  with  the 
firm's  name.  A  full  assortment  of 
knitted  neckwear,  mufflers,  girdles, 
cords,  tassels,  braids,  fringes  and 
elastics  are  manufactured.  The  new 
firm  name  will  avoid  any  future  mis- 
takes in  delivery  shipments  from  this 
representative  line. 


BUTTON     COMPANY      CHANGES 
HANDS. 

Charles  Kertcher  and  I.  Schroeder 
have  taken  over  the  business  of  the 
Ontario  Button  Co.,  Berlin.  Mr. 
Kertcher  was  formerly  traveling 
salesman  with  the  Merchants'  Button 
Co.,  Waterloo,  while  Mr.  Schroeder 
has  been  for  some  years  with  the 
concern  in  which  he  now  becomes 
a  partner. 

BIG  DEMAND  FOR  HOSIERY. 

Harold  F.  Watson,  Weldon  &  Co., 
manufacturers'  agents,  Montreal,  re- 
port that  there  has  been  an  unprece- 
dented demand  this  season  for  fine- 
ribbed  hosiery.  In  fact  so  great  has 
been  the  demand  that  the  makers, 
Towle,  Killingley  &  Hiam,  Sileby, 
Eng.,  have  had  to  build  a  second  fac- 
tory at  Loughborough,  in  order  to 
take  care  of  the  Canadian  trade,  and 
there  are  now  specializing  largely  on 
fine-ribbed  lines.  They  have  also  in- 
stalled, within  the  past  six  months, 
new  machinery  by  which  their  plain 
hose  are  spliced  in  the  foot  bottom 
and  very  high  above  the  ankle,  in  ex- 
actly the  same  way  as  the  full-fash- 
ioned plain  hose.  This  line  has  also 
sold  so  well  on  this  market  that  an 
increase  in  the  plant  had  to  be  made 
to  fill  orders.  Another  line  that  Wat- 
son, Weldon  &  Co.  report  a  very 
large  business  in  is  shirts,  both  soft 
front  coat  shirts  and  working  shirts 
and  also  the  patented  "Fit  All" 
shirt,  with  adjustable  collar  band, 
made  by  Wilkie  &  Kennedy,  of  Glas- 
gow, Scotland.  These  have  been  tak- 
en very  largely  by  the  Canadian 
trade. 


MOVING  TO  NEW  FACTORY. 

Frank  W.  Robinson  Co.,  Ltd.,  118 
Sherbourne  street,  are  moving  to  a 
new  factory  at  the  corner  of  Batharst 
and  Wellington  streets,  Toronto. 
They  will  occupy  the  entire  3rd  floor 
of  the  building.  Sufficient  new  knit- 
ting machines  are  being  installed  to 
to  increase  the  output  to  five  times 
the  capacity  of  the  present  factory. 

A  full  range  of  men 's  and  women 's 
tailored  sweater  coats  and  knitted 
novelties  in  approved  1913  Fall 
styles  is  to  be  ready  by  January  15th. 
With  better  facilities,  the  firm  will 
be  enabled  to  supply  a  much  larger 
clientele  and  the  line  is  to  be  rep- 
resented in  different  parts  of  Can- 
ada. 


CHICAGO  OFFICE  MOVED. 

On  January  1,  the  Chicago  office 
of  the  C.  Kenyon  Co.  will  be  revomed 
from  Jackson  and  Fifth  to  the  sec- 
ond floor  front  of  the  new  Society 
Brand  Building,  northwest  corner  of 
Congress  and  Franklin  streets. 


IN  NEW  QUARTERS. 

George  Livingstone,  representing 
M.  Joss  and  Loewenstein,  Prague, 
Austria,  has  moved  to  new  sample 
rooms.  Address,  Cor.  Leader  Lane 
and  Colborne  Streets,  Toronto. 

A  neat  illustrated  catalogue  of 
M.  J.  &  L.  collars  and  cuffs  is  being 
sent  to  the  trade,  showing  the  range 
of  single  band  five-ply  and  double 
band  four-ply  collars  and  cuffs  made 
by  this  firm.  This  booklet  is  of  par- 
ticular interest   to  men's   furnishers. 


DISPLAY  CATALOGUE. 

Clatworthy  &  Son.,  Ltd.,  161  King 
street,  Toronto,  are  preparing  a  hand- 
some 250  page  catalogue  for  1913. 
The  catalogue  will  be  beautifully  il- 
lustrated and  lithographed,  showing 
the  exclusive  manufacture  of  this 
firm. 

Clatworthy  &  Son  are  pioneers  in 
the  display  fixture  business,  having 
organized  in  1896,  and  incorporated 
in  1908.  Their  latest  catalogue  shows 
both  the  growth  of  this  enterprising 
house  and  the  importance  of  pvoper 
display  facilities  during  the  past  few 
years.  A  full  range  if  improved  dis- 
play fixtures  for  all  lines  is  included: 
— Wax  figures,  manufacturers  and 
display  coat  and  suit  forms,  in  all 
sizes,  show  cases  and  mirrors,  papier 
mache,  draping  forms,  metal  racks 
and  highly  finished  nickle,  oxydized 
and  copper  stands  of  all  descriptions, 
wooden  display  stands  in  all  finishes 
and   several   new  metal  fixtures  just 


added  give  the  latest  up-to-date   re- 
quisites for  the  modern  trimmer. 

A  specialty  is  made  of  metal  fix- 
tures with  "Eiffel  Tower"  bases, 
which  meet  the  necessities  of  the  higli 
class  store  in  construction,  design  and 
finish.  Statuary  or  chocolate  bronze 
finish  is  approved  by  trimmers  at 
present,  as  it  is  serviceable  and  ar- 
tistic and  harmonizes  with  the  set- 
tings of  good  display. 


BRODY-FUNT  IN  NEW  QUARTERS 

Brody  &  Funt,  manufacturers  of 
wash-suits  and  dresses,  announce  their 
removal  from  13-21  East  22nd  street 
to  245-251  Seventh  avenue,  N.E. 
Corner  24th  street,  New  York.  In 
their  new  premises  Brody  &  Funt  will 
occupy  over  22,000  square  feet  of 
floor  space  with  the  largest  staff  of 
operators  of  any  concern  in  American 
manufacturing  wash  dresses,  suits 
and  coats.  Their  Spring  lines  show- 
ing the  newest  effect  in  washable  out- 
er garments  are  now  on  view  in  the 
sales  room  of  their  Canadian  repre- 
sentative, M.  Slabosky,  Merchants 
Bank  Building,  corner  St.  Catharine 
and  University  streets,  Montreal, 
where  they  may  be  seen  by  visiting 
buyers  during  the  month  of  January. 
Mr.  Slabosky  will  show  these  samples 
on  the  road  during  the  month  of 
February.  Brody  &  Funt  take  spe- 
cial pride  in  making  prompt  deliveries 
on  all  lines. 


HAYES  &  LAILEY  BUY  BAY  AND 
WELLINGTON  CORNER. 

One  of  the  big  real  estate  deals  re- 
cently noted  in  Toronto,  is  the  sale  of 
the  north-west  corner  of  Bay  and 
Wellington  streets  to  Hayes  &  Lailey, 
importers  of  silks,  serge  cloths,  lin- 
ings, etc.  This  firm  occupy  premises 
at  40  Melinda  street,  but  the  rapid 
development  of  realty  in  their  neigh- 
borhood compelled  them  to  look  for  a 
future  location  that  would  permit 
their  further  expansion.  The  build- 
ing purchased  may  be  described  as  the 
hub  of  commercial  Toronto. 


NEW  MANAGER  APPOINTED. 

The  H.  W.  Johns-Manville  Co.  an- 
nounce the  appointment  of  C.  S. 
Berry  as  manager  of  their  Atlanta, 
Ga.,  office,  located  at  3iy2  So.  Broad 
Street.  To  facilitate  delivery  in  the 
South  a  stock  of  roofings,  packings, 
pipe  coverings  and  other  J-M  asbes- 
tos, magnesia  and  electrical  products 
is  carried  at  this  above  address.  This 
office  also  employs  a  force  of  work- 
men experienced  in  the  application  of 
J-M  products. 
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Change  of  Address 

Announcement 


© 


UR  policy  and  rapidly  growing  busi- 
ness demands  a  more  desirable  home 
for  "Gilchrist  Clothing." 


It  is  therefore  with  pleasure  and  satisfaction 
that  we  here  announce  that  we  are  vacating 
our  premises  at  33  Church  St.,  and  will  in 
the  future  be  identified  with  the  finest  child- 
ren's, boys'  and  youths'  clothing  factory  in 
Canada,  situated  at  the  corner  of  Front  and 
Jarvis  Streets,  Toronto. 

We  wish  to  thank  our  patrons  for  their  sup- 
port during  the  past  and  hope  that  our  en- 
deavors will  merit  a  continuance. 


C.  M.  Gilchrist  &  Co. 

Manufacturers  of  Children's,  Boys'  and  Youths'  (Joining 

NOW 
CORNER    OF    FRONT    AND    JARVIS,  TORONTO 
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Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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A  Billion-Dollar  Year 

WHEN  the  books  are  closed  for  the  year  1912, 
it  will  be  found  that  Canada  has  experienced 
by  long  odds  the  biggest  year  in  her  history.  Up 
to  the  end  of  October  the  grand  total  of  Canadian 
trade  was  $821,723,347  and  it  is  estimated  that, 
when  the  figures  for  November  and  December  are 
secured,  tbe  total  will  reach  the  billion-dollar  mark. 


January's  total  was  $63,680,443,  February's  a 
million  more,  and  March  $23,000,000  greater.  The 
increase  continued  until  the  October  total  was  $101,- 
277,469.  It  is  estimated  that  the  November  figures, 
not  yet  compiled,  will  be  ahead  of  October  by 
$3,000,000. 

These  figures  give  striking  evidence  of  the  rapid 
development  of  the  country.  The  claim  so  often 
advanced  that  the  present  century  is  Canada's,  seems 
amply  justified  in  the  face  of  the  growth  of  trade 
and  population  during  the  first  decade  of  the 
century. 


Silk  Hats  and  Schedule  K 

TTIE  workings  of  Schedule  K  are  truly  "fearful 
and  wonderful."  Wool,  entering  United  States 
markets,  is  subject  to  a  very  high  duty  and  any 
article  that  contains  wool  in  any  degree  is  assessed 
at  the  high  rate  that  Schedule  K  affixes.  The  very 
latest  is  to  bring  men's  "stovepipe"  hats  under  the 
scope  of  that  much  discussed  and  extremely  complex 
classification.  Perhaps  the  story  can  best  be  told 
by  quoting  from  the  Saturday  Evening  Post: 

In  December  the  Treasury  Department  was 
called  upon  to  consider  the  case  of  certain  silk  hats 
imported  into  New  York — possibly  for  use  in  those 
pious  rites  commemorative  of  the  birth  of  a  new 
year,  which  form  so  edifying  a  feature  of  midwinter 
life  in  the  metropolis. 

The  Department's  ruling,  contained  in  a  letter 
to  the  Collector  of  the  Port,  recites:  "You  state  that 
the  under  brim  of  the  hats  in  question  is  composed 
in  part  of  wool;  that  the  hats,  in  addition,  usually 
have  a  band  of  wool" ;  consequently,  "Your  classifica- 
tion of  these  silk  hats  as  woolen  wearing  apparel, 
dutiable  at  forty-four  cents  a  pound  and  sixty  per 
cent,  ad  valorem  is  hereby  approved." 
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Long  ago  it  was  decided  that  a  farmer's  rubber 
boots  with  a  wool  lining  were  woolen  wearing  apparel 
and  must  pay  about  a  hundred  per  cent,  duty  in 
order  that  our  sheep  might  be  duly  protected  from 
competition  with  the  pauper  sheep  of  Australia. 
From  that  comparatively  lowly  beginning  Schedule 
K  has  resolutely  mounted  step  by  step  until  it  now 
sits  effulgently  enthroned  on  Gotham's  silk  hats; 
and  from  top  to  toe — whether  on  the  solitary 
stretches  that  surround  Red  Dog  or  in  the  haunts 
of  the  elite  along  Fifth  Avenue — there  is  scarcely 
anything  worn  by  man  that  may  not  be  legally 
classified  as  woolen  apparel. 


The  Percentage  on  Knit  Goods 

THE  article  which  appeared  in  Spring  special 
number  of  The  Review,  on  the  fixing  of  over- 
head expenses  in  the  knit  goods  department  has 
aroused  a  wide  degree  of  interest. 

Why  should  the  dry  goods  man  charge  a  certain 
percentage  in  other  departments  and  figure  a  smaller 
rate  on  his  knit  goods  lines?  Should  not  the  same 
rate  be  applied  impartially  in  all  departments? 
These  are  question*  which  merchants  are  beginning 
to  ask  themselves. 

The  conclusion  is  inevitable  that  the  merchant 
who  does  not  allow  a  large  enough  percentage  on 
the  selling  price  of  knit  goods  to  cover  the  cost  of 
doing  business  is  deliberately  pocketing  a  loss 
through  fear  of  competitive  conditions.  A  review 
of  the  selling  prices  fixed  by  many  dealers  shows 
conclusively  that  when  transactions  on  this  basis  are 
figured  out  correctly,  the  merchant  is  found  to  have 
actually  lost  money. 

The  distribution  of  costs  is  a  live  question  in  a 
large  departmental  store  where  the  location  of  de- 
partments is  a  big  factor.  In  the  smaller  establish- 
ments, however,  where  no  effort  is  made  to  accur- 
ately distribute  the  cost  of  doing  business,  the  prac- 
tice of  cutting  the  percentage  on  certain  lines  with- 
out raising  it  on  others  to  counterbalance  is  the  fore- 
runner of  heavy  losses. 

A  saner  method  of  fixing  selling  prices  is  needed. 


Free  Wool  in  United  States 

A  SIGNIFICANT  statement  is  made  by  the 
American  Wool  and  Cotton  Reporter,"  in  re- 
gard to  possible  developments  in  the  matter  of  the 
wool  tariff.     It  says,  in  part: 

"Discussing  further  our  argument  that  the  time 
has  come  for  the  final  removal  of  the  duties  upon 
wool,  we  call  attention  to  the  table  elsewhere  show- 
ing the  farms,  farm  land  and  farm  property  of  the 
United  States  of  each  decade  from  1850  to  1910, 
inclusive.     The  population  of  the  nation  increased 


from  23,191,876  in  1850.  to  91,972,266  in  1910. 
The  increase  was  continuous  throughout  each  de- 
cade, and  the  increase  in  farms  kept  pace  with  the 
population.  The  value  of  the  farm  property  will 
be  seen  to  have  been  $3,967,343,580  in  1850,  and 
to  have  advanced  steadily  until  it  reached  the  im- 
mense total  in  1910  of  $40,991,449,090.  In  the 
decade  from  1900  to  1910,  the  value  of  farm  pro- 
perty in  the  United  States  doubled.  During  this 
decade,  when  the  increase  in  value  of  farm  property 
was  so  enormous,  the  Census  Bureau  reports  a  de- 
crease of  9,056,000,  or  14.7  per  cent.,  in  the  total 
number  of  sheep  and  lambs  in  the  United  States." 

@ 


American  Trade  Advances 

ALTHOUGH  Canada  has  passed  the  stage  where 
trade  conditions  here  reflected  accurately  the 
situation  on  the  other  side  of  the  border  line,  the 
American  influence  is  still  strong.  It  is  interesting, 
therefore,  to  note  that  the  United  States  has  passed 
an  exceptionally  prosperous  year,  according  to  trade 
statistics.  The  foreign  trade  of  the  Lmited  States 
in  1912  will  show  a  higher  record  in  both  imports 
and  exports  than  in  any  previous  year.  Eleven 
months'  figures  just  compiled  by  the  statistical  di- 
vision of  the  bureau  of  foreign  and  domestic  com- 
merce indicate  that  the  imports  of  the  year  will  ap- 
proximate $1,800,000,000,  against  $1,563,000,000  in 
the  former Tecord  year  for  imports,  1910.  and  that 
the  exports  will  approximate  $2,400,000,000,  against 
$2,093,000,000  in  the  former  high  record  year  for 
exports,  1911.  The  calendar  year  will  break  all 
records  in  the  value  of  both  imports  and  exports. 


The  Passing  View 

Determine  to  make  every  month  of  1913  better 
than  the  corresponding  month  last  year;  and  back 
up  determination  by  systematic  work. 

The  vogue  for  bright  colors  is  being  reflected  in 
men's  neckties.  Some  of  the  very  latest  ideas  would 
have  been  voted  barbaric  at  one  time ;  and  yet  they 
are  undeniably  attractive  and  will  sell  well. 

*  *      « 

Woman  will  blossom  forth  most  attractively 
when  the  Spring  season  rolls  around,  thanks  to  the 
millinery  styles  promised.  Bright  color  combina- 
tions and  flower  garnitures  will  make  Spring  hats 

very  gay  indeed. 

*  *      * 

It  is  becoming  increasingly  more  apparent  that 
the  public  must  expect  to  pay  higher  prices  on  knit 
goods.  The  manufacturers  are  being  forced  to  ad- 
vance their  prices  and  the  same  course  will  be  incum- 
bent on  the  retailer. 
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The   Life   of   a  Window  Display 

Should  goods  trim  be  left  in  longer  than  three  days? — J.  A.  Mongeau  of  Dupuis 

Freres,  Montreal,  thinks  not — The  drawing  power  of  a  window  weakens  as  the 

day's  life — Good  displays  cause  early  depletion  of  stock. 


QUESTIONS  there  are  which  are  not  answered 
the  same  way  by  very  many,  and  one  of 
these  is  the  question  relating  to  the  length 
of  time  a  window  trim  should  be  left  undisturbed. 
Some  think  a  good  display  should  be  permitted  to 
hold  its  place  for  some  time.  Others  there  are  who 
contend  that  no  display  is  good  enough  to  hold  the 
store  spotlight  for  long.  Better  a  change,  even  if  it 
appears  a  change  for  the  worse,  than  no  change  at 
all.  In  other  words  many  believe  that  it  is  better 
to  show  one  fine  trim  and  three  poorer  trims,  than 
to  allow  that  one  fine  trim  to  occupy  the  window 
space  during  the  entire  time. 

J.  A.  Mongeau,  display  manager,  Dupuis  Freres. 
Montreal,  is  one  of  those  who  believe  in  changes. 
A  window  is  not  allowed  to  remain  unchanged  for 
a  week  in  this  store.  Two  or  three  days  is  about 
the  limit  for  any  one  trim.  Indeed.  Mr.  Mongeau 
claims  that  for  a  store  situated  as  Dupuis  Freres  is. 
two  or  three  days  represents  the  vigorous  life  of  a 
window.  After  three  days  it  will  exert  a  pull,  but 
a  weaker  and  weakening  pull — one  in  no  way  equal 
to  the  magnetic  influence  exerted  by  the  display 
when  it  was  quite  fresh,  and  one  which  will  not  be 
equal  to  the  pull  of  a  new  trim. 

In  this  store  there  are  twelve  windows.  There 
are,  of  course,  a  good  many  more  than  twelve  de- 
partments, and  the  managers  of  each  department 
are  naturally  anxious  to  get  their  goods  placed  prom- 
inently before  the  public  through  the  medium  of  the 
show  windows.  Their  value  is  judged  by  the  sales 
they  make.  They  have  reason  to  know  that  a  win- 
dow trim  brings  sales,  ergo  they  are  ready  to  fight 
for  a  trim  of  such-and-such  a  line  at  such-and-such 
a  time.     The  only  way  to  satisfy  all  is  to  give  all  a 


chance,  and  each  department  gets  its  share  of  the 
windows. 

No  hit-or-miss  system  is  employed  in  this  store, 
as  Mr.  Mongeau  makes  clear.  The  windows  are 
planned.  Heads  of  departments,  wanting  to  make 
a  display,  see  Mr.  Mongeau.  They  outline  the  class 
of  goods  they  want  to  give  prominence.  They  sug- 
gest the  time  of  the  week  in  which  they  think  a 
display  would  bring  them  the  best  results.  Then 
they  have  to  wait  the  verdict  of  the  powers  that  be. 
Every  proposed  window  has  to  be  passed  upon  by 
the  head  office.  If  the  plan  is  approved  so  far  so 
good.  Then  a  place  for  this  trim  is  reserved,  and 
the  day  upon  which  it  will  be  made  is  decided. 

"We  have  found,"  said  Mr.  Mongeau.  "a  window 
draws  the  very  first  morning  it  is  displayed.  People 
pass  our  windows  by  the  hundreds,  and  if  the  trim 
is  one  which  shows  bargains,  the  rush  on  that  depart- 
ment, in  which  the  goods  shown  are  sold,  will  com- 
mence right  away.  In  the  afternoon  the  window 
seems  to  attract  even  more.  The  second  day  too,  it 
pulls — sometimes  better,  for  then  those  who  first  saw 
it  have  told  their  friends,  and  their  friends  come  to 
the  store  as  well  as  those  other  casual  passers-by 
whose  attention  is  gained.  But  after  the  second  day 
the  window  loses  part  of  its  attractiveness." 

The  economic  law  of  diminishing  returns  is  at 
work.  Every  day  after  the  second,  it  has  been  found, 
the  window  attracts,  but  not  so  largely  as  it  did  at 
first.     The  drawing  power  is  diminishing. 

Another  thing  which  makes  necessary  the  short 
life  of  a  window  is  the  fact  that  the  life  is  so  very 
vigorous.  ""Why,"  stated  Mr.  Mongeau,  speaking 
on  this  subject,  "many  of  our  windows  could  not  be 
left  for  longer  than  three  days.    By  the  second  day 
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First — He  sent  in  a  coupon   (see  below). 
Second— We      installed     this     KAWNEER 
STORE  FRONT. 
Third — He  wrote  this  letter. 


'Sorry  that  we  did  not  have  it  done  years  ago 


— that  s  the  spirit  our  customers  have  alter  w 
pulling  KAWNEER  STORE  FRONTS. 

This  merchant  is  enthusiastic  over  KAW- 
NEER, simply  because  it  is  making  more 
business — because  he's  making  a  big  profit  on 
his  small  investment.  His  enthusiasm  is  not 
prompted  by  his  personal  gratification — in 
business  we  must  forget  that. 
Just  study  this  Front.  His  old  Front  was  so 
unlike  this  that  you'd  swear  the  change  was 
an  impossibility.  See  how  striking  his  displays 
are — could  you  pass  this  Store  without  hesitat- 
ing— without  looking — and  after  all,  that's  the 
surest  way  of  making  a  sale. 
The  two  show  windows  are 
like  two  all-glass  show  cases 
—  always      clean-cut       and 


have   nistal 


tores   mod 


Another  thing — KAWNEER  is  made  of  either 
solid  copper,  brass,  bronze  or  aluminum.  This 
is  a  solid  copper  Front  (statuary  copper  finish) 
and  he  will  never  have  to  spend  one  cent  for 
paint  or  repairs.  He  pays  for  his  Front  just 
once.  It  started  to  pay  for  itself  immediately 
— after  that  profits  go  straight  to  the  cash 
drawer.  This  remarkable  change  was  made 
possible  only  by  KAWNEER— and  it's  only 
one  of  6,500  Stores  that  KAWNEER  was  in- 
stalled in  during  1912.  There 
are  thousands  upon  thous- 
ands of  examples  just  like 
this    all    over    the    country. 


bright.  SEND  IN  THIS  COUPON         Your  store  is  no  different. 

We  can  do  for  you  what  was  done  for  this  Merchant.  Just  fill  in  this  little  coupon  for  "Boost- 
ing Business  No.  21'" — it  won't  take  a  minute  and  may  eventually  mean  a  revolution  in  your 
business,  the  same  as  in  this  Merchant's  business.  We  are  specialists  in  the  manufacture  and 
installation  of  Store  Fronts — originated  the  solid,  all-metal  Store  Front  and  have  been  at  it 
incessantly  for  almost  eight  years.  Just  send  the  coupon  for  "Boosting  Business  No.  21." 
It  contains  photographs,  drawings  and  plain  descriptions  of  many  of  the  finest  big  and  little 
Store  Fronts  in  the  country. 


Kawneer 

Manufacturing    Co. 

hrancis  J.   Plym,  President 

87  Duchess  St.         Toronto,  Canada 


cor  pon. 

KAWNEER   MANUFACTURING   CO., 
87  Duchess  St.,  Toronto,  Canada. 
Kimllv   send   "Boosting  Business   No.   21,"   without 
obligation  upon  my  part. 

Xame  

Street    and    Xo 

<  'it  v  or  town    

Business    
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This  striking  display,  arranged  by  Einile  Pigeon,  of  Dupuis  Freres,  Montreal,  sold  many  yards  of  goods. 
While  the  reproduction  does  not  show  the  color,  which  was  one  of  the  finest  features  of  the  trim,  it  yet  gives 
the  general  idea.  The  dress  goods  displayed  were  whipcords  of  different  shades,  and  silks  to  match.  Furs 
and  feather  boas  were  used  with  good  effect  to  make  a  contrast.  The  background  was  a  green  plush  curtain 
trim,  while  the  floor  was  covered  with  green  felt.  Over  the  twenty-four  inches  immediately  at  the  front, 
was  spread  a  piece  of  fine  allover  lace,  the  aim  being  to  brighten  the  appearance  of  the  whole  window. 
This  trim  was  cheaply  made,  all  the  requirements  being  taken  from  stock.  The  high  stands  were  simply 
posts,  with  boards  placed  on  the  top  to  give  greater  breadth.  The  shorter  stands  near  the  front  of  the 
window  were  made  out  of  dress  goods  pieces.     The  window  represents  thought  and  work,  not  expense. 


the  stock  of  the  specialty  shown  is  greatly  reduced. 
Toward  evening  it  is  often  necessary  to  take  samples 
out  of  the  window  to  meet  the  demands  of  the  eager 
customers.  A  window  sells  goods  rapidly,  when  it 
makes  a  direct  appeal  as  all  windows  in  Dupuis 
Freres  do." 

This  question  of  the  direct  appeal  is  one  to  which 
Mr.  Mongeau  and  all  his  assistants  give  particular 
attention.  General  windows  are  dressed  from  time 
to  time — windows  which   primarily  show   the  high 


grade  of  goods  carried,  or  the  styles  and  colors  which 
may  be  expected.  Such  windows  do  great  good. 
They  attract  people  to  the  store  generally.  But  the 
usual  window  is  much  more  direct.  It  treats  of  one 
thing  only.  A  good  business  letter,  it  has  been  said, 
should  deal  with  but  one  subject.  As  a  general  rule 
the  same  thing  applies  to  windows. 

The  window,  moreover,  should,  Mr.  Mongeau 
believer  lie  made  to  speak.  The  goods  speak  for 
themselves  to  a  certain  extent.    To  the  knowing  they 


The  "PERFECT"  System 

IS    SWIFT,    SURE    AND    CONVENIENT 

Prompt  making  of  change  and  delivery  of  parcel  to  customers  mean 
more  to  your  store  than  many  merchants  realize.  Quick  service  in 
this  day  of  "fast  living"  should  be  the  aim  of  every  mercantile  business 
if  you  would  keep  abreast  with  the  times.  The  "PERFECT"  System 
of  cash  and  parcel  carriers  will  give  this  service. 

WRITE  FOR  FULL  PARTICULARS. 

Hamilton  Brass  Mfg.  Co.,  Limited,  Hamilton,  Ont. 

MONTREAL  OFFICE :   327  CRAIG  STREET  WEST 
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tell  of  quality.  They  speak  of  style,  but  they  do  not 
give  an  idea  as  to  price.  Price  cards,  it  is  held, 
should  be  used.  "These  do  not  spoil  the  appearance 
of  a  window  at  all,"  stated  Mr.  Mongeau.  "They 
make  it  live,  rather.  It  is  the  price,  with  the  goods, 
that  makes  the  magnet." 


-©- 


Reputation  as   an  Advertiser 

The  evolution  or  development  wrought  by  the 
varying  circumstances  of  forty  years,  is  embodied  in 
the  store  of  Bell  &  Son,  Collin gwood.  The  founder 
of  the  business  died  a  few  years  ago  and  it  is  now 
conducted  by  his  sons.  The  original  store  was  a  gro- 
cery, which  was  hardly  one-quarter  the  size  of  the 
present  building.  The  latter  has  a  frontage  of  about 
forty-five  feet,  and  a  depth  of  about  120  feet.  All  de- 
partments are  on  one  floor,  and  consist  of  general  dr}r 
goods,  boots  and  shoes,  men's  wear  and  housefurnish- 
mgs.  The  original  department,  that  of  groceries,  was 
dropped  a  few  years  ago. 

During  the  past  year  the  Bell  boys  have  been  try- 
ing-out the  reputation  of  the  store  as  an  advertising 
factor  by  keeping  their  advertising  appropriation 
within  a  more  limited  amount.  They  have  so  far 
noticed  no  falling  off  in  business,  but,  on  the  con- 
trary, a  fair  increase  in  business.  This  they  attribute 
in  great  measure  to  the  standing  obtained  by  a  store 
which  has  been  doing  business  along  steady,  uniform 
lines  for  the  past  forty  years. 

"Don't  understand,  however,  that  we  do  not  be- 
lieve in  advertising."  said  one  of  the  boys  to  The 
Review.  "While  we  have  adopted  this  policy  for  a 
year,  we  are  not  indifferent  to  the  fact  that  the  mer- 
chant to-day  must  keep  the  people  well  informed, 
and  our  present  attitude  does  not  necessarily  indi- 
cate our  future  course.  We  have  watched  the  matter 
carefully,  however,  and  it  has  not  been  altogether 
barren  of  suggestion  to  us." 


Callander,  Sask— Mrs.  Smith's  millinery  store 
was  destroyed  by  fire  which  wiped  out  a  portion  of 
the  business  section,  doing  damage  to  the  extent  of 
$20,000. 

Montreal,  Que. — The  almost  absolute  failure  of 
the  water  supply  for  several  hours  early  last  night, 
was  the  cause  of  the  valuable  property  of  Napoleon 
Marcotte,  dry  goods  merchant,  at  the  corner  of  Notre 
Dame  and  St.  Augustin  Streets,  being  totally  de- 
stroyed. Damage  to  an  amount  of  between  $40,000 
and  $50,000,  according  to  the  owner,  was  done  to  the 
stock  and  building,  and  of  the  three-storey  brick 
store  and  dwelling,  that  stood  at  the  corner,  nothing 
now  remains. 


How  about  your 
equipment  for 
1913   ?   ?   ? 


D.  &  P.  FORM 

Draped  by  A.  E.  Aptcd,  with  T.  Eaton  Co..  Ltd. 

DO  you  give  your  trimmer  a  fair  show? 
Do  you  expect  him  to  keep  your  win- 
dow displays  the   brightest  and  most 
up-to-date  in  the  town  with  display  fixtures 
that  are  out-of-date?     ' 

A  few  dollars  invested  in  Dale  and  Pearsall 
drapery  forms  and  figures  will  be  the  best 
paying  investment  you  have  ever  made. 
Think  of  the  sales  one  well-dressed  form  will 
make  and  the  very  small  cost  of  it.  The 
above  form  was  draped  with  one  suit  length, 
making  a  drape,  simple,  yet  very  effective. 
Brighten  up  your  1913  equipment, 

Send  for  one  of  our  new  instructive  catalogs. 
Look  for  later  announcement. 


DALE  &  PEARSALL 

106  FRONT  STREET  EAST 
TORONTO 


Displaying  Piece   Silks  in  the   Window 

Silks  bring  sure  returns  because   they  are  in    steady  demand — Description  of 
display   of  Silks,  including   two    units — Practical    methods   of   constructing  a 

suitable  background. 


THE  featuring  of  piece  silks  in  window  displays 
is  in  order  for  practically  every  month  in  the 
year,  because  silks  are  a  recognized  favorite 
of  fashion  all  through  the  year.  On  this  account,  the 
minds  of  prospective  buyers  can  be  influenced 
strongly  by  window  displays  of  silks.  Advertisers 
agree  that  the  psychological  time  to  advertise  any- 
thing is  when  the  great  majority  of  the  people  are 
most  interested  in  that  thing.  Hence,  an  application 
of  this  logic  extends  to  frequent  displays  of  silk  piece 
goods. 

Window  trimming  is  advertising.  The  trimmer 
endeavors  to  tell  a  story  about  the  silk  merchandise 
by  showing  it  artistically  in  the  display  window.  Silk 
is  an  all  year  around  fabric  that  represents  a  sub- 
stantial amount  whenever  a  sale  is  made.  A  mer- 
chant can  charge  a  rental  for  the  display  window 
space  and  figure  that  it  ought  to  bring  in  a  certain 
percentage  on  the  investment.  Silk  displays  will 
bring  largest  returns. 

The  sale  of  trimmings  can  be  promoted  at  the 
same  time  by  showing  something  suitable  in  connec- 
tion. Supposing  that  you  have  permanent  back- 
grounds in  the  display  window.  Have  as  a  point  of 
contact,  a  cluster  of  seasonable  foliage  and  flowers 
set  along  the  top  border.  This  can  be  attached  at 
the  ends  of  the  window  without  marring  the  back- 
ground by  using  a  holder  to  fasten  on  the  bottom 


of  the  molding,  extending  out  from  the  border  line. 
The  window  trimmer  can  build  this  holder.  It  is 
easy  to  take  a  piece  of  heavy  mat  board  in  dimensions 
5  x  8  inches.  Set  a  strip  of  wood  V2  x  8  inches  along 
each  edge  to  prevent  breaking  down  fasten  this  to 
extend  out  into  the  window  molding.  Use  a  pencil 
point  to  make  the  holes  through  the  mat  board;  have 
as  many  of  them  as  you  have  sprays  of  foliage.  The 
sprays  in  the  outer  row  should  be  bent  down  over  the 
edges  of  the  holder  to  conceal  the  fastenings. 

As  seen  from  the  sidewalk,  you  have  a  great  bou- 
quet of  flowers,  attached  at  each  corner  of  the  win- 
dow. A  cluster  of  the  same  seasonable  flowers  is 
set  in  a  vase  on  a  pedestal  at  right  of  the  background. 
A  ribbon  bow  with  streamers  leading  out  into  the 
window  is  attached  to  the  vase  and  top  of  the  pedestal. 
According  to  our  illustration,  this  is  most  pleasing 
and  suitable  to  back  up  a  display  of  silks. 

Two  drapery  units  are  used  to  complete  this  dis- 
play. The  most  distinctive,  perhaps,  is  the  one  in  the 
centre.  This  is  set  on  a  new  draping  form,  with  full 
bust  top  and  balance  tapering  from  the  bust  line 
down  to  a  fine  point,  six  inches  in  diameter  at  the 
base.  The  drape  is  made  with  a  twelve  yard  length 
of  silk,  without  cutting  the  goods.  The  two  ends  of 
the  cut  form  the  fish  tail  effect  at  the  bottom.  This 
is  a  distinctive  feature  of  the  mermaid  style  of  drap- 
ing.   For  silks,  it  is  a  most  effective  style. 


THE    ART    OF    DISPLAY 


Dry    Goods    Review 


Suggestive  Windows  for  Spring  Millinery  and 
Dress  Goods    Openings 


The  background  design  of  this  window  is  simple  but  effective.  It  is  a  combination  of  Roman  and  art  nouveau.  Both 
pillars  and  bottom  section  of  background  are  covered  smootiily  with  light,  tan  felt.  The  art  nouveau  design  is  cut 
from  beaver  board,  kalsomined  a  deep  cream  and  shaded  with  ground  coke.  Foliage,  frosted  roses  and  leaves 
tinted  in  yellow  lion's  heads  and  chains  in  antique  finish  harmonize  with  balance  of  trim.  Brown  Canton  flannel 
is  used  on  the  floor.  This  is  one  of  a  series  of  dress  goods  displays  introducing  new  fabrics  and  showing  how 
they  are  intended  to  be  worn.  The  series  caused  considerable  comment  and  proved  a  _rood  selling  feature.  For 
Glanville's,   Ltd.,   Calgary,   by   E.  A.   Wilson. 
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Unique  window  background  in  grey  with  dogwood  blossoms  wired  to  green  beech  leaves.  This  setting  was  made 
first  of  frames  covered  with  unbleached  muslin,  then  outlined  with  L'x4  lumber  and  painted  with  alabastine.  By 
F.  J.   Cuni,   Huntington.   W.   Virginia,  U.S.A. 


Oriental  Influence  in  Trimming  Novelties 

Persian  and  Bulgarian  bands  revived  —  Rhinestones  combined  with  jet  and 
crystal  for  evening  gown  trimmings  —  The  use  of  buckles  and  tassels 
indicated  —  Buttons   used  in   profusion  —  Many    filets   and    bandeaux    worn 

—  The  latest  toilet  novelties 


THE  new  trimmings  are  Oriental  in  effect  with 
the  near  East — that  is  Eastern  Europe — in 
first  representation.  This  tendency  is  bring- 
ing our  old  friend  the  Persian  hand  into  prominence 
and  hand  trimmings  on  taffeta  satin  and  net  in 
Bulgarian  and  Persian  patterns  and  colorings  are 
showing  in  trimming  lines.  The  same  colors  and 
designs  are  also  deATeloped  in  cotton  for  trimming 
dresses  of  linen,  ratine  or  cotton  suiting.  The  turn- 
ing of  fashion  towards  Oriental  sources  of  inspira- 
tion is  bringing  colored  embroideries  to  the  fore 
again,  and  embroidery  touches  done  on  yellow  cloth 
in  red,  dull  blue  and  green,  picked  out  with  black, 
are  very  much  in  evidence  on  imported  gowns  and 
waists. 

The  above  is  the  advance  note  hut  for  evening 
and  dressy  wear  nothing  has  taken  the  place  of  the 
rhinestone.  Rhinestones  are  used  for  simple  line 
trimmings  and  rhinestones  combined  with  pearl,  jet 
and  crystal  form  the  new  mid-season  trimming  fea- 
ture. Some  effective  hands  are  shown  in  crystal 
rhinestones  and  black  beads. 

Another  trimming  feature  that  must  not  be  over- 
looked is  the  use  of  buckles  for  holding  drapery 
folds  in  place.  Tassels  are  also  coming  into  vogue 
for  finishing  of  sash  ornaments  and  other  trimming 
points.  Thus  a  blouse  seen  the  other  day  had  a  kind 
of  tab'  finish  to  the  collar,  at  each  end  of  which  was 
placed  a  tassel.  Crescent-shaped  ornaments  fringed 
with  small  tassels  form  another  new  trimming 
feature. 

Rut  after  all  the  big  trimming  feature  lies  in  the 
use  of  buttons.  Button  trimmings  are  equally  good 
on  tailored  dresses  and  suits  as  on  the  more  elaborate 
reception  or  afternoon  gown,  and  even  the  evening 
gown  is  now  decorated  with  rows  of  small  novelty 
buttons  as  a  rule  on  the  jeweled  or  rhinestone  order. 
Ruttons  are  also  extensively  used  by  the  manufac- 
turers of  blouses  and  neckwear. 


The  change  in  hair  dressing  calls  for  wavy  hair 
drawn  low  down  over  the  forehead,  or  for  the  wear- 
ing of  a  soft  fringe  of  curly  hair.  To  go  with  this 
new  style,  bandeaux  or  filets  are  provided.  Some  are 
of  shell  set  with  rhinestones,  but  far  better  liked  and 
more  attractive  are  the  filets  made  up  of  strands  of 
rhinestones.  Some  of  these  show  a  band  of  stones 
centred  in  the  centre  of  the  forehead  with  an  orna- 
ment of  stones  set  in  white  metal  or  silver.  Others 
have  square  links  of  rhinestones  held  together  by 
a  connecting  line.  When  aigrettes  or  feathers  are 
worn  they  shoot  off  at  right  angles. 

There  is  an  increasing  demand  for  all  kinds  of 
shell  goods  such  as  bandeaux  pins,  casque  combs  and 
barrettes.  Shell  pins  put  up  in  half-dozen  pack- 
ages in  dark,  medium,  light  and  grey  are  selling 
freely  in  all  notion  departments.  Rhinestones  are 
used  in  profusion  in  the  decoration  of  all  shell  goods 
and  because  the  stones  are  not  so  apt  to  drop  out 
set-in  patterns  are  preferred.  The  new  feature  here 
is  the  barrette  of  white  metal  set  with  rhinestones. 

Though  puffs  and  curls  have  been  replaced  by 
simpler  styles  of  hair  dressing,  few  women  have 
enough  of  the  crowning  glory  to  give  the  requisite 
appearance  of  abundance  and.  therefore,  there  is  a 
particularly  good  demand  for  switches.  As  the  hair 
is  now  arranged  the  quality  of  the  switch  is  impor- 
tant and  the  call  is  for  better  hair. 

Artificial  flowers  for  corsage  bouquets  and  for 
table  and  household  decoration  are  having  a  wide 
distribution  and  yet  another  use  is  being  found  fo 
them-.  The  bunch  of  flowers  that  decorates  the  in- 
terior of  my  lady's  car  nowadays  is  as  often  of  vel- 
vet or  silk  as  the  real  article.  Naturally  the  very 
best  French  flowers  are  used.  These  are  very  exact 
reproductions  of  the  natural  flowers  and  are  as  a  rule 
delicately  perfumed  and  of  course  they  do  not  fade. 

Toilet  set^  in  the  new  substitutes  for  ivory  have 
become  very  popular  and  every  possible  article  for 
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FANCY  GOODS,  NOTIONS  AND  TOYS 
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the  dressing  table  can  be  obtained.  Among  the 
numerous  novelties  are  pretty  little  alarm  clocks 
rimmed  in  this  creamy  material.  Hatpin  holders 
and  bottle  cases  can  be  had  in  different  sizes. 

Manicure  sets  with  the  handles  of  this  imitation 
ivory  are  put  up  in  square  leather  boxes.  When  the 
lid  is  lifted  tbe  sides  fall  down  and  rest  flat  out.  The 
latest  sanitary  fad  calls  for  the  use  of  the  complexion 
puff  for  powdering  the  face  only  once.  This  ac- 
counts for  tiny  puffs  of  swansdown  made  by  the 
dozen  and  packed  closely  into  satin-covered  card- 
board boxes  small  enough  to  carry  in  the  handbag. 

Vanity  cases  come  in  French  gilt  or  celluloid. 
These  cases  open  with  a  spring  and  disclose  a  powder 
puff  and  cake  of  powder,  and  there  is  a  mirror 
placed  in  the  cover  of  the  lid. 


News   Items 

Netherhill,  Sask. — John  Lee  is  giving  up  hi* 
men's  furnishings  business. 

Cannington,  Ont. — J.  A.  McLean  is  holding  a 
goingJout-of-business  sale  which  will  be  kept  up  until 
March  1. 

Pembroke,  Ont. — The  addition  to  the  Pembroke 
Woollen  Mills  is  finished  as  far  as  the  building  is 
concerned  but  the  fittings  and  machinery  will  not 
be  completely  installed  before  the  first  of  March. 

Calgary,  Alta. — The  annual  winter  clothing  sale 
of  the  W.  Diamond  Clothing  Company  has  com- 
menced and  will  continue  until  January  18.  Dur- 
ing the  interval  the  entire  $100,000  stock  of  the 
company  will  be  placed  on  sale  at  a  discount  of  25 
per  cent. 

Edmonton,  Alta..  January  2. — W.  H.  Robert- 
son, a  homesteader  in  the  Athabasca  district,  north 
of  here,  arrived  in  Edmonton  to-day  with  the  pelt 
of  a  silver  fox,  valued  at  $1,000;  two  brown  foxes, 
seven  bear  hides  and  218  racoon  skins.  Silver-tip- 
ped foxes  are  rare  and  when  properly  marked  the 
pelts  are  worth  small  fortunes.  Three  silver  foxes 
have  been  trapped  in  the  Lac  la  Biche  country  this 
season,  the  hunters  receiving  from  $450  to  $800  each 
for  the  pelts. 

Saskatoon.  Sask. — The  first  real  estate  transac- 
tion of  moment  to  be  announced  in  1013  is  a  pur- 
chase, made  from  Lord  Elphinstone  by  J.  F.  Cairns, 
of  a  large  slice  of  Second  Avenue  property  in  the 
very  heart  of  the  city.  The  property  purchased  is 
the  fifty  feet  of  frontage  adjoining  the  splendid  new 
home  of  the  Cairns'  departmental  store  on  the  north 
side,  and  this  will  increase  the  frontage  of  Mr. 
Cairns'  property  to  150  feet  on  Second  Avenue.  The 
frontage  of  the  property  on  Twenty-third  Street  is 
140  feet. 


Naiad     Dress     Shields    are    good 

things  for  the  Dry  Goods  Merchant 

to  carry — they  sell  easily  and  they 

bring  trade. 


UNSEEN  -NAIAD  PROTECTS 

NAIAD 

DRESS 
SHIELDS 


are  not  ordinary  dress  shields.  They 
are  different  and  superior.  Just 
note  these  distinctive  points. 

— Thoroughly     sanitary     and 
hygienic. 

— Can  be  sterilized  in  boiling 
water. 

— As  good  the  day  it  is  bought 
as  the  day  it  is  made. 

— Will  not  deteriorate  on  your 
shelves. 

Sample  Book  Free 

Wrinch,    McLaren   &   Co. 

Sole  Canadian  Manufacturers 
77  Wellington  St.  West,  Toronto 
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Million  and  a  Half  Store  in  Calgary 

Hudson's  Bay  Company  putting   up   a    modern    departmental  store   building, 

which  will  be  most  complete  in  every  respect — Dimensions  of  building  will  be 

130  by  250 — Complete  plans  not  yet  available. 


CALGARY,  Alta..  Jan.  13.— The  growth  and 
development  of  the  city  of  Calgary  and.  for 
that  matter,  of  the  whole  West,  has  never 
been  more  strikingly  demonstrated  than  in  the  plans 
of  the  Hudson's  Bay  Co.  for  their  new  departmental 
store  here.  The  building  is  now  in  course  of  erec- 
tion and  promises  to  be  one  of  the  largest  and  hand- 
somest in  Canada  when  completed. 

Estimates  of  the  cost  of  the  building  place  the 
total  at  $1,500,000. 

The  building  is  being  erected  at  the  corner  of 
Seventh  Avenue  and  First  Street  West.  As  will  be 
seen  from  the  accompanying  illustration,  it  will  be 
an  imposing  structure  of  seven  storeys.  In  planning 
it,  the  architects  have  kept  aesthetic  as  well  as  prac- 
tical considerations  in  view  and  have  evolved  a  struc- 
tural outline  containing  many  attractive  features. 

The  dimensions  of  the  building  will  be  130  feet 
by  250  feet.  It  will  thus  be  seen  that  the  amount 
of  floor  space  in  the  complete  store  will  be  very  large 
and  will  enable  the  company  to  provide  each  depart- 
ment with  the  space  for  ample  display. 


In  point  of  equipment,  the  very  latest  ideas  will 
be  introduced.  An  especially  good  feature  will  be 
the  amount  of  space  given  over  to  window  displays. 
There  will  be  over  600  feet  of  space  for  window 
advertising  and,  as  a  good  depth  and  height  is  al- 
lowed, the  facilities  thus  provided  will  be  unexcelled. 

Tt  is  impossible  as  yet  to  give  any  details  as  to 
interior  arrangements  and  floor  plans.  Fuller 
information  will  be  available  when  the  building  has 
been  completed. 


Alta  Vista.  B.C. — Mrs.  Pomroy  has  opened  a  dry 
goods  store. 

Calgary.  Alta. — Leith  and  Arkin  have  opened  a 
men's  furnishing  store. 

Hedley,  B.C.- — II.  G.  Freeman  has  taken  over  the 
men's  furnishing  business  of  R.  G.  Shier. 

Calgary,  Alta.- — Romanoff  and  Leith  have  dis- 
solved partnership  and  Jos.  Romanoff  will  continue 
their  men's  furnishing  business. 


The  new  million   and  a  half  dollar  building  in  course  of  construction  for  the  Hudson's  Bay  Co.,  Calgary. 
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Merchants  Attitude  To  Phone  Shopping 

Taking  orders  over  telephone  is  now  regarded  as  more  or  less  of  an  evil — 
Merchandizing  methods  are  shaped  to  get  people  into  the  store — But  what  of 
the  future  ? — The  trend  will  probably  be  toward  developing  phone  ordering. 


WHEN  the  twentieth  century  becomes  a  thing 
of  the  past,  so  far  that  its  achievements  can 
be  ticketed,  docketed  and  classified,  and  its 
place  in  history  marked  down,  it  seems  as  though  it 
is  going  to  stand  prominently  out  as  a  period  of 
rapid  advancement  in  the  production  of  and  the  gen- 
eral use  of  creature  comforts  and  labor-saving  de- 
vices. Even  at  the  present  moment  young  though 
the  century  may  be,  the  tendency  to  make  a  very 
general  use  of  these  labor  and  time-saving  devices 
goes  on  almost  too  quickly  to  meet  altogether  with 
the  approval  of  the  men  at  the  head  of  the  big  retail 
dry  goods  enterprizes.  The  truth  is,  twentieth  cen- 
tury men  and  twentieth  century  women — the  latter 
particularly,  are  losing  their  conservatism,  and  are 
evincing  an  increasing  willingness  to  give  a  thor- 
ough try-out  to  any  new  device  that  promises  to  con- 
serve effort  and  save  labor. 

These  remarks  are  called  forth  more  particularly 
by  the  increasingly  popular  use  made  of  the  tele- 
phone, and  the  very  general  disposition  evinced  by 
a  large  majority  of  women  to  do  shopping  by  phone. 

This  tendency,  at  any  rate  at  present,  seems  to 
be  looked  upon  by  the  men  at  the  head  of  even  the 
largest  and  most  progressive  stores  both  in  Canada 
and  the  United  States  as  by  no  means  an  unmixed 
blessing.  They  are  not,  it  would  appear,  quite  so 
sure  that  the  advantages  lie  their  way  when  telephone 
shopping  is  practised.  Telephone  shopping,  the  man- 
agement apparently  figures,  strikes  at  the  root  of 
much  that  has  been  satisfactorily  worked  out  in  mod- 
ern retailing,  and  particularly  in  departmental  store 
organizations. 

The  big  success  of  the  departmental  store  has 
come  through  the  fact  that  people  are  attracted  to  the 
store  in  numbers,  and  have  been  induced  to  spend 
money  freely  when  within  the  store's  doors. 

Every  store  manager  and  department  head  knows 
it  is  not  what  the  customer  needs,  and  what  he  or 
she  has  come  prepared  to  spend  that  keeps  up  the 
great  volume  of  sales,  and  swells  the  big  profits.  It 
is  the  goods  bought  because  they  are  temptingly 
displayed,  and  temptingly  priced,  and  because  of  the 
contagious  enthusiasm  that  is  produced  by  the  fact 
that  people  are  busy  buying  on  all  sides.  In  short, 
it  is  the  sales  made  over  and  above  the  absolute  needs 
of  the  buying  public.  Sales  which  would  not  be 
made  if  the  big  stores  were  not  crowded  all  day  with 
eager  shoppers,  that  make  the  departmental  stores  the 
big  paying  propositions  they  have  now  become. 

Therefore  there  is  nothing  wonderful  in  the 
fact  that  the  management  are  slow  to  favor  anv  de- 


velopment like  shopping  by  phone  which  tends  to 
keep  customers,  and  moneyed  customers  at  that, 
from  visting  the  store  in  person  when  wanting 
goods. 

When  the  whole  methods  of  modern  retailing 
are  considered  and  the  large  sums  of  money  that  are 
spent  with  the  sole  object  in  view  of  drawing  the 
people  into  the  store  is  taken  into  account  an  in- 
telligible idea  of  the  tmderlying  reasons  is  gained 
why  no  extra  provision  is  made  in  so  many  stores 
for  receiving  phone  orders.  Also  why  so.  many  ad- 
vertisements, especially  when  particularly  tempting 
bargains  are  offered,  contain  the  notice  thait  no 
phone  orders  will  be  received. 

Look  at  the  money  spent  in  handsome  stores 
and  expensive  fixtures,  in  rest  rooms  and  other  con- 
veniences and  the  money  paid  out  to  the  store 
decorator  and  his  little  army  of  assistants,  for  the 
purpose  of  keeping  up  the  window  trims  and  the 
carrying  out  of  attractive  interior  decorative  schemes. 
These  and  fashion  shows  and  openings  and  other 
special  attractions,  such  as  musical  programs  and 
other  devices,  are  designed  solely  for  the  purpose  of 
drawing  more  people  into  the  stores.  This  is  the 
reason  price  concessions  are  made  and  special  sales 
planned,  and  because  it  is  known  that  the  people 
who  attend  for  these  advantages  will  also  buy  other 
goods  when  in  the  store.  In  short,  the  getting  of  the 
people  into  the  store  is  the  pivot  and  central  idea 
upon  which  modern  retailing  turns. 

A  FUTURE  DEVELOPMENT. 

The  real  question  in  this  matter  would  seem  to 
be  as  to  whether  the  retailer  is  strong  enough  to  suc- 
cessfully combat  shopping  by  phone,  and  as  to  the 
eventual  or  non-success  of  his  efforts  to  discourage  it. 
Possibly— most  probably — he  will  have  as  time  goes 
by  to  modify  his  outlook  on  this  particular  question, 
and  will  have  to  make  a  proper  provision  for  meeting 
and  making  the  most  of  this  new  call.  It  would  not 
in  the  least  be  astonishing  if  at  no  distant  date  there 
were  stores  found  that  catered  specially  for  telephone 
trade  just  as  is  now  done  for  the  mail  order  shopper. 
Possibly,  also,  when  this  time  arrives  the  store  man- 
agement will  find  that  much  of  the  scare  has  been 
unwarranted,  and  on  closer  acquaintance  the  shop- 
per by  phone  is  just  as  likely  to  be  led  into  giving 
large  orders  because  the  phone  is  handy  and  the 
service  prompt  and  pleasant,  as  she  was  to  buy  liber- 
ally when  she  came  to  the  store. 

In  any  case,  the  merchant  should  watch  his 
phone  system  carefully  even  though  he  may  not  be 
(Continued  on  page  15) 
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Merchandizing   Topics  of   Current   Interest 


Getting    the  farmers'  trade — Owen  Sound  firm  post  men  on  roads  to  dis- 
tribute literature — A    stock    record    system — How  buying   has    changed — 

Featuring   trade-marked    goods. 


Getting  the  Farmers'  Trade 

To  meet  the  farmer  on  his  way  to  market  and  to 
interest  him  in  the  values  offered  at  their  store  while 
he  still  has  time  to  read  about  them  is  the  object  of 
an  advertising  idea  which  has  been  adopted  by  Dun- 
bar &  Chester,  who  opened  their  store  in  Owen  Sound 
five  years  ago.  There  are  four  or  five  good  roads 
leading  into  Owen  Sound  from  the  splendid  agricul- 
tural district  surrounding,  and  on  market  days  or 
whenever  there  is  likely  to  be  an  unusual  number  of 
farmers  in  town,  Dunbar  &  Chester  employ  a  man  or 
boy  to  stand  on  each  of  these  main  roads  at  a  point 
near  the  city  boundary  and  distribute  to  farmers  and 
their  wives  advertising  matter  describing  lines  that 
are  being  featured  that  day  in  their  store.  In  this 
way  considerable  business  is  developed  from  that  par- 
ticular source.  The  same  advertising  matter  is  dis- 
tributed among  the  houses  of  the  city. 

Dunbar  &  Chester  carry  a  considerable  fur  stock 
in  which  they  find  it  to  their  advantage  to  feature 
some  of  the  more  expensive  lines — pieces  from  $100 
to  $150,  fur  coats  up  to  $350.  The  pieces  they  dis- 
play on  the  main  floor  while  the  coats  form  part  of 
the  ready-to-wear  section.  When  it  is  necessary  to 
carry  an  article  over  it  is  placed  in  a  box  along  with 
a  moth  preventative  and  sealed  up.  A  fur  opening 
is  held  at  the  beginning  of  cold  weather,  when  strong 
display  is  followed  up  by  advertising. 


How  Buying  Has  Changed 

That  it  is  absolutely  necessary  for  the  merchant 
to  keep  in  constant  touch  with  the  market,  in  order 
to  buy  right  and  to  have  clean  stock  is  the  conviction 
of  Mr.  Green,  of  Marshall,  Green  &  Co.,  Orangeville. 

"The  difference  in  buying  is  wonderful,"  said  he 
to  The  Review.  "A  few  years  ago  it  was  possible  on 
seeing  a  customer  enter  the  store  to  tell  almost  ex- 
actly what  class  of  goods  he  or  she  would  require  in 
every  department.  There  was  not  so  much  compar- 
ison of  patterns  and  qualities.  What  the  next  door 
neighbor  bought  was  then  not  so  strong  a  factor.  But 
now  it  is  all  changed.  A  salesman  can  size  up  a  cus- 
tomer's general  temperament  but  that's  where  it  ends. 
People  want  up-to-date  goods.  They  read  a  lot  about 
styles  and  they  come  to  the  merchant  with  their  no- 


tions. This  is  one  reason  why  I  have  found  it  im- 
portant to  run  in  to  market  every  little  while  and 
keep  in  touch  with  latest  ideas.  Novelty  is  playing 
a  larger  part  than  ever  in  the  retail  business,  and  I 
think  it  is  good  policy  to  study  the  demand  with  the 
object  of  eliminating  the  profitless  for  the  more 
profitable  lines.  That  is  what  we  have  been  doing 
and  we  find  that  it  pays." 

The  Marshall,  Green  &  Co.'s  store  has  a  corner 
location  which  makes  it  possible  to  carry  the  grocery 
section  in  the  rear  of  the  dry  goods  store,  with  a  side 
entrance  and  a  special  window.  The  front  windows 
of  the  store  are  arranged  on  a  plan  which  gives  the 
appearance  of  greater  frontage  than  actually  exists. 
There  is  a  wide  vestibule  with  a  window  on  each  side 
about  three  feet  in  depth.  At  the  rear  of  the  entrance 
these  windows  form  an  angle  to  admit  of  two  others 
running  crosswise  of  the  store,  with  the  entrance  in 
the  centre.  The  windows  do  not  run  the  full  height 
of  the  store,  but  are  boxed  in  to  admit  of  prisms  at 
the  top.  These  distribute  the  light  in  such  a  way 
that  practically  an  hour's  daylight  is  saved.  The 
windows  have  mirror  backgrounds  and,  neatly  trim- 
med, present  an  attractive  appearance. 


Did  Not  Consider  Exceptions 

Exceptions  that  prove  or  disprove  any  rule  in  the 
dry  goods  business,  occasion  no  very  grave  concern  to 
E.  Topp,  of  Meaford,  specialist  in  ready-to-wear  gar- 
ments and  boots  and  shoes.  Mr.  Topp  is  an  Austrian 
and  exception  number  one  consisted  in  the  fact  that 
before  he  came  to  this  country  eight  years  ago  he  was 
a  cattle  buyer — had  no  "previous  experience."  On 
arriving  in  Canada  he  looked  over  the  ground  and 
decided  that  it  didn't  much  matter  what  business  he 
went  into.  Ready-to-wear  clothing  was  his  choice, 
and  for  a  while  he  conducted  a  transient  business — 
that  is,  he  traveled  through  the  Meaford  district  with 
a  wagon  full  of  garments,  and  sold  to  the  farmers. 
In  this  way  he  became  familiar  with  that  section  of 
the  country  and  its  people.  Exception  number  two 
was  his  willingness  in  granting  credit  on  easy  terms, 
a  plan  which  he  adopted  later  when  he  opened  a  store 
and  installed  a  considerable  stock.  To-day  he  owns 
this  store,  and  a  stock  valued  at  about  $19,000.     He 
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has  two  regular  wagons  on  the  road,  each  of  which 
do  what  he  describes  as  a  nice  business.  While  he 
carries  some  large  accounts  on  his  books,  he  states 
that  he  has  confidence  in  the  people,  that  he  has  lost 
but  little  through  this  policy  and  that  his  knowledge 
of  the  district  is  a  guide  in  granting  accommodation. 
He  states  that  only  recently  one  of  his  patrons  paid 
him  $900  in  one  lump  in  settlement  of  an  account. 
Some  merchants  may  here  recognize  another  excep- 
tional policy.  At  his  annual  stock-taking,  Mr.  Topp 
states  that  he  takes  in  everything  at  cost  price.  Once 
a  year  he  holds  a  reduction  sale. 

"We  run  down  to  the  city  and  buy  150  or  200 
garments  at  a  time,"  said  he,  "and  they  are  not  all 
staple  styles  either.  We  have  a  good  demand  for 
coats  at  $10,  $20  and  $25.  We  also  handle  men's 
clothing." 

Already  Mr.  Topp  is  discussing  with  himself  the 
opportunities  that  may  exist  for  larger  business  in 
cities  such  as  Hamilton  and  Toronto.  He  apparently 
has  done  well  in  Meaford  and  declares  that  while  his 
business  there  nets  him  from  $4,000  to  $5,000,  his 
costs  being  very  small,  a  more  populous  field  would 
be  more  to  his  liking. 


Advertisement  with  Definite  Message 

"It  is  the  advertisement  that  sticks  that  does  the 
business,"  said  Mr.  Rogers,  of  Gillespie,  Rogers  &  Co., 
Orangeville,  to  The  Review  during  a  discussion  of 
advertising  methods.  He  picked  up  a  paper  to  ex- 
plain his  idea. 

"Do  you  mean  to  say  that  a  busy  housewife  will 
stop  to  read  that?"  said  he,  as  he  pointed  to  one  speci- 
men which  was  a  general  enumeration  of  articles  with 
no  outstanding  feature. 

"Here  is  the  advertisement  that  attracts  the 
reader,"  said  Mr.  Rogers,  turning  to  another  in  which 
a  description  of  a  special  feature  stood  out  conspicu- 
ously. That  is  the  way  he  has  figured  out  the  adver- 
tising game.  It  pays  to  specialize,  to  give  each  adver- 
tisement a  definite  message.  Otherwise,  it  will  only 
have  indifferent  success.  It  is  this  idea  which,  he 
states,  has  brought  his  advertising  most  success. 

Gillespie,  Rogers  &  Co.,  while  conducting  a  gener- 
al dry  goods  store,  are  specializing  in  women's  ready- 
to-wear  garments.  Recently  they  carried  men's 
clothing,  but  the  layout  of  their  store  was  such  that 
the  department  had  to  be  located  near  the  millinery 
section.  This  was  hardly  suitable,  so  women's  ready- 
to-wear  was  substituted.  In  a  space  about  15x20  feet, 
a  very  neat  department,  with  wardrobes,  adjoining 
the  millinery  section,  has  been  arranged. 

"We  have  had  an  excellent  season  on  coats,"  said 
Mr.  Rogers.  "Ready-to-wear  carefully  handled  is 
certainly  a  desirable  line.  Personally,  I  prefer  it  to 
the  so-called  staple  dry  goods.     It  is,  as  a  general 


tiling,  more  profitable,  and  is  not  so  imposing  on 
salesmanship.  The  point  is,  keep  your  stocks  clean. 
Styles  have  to  be  watched,  of  course,  but  it  is  one  sec- 
tion in  which  we  can  meet  mail  order  competition 
effectively.  Time  and  again  we  have  demonstrated 
to  our  people  the  fact  that  a  home  purchase  would 
have  given  them  better  satisfaction.  In  fact,  just  the 
other  day  a  woman  saw,  in  our  window,  a  coat  for  $19 
which  was  similar  to  one  she  had  paid  $32  for  in 
Toronto.  We  have  the  exclusive  agency  for  two  con- 
cerns. They  send  us  smart  styles  and  we  can  sell 
them. 

"At  the  opening  of  the  season  we  hold  a  millin- 
ery and  ready-to-wear  event.  We  use,  in  our  adver- 
tisements, cuts  with  prices  and  short  descriptions.  Too 
much  reading  matter  spoils  an  advertisement.  A  cut 
will  convey  a  better  idea  than  half  a  page  of  descrip- 
tion." 


'Merchants  Attitude  to  Phone   Shopping 

(Concluded  from  page  13) 

satisfied  as  to  the  advantages.  He  should,  by  all 
means  see  that  it  is  not  a  source  of  friction  or  offence 
and  in  this  connection  particular  care  should  be 
taken  in  choosing  the  clerk  that  attends  to  the  phone 
orders.  For  the  merchant's  own  sake  this  clerk 
should  not  be  picked  out  on  the  policy  that  any  sort 
of  a  girl  will  do.  Not  only  should  she  know  the 
goods  carried  in  the  store,  but  she  should  be  care- 
fully chosen  from  a  temperamental  point  of  view. 
Taking  telephone  orders  is  no  easy  business,  and  a 
short  tempered  pert,  and  snippy  clerk,  can  do  the 
house  more  harm  here  than  in  almost  any  other 
position  in  the  store.  The  girl  in  charge  of  the 
phone  should  be  bright,  quick  and  alert,  and  above 
all.  she  should  be  the  happy  possessor  of  a  calm,  not 
easily  ruffled  and  even  temper. 

In  the  near  future,  there  is  little  doubt  that  mer- 
chants will  accept  the  customer  who  orders  by  phone 
in  the  same  spirit  as  he  now  accepts  the  mail  order 
customer.  No  one  pretends  the  mail  order  customer 
is  not  a  source  of  profit,  and  there  is  no  doubt,  when 
the  phone  customer  is  as  well  looked  after  and  catered 
for,  merchants  will  find,  instead  of  losing  business  by 
phone  shopping,  they  are  making  a  gain  because  of 
it. 

Paradoxical,  also,  as  it  may  seem,  in  nine  cases 
out  of  ten,  this  phone  trade  will  have  been  gained 
without  in  any  way  lessening  the  every-day  stream  of 
customers  drawn  by  advertising,  window  trimming 
and  other  features.  Women  are  not  going  to  stay  at 
home  simply  because  they  have  a  phone.  There  are 
many  items  a  woman  needs  that  she  will  buy  only 
on  personal  inspection,  if  possible,  and  the  merchant 
will  find  the  woman  who  is  content  to  do  all  her 
shopping  by  phone  is  decidedly  a  negligible  quan- 
titv. 
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Firm  Hosiery  Prices  are  Indicated 

Proposed  U.  S.  changes  make  conditions   uncertain   and    1914  samples  later — 

The  possible  effect  on  Canadian  hosiery  imports — Changes  in  value  and  higher 

quotations  more  apparent  in  1914  ranges. 


THE  effect  of  the  proposed  tariff  changes  on 
United  Stales  imports  is  already  being  felt 
in  the  attitude  of  German  hosiery,  manu- 
facturers. Whether  the  reductions  favorable  to  the 
hosiery  industry  will  be  made  or  not  is  an  open  ques- 
tion. Chemintz  hosiery  mills  are  anticipating  and 
hope  to  regain  a  part  at  least  of  the  lost  business 
which  the  present  customs  bar. 

Direct  representatives  cannot  get  satisfactory 
quotations  on  a  general  list  at  the  present  time. 
Samples  for  Spring,  1914,  will  be  late.  Some  early 
special  numbers  of  cottons  and  lisles  are  coming  to 
hand,  but  the  bulk  of  the  ranges  will  not  be  assem- 
bled until  March  or  fully  a  month  later  than  a  year 
ago.  Manufacturers  are  holding  off,  pending  any 
reductions  or  favorable  legislation.  The  situation 
is  governed  by  indecision  rather  than  by  firmness  of 
market  conditions.  The  policy  of  the  tariff  commis- 
sion is  uncertain. 

Contracts  for  repeats  or  new  orders  are  accepted 
subject  to  advance  or  approval  of  the  manufacturers. 
The  manufacturers  claim  they  are  unable  to  confirm 
prices,  but  that  repeat  orders  will  be  filled  at  latest 
quotations  or  the  buyer  advised.  During  the  last 
month  large  orders  have  been  refused  and  others 
accepted  only  at  increases  per  dozen  all  round.  Some 
sample  lines  are  advanced  in  transit,  which  shows 
that  manufacturers  are  taking  advantage  of  the  pres- 
ent situation  or  are  forced  by  market  conditions. 

This  happens  when  the  mills  are  busy  with  1913 
repeats  and  filling  the  last  of  this  year's  orders.  Suffi- 
cient contracts  to  keep  the  mills  busy  until  June 
have  been  booked.  New  orders  are  placed,  only  at 
an  advance  for  manufacture.  With  manufacturers 
willing  to  place  large  orders  by  sub-contract,  the 
firmness  of  the  market  and  the  prospect  of  a  good 
year  ahead,  higher  prices  are  evident. 


In  Germany,  and  particularly  in  Chemnitz  mills, 
all  hosiery  is  made  by  contract  or  piece  work.  Oper- 
atives are  quick  to  take  advantage  of  a  firm  market, 
and  the  prospect  of  plenty  of  work.  In  Canadian  and 
U.  S.  mills,  the  costs  of  labor  are  not  subject  to  such 
quick  change,  because  working  conditions  are  differ- 
ent. Here,  except  for  unseen  labor  troubles,  manu- 
facturers are  estimating  on  fixed  prices,  and  meeting 
natural  advances  for  efficiency,  higher  costs  of  pro- 
duction and  similar  conditions.  Price  changes  are 
not  so  radical  in  consequence.  The  re-opening  of 
the  United  States  market  and  the  increased  output 
mean  that  1914  contracts  can  only  be  placed  at  an 
advance  on  present  prices. 

WAITING  TO  FLOOD  MARKET? 

Some  hosiery  men  claim  that  the  German  mills 
are  waiting  to  flood  the  U.  S.  market.  While  the 
sold-up  condition  may  exist  now,  the  output  for 
1914  will  be  increased  to  meet  it,  but  it  hardly  seems 
likely  that  any  German  mills  can  handle  sufficient 
quantities  to  create  such  conditions.  European  buy- 
ers are  not  finding  Chemnitz  mills  eager  for  more 
business  or  that  quantity  offerings  are  going  beg- 
ging. Starting  the  new  year  and  placing  orders  for 
1914  will  relieve  the  present  situation.  New  book- 
ings will  be  made  on  prevailing  conditions,  which 
indicate  firmer  prices  as  a  consequence. 

Canadian  trade  will  be  affected  in  several  ways. 
The  results  of  competition  are  not  likely  to  reach 
this  market.  Tariff  changes  of  any  consequence  are 
apt  to  force  U.  S.  hosiery  mills  to  increase  their  field. 
Both  style  influence  and  the  success  of  their  lines 
have  been  notable  in  increasing  Canadian  imports 
of  U.  S.  hosiery  this  season.  Silks,  and  silks  and 
lisles  have  done  well,  which  is  proved  by  different 
showings.    The  condition  may  be  the  result  of  guar- 
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When  buying  Hosiery 
ask  for 

HAWLEY'S 
"HYGIENIC  BLACK" 

There  is  no  better 
Dye  in  the  World. 

Lver<y  Pair 

Warranted  Fast 
to  Mashing,  Hard  Wear 
and  Perspiration. 

Works  -  Hinckley,  England. 


2tek  §our  Wholesaler  for 

"WESTFIELD"  BRAND 

SCOTCH-KNITTED 

Woollen  Vests 


'TIT  UK  success  of  these  Vests  has  been  in- 
^  stantaneous,  but  is  not  to  be  wondered 
at  in  view  of  their  extreme  serviceability. 
They  have  been  made  expressly  with  a  view 
to  the  rigor  of  our  Winter  and  being  of  pure 
wool  they  are  very  warm  without  being 
heavy  or  cumbersome.  These  Vests  are  "par 
excellence"  for  FIT,  STYLE  and 
ELEGANCE. 

These  have  now  become  a  staple  line,  and 
mi  up-to-date  store  can  afford  to  be  without 

a  stock. 


SEWARD  BROTHERS 


251  ST.  JAMES  STREET 


MONTREAL,  QUE. 
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antee,  advertising,  style  and  demand  for  better 
grades.  Value  in  specified  numbers  and  tbe  general 
growth  of  hosiery  departments  are  also  reasons. 

From  the  merchant's  viewpoint  this  means 
branded  lines  or  fixed  profit  numbers.  The  same 
applies  to  domestic  grades,  which  sell  either  through 
the  jobber  or  direct.  Defined  advances  are  not  so 
satisfactory  for  the  jobber  as  the  Chemnitz  practice, 
which  combines  values  to  meet  created  conditions. 
Both  U.  S.  and  Canadian  hosiery  mills  curtail  the 
jobber's  profit.  Therefore,  in  cotton,  fine  lisles  and 
several  numbers  of  full  fashioned  hosiery,  retailing 
at  from  25c  to  35c  pair,  German  manufacturers  will 
continue  to  compete.  They  will  prepare  for  greater 
quantities  of  these  qualities  or  submit  grades  to  meet 
both  advances  in  cost  of  manufacture  and  the  com- 
petition of  this  market. 

However,  every  advance  in  1914  samples  owing 
to  sub-contract  price  advances,  favors  domestic  lisles 
and  cottons,  where  they  compete.  This  is  another 
reason  why  samples  are  late  and  prices  are  not  con- 
firmed for  future  placing.  The  market  generally 
will  be  broadened  for  Canadian  trade  and  merchants 
will  have  a  larger  scope  because  of  values  submitted. 

If  the  pressure  of  demand  is  increased,  owing  to 
tariff  changes,  there  is  every  reason  to  expect  firm 
quotations  from  that  cause.  While  wholesale  values 
and  quantity  orders  have  protected  this  season's 
samples  to  some  extent,  next  year's  values  are  sure 


to  show  the  firmness  of  the  market.  Changes  in 
values  submitted  to  the  trade  for  1914  range,  either 
for  special  selection  or  placing  wholesale  orders,  will 
be  more  apparent  than  in  1913. 


THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be-'. had   from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


Problem  of  Adequate  Profits 

Knit  goods  departments  limited  to  give 
the  right  profits  same  as  any  other 
sections  —  Merchants  responsible  in  help- 
ing to  foresee  conditions —  Departments 
losing  money  otherwise 

ONE  of  the  first  principles  of  business  and 
average  is  wrong,  where  merchants  do  not  al- 
low themselves  the  justice  of  sufficient  profit 
on  underwear  and  kindred  lines  on  which  the  limit 
of  cost  is  now  too  high.  The  increased  costs  of  doing 
business  necessitate  larger  advances,  whether  a  nom- 
inal or  a  correct  charge  for  overhead  expenses  is 
made  against  the  department.  Clever  merchandis- 
ing in  any  department  should  warrant  at  least  50 
per  cent,  advance  to  give  this  average.  Unless  mer- 
chants are  either  educating  their  trade  to  this  new 
standard  or  endeavoring  to  average  sales  on  this 
basis,  they  are  losing  money  both  for  themselves  and 
their  competitors.  This  extra  amount,  consumers 
must  pay  just  as  they  pay  for  any  other  commodity 
which  is  governed  by  market  conditions. 

Each  merchant  is  responsible  and  his  ability  as 
a  buyer  and  salesman  is  evident  in  the  confidence 
with  which  conditions  are  met.  The  problem  is 
solved  in  other  departments.  The  principle  can  be 
and  is  being  applied  to  underwear,  gloves,  hosiery 
and  numerous  lines  in  which  average  merchandising 
values  are  not  up  to  the  desired  limit.  The  result 
can  be  reached  in  a  representative  showing  of  men's, 
women's  and  children's  knitted  garments  of  all 
grades. 

The  success  of  each  range  of  knitted  goods  to 
average  50  per  cent,  or  more  advance,  is  proportion- 
ate to  the  exclusiveness  of  the  range  or  the  mer- 
chant's control  of  the  line.  Trade  conditions  are 
being  anticipated  in  the  merchant's  interest  by  the 
manufacturer.  The  attitude  of  some  buyers  that 
such  an  advance  is  too  much,  in  view  of  prices  in 
competing  ranges,  does  not  suggest  the  success  which 
attends  the  policy.  But  in  those  instances  where 
the  correct  profit  limit  is  maintained,  manufactur- 
ers and  merchants  keep  in  close  touch  with  the  trade 
by  meeting  prevailing  conditions. 

The  different  influences,  such  as  increased  cost 
of  manufacture  and  distribution,  indicate  that  the 
co-operation  of  the  merchant  is  necessary  just  as 
much  as  good  business  demands  increased  profits. 
Getting  the  required  advance  depends  on  the  know- 
ledge of  values  and  corresponding  ranges  in  Can- 
adian mills.  It  is  part  of  the  general  demand  for 
(Continued  on  page  43.) 
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JFO.WEAR  CARMEN© 


The  Buyer's  Viewpoint 

Simple  dress  models  in  the  leading  silks  have  a 
big  advance  sale.  Popular  priced  corsets  show  little 
change.  Women  adhere  to  the  natural  straight  line 
flexible  figure.  Buyers  find  junior  dresses  bring 
added  business  and  new  blouses  fuller  and  made  with 
sbo aider  and  back  yokes. 


Suits  Will  Be  Shown   Unusually  Early 

The  date  of  Easter  is  mainly  responsible — Length  of  coats  for  staple  suits  have 
been  defined  as  far   as   is   possible — Straight   line   effects    are    being  retained 

indefinitely. 

Ratine  plain  and  fancy  and  faille,  moire,  and 
brocade  are  all  being  used  for  collar  facings,  and 
many  Spring  suits  have  the  collar  and  cuffs  made  of 
heavy  lace.  A  piping  of  white  cord  silk  or  white 
pique  simulating  a  vest  is  often  used. 


WITH  Easter  Sunday  the  last  but  one  in 
March,  buyers  are  preparing  to  show  suits 
early.  As  a  matter  of  fact  the  big  city 
stores  even  now  are  introducing  Spring  suits  into 
their  selling  line.  This  is  partly  to  have  something 
new  with  which  to  interest  their  trade  and  also  for 
the  benefit  of  the  growing  number  of  women  who 
want  a  Spring  outfit  early  because  they  are  intending 
spending  the  stormy  months  of  late  Winter  and  early 
Spring  in  Florida  or  California,  In  the  larger  cen- 
tres this  trade  is  becoming  of  sufficient  importance  to 
be  specially  catered  for. 

Manufacturers  report  active  business  at  the  pre- 
sent time  in  suits.  Preference  is  given  in  popular- 
priced  models  to  the  plainer  tailored  styles,  as  the 
more  ornate  effects  are  apt  to  be  decidedly  freaky. 
The  average  length  for  the  coat  of  this  class  of  suit  is 
27  inches.  Modified  cut-aways  are  much  in  evidence 
but  there  is  a  fair  showing  of  models  with  the 
straight-cut  coat.  Many  suits  that  are  cut  on  simple 
tailored  lines  are  given  a  dressy  effect  that  is  quite 
distinctive  by  the  use  of  novelty  printed  ratines  in 
bright  colors  for  collar  facings.  A  suit  of  this  class 
was  of  navy  Bedford  cord.  The  coat  bad  no  lapels 
and  was  buttoned  diagonally  across  with  bright  red 
ball  buttons  of  large  size.  The  collar  was  of  the  new 
shape  showing  large  points  on  the  shoulders  and 
straight  and  narrow  across  the  back.  It  was  of  deep 
cream  ratine  with  a  coral-like  all-over  pattern  in  red 
and  was  edged  with  a  galoon  in  red  and  tan  colors. 
The  coat  was  cut  on  simple  straight  lines  and  so  was 
the  four  sored  skirt. 


When  more  dressy  suits  are  chosen,  buyers  will 
find  considerable  choice  and  will  have  to  exercise 
their  own  judgment  to  a  very  considerable  extent  in 
selecting  suits  suitable  to  the  needs  and  tastes  of  the 
clientele  they  cater  for.  Suits  of  this  class  do  not 
follow  so  closely  the  27  in.  in  length  for  the  coat,  the 
length  showing  depending  largely  upon  the  style 
chosen. 

In  this  class  are  appearing  a  number  of  smart 
effects  bordering  very  closely  upon  the  costume  idea. 
These  are  often  made  up  in  two  different  fabrics,  or 
colors  or  in  one  color  but  in  plain  and  fancy  mater- 
ial. White  serge  and  eponge  and  other  wool  novel- 
ties will  be  shown  with  the  coat  of  navy.  Copen- 
hagen, oi-  the  new  Balkan  blue  and  the  skirt  of  white 
or  white  colored  stripe  to  match  the  coat. 

Though  the  separate  skirt  still  follows  very  close- 
ly the  suit  skirt,  more  interest  is  being  taken  in  sep- 
arate skirts,  and  indications  are  said  to  point  to  a 
more  general  wearing  of  the  blouse  and  skirt.  Manu- 
facturers are  watching  this  tendency  closely  and  as 
the  developments  warrant,  are  preparing  to  add  more 
dressy  models.  The  main  new  feature  at  present  is 
the  finishing  of  the  top  of  the  skirt  with  stitched 
belts  and  half  belts.  Buckles  are  being  used  instead 
of  buttons  to  give  trimming  varietv. 
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READY-TO-WEAR     G  A  RMENTS 


Skirt  of  checked  mixture  cloth, 
showing  the  introduction  of  pleats 
at  one  side  of  the  front  and  back 
panel  ami  the  stitched  belt  that  is 
newer  than  the  high  waist.  Shown 
by  Gardiner  Foley. 


No  Change  in  Corset  Lines 

Models  with  the  large  waist  line,  low  bust 

and  long  skirt  still  the  sellers — Corsetiers 

are  following  the  natural  figure  lines. 


CORSET  styles  for  Spring  selling  show  no 
change  in  the  lines  that  sell  at  popular  prices. 
The  waist-line  is  large,  and  the  bust  cut 
medium  low  with  the  skirt  very  long,  giving  an  al- 
most curveless  figure  with  straight  hips  and  back. 
And  popular-priced  corsets  are  as  soft  and  as  flexible 
as  is  consistent  with  the  materials  that  have  to  be 
used,  I"  ] 'induce  them  at  the  prices  required. 


More  than  ever  is  the  corset  the  foundation  of 
the  mode,  and  the  fact  that  the  style  originators 
have  found  it  impossible  to  lead  women  to  adopt 
corset  modifications  leading  away  from  the  large- 
waisted  slender-hipped  figure  has  much  to  do  with 
the  shaping  of  the  present  modes,  and  for  the  turn- 
ing of  fashion  to  peasant  and  Oriental  sources  for 
inspiration. 

More  than  ever  is  the  natural  figure  followed  by 
the  Paris  eorseticres  who  work  in  unison  with  the 
leading  Parisian  model  houses,  and  who  originate 
and  are  responsible  for  the  corsets  shaped  so  as  to 
produce  the  lines  of  the  fashionable  figure.  To-day 
it  is  the  untrammeled  figure  and  the  perfect  natural 
form  that  is  aimed  at  and  the  fashionable  woman  as 


Dress  of  linen,  showing  new  Russian  tunic 
in  heavy  embroidery.  This  dress  shows 
the  new  tendency  to  Eastern  fashions. 
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<H>CKX><>CHD<>0<>0<><KX><>CH3^^  <>0<KK><X>CH>CK>C>0-0<>  < 


The  visiting 
buyer  should 

see  our 
new  thing's. 


Situated  in 

the  heart  of 

the  wholesale 

district. 


Made   Since    1902 


Exclusive     Selling    Agency     Granted     of    the     Pullan 
Garment  Where   We  Are  Not  Already    Represented. 

A  FEW  SUITS  THAT  TELL  THE  STORY ! 


SUITS,  COATS  AND  SKIRTS 

We  have  secured  the  largest  collection  of  cloths  and  the  widest  range  of  colors  yet  in  our  warehouse, *and  our 
preparations  for   Spring  business  are  now  made  on  a  greater  scale  than  ever,  exceeding  all  our  previous  efforts. 

M.  PULLAN  &  SONS 

An   Exclusive   Cloak,   Suit   and   Skirt   House. 

Pullan   Building,   Bay   and   Wellington   Sts.,    TORONTO. 

Montreal   Office,     Lindsay   Building. 

<X>00<K><>OK>0<>CK>000<KK^ 
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READY-TO-WEAR     GARMENTS 


From  left  to  right. — 1.  Blouse  of  mauve  and  white  ratine  striped  crepe  with  yoke  revers  and 
vest  of  white  crepe  over  collar  of  pale  blue.  The  buttons  are  put  on  with  a  cord  with  the 
buttons  banging.  2.  Blouse  of  white  crepe  de  chine  with  scarf  of  Nell  rose  silk  crystal  buttons 
to  match.  3.  Blouse  of  white  voile,  pleat  of  blue  crepe,  collar  of  crochet  lace  and  pleated  frill  of 
shadow.  Long  yoke  extending  in  cap  fashion  down  sleeve,  trimmed  with  crochet  edge.  Bong 
sleeves  with  frill  of  shadow  lace.  4.  Waist  of  white  voile  embroidered  in  Chinese  pattern.  Odd 
Shaped  yoke  front  fastening  and  sleeve  closing  button-holed  in  scallops.  Collar  edged  with  flat 
Venise  lace. 


now  corseted  has  all  the  ease  of  motion  and  the  na- 
tural pose  of  the  body  undiminished. 

To  produce  this  natural  effect  knitted  fabrics 
such  as  are  used  for  the  making  of  surgical  bandages 
are  being  made  use  of  by  Parisian  corsetieres,  and 
iricot  woven  cloths  are  used  in  producing  high-grade 
models.  As  few  bones  are  used  as  is  consistent  with 
the  task  of  supporting  the  figure  and  those  used  are 
as  flexible  as  it  is  possible  to  make  them. 

A  glance  at  the  illustrations  of  any  high-class 
fashion  journal,  particularly  if  the  pictures  are  re- 
production- of  photos,  will  show  the  low-cut  of  the 
fashionable  corset  and  bow  absolutely  natural  are 
the  lines  of  the  figure  above  the  waist.  Compression 
comes  only  below  and  is  applied  in  such  a  manner  as 
is  calculated  to  distribute  the  flesh  and  produce  figure 
lines  as  nearly  perfect  as  possible. 

Laced-in-front  models  are  being  vastly  improved 
and  the  features  that  hindered  free  sellino;  eliminat- 
ed. The  many  advantages  of  laced-in-front  model- 
are  being  better  understood,  and  because  they  give 
such  a  beautiful  back  they  are  growing  in  favor,  and 
therefore  a  greater  number  of  merchants  are  finding 
it  advisable  to  stock  laced-in-front  models. 

Brassieres  come  in  almost  as  many  models  as  the 
corsets,  and  the  proper  attention  must  be  paid  in 
providing  the  customer  with  the  right  model  and 
styles  run  from  the  plain  and  useful  to  covers  ornate 
enough  to  take  the  place  of  the  corset  cover.  Bras- 
siere lines  are  so  important  that  large  stoves  carry 
them   as  a   separate  section. 
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Yokes  Appear  on  the  New 
Blouses 

Blouses   show  more  fullness — Now  made 

to  blouse  over  slightly — Lowering  of  waist 

line  has  influenced  cut  of  blouse. 

The  lowering  of  the  waist-line  and  the  featuring 
again  of  Eastern  styles  is  influencing  the  cut  of  the 
blouse.  AVaists  are  made  with  more  fullness  and  also 
blouse  slightly  again  over  the  waist-band.  Yokes  ex- 
tend over  the  shoulder^  and  often  partly  down  the 
arm  and  form  points  to  which  the  fullness  is  attach- 
ed in  the  form  of  pleats,  gathers  or  tucks. 

Waists  of  crepe  de  chine,  crepe  meteor  and  soft 
satin,  and  in  cotton  fabrics,  waists  of  voile  or  crepe 
are  much  trimmed  with  groups  of  small  tucks  at 
each  side  of  the  centre  pleat. 

Large  round  and  flat  Robespierre  collars,  having 
deep  points  on  the  shoulders  and  the  soft  roll  effect, 
are  appearing  on  models  for  the  late  Spring  and  early 
Summer.  Pleated  frills  either  on  one  or  both  sides 
of  the  pleat  of  shadow  lace  are  seen  on  many  waists. 

Crepe  and  chiffon  waists  in  shades  matching  the 
new  Spring  suits  are  to  be  largely  featured.  "Waists 
of  white  brocade  are  very  smart  but  are  hardly  prac- 
tical enough  to  recommend  themselves  to  the  general 
trade.  Park  colors  in  brocades,  touched  up  into 
smartness  by  the  use  of  brilliant  trimming  colors,  are 
much  favored.  Many  waists  have  vest  effects  and 
yokes  and  high  collars  of  shadow  nets  are  a  very 
usual  finish.  .Many  silk  waists  have,  in  addition, 
some   form   of  high    turn-over  collar.     Very   dressy 
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The "IVhafs What" 
in  IV omen  s  and 
Misses"  Suits 
and  Coats 

Is  portrayed  in  the  Wilson-Wald- 
man  line  to  a  degree  attained 
only  by  the  manner  in  which  we 
keep  closely  in  touch  with  the 
world  of  fashion. 

Our  first  aim  is  to  meet  the  rigid 
requirements  of  the  public 
with  values  that  are  unequalled 
in  the  trade — values  that  give  the 
merchant  a  good  profit  and  sat- 
isfy his  patrons 

The  W-W  Spring  1913  range 
will  interest  you.  Why  not  look 
it  over. 


The 


Wilson-Waldman  Costume   Co. 
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waists  still  have  the  long  sleeve,  but  %  models  are 
increasing  in  number. 

Popular-priced  lingeries  are  one  of  the  big  selling 
items  at  the  Januarv  sales. 


and  brocaded  taupe  satin  crepe  had  a  high  belt  or 
girdle  above  which  was  placed  a  crescent-shaped  piece 
of  embroidery  reaching  from  one  underarm  seam  to 
the  other.  This  was  of  yellow  broadcloth  embroider- 
ed and  soutached  in  Russian  green,  coral  pink  and 
black  in  Bulgarian  pattern. 


The  New  Season's  Dresses 

The  line  big  with  variety  both  in  materials 

and  styles — Simple  tailored  street  dresses 

big  sellers — Combination  effect  is  strong 

Judging  from  present  sales  the  plain-tailored 
dress  will  be  much  in  evidence  in  the  coming  Spring. 
Materials  that  lend  themselves  favorably  to  good  tail- 
oring are  freely  employed.  Serge  heads  the  list,  but 
Bedford  cords,  eponges.  popins  and  very  fine  chiffon 
Panamas  in  plain  cloths  and  mixtures  and  suitings  in 
light-weight  cloths  are  all  employed.  The  cut  is  of 
the  simplest  but  often  there  will  be  a  little  relief  giv- 
en by  the  use  of  a  lace  collar  or  when  the  collar  is 
of  silk  or  satin  there  is  a  finishing  jabot  of  lace  and 
net.     Some  dresses  have  the  edges  bound  with  braid. 

Good  orders  are  being  placed  for  simple  dresses 
made  of  linens,  crashes,  eponges,  and  other  heavy 
cotton  materials  made  up  on  the  same  simple  lines. 

For  street  wear  a  number  of  Russian  blouse  mod- 
els are  making  their  appearance.  These  dresses  are 
a  logical  continuation  of  the  two-piece  vogue  intro- 
duced by  the  wearing  of  Norfolk  and  Middy  effects 
of  last  year.  This  year  the  models  show  a  simple 
blouse  belted  in  and  finished  with  a  peplum.  Many 
of  these  models  come  in  plain  and  striped  materials 
the  blouse  being  of  the  plain  and  the  skirts  of  the 
stripe.  Should  model--  of  this  class  be  taken  up  they 
will  doubtless  be  reproduced  later  in  plain  and  striped 
novelty  cotton  fabrics, 

The  combination  effect  is  strong  in  novelty  dress- 
es for  afternoon  and  evening  wear.  Two-tone  and 
double-faced  soft  satins  are  made  up  in  envelope 
fashion  with  one-half  of  the  skirt  of  one  side  and  the 
other  of  the  reverse.  Both  sides  are  variously  com- 
bined in  the  waist  to  bring  the  whole  into  unison  with 
the  skirt. 

Crepe  weaves,  particularly  crepe  de  chine  and 
crepe  meteor,  have  been  taken  up  by  the  homes  mak- 
ing better  grade  dresses.  Styles  are  so  varied  that 
pages  of  description  might  lie  written  about  them  as 
each  designer  strives  to  give  the  models  shown  some 
individual  touch.  Sometimes  the  effect  is  gained  by 
the  arrangement  of  the  scant  drapery,  or  by  the  drap- 
ing or  position  of  a  sash.  Very  clever  belt  arrange- 
ments are  seen  and  a  semblance  of  a  bolero  is  given 
to  the  waists  of  some  models.  Vests  of  net  or  printed 
fabrics  are  used  and  lace  and  flat  Robespierre  collars 
are  much  in  evidence.  The  new  touch  comes  with 
brilliant-colored  trimmings.     Thus  a  dress  of  plain 
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Variety  in  Misses  and  Junior 
Lines 

New  belted  models  in  plaid  and  plain  and 
novelty  fabrics  used  for  misses'  and  junior 
wear — The  featuring  of  junior  styles  will 
be  found  a  help  in  ready-to-wear  depart- 
ments 

A  bigger  variety  of  materials  is  being  introduced 
into  the  lines  of  dresses  put  out  by  houses  that  spe- 
cialize on  dresses  for  misses'  and  junior  wear.  Serge 
is  still  the  leading  material  for  apart  from  its  strong 
vogue,  it  is  as  a  fabric  perfectly  suited  and  adapted  for 
children's  wear.  Serges  are  being  put  out  in  a  more 
numerous  list  of  colorings  and  besides  the  universal 
navy,  cadet,  cardinal,  tan  and  brown  are  being  used. 
Fine  tweeds,  mixtures  and  striped  worsteds  are  being 
shown  in  neat  colorings  and  patterns  for  misses  and 
junior  wear. 

Junior  styles  put  out  a  season  or  so  ago  to  take 
care  of  the  needs  of  the  girl  who  is  small  for  her  age 
and  who  requires  a  garment  built  on  different  lines 
from  those  for  misses'  wear,  and  in  styles  that  are 
more  youthful  have  made  a  great  selling  success. 
This  is  because  they  fill  a  want  and  help  to  increase 
the  number  of  sales  in  the  ready-to-wear  department 
because  girls  who  hitherto  could  not  be  properly  fitted 
can  now  be  cared  for  in  the  department.  Therefore, 
more  firms  are  putting  out  junior  dresses  and  in  con- 
sequence the  merchant  can  put  in  a  more  attractive 
stock  as  he  has  a  wider  choice. 

Mid-season  novelties  in  dresses  from  12  years  up 
show  more  sailor  effects  than  true  sailor  models.  The 
straight  line  Russian  dress  is  shown  in  combination 
plaid  and  plain  effects  and  the  Middy  Norfolks  have 
the  element  of  novelty  introduced  in  this  manner. 
A  very  up-to-date  model  shows  skirt  of  black  and 
white  shepherds'  check  with  the  Middy  blouse  made 
of  scarlet  flannel.  The  cuffs,  belt  and  collar  are  of 
the  black  and  white  check  used  on  the  bias.  Navy 
and  red  Shepherds'  check  is  combined  in  a  similar 
manner  with  navy  serge,  and  navy  and  red  check 
trimmings  are  used  on  many  models.  Both  patent 
leather  and  belts  of  the  fabric  are  much  used. 

For  girls  of  smaller  growth  the  majority  of  buy- 
ers pi'efer  the  pleated  skirts  to  the  new  gored  models. 


A  by-law  is  pending  in  Oshawa  to  grant  a  bonus 
of  $1,000  to  the  Oriental  Textile  Co. 
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HOUSANDS  of  merchants  visit  Toron- 
to annually  in  quest  of  styles.  Are 
you  one  of  them?  It  will  pay  you  to 
make  a  special  trip  to  our  show-rooms  to 
view  the  new  Spring  range  now  ready  for 
inspection. 

Patrician 
Suit  and  Coat  Values 

are  well  and  favorably  known  throughout 
the  trade.  They  embody  not  only  cloth 
value,  but  style  distinction  as  well.  We  are 
showing  some  very  rare  specials  which  will 
interest  every  wide  awake  merchant.  Don't 
miss  seeing  them  early  as  our  quantities  are 
limited. 


Write  or  wire  to-day  for  a  sample  of  our 
$8.75  suit.  .  Made  in  all-wool,  guaran- 
teed. Navy  blue  or  black  serges,  plain 
tailored,  lined  with  herronbone  satin 
serge  linings. 


PATRICIAN  CLOAK  AND  SUIT  CO 


SAMUEL  BUILDING 
KING   AND   SPADINA,  TORONTO 
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The  Buyer's  Viewpoint 


A  good  season  is  promised  in  curtains.  Vene- 
tians are  strong  in  the  better  grades.  Novelties  in 
scrims  are  being  introduced. 


Latest  Trend  in  Curtain  Effects 

New  line  of  scrims  with   narrow   border  and   lace  insertion  on  the  market — 

Venetians  are  strong  in  high  class  lines — Panel  effect  the  latest  word  in  lace 

curtains — Black  backgrounds  in  drapery  fabrics. 


WHILE  some  houses  claim  that  the  sale  of 
lace  curtains  has  been  falling  off  and  may- 
be expected  to  fall  off  during  1913  more 
than  ever,  owing  to  the  rapidly  increasing  consump- 
tion of  yard  goods,  other  houses  state  that  there  is 
still  a  large  field  open  for  this  style  of  window 
drapery.  In  the  cheaper  goods  nothing  seems  to 
take  the  place  of  the  Nottinghams.  But  even  in 
these  in  some  instances  there  is  a  tendency  to  go  in 
for  fish  net  styles  rather  more  than  for  the  Notting- 
ham lace.  Tn  all,  however,  more  up-to-date  designs 
are  being  introduced  and  there  is  a  growing  tend- 
ency away  from  the  old-fashioned  floral  effects. 

A  revival  of  the  Nottingham  is  rather  a  new  line 
of  scrims.  These  are  made  with  narrow  border  and 
a  lace  insertion.  Owing  to  sizes  being  rather  more 
suitable  for  the  smaller  windows  which  are  now 
being  built  in  houses  and  to  prices  ranging  slightly 
higher  than  the  Nottinghams,  these  are  being  more 
widely  introduced  than  formerly. 

Bungalow  nets  of  fancy  weaves  and  finished  cur- 
tains in  the  same  style  of  weaves  will  be  strong  in 
the  more  expensive  lines. 

In  high-class  lines  perhaps,  the  newest  curtains 
are  the  Venetians,  sometimes  known  as  the  point 
de  Venise.  The  very  finest  line  of  designs  is  shown 
in  these.  When  made  for  drawing  rooms  the  most 
delicate  designs  are  used  and  filet  laces  employed 
extensively.  In  the  very  expensive  curtains  these 
are  hand-made;  in  rather  less  expensive  lines,  how- 
ver,  the  imitation  laces  are  used  and  produce  a  very 
striking  effect.  These  filet  designs  come  in  white 
onlv  and  chieflv  in  block  designs.    In  small  curtains 


made  especially  to  order  to  fit  the  window  and  suit 
the  room,  the  French  panel  curtains  are  coming 
more  and  more  into  demand.  Sales  of  nets  in  the 
more  expensive  curtains  are  increasing  rapidly  and 
more  especially  in  the  hand-made  and  special  de- 
signs. Where  the  filet  laces  are  used  much  hand 
work  is  required  to  make  the  design  absolutely  ac- 
curate. This,  of  course,  increases  the  price  very 
greatly,  but  when  once  made  a  very  endurable  article 
is  produced  for,  although  the  scrim  may  soon  give 
way.  the  filet  laces  continue  through  a  number  of 
years  and  show  very  little  sign  of  depreciation. 

The  panel  effect  is  perhaps  the  latest  word  in 
lace  curtains.  Point  Arab  curtains  are  being  shown 
in  New  York  and  also  in  Europe  but  as  yet  have  not 
been  introduced  by  Canadian  firms.  These  are 
shown  not  in  white  but  in  ecru  only. 

In  the  imitation  filet  laces  curtains  are  kept  in 
stock,  lint  in  the  real  hand-made  laces  only  samples 
are  stocked  as  most  of  the  business  consists  in  special 
orders. 

In  the  heavier,  cheaper  curtains,  plain  or  hem- 
stitched scrims  are  used  extensively  and  to  a  great 
extent  take  the  place  of  cheap  colored  scrims  though 
these  are  still  on  the  market  and  command  large 
sales. 

Judging  from  the  European  markets  which  show 
advanced  styles  for  next  Spring  shadow  cloth  in 
drapery  fabrics  will  be  stronger  than  ever.  Color 
will  count  for  very  much.  Colors  such  as  Etruscan 
gold  and  pastel  shades,  lavender,  amethyst,  tur- 
quoise, gobelin  blues  and  gobelin  greens  or  what  are 
known  as  the  art  shades  will  be  strong.     Black  back- 
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grounds  are  still  coming  forward  but  with  shadow 
effects.  This  is  rather  a  departure  in  curtains  and 
presents  a  very  striking  and  pleasing  appearance. 

For  overcurtains  and  portieres,  velvets  in  the  art 
shades  will  be  quite  in  vogue.  The  "tangerine" 
color,  which  much  resembles  the  color  of  the  tan- 
gerine orange,  will  be  fairly  strong.  Duller  shades 
of  wall  hangings  and  woodwork  are  very  markedly 
brought  out  by  the  stronger  shades  in  the  curtains. 

There  is  a  growing  tendency  in  the  modern 
house  to  have  the  reception  room  much  smaller  and 
put  special  emphasis  on  the  living  room.  For  this, 
hand-block  linens  in  large  all-over  floral  effects,  for 
example  big  rose  patterns,  and  verdure  patterns,  are 
being  used  for  slip  curtains  and  the  same  thing  also 
for  window  curtains.  These  can  be  relieved  with 
upholstered  pieces  done  in  plain  colors. 

There  is  a  rapidly  increasing  growth  towards  car- 
rying out  the  same  design  throughout  the  room. 
Thus  the  curtains  are  worked  in  colors,  also  designs 
which  will  not  only  harmonize  but  also  tend  to 
bring  out  the  effect  of  the  rug,  wall  hangings  and 
furnishings.  Thus  an  absolutely  correct  room  is 
produced  when  completed.  To  accomplish  this,  rugs 
and  curtains  alike  often  have  to  be  made  specially 
to  order.  But  in  higher  class  line  of  goods  most  of 
the  work  is  done  by  hand,  and  thus  patterns  and 
colors  desired  are  easily  accomplished. 

In  most  expensive  curtains  brocaded  velvets  are 
being  shown  both  in  Europe  and  New  York.  Da- 
masks are  also  coming  back  again  but  are  used  only 
for  the  handsomer  rooms. 


■T.  I..  Ferrier,  buyer  and  manager  of  the  furni- 
ture and  hou*e-furnishing>  departments  and  F.  L. 
Kickley.  display  manager  for  MeKinnon's,  Ltd., 
Weyburn,  are  on  their  semi-annual  trip  East.  They 
are  preparing  for  the  February  furniture  sale  and 
the  Spring  Openings.  Mr.  Kickley  left  for  home  on 
the  11th  instant,  and  will  visit  Chicago  on  his  way 
back,  in  the  interests  of  his  department, 


"Well  Conducted  Business 

J.  C.  Ryan,  who  is  a  brother  of  G.  B.  Ryan  of 
Guelph,  has  been  in  business  in  Owen  Sound  for 
upwards  of  twenty-nine  years.  Remarking  upon  the 
changes  in  buying  methods,  particularly  in  ready-to- 
wear  garments,  he  recalls  the  time  twenty  years  ago 
when,  as  one  of  a  syndicate  of  nineteen  buyers,  ten 
thousand  garments  were  purchased  from  a  German 
manufacturer,  the  size  of  the  order  causing  the  latter 
considerable  consternation.  Five  hundred  of  these 
garments  were  sold  in  the  Owen  Sound  store.  Since 
that  time,  ready-to-wear  garment  manufacture  has 
been  one  of  the  notable  developments  in  Canadian 
industry  and  there  is  none  who  appreciates  the  high 
standards  which  it  represents  more  than  Mr.  Ryan. 

He  has  no  cavil  with  the  large  mail  order  house. 
The  local  merchant  he  claims  can  do  much  for  his 
own  cause  by  demonstrating  to  the  customer  that  the 
home  stores  have  a  most  practical  claim  on  his  or  her 
consideration. 

"If  it  is  evident  to  me,"  said  he,  "that  a  lady  has 
$35  to  spend  and  that  she  is  in  doubt  as  to  where  she 
will  spend  it,  I  will  prove  to  her  that  she  can  obtain 
a  more  satisfactory  parcel  for  her  money  in  Owen 
Sound  than  she  can  obtain  through  the  mail  order. 
Those  concerns  are  not  in  business  for  the  love  of 
the  thing." 

The  store  has  a  well-equipped  dressmaking  de- 
partment, which  works  in  well  with  the  large  fabric 
section  and  also  facilitates  alterations  on  ready-to- 
wear  garments.  Here  no  charge  is  made  for  minor 
changes,  while  for  those  that  require  any  consider- 
able amount  of  work  a  charge  is  made  as  the  only 
reasonable,  businesslike  way  of  safeguarding  the 
profit. 

Although  the  firm  formerly  featured  remnants  as 
a  special  event,  they  do  this  no  longer  preferring  to 
sell  the  length  from  the  department.  By  constant 
attention  and  skilful  handling,  accumulations  are 
avoided,  while  to  stickers  drastic  methods  are  applied. 


TO 


©rtental  JUtg£ 

Portraying    the     Splendor     of     Oriental     Color     Effects 


This  is  the  day  of  Oriental  coloi  effects — 
harmonious  blendings  of  Eastern  shndes  that 
.ire  much  admired  and  imitated,  hut  never 
equalled.  Real  Oriental  Rugs  stand  in  a  dis- 
tinct class,  and  bring  the  best  trade  to  the 
store  displaying  them.  I  have  a  very  fine 
assortment  of  genuine  Oriental  Rugs  for 
Spring. 

.Mail    orders    given    my    personal    attention. 


My  stock  consists  of  Real  Smyrna.  Persian, 
Caueassian,  East  Indian  and  Turkish  Rugs. 
My  selections  are  made  from  a  knowledge  of 
Canadian  requirements  resulting  from  an  ex- 
perience of  sixteen  years  in  Canada.  My 
exceptional  Eastern  connection  facilitates  the 
best  buying  and  enables  me  to  offer  the  fin- 
est Oriental  hand-loomed  Rugs  at  the  lowest 
wholesale   prices. 


the  trade    LEVON  BAB  AY  AN  ^Ky^IeA? 


Constantinople 


Smyrna 


T  i  f  1  i  s 


TORONTO 

London 
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Cotton  Goods  Shown  Early. 

Color  a  feature  in  early  cotton  goods  displays — 
Bulgarian  colors  and  patterns  the  high  novelty — 
Crepes,  voiles  and  ratines  in  the  lead— Jacquard 
fancies  and  eponges  the  novelty  dress  materials — 
Big  novelty  season  anticipated  in  the  silk  section. 


New  York  Shows  Dress  Cottons  Early 

Novelty  cotton  fabrics  enter  into   competition   with   high-class  silk  and  wool 

fabrics  —  Colored    materials    are    being    received    with    great    favor    owing 

possibly  to  the  Balkan  war  influence  —  Velour  raye  will  be  used 


THE  early  dale  at  which  the  leading  New  York 
stores  have  shown  the  new  cotton  dress 
fabrics,  and  the  many  high-priced  fancy  ma- 
terials displayed  have  caused  much  comment.  Cot 
ton  materials,  it  would  seem,  are  no  longer  to  he  rele- 
gated to  the  cheap  and  useful  class  above  but  are  en- 
tering into  competition  with  the  finer  fabrics  made  of 
silk  and  wool.  At  Wanamaker's  the  range  of  prices 
whs  from  !.")(•  up  to  $7.50  per  yard,  the  leading  prices 
being  in  the  neighborhood  of  $2.00.  Lord  &  Taylor 
and  Stern  Bros,  are  showing  ratine  suitings  from 
$1.00  to  $3.75  per  yard. 

Wanamaker's  display  was  particularly  interesting 
and  the  department  was  decorated  to  emphasize  the 
occasion.  The  features  of  the  display  were  the  num- 
ber of  new  ratine  effects,  the  Jouy  printings  on  sheer 
fabrics,  and  the  great  number  of  fancies  in  cotton 
crepes. 

Ratines  come  this  season  more  in  novelties  than 
in  plain  cloths,  and  many  of  the  sheer  materials  are 
either  bordered  with  or  patterned  with,  ratine.  AVhite 
ratines  arc  showing  with  small  hand-printed  floral 
patterns  or  with  border  effects  in  floral  patterns  or  in 
filet  net  work. 

Newer  than  ratine  comes  a  novelty  cloth  known 
as  velour  raye.     This  cloth  is  given  a  velour  effect 
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by  a  raised  rib  stripe  one-eighth  inch  wide  of  a  pile 
character  on  a  ground  of  sheer  cotton  net.  These 
ribbed  stripes  are  placed  close  together,  giving  the 
cloth  the  appearance  of  a  pile  fabric  while  the  net 
ground  gives  it  lightness. 

COLORED  MATERIALS  COMING  STRONG. 

Judging  from  the  materials  shown,  colored  ma- 
terials are  coining  strongly  to  the  front,  and  fur  the 
high-class  trade  decidedly  brilliant  effects  are  plan- 
ned. These  are  strictly  in  line  with  the  Eastern 
tendency  in  present-day  fashions.  Bulgarian  colors 
and  patterns  reminiscent  of  Eastern  Europe  were 
shown  in  wonderful  color  combinations.  These  came 
in  medallion-like  allovers  or  in  borders  with  the 
outer  edge  in  ratine  embroidery.  Plain  voiles  and 
crepes  had  wide  borders  in  one  or  two-tone  effects  in 
bright  Bulgarian  colors. 

Pompadour  and  Jouy  printings  on  crepes  and 
voiles  were  extensively  shown  with  wide  borders  of 
ratine  or  filel  mesh.  A  fabric  that  attracted  much 
attention  had  a  single  conventional  flower  printed  on 
it  in  repeated  design.  This  was  an  adaptation  from 
Paul  Poiret's  styles. 

Ratine  suitings  were  also  shown  in  solid  colors 
and  in  striped  effects  as  it  is  expected  that  plain  and 
striped  materials  will  be  very  much  used  together — 


DRESS    GOODS 
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the  plain  for  the  coat-waist  and  the  striped  for  the 
skirt.  Another  material  that  also  attracted  attention 
was  a  line  of  fancy  suitings  in  whipcord  weave. 

— m — 
Dress   Goods    Season   Early 

Prices  advancing  and  deliveries  slow  — 
Mills  are  filled  up  with  orders  and  those 
who  have  placed  orders  early  can  count 
themselves  fortunate  —  Some  compen- 
sations in  the  situation 

Easter  comes  early  this  year,  and.  therefore,  the 
season  will  open  early  in  the  dress  goods  department, 
a  condition  that  should  result  on  tins  market  in 
extra  business  in  wool  dress  fabrics.  Other  con- 
dition.- are  by  no  means  so  favorable.  For  one 
thing,  prices  are  advancing  all  along  the  line,  and 
these  advances  are  more  particularly  felt  in  the 
finer  wools  that  are  so  much  in  demand  now  that 
the  tendency  towards  the  wearing  of  higher  grade 
materials  is  becoming  so  widespread  and  general. 
But  it  is  not  alone  the  rapid  rise  in  prices  that  is 
making  trouble.  All  the  Canadian  mills,  and  the 
mills  in  the  British  and  French  and  German  manu- 
facturing centres  are  filled  up  with  orders  months 
ahead.  They  are  also  behind  in  their  deliveries  and 
though  the  early  orders  have  come  to  hand  in  fair 
shape,  considerable  anxiety  is  felt  as  to  the  date 
when  repeats  will  come  to  hand.  And  this  situation 
is  further  aggravated  by  congestion  on  the  Cana- 
dian "Railways  on  the  long  period  required  in  transit 
after  goods  reach  Canada.  There  is  a  possibility  of 
a  shortage  from  these  causes  in  some  lines  of  goods 
that  may  not,  though  aggravating,  he  altogether 
without  its  compensations  in  the  way  of  cleaning 
out  stock  at  a  fairly  reasonable  figure  that  otherwise 
would  remain  on  merchants'  shelves,  or  which  would 
call  for  considerable  price  sacrifice  to  move  it  out. 

Merchants  must  also  remember  that  all  staple 
wool  goods  in  stock  are  growing  in  value. 

Tn  spite  of  their  long  popularity,  serges  retain 
their  place  at  the  head  of  the  selling  procession  and 
the  man  who  has  placed  early  orders  has  every  rea- 
son to  congratulate  himself.  Serges  retain  their 
place  with  the  counter  and  the  cutting-tip  trade  and. 
notwithstanding  the  attempts  to  introduce  poplins 
and  panamas.  the  bulk  of  the  selling  is  done  on  serg- 
es. The  big  use  of  this  fabric  places  blue  in  first 
place,  but  there  is  an  increasing  tendency  to  call  for 
tin-  fabric  in  colors.  White  serge  is  slated  for  a  big- 
vogue  as  the  trade  has  not  taken  kindly  to  the  cords 
and  Bedfords  put  out  as  a  substitute.  Pastel  shades 
in  fine  serges,  tans,  novelty  blues,  ruby  and  red 
shades  are  all  good  with  the  cutting-up  trade  and 
serges  in  an  extensive  range  of  colors  should  sell  well 
to  the  counter  trade. 

War])  ribs  are  in  a  leading  position  for  popular 
priced  selling,  and  the  demand  for  better  grade  ma- 


terials runs  largely  to  Bedford  cords.  Tn  the  novelty 
class,  eponges  and  sponge  cloths  have  a  safe  position. 
This  material  comes  in  plain  cloths  and  in  many 
attractive  fancies. 

@ 


Spring  Trend  in  Silk, 

As  the  sea  season  opens  up  the  main  feature 
seems  to  be  the  broadness  of  the  demand  and  the 
number  of  weaves  and  materials  that  are  to  be  used. 
There  seems  to  be  no  one  leading  material  in  almost 
exclusive  use  but  the  material  that  best  suits  the 
fancy  of  the  customer  or  best  accords  with  the  style 
of  garment  required  is  the  one  sold.  Crepes  certainly 
head  the  list,  and  crepe  de  chine,  crepe  meteor  ami 
kindred  weaves  both  plain  and  brocaded  and,  for  the 
high  class  trade,  in  printed  patterns,  stand  first  in 
the  list  of  novelty  fabrics.  Failles,  Ottomans  and 
diagonal  and  vertical  cord  weaves  are  all  good,  and 
brocade  as  applied  to  silk  weaves  covers  a  Held  wide 
enough  to  take  in  flowered  patterns,  jacquards  in 
particularly  neat  effects,  and  two-tones  in  damask 
and  Oriental  designs  such  as  the  one  on  the  January 
cover. 

But  no  matter  what  the  weave,  the  fabric  must 
be  of  the  softest  and  most  clinging  texture  and.  when 
fabrics  are  ribbed  and  ridged,  they  must  be  soft  and 
sou  pie. 


KING'S 

Established  1775 

FAMOUS 

Sold  by  leading  jobbers 

SCOTCH 

Every  piece  perfect 

HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

Montreal  and   Toronto 
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The   Small  Hat    for  Spring 

Advice?  from  Paris  are  to  the  effect  that  medium 
and  small  sizes  will  be  strongly  in  favor  for  the 
Spring — Some  of  the  latest  shapes  are  unique — 
Brown  shades  will  be  much  in  evidence. 


Paris  Continues  to  Favor  the  Small  Hat 

New  straws  come  in  small  and  medium  sized  shapes  —  Peasant  and  soldier 
types  of  the  Balkan  States  promise  to  serve  as  the  keynote  for  further  Oriental 
fashions  —  Early  models  of  brocaded  satin  —  Plush  and  tagel  a  new  and 
smart  combination  —  Brown  shades  very  much  en-evidence  -  Tete-de-negre 

taking  the  place   of  black 


EVIDENTLY  the  smart  and  chic  small  and 
medium-sized  hat  is  to  predominate  over  the 
large  and  picturesque  during  the  coming 
Spring  season  and,  to  go  a  little  further,  the  larger 
hat  that  is  always  favored  for  Summer  wear  will  not 
be  so  large  as  it  has  been  in  the  past  few  seasons. 
Paris  has  been  favoring  the  small  hat  during 
the  Winter  and  has  been  drawing  largely  on  man- 
nish sources  for  inspiration.  Pastern  models  of  the 
Hindu  turban  variety  and  Chinese  coolie  type  have 
been  well  worn  and  now  the  various  peasant  and 
soldier  types  brought  into  prominence  by  the  polit- 
ical war  in  the  Balkans  is  serving  as  a  keynote  for 
further  Eastern  fashions.  All  of  which  means  the 
continued  reference  to  small  and  mannish  headgear. 

Brocaded  velvet  has  been  much  used  during  the 
winter  months  by  Parisian  milliners  and,  now  that 
a  change  of  season  no  longer  makes  velvet  per- 
missible, the  milliners  are  making  use  of  satin  bro- 
cade in  its  place.  Every  effort  too  is  being  used  to 
displace  the  black  and  white  combination  and  the 
first  move  in  this  direction  is  the  substitution  of 
tete  de  negre,  a  very  dark  shade  of  brown,  almost  a 
rusty  black,  in  the  place  of  the  true  color. 

EARLY   STRAWS  ARE   SMALL. 

The  early  straws  shown  so  far  are  all  in  medium 
and  small  shapes  and  come  in  modified  Derbys, 
toques,  tarns  and  hood  and  bonnet  shapes.     These 


new  hats  are  mostly  all  crown,  the  brim  as  a  rule 
being  only  narrow.  Another  tendency  that  is  very 
pronounced  is  the  dominance  of  the  upturned  brim. 
Brims  turn  or  roll  up  at  every  variety  of  angle. 
Some  brims  are  narrow  in  front  and  gradually  be- 
come higher  and  wider  to  the  back.     Some  turn  up 
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WE  wish  the  Millinery  Trade 
throughout  Canada  to  take  this 
intimation  that  our  Spring  1913  stock  of 
Millinery  is  now  at  its  most  complete 
stage  and  that  it  is  up  to  our  usual  high 
standard  in  style  and  value.  We  extend 
an  invitation  to  the  Trade  to  call  and  see 
us  when  in  the  city  and  get  acquainted 
with  our  1913  range. 
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high  on  one  side  while  they  droop  and  then  turn 
up  with  a  narrow  brim  on  the  other  side,  and  often 
the  brims  shool  off  at  the  back,  giving  the  now  well- 
established  long  line.  Many  rolling  sailor  brims  are 
seen  and  there  are  rolling  brims  pointed  in  one  or 
more  places  that  are  highly  attractive.  Crowns  are 
oval  and  round  and  many  .show  a  disposition  to  take 
on  considerable  altitude.     Tagel  is  still  the  leading 


New    spring    model    showing    roiling    brim    and 
tain   crown   of   layers  of  net. 


straw,  and  peanut,  panama  and  leghorn  are  expected 
to  figure  prominently.  Horsehair  braids  figure 
prominently  and  much  Milan  will  be  worn. 

The  combining  of  various  straws  is  good  and 
two  color-  in  one  straw  are  often  <-een,  the  crown 
being  of  one  color  and  the  brim  of  another.  A 
straw  and  a  material  together  is  also  good  and  a 
straw  shape,  faced  with  plush,  satin  or  crepe  de 
chine,  or  a  satin  shape  with  a  tagel  facing  is  also 
good.  Plush,  by  the  way.  combined  with  straw,  is 
a  decidedly  novel  innovation.  Tagel  facings  arc  also 
seen  on  hats  of  peanut,  chip  and  other  straws. 

Lor  the  early  season  hat  the  question  of  trim- 
mings is  important  and  for  these  models  ostrich 
fancies  and  feather  fancies,  combined  with  ribbons, 
are  of  first  importance.  Great  use  is  made  of  nar- 
row ribbons  and  the  majority  of  them  have  picot, 
cat-stitch  or  other  fancy  edges. 

"question  mark"  effect. 
A   new   feather  effect   that   is  certain    to  he  seen 
is   the   "question    mark."     This   mount   consists   of 
ostrich,    coque   or   paradise    pressed    into   the   above 


curling  shape.  Feathers  of  this  class  usually  spring 
from  a  pleated  ribbon  base  and  the  effect  is  both 
novel  and  striking.  Another  way  in  which  feathers 
will  he  used  is  sticking  straight  out  at  the  back  and 
helping  to  give  the  much  affected  long  line. 

Fancy  wings  are  used  for  shooting  effects  or  are 
placed  at  either  side  of  the  hat.  while  various  feather 
effects  in  tufts  and  military  mounts  for  posing  in  the 
front  or  at  the  side  come  in  interesting  combinations. 

Early  hats  show  that  the  pressed  shape  will  take 
precedence  over  the  made  hat.  The  only  tendency 
in  the  opposite  direction  is  the  leaning  towards 
Oriental  fashions.  These  styles  would  bring  to  the 
fore  soft  drapery  effects  and  jeweled  and  headed 
ornaments. 

Mindful  of  the  interests  of  the  trade,  Paris  is 
producing  flower-trimmed  millinery.  But  the  flower- 
trimmed  hat  for  the  coming  Spring  promises  to  he 
a  very  simple  affair,  but  whether  small,  medium  or 
large  flowers  are  used,  there  will  be  no  profusion 
on  one  hat — just  a  trail  or  wreath  or  single  large 
flower  or  stick-up.  But  what  is  lacking  in  quantity 
will  be  made  up  in  quality.  Panamas  have  had  an 
extensive  sale  and  the  flower-trimmed  panama  is 
looked  upon  as  a  possibility  in  the  coming  season. 

Every  effort  is  being  made  to  get  away  from  the 
much  used  black  and  wThite  combination  and  to 
substitute    in    its    place    colors    that    are    rich    and 
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Spring  Millinery  Indications 

Latest   advices   from    New    York  —  Long 

line    from    front    to    back    still    noted  — 

Many  of  best  shapes  made   of  two  kinds 

of  straw 


New  York,  Jan.  13. 

During  the  winter  months,  which  have  been  good 
for  millinery,  all  white  hats  and  hats  that  are  color- 
ed but  buried  Tinder  heaps  of  white  fur  or  feathers, 
have  been  very  good  for  evening  and  dress  wear. 
For  ordinary  day  time  wear  and  tear,  there  have 
been  more  black  hats  than  any  other  kind  and  far 
more  close  fitting  hats  than  large  ones,  This  will 
continue  to  he  true  of  the  Spring  hat,  whatever  the 
Summer  may  bring  forth,  and,  while  for  Winter 
wear  the  better  trade  has  gotten  away  from  the  tarn 
and  draped  hat  as  much  as  fashion  will  permit,  yet 
for  Spring  the  smart  houses  are  showing  tarn  of 
straw  and  the  draped  crown  effects  in  soft  straw 
braids. 

The  long  line  from  front  to  back  is  still  noted, 
even  on  small  hats,  and  many  crowns  are  low  and 
rounded,  so  that  in  the  small  hats,  flat  bowl-like 
shapes  are  prominent,  trimmed  low  most  often. 
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The  idea  of  applying  trimming  directly  in  the 
front  is  very  strong  at  present.  There  are  jet  and 
pearl  spear  and  arrow  effects,  from  which  elongated 
tail  feathers  project  and  these  are  smart  on  turbans 
and  on  severe  shapes,  say  of  the  walking  hat  variety. 

It  is  too  soon,  of  course,  to  say  definitely  what 
will  or  will  not  be  worn,  but  the  matters  of  color  and 
shape  may  be  regarded  as  fairly  well  established, 
and  it  also  is  quite  certain  that  many  of  the  best 
shapes  are  made  of  two  kinds  of  straw,  one  for  the 
facing,  and  one  for  the  hat  proper,  although  not 
infrequently  the  crown  is  fashioned  of  the  same 
straw  as  the  facing. 


MANU- 
FACTURERS 
OF 

OSTRICH 
PARADISE 
OSPREYS 

MARABOU 
DOMINION  OSTRICH  FEATHER  COMPANY,  Limited 

96-100  SPADINA  AVENUE.  TORONTO 
Montreal  Agents :    S.  E.  PORTER  &  CO..  Birk's  Building 


When  You  Visit   The   Market   For 

Millinery  Goods 

this  month  or  next,  you'll  find  the  goods  that 

will  be  the 

BIG    SPRING   SELLERS 

Right  here  in  the  heart  of  the  millinery  district. 

Be  sure    to  come  in — you'll    save    dollars. 


CONTINENTAL  MANUFACTURERS'  SYNDICATE 

Limited 

77  YORK  ST.,  -:-  -:-  TORONTO 


SPRING  OPENING 


MARCH  3rd 


Millinery  Accessories 

Easter  coming  so  early  this  season  makes  it  imperative  that 
millinery  buying  must  he  done  correspondingly  early  to  prepare 
for  the  Spring.  Our  range  has  never  been  as  complete  as  it  is 
now.  We  handle  all  the  newest  Flowers,  Braids,  Novelties,  etc. 
We  especially  invite  millinery  buyers  to  call  and  see  our  range 
when  in  the  city. 

Elliott,   Sherring  &   Co.,  Ltd. 

MILLINERY  IMPORTERS 
OGILVIE  BLDG.,  37  Wellington  St.  W.,  Toronto 
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FUR, TRADE  NEWS 


Fur    Clearance    Next    on    the    Program 

What  reductions   would  be   justified  in   view  of  conditions  ?  —  Comment  on 
style  trend  —  It   is   still    too   early   to    predict   the    probable   styles   for    1913 


FUR  clearance  is  next  on  the  program  for  the 
furrier  and  merchant.  The  clearance  may  be 
decisive  but  the  finding  of  the  minimum  re- 
duction depends  on  conditions.  Buyers  have  to  in- 
terpret the  coming  demand  and  the  likely  prevailing- 
styles  for  next  season.  Stocks  are  reduced  with  this 
in  view  so  as  to  conserve  the  season's  profits. 

A  traveler  for  a  prominent  fur  house  claims  that 
furriers  are  more  often  inclined  to  insist  on  complete 
clearance  so  as  to  have  the  room  and  money.  Market 
quotations  and  possible  style  demand  is  not  used  as 
a  guide.  There  are  reasons  for  this.  Each  season's 
merchandising  requires  something  new.  During 
past  years,  successful  styles  in  furs  have  changed 
sufficiently  to  create  business.  Merchants  consider 
this,  although  linos  previously  cleared  were  really 
good  property.  Usually  clearance  for  the  money  in- 
volved is  the  better  merchandising  method.  Value 
of  skins  is  not  reckoned  or  garments  remodelled  be- 
cause the  first  reduction  is  the  minor  loss. 

Lack  of  knowledge  of  comparative  selling  merit 
is  often  responsible  for  undue  reductions.  The  sell- 
ing sequence  of  the  season's  sales  is  a  closer  guide 
to  intelligent  clearance  than  any  other  method.  Sea- 
sons are  practically  ended  by  the  time  new  samples 
reach  the  trade  so  no  comparison  is  to  be  had  from 
that  source. 

FACING  A  FIRM  MARKET. 

At  present,  clearance  sales  face  a  firm  or  advance 
ing  market.  Styles  may  change  in  garments  and 
matched  sets  or  small  furs  but  changes  in  the  rela- 
tive standing  of  the  different  furs  is  not  foreseen  in 
price  quotations  at  present.  The  Canadian  trade  are 
buying  Persian  skins  freely.  Mink  skins  continue 
firm  at  $7  to  $8.50  and  cheaper  supplies  are  hardly 
expected.    Retail  furriers  count  on  another  good  sea- 


son of  ermines,  moles  and  foxes.  Red  fox  is  $7  to 
$8.50  a  pelt.  Black  is  selling  best  of  the  foxes. 
Muskrat  is  in  large  supply  according  to  reports  from 
the  St.  Louis  sales.  Prices  for  the  Canadian  market 
are  confirmed  the  same  as  lasl  year.  Current  quota- 
lions  from  New  York  are  50c  to  60c.  Seal  dyed 
muskrat  is  in  demand  with  the  better  qualities  being 
used.  Racoon  is  $2.50  to  $3.50;  skunk  at  $3  to 
$3.50  and  fresh  skins  wanted.  Wolf,  marmot  and 
coney  for  matched  sets  and  larger  pieces  are  not  ex- 
pected to  change  in  value  to  any  extent.  No  real 
apprehension  is  felt  that  price-  will  be  higher  or 
abnormal,  as  soon  as  supplies  are  received.  A  large 
catch  for  November  and  December  is  reported  and 
weather  conditions  have  been  favorable  throughout 
(he  different  sections. 

The  balance  of  the  season  selling  can  be  finished 
with  confidence.  Holding  any  of  the  numerous  furs 
as  an  investment  is  not  necessary.  Judging  from  the 
present  quotations  furriers  can  hardly  lose  anything 
provided  their  carried-over  lines  are  plainer  and 
more  staple  styles.  Several  furriers  are  cleaning  out 
all  double  furred  ruffs  on  the  stole  order.  This  is  not 
a  departure  but  a  gradual  development  during  the 
last  two  seasons. 

Tn  some  quarters  it  is  expected  that  flat  throws  in 
long-hair  furs,  especially  in  coneys,  racoons  and 
dyed  sables,  will  offset  the  sale  of  animal  styles.  Ani- 
mal styles  in  fox,  wolf  and  Hudson  sable  in  the  flat 
throw  and  pillow  muff  will  be  plain.  Double  neck 
silk  or  satin  face  stoles  in  Alaska  sable  will  be  shown 
as  staple.  Imported  marmots  are  favored  in  cravats 
throws  and  flat  stoles.  Muskrat.  cravats  throws,  stoles 
and  muffs  in  full-furred  dark  skins  are  selling  and 
should  continue  to  be  more  satisfactory.  Hudson 
seal  in  both  sets  and  coats  is  good  for  increased  turn- 
( Continued  on  page  43.) 
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The  Buyer's  Viewpoint 

Color  replacing  black  and  white  in  neckwear — 
Ecru  and  cream  strong — Plat  jabots,  new  Dutch  and 
flat  Robespierre  effects  the  big  sellers — Attractive 
washing  line  of  neckwear  put  out — Embroideries 
sell  well  at  the  January  sales —  Paraguay  and  Tener- 
iffe  patterns  shown  in  laces — Craqueles  the  novelty 
in  nets. 

Travelers  Sending  in  Neckwear  Orders 

New    Dutch    and    flat    Robespierres    the    leading    effects  —  Colors    replacing 

black  and  white  —  Shadow  laces   are  much    used,  particularly   for  jabots  of 

extreme  fluffiness  —  Big  demand   for  dainty  bows 


TRAVELERS  out  on  the  road  with  the  new 
lines  of  neckwear  are  rinding  the  trade  in  a 
distinctly  receptive  mood.  Neckwear  has 
sold  freely  and  stocks  needed  replenishing,  and, 
moreover,  while  the  new  designs  are  on  the  Robes- 
pierre and  Directoire  order,  there  is  a  becomingness 
and  freshness  about  them  that  means  good  sales. 

The  fact  that  color  is  so  largely  replacing  black 
and  white  and  that  colored  cotton  fabrics  are  turned 
bo  such  good  advantage  is  responsible  for  much  of 
the  success  of  the  new  line.  Moreover,  cotton  goods 
are  comparatively  inexpensive  and  therefore  attrac- 
tive articles  can  be  -old  at  popular  prices  with  good 
profit.  Ratines,  crepe  cloths  and  soft-finished  piques 
in  plain  and  fancy  materials  are  much  used  and  the 
leading  clors  are  tan,  blue,  pink  and  mauve.  There 
is  much  combining  of  plain  and  striped  materials 
and  the  reversible  nature  of  many  of  the  pieces  is 
another  attraction.  This  should  form  a  good  talking 
point  in  making  sales  as  it  is  practically  a  two  in  one 
idea. 

Shadow  laces  are  much  used  and  so  are  fine  soft- 
finished  nets.  Flat  Venise.  almost  as  softly-finished 
as  the  shadows,  brings  out  the  sheer  quality  of  the 
lighter  laces.  Malines  and  fine  Vals  are  much  used 
to  give  variety.  Covered  buttons,  crystal  buttons, 
tiny  jet  buttons  and  rhinestone  studs  a'dd  points  of 
high  light.  The  new  Dutch  collar  and  the  flat  Dir- 
ectoire are  the  leading  effects.  The  Dutch  collar  lies 
flat  but  does  not  meet  by  a  couple  of  inches  or  so  in 
front,  and  this  gives  this  collar  effect  a  totally  new 
line.  The  opening  is  filled  in  by  a  wide  jabot.  The 
flat  Directoire  is  so  cut  that  it  is  high  at  the  back  but 
the  collar  folds  over  and  comes  down  flat  in  front 
leaving  a  more  or  less  open  V  in  front.  The  finishes 
are  various  and  come  in  revers  or  pleated  ends  of  net 
and  lace.     Flat  jabots  are  the  novelty  and  come  in 


heart-shaped  and  other  effects  and  are  made  of  ma- 
terial and  lace,  tucked  net  and  lace  in  big  variety. 

The  other  extreme  is  the  very  fluffy  jabot.  These 
are  in  nets  and  shadow  laces  and  are  much  pleated 
and  frilled.  Jabots  are  very  large  and  many  come 
from  one  shoulder  to  the  other. 

The  demand  for  dainty  bows  is  endless*and  the 
advent  of  brighter  colors  is  giving  designers  a  wide 
scope.  Tf  the  bow  is  of  black  velvet  made  flowers  in 
brilliant  shades  form  the  centre  or  are  attached  to  a 
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Dutch  collar  and  wide  jabot   of  line   net  and  shadow   lace. 
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BUYERS ! 

Visit  Our  Showrooms  when  in  the  City. 
SPRING  OPENING— MARCH  3rd 
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Our  stock  is  most  complete  and  it 
will  pay  you  to  inspect  our  lines  of 


VENISE  ALLOVERS, 

VENISE  LACES, 

VENISE   COLLARS, 

ORIENTAL 

ALLOVERS, 

ORIENTAL 

LACES, 


FLOUNCINGS, 
VEILINGS, 
MALINES, 

CHIFFONS, 
SCARFS. 


Our  salesmen  are  now  out  with  these  lines  to  show 
busy  buyers  who  will  not  have  time  to  visit  the  open- 
ing. If  you  should  miss  them,  write  us  and  we  will 
send  you  a  good  selection  for  your  approval  express 
prepaid. 


We  Stock  the  above  lines  for  immediate  deliver} 


Novelty   Import  Co, 


76  BAY  ST. 

Vancouver 


Montreal 


TORONTO 

Winnipeg 
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fringe  of  tab  ends.  Pleated  lace  is  much  used  with 
bright-colored  satins  and  brilliant-colored  ribbon  vel- 
vet in  forming  bows. 

A  new  style  of  collar  has  wide  points  on  the  shoul- 
der and  is  cut  so  that  it  rolls  rather  than  lies  flat  on 
the  neck.    Collars  of  this  class  are  developed  in  ecru 


Flat  jabot  of  shadow  lace  and  net, 
showing  the  extreme  width  that  is 
now  a  fashion  feature. 


net  and  shadow  lace  finished  with  revers  of  brilliant 
colored  satin  and  studded  with  rhinestone  buttons. 
Ecru  and  cream  are  very  strong.  Designers  are  busy 
with  lines  of  ruffs  for  Easter  trade. 


Veils  Will  be   Prominent 

Smaller   hats  will  bring   big    demand   for 

veilings  —  Smaller  meshes  will  be  favored 

—  Invisible  meshes  of  dainty  pattern  are 

being  shown 

There  is  no  doubt  about  the  fact  that  the  smart 
hat  for  the  coming  season  will  be  small  or  of  medium 
size  and  this  fact  immediately  brings  the  veil  into 
prominence.  Indeed,  with  the  small  hat  and  the 
present  loose  fluffy  style  of  dressing  the  hair,  a  veil 
i-  necessary  to  secure  neatness  and  trimness.  And 
particularly  when  the  small  hat  is  worn  the  veil  be- 
comes a  valuable  adjunct  in  heightening  the  beauty 
of  the  complexion  or  in  concealing  defects.  In  short, 
the  veil  supplies  the  place  of  the  becoming  shadow 
cast  by  the  large  picture  hat. 

This  means  also  that  there  will  be  a  return  to 
-mailer  meshes  and  neater  patterns  though  the  large 
designs  will  still  be  good  sellers. 

Black  and  white  novelties  will  be  in  extreme 
vogue  and  next  to  black  and  white  will  come  the  all 
white  veil.  So  far  there  is  little  favor  accorded  to 
colors  though  there  is  a  possibility  that  high  colors 
may  appear  later. 

There  is  a  splendid  selection  of  novelty  meshes 
offered  and  the  most  pleasing  come  in  almost  in- 


visible meshes  with  dainty  patterns  and  designs. 
Small  allover  patterns  on  simple  mesh  grounds  are 
good  and  many  of  these  are  emphasized  by  small 
chenille  dots. 

Craquele  meshes  are  shown  in  great  variety  and 
both  the  plain  mesh  and  the  craquele  ground  with 
floral  patterns.  Hexagon  meshes  are  another  popu- 
lar line. 

Shetlands  are  selling  freely  as  they  come  in  the 
soft  silky  finish  so  highly  regarded  at  the  preesnt 
time  and  are  selling  in  the  following  order,  white, 
black  and  white,  and  black. 


Soft    Laces   Have    the    Call 

Paraguay      and      craquele      the      leading 

novelties  —  Shadows  promise  to   have    a 

big  sale  —  "Wide    flowers   are  being  used 

for  drapery  and  tunic  effects 

The  outlook  is  decidedly  promising  for  the  lace 
department  as  fashions  indicate  that  lace  will  be  ex- 
tensively used  on  the  majority  of  dressy  costumes 
and  for  accessories.  As  in  every  line  this  year,  var- 
iety rules  and  fashion  is  by  no  means  confining  her 
attention  to  just  one  variety  or  kind.  A  very  wide 
distribution  of  shadow  laces  is  certain.  Wide  flounces 
are  being  used  for  drapery  and  tunic  purposes,  and 
all-over  for  yokes  and  vests. 

Bands  of  varying  widths  are  wanted  for  trimming 
lingerie  and  Summer  gowns. 

The  fashion  tendency  is  in  favor  of  light  laces 
in  shadowy,  cobweby  effects  as  these  laces  drape  and 


Scalloped  edged  and  Madiera  embroid- 
ered table  napkin  to  match  5  o'clock 
tea  cloths.    Shown  by  B.  H.  Cosbie. 
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Embroideries  That  Sell  S& 
S&  Laces  of  Distinction 


Our  line  is  full  of  attractive  values  for  January  sales 
and  for  the  Spring  trade.    It  consists  of 

Waist  Patterns 

Corset  Covers 

Dress  Patterns 
Laces  of  all  Kinds 

Exquisite  Embroideries 

And  Neckwear 

Including  Lace  Collars  for  1913,  Plaitings,  Jabots, 
Yokes  and  Ruchings,  etc. 

Our  values  are  of  especial  interest  to  manufacturers 
and  retailers.    We  have  the  best  values  in  Canada. 

INVITATION  TO  MILLINERS. 

Millinery  buyers  will  find  our  range  particularly 
interesting,  both  from  the  point  of  style  and  value. 
We  especially  invite  milliners  to  call  and  see  us  when 
in  the  city. 


L.  C  Le  Voi  Company,  Limited 

32   King   Street     Vvest,    Toronto 

SOLE  SELLING  AGENTS  FOR   THE   DOMINION   FOB 
SPITZEB   BROS.  &   CO.,   LIMITED. 
NOTTINGHAM,    CALAIS,    PLACEN,  ST.  GALL  AND  BARMEN. 
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Band  and  edging  of  Valenciennes 
lace.  Shown  by  Thompson  Lace 
>Sc  Veiling  Co. 


fall  just  as  softly  as  the  clinging  fabrics  now  in 
vogue.  And  this  tendency  is  having  its  influence 
upon  the  heavier  laces  produced  for  Spring  selling 
for  a  finish  is  given  them  that  makes  them  soft  and 
clinging,  and  it  is  the  lighter  effects  in  these  laces 
that  are  selling. 

At  the  present  time  shadows  occupy  the  spotlight 
and  their  vogue  will  be  strong  all  through  the  com- 
ing Spring  and  Summer.    They  have,  however,  come 


down  from  their  novelty  position.  In  novelty  lines. 
first  place  must  be  given  to  Teneriffe  and  Paraguay 
effects.  These  are  spider-web-like  motifs  that  lit  in 
well  with  present  fashions.  Net  ground  laces  arc 
coming  strongly  to  the  front  and  (he  novelty  here 
conies  in  craquele  effects.  Showing  how  the  em- 
broidery idea  is  coming  to  the  front,  some  of  (he  new- 
laces  have  eyelet  or  Madeira  motifs  combined  will) 
the  pattern  of  the  lace.  Combination  effects  are 
strong  and  many  motifs  are  combined  in  one  pat- 
tern. Filet  and  Bohemian  are  generally  present. 
Filet  bands  are  also  showing  and  buyers  are  favoring 
them  to  some  extent. 

© 

Three-Row  Embroideries  the  Novelty  in 
Gloves 

White  is  more  than  holding  its  own  in  the  glove 
department  in  both  wrist  length  and  in  16-button 
gloves.  In  wrist  length  gloves,  tans,  greys  and  blacks 
are  selling,  and  white  as  the  big  seller,  and  the  above 
colors  with  the  addition  of  taupe  as  a  novelty  shade- 
are  the  glove  colors  indicated  for  Spring  and  Easter 
selling. 

The  new  season  novelty  consists  in  the  revival  of 
three-row  embroidery.  White  on  white,  and  black 
on  white,  will  come  first.  AVhite  on  grey,  and  black 
on  tan,  will  also  be  included  and  tan,  black  and  grey 
will  be  shown  with  self  embroidery. 

Tn  silk,  lisle  and  cotton  gloves  the  demand  will 
come  in  16-button  gloves.  This  is  because  the  %- 
sleeve  is  certain  to  be  almost  universally  worn  when 
the  warmer  weather  arrives. 


Lace  bows  with  trimming 
touches  of  color  in  the 
shape  of  velvet  and  satin 
ribbons,  rhinestone  studs, 
etc.  Shown  by  Sander- 
sons, Ltd. 
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Dry  Goods  Revieiv 


Visit  Our  Showrooms 


w 


E   extend  an  invitation  to  the   Millinery  and    Fancy    Goods 
Buyers  to  visit  our  showrooms  when    in    the    city.       Our 
Spring  1913  range  will  prove  exceptionally  inter- 
esting and  profitable,  and  consists  of : 

LACES — Shadows,  Valenciennes,  Cluny,etc. 
VEILINGS— Individual,  Shetland,  Fancy. 
ALLOVERS— Silk  and  Cotton. 

Also     Dress    Trimmings,     Embroideries,     Lace 
Collars,  etc.,  Chiffons,  Auto  and  Fancy  Scarves. 

The   Thompson  Lace  &  Veiling  Co. 

Limited 

76  Wellington  Street  West        ....         Toronto 


We   have  RIBBONS  of    every    shade,    width  and 
quality — and  at  right  prices. 

Are  you  getting  the  profits  that  you  should  from 
your  RIBBON  Department?     If  not — Write  to  us. 

No  matter  where  you  are,  our  Mail  Order  Depart- 
ment will  give  you  prompt  and  efficient  service. 


Walter  H.  Barry  &  CO. 


MONTREAL,  P.Q. 
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Conforming  to  the  highest  standard. 


Spring 

Openings 

March  3rd 


But  we  are  showing  all  of 
our  new  Spring  lines  now. 

The  Sterling  Spring  line  consists  of  a 
most  comprehensive  showing  of  the 
newest  in  Novelty  Laces,  specially 
selected  Embroideries,  exquisite  Easter 
Neckwear,  Veilings  of  all  kinds,  fine 
Handkerchiefs  and  Dress  Trimmings, 
etc. — a  showing  we  are  justly  proud 
of  and  particularly  anxious  to  have 
every  buyer  in  the  country  to  inspect 
at  an  early  date.  When  on  your 
millinery  buying  trip,  call  on  us  and 
we  will  be  pleased  to  show  you  our 
entire  range. 


The 


terltng 

Lace  and  Novelty 


Company 

80-82  Wellington  Street  West 
TORONTO 


Accordion 

and 

Knife 
Plaiting. 

Hemstitching 

on  Table-linens,  Sheets, 
Pillow  Cases,  Veils,  etc. 

Covered  Buttons 

Made  from  your  own  ma- 
terial in  Plain,  Oval,  Com- 
bination   and    Bone    Rim 

styles. 

Write  for  our  catalogue 
and  sample  card  with 
special  discounts  to  the 
trade. 

All  work  returned  com- 
pleted within  24  hours. 

Toronto  Dress  Plaiting  Co. 

600  Yonge  St.  Toronto 


"P.C."  CORSETS 

Advertise  Themselves 


The  womanly  tendency  is  to 
tell  her  friends  when  she  is 
particularly  delighted  with 
anything. 

This  simple  fact  explains  the 
popularity  of  P.C.  Corsets. 
Every  women  who  wears 
these  corsets  is  an  advocate 
of  P.C.  comfort  and  style. 

P.C.  conforms  to  the  latest 
vogue  and  meets  every  re- 
quirement of  the  fair  sex. 
They  please  the  most  dis- 
criminating. 


Parisian  Corset  Manufacturing  Co.,  Limited 
QUEBEC 

Ontario  Branch— 126  Wellington  St.   West,  Toronto 
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Problem  of  Adequate  Profits 

(Continued  from  page  18.) 

higher  class  garments.  Values  are  worth  the  prices 
asked,  if  the  merchant  has  the  correct  lines  and 
marks  the  advances  on  a  proportionate  selling  basis. 

Limiting  the  price  paid,  advancing  those  cheaper 
numbers,  which  are  considered  necessary  to  right  re- 
tailing prices  and  refusing  to  sell  those  values  which 
do  not  meet  this  requirement  will  solve  part  of  the 
problem.  If  average  quantities  sold  are  depended 
on  to  average  the  required  advance,  quantity  orders 
are  changed.  Customers  are  given  to  understand 
that,  if  prices  seem  high,  there  is  no  option  but  to  pay 
just  the  same  as  merchants  have  to  pay  the  cost 
prices  demanded. 

The  arguments  are  all  in  the  merchant's  favor. 
Except  for  a  few  leading  numbers,  customers  are  not 
familiar  enough  with  values  to  question  the  prices. 
Merchants  do  not  need  to  appear  arbritrary  any 
more  than  manufacturers  wish  to  coerce  merchants 
to  sell  on  a  stated  or  agreed  basis.  The  general  inter- 
est of  the  trade  at  large  is  aimed  at.  Retailers  are 
abiding  with  just  such  conditions  as  are  good  busi- 
ness  in  their  own  interests. 


Fur  Clearance  Next  on  the  Program 

(Continued  from  page  35.) 

over  next  season.  The  sale  of  mole  in  wide  throws 
and  pillow  muffs  has  a  resultant  good  feeling  for 
next  year. 

Some  of  the  clearing  quotations  are  more  marked 
than  warranted.  Mink  and  Persian  lamb  should 
clean  up  without  more  than  20  per  cent,  reduction  on 
the  original  selling  price. 

In  the  coat  department  the  policy  of  stock  reduc- 
tion is  more  decisive.  Long  plain  coats  show  no  sign 
of  going  out  of  favor  and  are  still  selling  well.  It  is 
early  to  define  the  trend  of  fashion  so  early  in  1013. 
In  mink,  lamb,  Canadian  rat.  Hudson  seal  and 
novelty  creations  any  style  changes  are  likely  to  he 
in  outline  and  lengths.  Good  broadcloth  shells  with 
sable  or  mink  collars  and  rat  linings  will  comprise 
the  demand  in  smaller  localities.  However,  the  de- 
signs of  fur  coat*  for  next  Winter  are  not  sufficiently 
confirmed  on  this  market  to  make  authentic  inform- 
ation. They  will  he  included  in  new  samples  ready 
during  the  month. 

The  determination  to  reduce  the  stock  of  furs  de- 
signed for  this  Winter  may  be  stated  to  be  20  per 
cent,  to  40  per  cent,  reductions.  After  the  experience 
of  the  sea«on  i«  reviewed,  reductions  are  usually  more 
pronounced  than  were  necessary.  Merchants  with  a 
grasp  on  selling  conditions  and  selling  sequence  of 
stock  assortments  left  will  depend  on  salesmanship 
rather  than  price  to  effect  the  season's  final  clearance. 


ON   TOP 

pel^er,  Jf  orster  &  Co. 

ST.  GALL,  SWITZERLAND 

For  Flawless  Embroideries  at 
Lowest  Stitch-rate  Prices 

Wholesale  Houses  and  Manufacturers 
should  see  the  Complete  Collection 
and      compare     Prices      and     Values 

Every  yard  of  goods  Embroidered  and 
finished  in  our  own  factories,  on  the 
new  long  Automatic  Machines.  Perfect 
workmanship  and  uniform  quality 
ensured. 

See      the      new     Voile 
Frontings  and  Flouncings 


AGENT      FOR      THE      DOMINION 

E.  W.  UNWIN,   McKinnon  Building,  Toronto 
Main   3071 
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HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


MATCH    ALL    STANDARD    LINES 
TO  COLOR  CARD. 

For  the  benefit  of  the  merchant. 
Louis  Roessel  &  Co.  are  putting  out  a 
color  card  showing  a  complete  range 
of  the  novelty  and  staple  colors  for 
Spring,  1913,  sufficiently  wide  to  em- 
brace all  the  colors  necessary  to  carry 
in  the  majority  of  silk  departments. 
Color  from  now  on  promises  to  play 
a  much  more  important  part  than  in 
the  past  few  seasons.  Therefore  it 
becomes  increasingly,  important  for 
buyers  to  see  that  the  fabrics  they 
carry  will  match  up  in  point  of  color. 

In  this  connection  Louis  Roessel 
&  Co.  wish  to  point  out  that  they 
carry  a  complete  range  of  the  colors 


listed  on  their  card  in  all  fabrics, 
weaves  and  qualities.  This  is  im- 
portant to  buyers  as  they  can  there- 
fore rely  upon  the  different  qualities 
and  weaves  bought  from  this  firm, 
being  a  perfect  match  for  each  other. 


NEW   BUILDING    FOR    ROBT. 
RYAN  COMPANY. 

In  order  to  cope  with  the  rapid  in- 
crease in  their  business  the  Robert 
Ryan  Co.,  Registered,  manufacturers 
of  the  "Ryan  Guaranteed  Gloves," 
have  purchased  a  large  brick  build- 
ing near  their  present  factory  in 
Three  Rivers,  Quebec,  and  are  also 
erecting  a  new  building  on  an  adjoin- 
ing lot.  The  new  structure  which 
will  be  of  brick  and  concrete  will  oc- 
cupy a  space  200  by  48  feet  and  will 
consist  of  three  stories  and  basement. 
It  will  be  of  the  very  latest  design 
and  will  be  fitted  with  the  newest  ma- 
chines that  the  science  of  glove  mak- 


ing has  produced.  These  additional 
buildings  will  give  the  company  about 
four  times  their  present  capacity.  It 
is  expected  they  will  be  ready  early 
in  the  spring. 


CLUETT  PEABODY  STYLE  BOOK. 

Cluett  Peabody  &  Co.,  Montreal, 
have  mailed  the  trade  a  highly  color- 
ed, illustrated  style  book  of  collars, 
cuffs  and  shirts.  The  catalogue  con- 
tains a  full  range  of  Arrow-Notch 
collars  in  prevailing  styles,  smart 
negligee  neckwear  and  a  full  assort- 
ment of  Monarch  and  Arrow  shirts 
made  by  this  firm  and  carried  in  Can- 
ada. Factories  and  representative 
offices  are  shown.  Several  cuts  of 
suggestive  and  effective  unit  trims  of 
"Arrow"  dress,  colored  and  negligee 
shirts  and  accessories  complete  this 
interesting  booklet.  Full  descriptions 
and  concise  instructions  are  given  for 
ordering. 
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Talk  to  the  Man 

who  has  the  final  say  about  what  goods  come  into  the  store 
through  the  columns  of  "The  Review." 

He  reads  it  because  it  pays  him.    Why  not  tell  him  why  he 
should  buy  your  product? 
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MEN'S    AVEAR    SECTION.  Dry  Goods  Review 


Cost  or  Selling  Price? 

A  Dry  Goods  Merchant  writes: 

"Would  it  be  advantageous  for 
a  merchant  in  taking  an  inventory, 
to  have  a  knowledge  of  the  total 
selling  price  of  the  merchandise 
which  is  on  hand,  as  well  as  the 
cost?" 

This  is  a  question  which  will  be  of 
deep  interest  to  every  retail  Dry  Goods 
Man  at  the  present  time.  There  are  many 
points  in  connection  with  this  problem 
which    are    worthy    of   close    consideration. 

What  is  your  opinion? 

For  the  best  practical  replies  to  this 
question  The  Review  will  pay  from  $2  to 
$5  each. 

All  replies  must  be  in  by  Feb.  8th. 
Address  Editor  Dry  Goods  Review,  143 
University  Avenue,  Toronto. 
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Modern  Store's  Aggressive  Policy 

Quality  is  the  main  plank  in  the  buying  policy  of  A.  M.  Laidlaw,  Peterborough 
— Publicity    campaign    is    conducted    on    progressive    lines — Store    is     well 

equipped  in  every  respect. 


QUALITY  is  the  main 
plank  in  the  buying  plat- 
form of  A.  M.  Laidlaw, 
men's  furnisher,  of  Peterborough, 
Ontario.  The  buying  end  of  the 
business  is  governed  on  that  basis, 
every  effort  being  made  to  stock 
up  in  the  best  lines.  Quality  of 
material,  workmanship,  pattern 
and  finish  is  the  first  considera- 
tion. It  has  been  found  that  it  is 
always  possible  to  secure  the  extra 
price  when  extra  quality  is  otter- 
ed. That  the  intelligent  buyer  re- 
gards price  as  a  secondary  consid- 
eration when  it  is  possible  to  buy 
satisfaction,  has  been  the  experi- 
ence of  the  firm. 


Shirts 

We  are  showing  an  exceptionally 

fine  line  of  Men"s  Negligee 

Shirts  at 

$1.00 

This  line  comprises  new  hair  line 
stripes  in  black  and  white,  also  in 
colours  Including  Scotch  Zephyrs 
in  neat  eftects  etc.,  frdm 
Canada's  Best  Makers, 


140 
Hunter  St. 
A.  M.  Laidlaw 


The  Laidlaw  store  is  one  of 
the  smartest  men's  wear  establish- 
ments in  Eastern  Ontario.  As  will 
be  seen  from  the  accompanying  illustrations,  the 
store  is  well  laid  out  and  fitted  with  the  latest  interior 
fixtures.  A  modern  front  has  been  installed  with  two 
display  windows  of  good  size.  In  point  of  equip- 
ment, the  store  is  most  complete.  There  are  altera- 
tion and  fitting  rooms  at  rear.  A  first  class  lighting 
system  has  been  installed. 

THE  INTERIOR  LAY-OUT. 

The  wardrobe  system  has  been  followed  through- 
out the  store,  the  fixtures  being  finished  in  quarter- 
cut  oak. 

The  furnishings  department  is  also  finished  in 
oak  to  harmonize.  In  this  department  are  four  six- 
foot  silent  salesmen  and  oak  display  tables.  An 
effort  is  made  to  change  the  goods  on  display  in  the 
showcases  very  often,  newly  arrived  stock  being  used 
largely  for  this  purpose  .  The  system  .has  been  found 
a  great  help  to  the  salesmen  in  introducing  new  lines 
of  merchandise.  Goods  show  to  such  advantage  that 
customers  entering  the  store  invariably  study  the 
stock  thus  displayed.  Interest  is  thus  aroused  in 
new  goods  and  novelties.  The  salesman  has  little 
difficulty  in  making  sales  in  lines  which  have  been 
displayed  in  this  manner. 

THE    FIRM'S   PUBLICITY    POLICY. 

Mr.  Laidlaw  carries  on  an  aggressive  publicity 
campaign.  Space  is  used  in  the  daily  newspapers  for 
snappy  announcements.  A  sample  of  the  advertising- 
copy  is  reproduced  herewith.  The  copy  is  changed 
daily  and  one  of  the  first  rules  observed  is  that  each 
issue  must  contain  a  definite  announcement  of  some 


\  typical  advertisement  of 
this  store. 


kind.     Thus  the  copy  is  pointed 
and  effective. 

Good  use  also  is  made  of  the 
store  windows.  Fred  C.  Petrie 
does  the  window  trimming ;  which 
is  tantamount  to  saying  that  the 
displays  shown  rank  among  the 
best  in  the  country.  Mr.  Petrie 
has  a  well-deserved  reputation  as 
a  window  trimmer  and  the  accom- 
panying illustration  showing  two 
recent  displays  is  perhaps  the  best 
testimony  to  this  fact  which  could 
be  secured. 


A  novel  method  of  display  is 
followed  in  this  store  during  the 
evenings.  It  was  considered  that 
the  door,  being  of  glass,  provided 
show  space  too  good  to  be  neglect- 
ed at  times  when   the  door  itself 

'■     was  not  being  used.     Accordingly, 

when  the  store  is  ready  to  be  closed,  a  figure  is  placed 
behind  the  glass  in  the  door,  where  it  remains  all 
evening.  In  the  accompanying  illustration,  the  fig- 
ure shown  is  in  full  dress. 


A.  M.  Lai. 


law,  one  of  the  most  aggressive  of 
men  's  furnishers. 
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An  exterior  view  of  the  store  of  A.  M.  Laidlaw,  showing  window  trims  by  Fred  Petrie. 
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about  the  proprietor.  Cutaways  and  Wings  favored 

Andrew  M.'  Laidlaw  has  been  in  the  men's  fur-  The  close-fitting  double  band  linen  collar  which 

nishing  business  in  Peterborough  for  a  number  of  has  been  worn  so  extensively  now  for  some  time  is 
years.     Previous  to  that,  he  was  a  customs  tailor, 


enjoying  an  exclusive  patronage.     He  became  con- 


vinced, however,  that  the  ready  for  service  and 
special  order  business  presented  a  better  field  and  he 
started  in  that  branch  of  trade.  The  policy  he  adopt- 
ed at  the  outset  of  carrying  one  line  of  clothing  and 
one  only  has  been  adhered  to  ever  since. 

@ 

Parcels  Post  Inaugurated 

Washington,  Wednesday,  Jan.  1,  1913.— As  the 
clocks  ticked  off  the  first  second  of  101?,.  Postmaster- 
General  Hitchcock  inaugurated  a  new  era  in  the 
American  postal  service  by  depositing  in  the  Wash- 
ington post-office  the  first  package  to  be  entrusted  to 
the  domestic  parcels  post  service.  The  strokes  of 
the  last  hour  of  1912  were  dying  away  when  the 
Postmaster-General  stepped  up  to  the  window  under 
the  newly  painted  inscription  "Parcels  Post..  Pack- 
ages" and  handed  in  the  official  "first  package." 
At  the  same  moment  the  parcels  post  service  was 
opened  for  business  in  every  post-office  in  the  United 
States. 

Postmaster-General  Hitchcock'-  package  con- 
tained a  silver  loving  cup  enclosed  in  a  stout  box. 
The  pockage  was  addressed  to  E.  M.  Morgan,  post- 
master of  the  city  of  New  York,  and  after  it  has 
made  its  journey  to  New  York  it  will  be  sent  back 
to  Washington  to  be  engraved  and  preserved  in  the 
National  Museum  to  commemorate  the  inaugura- 
tion of  the  parcels  post  service. 


finally  giving  place  to  a  very  great  extent  to  the  cut- 
away double  band  and  to  the  wing  collar.  While 
this  is  tine  in  a  great  many  cases,  the  demand  for 
close-fitting  collars  still  continues  heavy.  Amongst 
younger  men  for  every  day  wear,  they  are  still  worn 
very  extensively  although  now  the  cutaway  collar 
is  creating  great  demand  for  itself  and  is  tending  to 
displace  the  close-fitting.  For  every  day  wear,  how- 
ever, to  business,  college,  etc.,  both  will  continue 
very  strong  for  another  season. 

For  dress,  the  wing  collar  is  commanding  great 
sales  and  is  coming  to  be  worn  almost  exclusively. 
While  in  many  cases  the  rounded  wing  is  in  greatest 
demand,  many  inquiries  are  also  made  for  the  square 
pointed  wing.  In  both  cases  wings  are  small  and 
present  a  very  neat  attractive  appearance.  The  width 
of  the  opening  varies  slightly  but  in  no  case  does 
it  attain  the  great  width  reached  a  couple  of  years 
ago  when  wing  collars  with  large  wings  were  worn. 

In  waterproof  collars  little  or  no  change  has 
taken  place.  Manufacturers  still  continue  to  make 
the  same  styles  and  retailers  stock  the  same  lines 
from  season  to  season. 


Want  More  Protection 

Ottawa,  Ont.- — A  number  of  woollen  manufac- 
turers from  Quebec  and  Ontario  have  been  in  the 
capital  for  the  past  few  days,  impressing  upon  the 
Government  the  need  of  greater  protection  for  the 
woollen,  flannel  and  clothing  manufacturers  of  Can- 
ada. They  are  also  taking  the  precaution  of  enter- 
ing an  early  protest  against  any  proposal  to  increase 
the  British  preference.  It  will  be  remembered  that 
ever  since  the  British  preference  was  established, 
cutting  down  by  one-third  the  protection  of  thirty 
per  cent,  previously  enjoyed  by  the  woollen  men 
against  British  competition,  they  have  been  protest- 
ing that  they  are  not  getting  fair  treatment  as  com- 
pared with  other  manufacturing  industries. 


-@- 


Quebec,  Que. — Ganache  &  Bilodeau  have  started 
in  the  millinery  business. 

Toronto.  Ont. — The  store  of  Mrs.  White,  mil- 
liner, has  been  damaged  by  fire. 

T.  B.  Ramsay,  who  for  the  past  year  and  a  half 
has  been  with  John  Northway  &  Son,  Ltd.,  in  their 
wholesale  department,  is  now  starting  into  business 
for  himself.  Early  in  January  he  will  open  up  his 
stand  at  the  corner  of  College  and  Dovercourt  Road, 
Toronto,  and  will  carry  a  full  line  of  gents'  fur- 
nishings. 
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Replies   are   first   sent  to    enquirers    by   mail,    then    published    here    for 

general    information   of    "Review"   readers.      Names    of    correspondents 

will   be  given  on  request.     Address  :   Dry  Goods  Review  or  Men's  Wear 

Review,  143   University  Ave.,  Toronto. 


EDITOR  Dry  Goods  Review. — I  have  been 
looking  through  your  last  number  to  see  if 
I  could  find  anyone  advertising  extra  large 
size  men's  workshirts,  as  we  have  some  extra  large 
size  men  here. 

We  have  been  buying  from  a  firm  but  they  do 
not  intend  to  continue  manufacturing  shirts.  If 
you  know  a  good  firm  will  be  pleased  to  have  you 
inform  me. 

We  can  get  more  than  we  want  of  average  size 
workshirts  but  want  to  get  a  line  not  only  marked 
larger  in  the  neck  but  made  with  larger  body  and 
longer  sleeves. 

Deacon  Shirt  Co.,  Belleville,  or  Dalton  Manufac- 
turing Co.,  and  Standard  Shirt  Manufacturing  Co., 
c|o  Canadian  Converters,  Ltd.,  Montreal,  and  all 
jobbers  can  supply  large  or  outside  sizes.  A.  R. 
Clarke  &  Co.,  Toronto,  Toronto  Shirt  and  Overall 
Co.,  Toronto,  also  make  heavy  shirts  and  can  fill  your 
orders.  W.  H.  Storey,  of  Acton,  make  a  specialty 
of  large  sizes. 

Editor  Dry  Goods  Review. — Let  us  know  where 
we  can  buy  Indian  grass  novelties. 

C.  N.  Saba  &  Co.,  Ltd.,  305  Yonge  Street,  To- 
ronto, and  J.  B.  Laliberte,  Quebec,  handle  these 
novelties.  Try  Holt.  Renfrew  Co.,  Ltd.,  Quebec, 
direct. 

*  *  *■  -v 

Editor  Dry  Goods  Review. — Please  tell  me  where 
I  can  buy  buttonhole  gimp. 

Corticelli  Belding  Paul  Co.  and  Greeff  Bredt  Co., 
Toronto,  can  supply  you. 


Editor  Dry  Goods  Review. — Kindly  advise  by 
return  where  Brotherhood  Overalls  are  made. 

All  manufacturers  make  "brotherhood"  or  union- 
made  overalls: — The  Peabody  Co.,  Ltd.,  Walkerville; 
Carhartt-Hamilton,  Ltd.,  Toronto;  T.  H.  Dunn, 
Queen  Street,  Toronto. 

The  original  branded  line  "brotherhood"  over- 
alls is  made  by  H.  S.  Peters,  Welland. 


Editor  Dry  Goods  Review. — Can  you  tell  me 
where  to  get  a  trade  paper  on  carpet  trade  and  in- 
structions for  carpet  sewing  for  clerks  in  carpet 
department? 

The  Upholsterer,  1  East  28th  Street,  corner  Fifth 
Avenue.  New  York,  deals  with  draperies  and  home- 
furnishings.  The  Singer  Manufacturing  Co.,  New 
York,  issue  full  instructions  for  carpet  sewing  with 
their  track  carpet  machine. 


Editor  Dry  ( loods  Review. — Put  us  in  touch  with 
concern  making  women's  chamois  vests. 

The   Ottawa   Truss   Co.,   Ottawa,   make   chamois 

vests. 

*      *  ■    * 

Editor  Dry  Goods  Review. — Where  can  we  buy 
those  helmet  reflectors  described  in  the  article  on 
window  lighting  a  few  months  ago. 

Curtis  Leger  Fixture  Co.,  222  West  Jackson 
Boulevard.  Chicago,  will  be  pleased  to  send  informa- 
tion about  "scoop"  and  helmet  reflectors  for  window 
lighting. 

Editor  Dry  Goods  Review. — Tell  us  where  we 
can  buy  accessories  for  repairing  umbrellas  and  sun- 
shades and  where  to  get  the  required  tools. 

Bailey.  Dixon  &  Co..  Ltd.,  Toronto:  Irving  Um- 
brella Co..  Ltd.,  Toronto:  Eclipse  Umbrella  Co., 
Montreal :  Brophy  Umbrella  Co. 

#  #  # 

Editor  Dry  Goods  Review. — Can  you  give  us  ad- 
dress of  firm  from  whom  we  could  obtain,  at  any 
time,  set  of  patterns  of  the  latest  and  best  designs 
and  shapes  for  men's  overcoats  and  ladies'  coats, 
ulsters,  etc.? 

Would  require  not  only  sketches,  but  patterns 
marked  on  the  seams,  and  how  made  up  in  the 
inlets,  seyes.  sleeves  and  all  particulars. 

John  J.  Mitchell.  41  West  25th  Street,  New 
York;  Kroonburg  Sartorial  Publishing  Co.,  1183 
Broadway,  New  York:  American  Gentleman,  222-26 
West  30th  Street.  New  York. 
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Hints  on  the  January  Clearance  Sale 

Special  effort  should  be  made  to    stimulate    trade    and   clear  out  accumula- 
tions of  odd  lines — Methods  which  can  be  employed  with  profit  —  Some  sug- 
gestions for  sale  cards. 


JANUARY  is  a  month  of  special  sales.  This  rule 
holds  good  in  practically  all  varieties  of  stores 
for  the  very  good  reason  that  the  month  i<  such 
a  dull  one  from  the  standpoint  of  trade  that  the  mer- 
chant is  compelled  from  motives  of  self-defence  to 
"start  something."  About  the  only  way  to  keep 
business  moving  is  to  hold  a  sale  and  knock  down 
prices  a  little. 

There  is  still  another  reason  behind  the  January 
sale  idea,  however.  Sales  follow  the  making  of  the 
annual  inventory  as  a  natural  sequence.  Some  deal- 
ers reverse  the  order,  believing  .that  it  saves  time 
and  trouble  to  clear  out  the  accumulated  odds  and 
ends  before  attempting  to  take  stock.  The  advan- 
tage of  the  after-inventory  sale,  however,  lies  in  the 
fact  that  it  can  be  made  more  thorough  and  sys- 
tematic. Until  he  knows  just  exactly  what  lie  has 
on  hand,  the  merchant  cannot  decide  how  much  of 
it  must  he  cleared  out  and  what  prices  can  reasonably 
be  fixed.  Tie  requires  the  complete  information 
which  can  be  secured  only  by  stock-taking. 

The  idea  of  the  after-inventory  sale  is  patent  to 
all.     No  matter  how  well  the  husiness  may  be  man- 


aged and  how  carefully  the  stock  is  weeded  out,  there 
is  bound  to  he  an  accumulation  of  odd  lines  on 
slightly  damaged  goods  each  year.  Stock  of  this 
description  should  he  cleared  out  for  two  excellent 
reasons.  Tn  the  first  place,  if  the  shop-worn  articles 
are  kept,  they  become  harder  to  sell  all  the  time 
and  eventually  become  quite  unsalable  and  worth- 
less. In  the  second  place,  they  occupy  valuable  space 
which  could  he  better  employed  and  the  general  ap- 
pearance of  the  store  is  thus  detracted  from. 

After  his  inventory  is  completed,  the  merchant 
knows  exactly  how  much  of  this  class  of  stock  he 
has  on  hand  and,  if  he  is  wise,  he  loses  no  time  in 
clearing  it  out,  January  is  the  logical  time  for  this 
stock  clearance. 

From  the  standpoint  of  the  men's  furnisher, 
January  is  a  particularly  suitable  time,  it  is  just 
about  the  last  chance  to  sell  mufflers,  winter  gloves 
and  similar  cold  weather  goods  to  men.  If  much 
stock  is  carried  over  from  January  in  such  lines,  the 
chances  are  that  quite  an  assortment  of  stock  will 
lie  left  in  the  store  when  demand  has  ceased  entirely. 

The  object  of  this  article  is  not  so  much  to  prove 
that  January  sales  should  be  conducted,  however,  as 
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Clearing  out 
our  stock  of 

GLOVES 
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Suggestion   for  card  to  be   used   during  clearance  sale. 
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Money 
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Now 
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Suggestion  for  clearance  sale  card. 
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An  endless  chain 


[/ 


of 

More 
Business 
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Pen-Angle  Closed-Crotch  Combination 
Suits  displayed  in  your  windows  will  mean 
an  endless  chain  of  MORE  BUSINESS. 
Perfect-fitting"  and  comfortable  (in  crotch 
and  seat.)  No  other  line  of  Underwear 
your  store  can  carry  will  take  so  well,  and 
you  can  be  sure  that  every  sale  will  be 
followed  by  another.  And  every  new  cus- 
tomer is  another  link  added  to  your  endless 
chain  of  more  business.  HEI* 

Is  your  Pen-Angle  stock  ready  ?  If  not — 
order  NOW. 

PENMANS  LIMITED 

PARIS,  CANADA 
Underwear — Hosiery — Sweaters 


Underwear 
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We  are  the  largest  manufact- 
urers of  fancy  knit  goods  in 
the  world. 


"Monarch 


B-44 — Made  in  Jumbo  stitch, 
extra   good   quality. 


M-40 — This  coat  is  equipped  with 
the  famous  tri-collar  suitable  to 
all  kinds  of  weather. 


B-40 

B-40 — Boy's  Coat— equipped 
with   the  famous  tri-collar. 


Monarch     Knitting 


Head  Office 


DUNNVILLE,  ONT. 
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-Knit" 


"MONARCH-KNIT"  is 

the  standard  for  style,  qual- 
ity and  workmanship. 


M-53 


M-53—  Shaker 
Coat,  strictly  full 
fashioned 
throughout. 
This  also  makes 
a  very  stylish 
and  serviceable 
Ladies'  Sweater 
Coat. 


We  are  pleased  to  take  this  opportunity  to  thank 
you  for  your  valued  business  placed  with  us  in 
the  past,  and  also  wish  to  announce  that  our 
range  of  Knit  Goods  for  1913  is  complete  and 
consists  of  many  new  features  which  are  sure  to 
interest  every  merchant  in  Canada.  We  would 
appreciate  it  if  you  would  kindly  hold  your  order 
until  you  have  looked  through  our  range. 


M-92 
M-92 — Made    in     Jumbo     stitch. 
This  class  of  coat  will  be  very 
popular  for  the  coming  season, 


Company,    Limited 

•  Factories  at:    DUNNVILLE,    ST.  CATHARINES,    ST.  THOMAS,    BUFFALO. 
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to  deal  with  methods  of  carrying  on  sales.  This 
can  best  be  done,  perhaps,  by  describing  the  methods 
of  a  Western  men's  furnisher  who  has  made  the 
January  sale  one  of  his  most  profitable  yearly  under- 
takings. His  profit  is  a  tangible  one.  based  on  sales 
made;  he  does  not  have  to  figure  on  the  improve- 
ment to  his  stock  to  find  where  the  benefit  comes  in. 

His  first  step  is  to  sort  over  the  stock  and  select 
the  goods  which  must  be  cleared  out.  This  is  all  put 
to  one  side  and  ticketed.  Prices  are  shaded,  though 
the  reductions  offered  are  never  large.  Experience 
in  this  case  has  proven  that  it  is  possible  to  arouse 
an  interest  in  a  January  clearance  of  men's  wear 
without  the  inducement  of  sweeping  reductions. 

Care  is  taken  to  keep  the  goods  on  sale  absolutely 
distinct  from  the  rest  of  the  stock.  Window  displays 
are  arranged,  some  of  the  most  attractive  articles 
being  selected.  The  stock  is  shown  in  the  store  on 
tables  placed  at  the  front  where  the  goods  can  be 
seen.  Sale  lines  are  kept  thus  distinct  for  the  pur- 
pose of  impressing  clearly  on  the  minds  of  custom- 
ers that  this  is  a  special  effort  and  that  the  values 
offered  are  special.    If  a  sale  serves  to  educate  people 


anuary 
Clearance 


SELLING  AT  COST  PRICE. 
Clearance  sales  are  of  particular  moment 
nt  tin-  present  time.  The  season  has  been 
backward  and,  although  business  in  most  sec- 
t'u, us  has  been  undeniably  good,  the  lack  of 
cold    weather    has    checked   sales    in    certain 

h  ins, 

A  well-known  nun's  furnisher  makes  the 
significant  statement  that  fur  flu-  first  time  in 
the  experience  of  the  firm  it  has  been  found 
necessary  to  run  a  cost  price  sale.  Prices 
Jinn  actually  been  cut  to  cost  in  order  to 
clear  oat  the  stuck.  With  colder  weather  a 
certainty  for  the  near  future,  flic  firm,  might 
Inn  counted  on  moving  at  least  a  good  part 
of  tli is  stock  bat  they  hare  preferred  not  to 
take    the   chance.      The  stock   is   now   being 

cleared  out. 


other    season.       Something   unusual   is   required   to 
"put  it  across,"  as  they  say  in  theatrical  parlance. 

This  is  where  good  window  displays  and  attrac- 
tive cards  will  be  found  the  greatest  helps.  In  the 
windows,  stocky  displays  will  be  the  rule.  Price 
should  lie  made  a  big  consideration. 

In  preparing  cards  for  the  event,  care  should 
be  taken  to  provide  a  degree  of  uniformity.  All 
Cards  should  be  alike  in  style  of  lettering  and  orna- 
mentation. The  same  color  scheme  should  be  fol- 
lowed throughout.  Some  suggestions  are  shown 
herewith. 


A    neat    card    announcing   January   clearance   sale. 


to  expect  prices  lower  than  can  be  offered  regularly, 
the  results  are  extremely  detrimental  to  business. 

At  the  same  time,  the  salesmen  endeavor  to 
divert  customers'  attention  to  the  better  class  of 
goods.  The  clearance  lines  are  there  plainly  on  view 
but  if  a  customer  can  be  induced  to  buy  a  better 
article,  the  salesman  gives  his  best  efforts  to  that  end. 
As  a  result,  the  sale  always  results  in  a  certain  stimu- 
lation of  demand  for  the  best  quality  of  goods. 

AROUSING   PUBLIC   ATTENTION. 

As  stated  before,  the  public  is  very  indifferent 
during  January.  The  heavy  purchases  made  for 
Christmas  have  depleted  pockets  and  put  people  out 
of  the  "buying  humor."  Bargains  do  not  attract  as 
surely  as  at  other  times.  To  make  a  clearance  sale 
a  success,  therefore,  the  merchant  must  display 
greater  energy   and   greater  initiative  than   at   any 


"British  Empire"  Made  Goods 

THE  text  of  the  Merchandise  Marks  Bill,  which 
has  Ween  introduced  in  the  British  House  of 
Commons,  has  been  given  out.  It  aims  to  protect 
the  British  manufacturer  from  the  opposition  of 
firms  selling  goods  in  Great  Britain  on  unfair  pre- 
tense. Briefly,  the  measure  provides  that  all  goods 
bearing  a  description  liable  to  make  the  purchasers 
believe  they  have  been  manufacturers  within  the 
British  Islands,  but  which  in  reality  have  been 
manufactured  in  some  part  of  the  Empire  outside  the 
Isles,  shall  be  marked  "British-Empire  made."  If 
the  goods  have  been  manufactured  outside  the  Em- 
pire, they  must  lie  marked  "Not  British."  Provision 
is  made  that  all  goods  marked  "British-Empire 
made"  must  be  accompanied  by  a  sworn  declaration. 

It  is  quite  apparent  that  this  measure  will  serve 
as  a  protection  for  the  home  manufacturer  against 
spurious  foreign-made  goods.  The  question  arises, 
however,  as  to  what  effect  it  will  have  on  the  trade  of 
colonial  manufacturers  on  the  British  markets. 
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Regal  "Outing"  Shirts 

FOR  SMART  DRESSERS 

MADE    BY 

The  Regal  Shirt  Co.,  Limited 

HAMILTON  -         -         ONTARIO 


Unique  Sales  Scheme  of  Toronto  Store 

Foggan  &  Co.  gave  money  back  to  every  twentieth  customer — Doubled  sales 

during  period  while  offer  held  good — Cost  of  goods  thus  given  away  amounted 

to  4  per  cent,  of  total  sales — Some  amusing  features. 


AFTER  the  hustle  and  bustle  of  the  Christmas 
and  holiday  season  comes  a  period  of 
marked  slackness  and  dullness  for  the  retail 
merchant.  This  fact  is  recognized  generally 
amongst  dry  goods  merchants  and  men's  furnishers, 
and  now  it  has  become  quite  a  common  custom  to 
introduce  a  clearing  sale  not  only  to  stimulate  trade, 
but  also  to  clear  out  old  stock  preparatory  to  stock- 
taking and  to  laying  in  supplies  of  new  Spring 
goods.  These,  to  say  nothing  of  the  amount  of 
ready  cash  gathered  in,  become  matters  of  supreme 
importance  to  every  retailer. 

Rather  a  novel  mode  of  conducting  a  clearing 
sale  has  been  introduced  by  Poggan  &  Co..  dealers 
in  specialty  furnishings,  King  Street  West,  Toronto. 
To  stimulate  business  the  plan  of  giving  away  to 
every  twentieth  customer  his  purchase  in  full  has 
been  adopted.  The  scheme  was  advertised  freely 
both  by  circulars,  distributed  throughout  the  sec- 
tion of  the  city  in  which  the  store  is  located,  and  also 
by  large  window  display  posters,  which  announced 
the  fact  that  every  twentieth  purchase  was  given 
away  free:  invited  people  to  come  in  and  look  over 
the  stock,  and  also  to  watch  the  cash  register  in  order 
to  follow  if  possible  the  number  of  each  sale. 
Through  the  medium  of  the  window  many  lines 
were  displayed  and  all  were  featured  with  price 
cards  showing  the  regular  price  and  the  cut  price 
for  special  clearing  sale. 

The  scheme  naturally  attracted  much  attention 
and  at  the  same  time  aroused  a  great  deal  of  curios- 
ity. People  desirous  of  becoming  the  twentieth  pur- 
chaser and  thus  securing  goods  free  were  led  to  buy 
where  otherwise  a  purchase  would  not  be  made. 
Thus  from  the  start  an  increase  in  business  tran- 
sacted was  noted. 

On  entering  the  store  every  customer  was  treated 
the  same.  Whether  twentieth  man  or  not.  he  was 
shown  the  goods  for  which  he  asked  first.  After 
that  transaction  was  settled  he  was  asked  if  he  didn't 
want  some  of  the  other  lines  displayed  and  on  sale. 
In  short  every  effort  was  put  forth  to  induce  him 
to  buy. 

While  the  writer  was  in  the  store  a  twentieth 
purchaser  entered  and  inquired  for  a  necktie,  "like 
that  one  in  the  window."  Mr.  Foggan  waited  on 
him,  sold  him  the  necktie  desired,  asked  him  if  he 
did  not  want  shirts,  collars,  socks,  suspenders,  a  cap. 
and  so  on,  naming  several  lines,  but  to  each  sug- 
gestion the  customer  replied  in  the  negative,  finally 
declaring  that  the  necktie  was  all  he  desired. 


Thereupon  Mr.  Foggan  proceeded  to  make  out 
a  bill  for  the  purchase,  marked  it  "nil"  and  wrapped 
it  up  with  the  goods.  The  customer  offered  a  dollar 
bill  to  pay  for  the  tie  and  received  a  very  pleasant 
surprise  when,  instead  of  getting  back  only  part  of 
the  dollar,  he  was  returned  the  whole  amount. 
Whether  on  finding  himself  the  twentieth  purchaser, 
he  was  disappointed  because  he  had  not  bought  some 
of  the  shirts,  collars  or  any  of  the  many  lines  offered 
and  urged  upon  him.  is  a  matter  which  Mr,  Foggan 
did  not  discuss  but  in  all  probability  there  arose  in 
the  purchaser's  mind  a  feeling  of  vain  regret. 

The  King  Street  store  of  Foggan  &  Co.  is  recog- 
nized throughout  the  trade  as  being  the  smallest 
gents'  furnishing  store  in  Canada.  Only  one  clerk 
is  employed,  and  in  addition  Mr.  Foggan  himself  is 
in  the  store  most  of  the  time.  Tt  thus  became  a  very 
simple  matter  to  keep  track  of  the  total  number  of 
purchasers  served,  and  to  see  that  the  right  man 
received  his  purchase  free. 

ONLY  FOUR  PER  CENT.  GIVEN  AWAY. 

As  to  the  actual  working  out  of  the  scheme  the 
company  found  that  it  worked  well  from  an  adver- 
tising standpoint  and  was  in  no  way  a  costly  scheme 
inasmuch  as  after  a  week's  selling  the  total  cost 
amounted  to  about  four  per  cent,  of  the  business 
done.  To  those  who  do  not  go  into  the  matter  fully 
this  may  seem  a  very  expensive  proposition  to  keep 
up  even  for  a  short  time.  But  the  scheme  brought 
about  such  an  increased  business  that  it  has  been 
considered  so  far  as  well  worth  while. 

DOUBLED  THE  RECEIPTS. 

To  give  a  few  statistics:  Prices  were  reduced  for 
sale  about  25  per  cent,  to  strike  an  average.  Amount 
of  cash  receipts  during  first  eight  days  of  sale  this 
year  represented  an  increase  of  approximately  100 
per  cent,  over  last  year's  receipts  fo  same  days  when 
no  side  was  conducted. 

The  expense  of  keeping  up  the  twentieth  pur- 
chase proposition  amounted  to  about  four  per  cent, 
of  cash  receipts.  As  the  store  is  small,  large  and 
expensive  articles  are  not  handled.  Perhaps  the 
most  expensive  line  in  the  store  would  be  covered  by 
$6  and  the  average  price  of  all  lines  would  be  between 
$2  and  $3.  Most  of  the  articles  given  away  have 
been  necktie*,  suspenders,  shirts.  Micks  or  mufflers. 
The  largest  purchase  given  free  amounted  to  $3.65 
and  the  smallest  to  19  cents. 

(Continued   on  page  G2.) 
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The  "Visor"  Announcement 


The  Visor  "4  in  1"  Sweater. 
Canadian  Letters  Patent  No.  131529. 
United  States  Letters  Patent  No.  991270. 


DG 
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7lT HE  Visor  Knitting  Co.,  Limited,  of  Ontario, 
^^  owners  of  the  Rautenberg  Patents  covering  the 
famous  Visor  "4  in  1"  Reversible  Collar  Sweater, 
announce  the  opening  of  their  neiv  factory  at  Niagara 
Falls,  Ontario,  devoted  exclusively  to  the  manufacture 
of  high  grade  Sweater  Coats. 


The  "Visor"  Sweater  Coat,  illustrated  above,  may  be  worn  in  four  styles:  as 
a  V-neck,  or  shawl  collar,  or  full  military  collar,  or  turned  over  the  ears, 
instantly  adjustable.  The  most  practical  and  best  selling  Sweater  on  the 
market,  when  the  collar  is  properly  made,  as  we  make  it. 

We  make  also  up-to-date  SHAWL  COLLARS  and  RUFF  NECKS,  and  a  large 
range  of  Coats  with  full  line  of  V-NECKS.  SHAKER  KNIT  SWEATERS 
will  be  the  best  sellers  on  the  market  this  year.  This  is  one  of  our  big 
feature  lines.  Colored  show  cards,  advertising  circulars,  etc.,  will  be  supplied 
free.     Write  for  samples,  or  our  representatives  will  call  in  the  near  future. 

WARNING 

We  warn  all  manufacturers,  jobbers  and  dealers  against  manufac- 
turing, dealing  in  or  selling  infringements  of  the  famous  VISOR 
"4  in  1"  REVERSIBLE  COLLAR,  the  original  Canadian  and 
American  patents  on  which  are  our  property.  We  now  have  action 
pending  in  the  Canadian  courts  to  restrain  infringements  of  these 
patents,  and  shall  promptly  prosecute  all  offenders.  J 


THE  VISOR  KNITTING  CO.,  Limited 


FACTORIES   ALSO   AT 


Niagara  Falls,  Ont. 


NIAGARA   FALLS,   N.Y. 
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Conduct  ing  Clearance  Sale  on  Large  Scale 

L.  J.  Applegath  &  Son,  Toronto,  are  holding  reduction  sale — The  event  is  being 

used    to   feature   announcement   of     new   branch   store — New   store   will   be 

modeled  closely  on  present  establishment. 


TORONTO,  ONT.— L.  J.  Applegath  &  Son, 
hatters,  who  for  some  time  past  have  done 
business  at  the  corner  of  Richmond  and 
Yonge  Streets,  have  decided  that  their  business  has 
increased  to  such  an  extent  that  they  find  it  neces- 
sary to  start  a  new  branch  store  in  the  city.  For 
this  the  stand  at  179  Yonge  Street,  until  recently 
held  by  Albert  Williams,  has  been  secured,  and 
preparations  are  now  being  made  to  fit  up  the  store 
for  new  business. 

As  far  as  possible  the  new  branch  store  is  to  be 
a  reproduction  of  the  original  at  Richmond  and 
Yonge.  The  same  plans  will  be  carried  out  and 
the  same  style  of  fixtures  used.  Woodwork  will  all 
be  of  bird's-eye  maple,  and  to  the  casual  observer 
practically  no  difference  will  be  noted  between  the 
two  store-. 

Through  its  location  on  a  corner  lot.  the  store 
now  occupied  presents  unusual  window  facilities  and 
these  have  been  used  to  great  advantage.  Prac- 
tically the  whole  side  and  front  of  the  store  is  of 
glass  and  allows  displays  on  a  very  large  scale.  In 
that  respect  the  new  branch  will  not  be  quite  as 
satisfactory  as  only  the  front  of  the  store  is  exposed 
to  the  street.  To  give  the  best  possible  facilities  for 
display  a  deep  entrance  is  being  arranged  which  will 
allow  a  show  window  with  depth  of  20  feet.  This 
in  many  respects  will  present  advantages  which  were 
never  enjoyed  in  the  original  stand. 

HOLDING   A   CLEARANCE   SALE. 

In  order  to  announce  the  fact  that  a  new  branch 
store  is  about  to  be  started.  Applegaths  have  adopted 
rather  a  novel  method  of  procedure.  To  hold  a  Jan- 
uary  clearing   sale    is    a    method   very   commonly 


adopted  by  men's  wear  merchants  throughout  the 
Dominion  to  clear  the  stock  of  Fall  and  Winter 
goods  and  make  preparations  for  stocking  Spring 
lines.  While  Applegaths  are  clearing  out  their 
stock,  the  sale  is  being  made  use  of  altogether  as  a 
method  of  introducing  the  new  branch  store.  Large 
signs  in  the  shape  of  pennants  fill  the  windows  and 
announce  to  passersby  the  fact  that  a  new  branch 
store  is  about  to  he  opened  and  that  in  order  to  make 
this  fact  the  talk  of  Toronto  and  vicinity  great  re- 
ductions are  being  made  on  prices  of  all  hats  and 
caps  in  stock. 

The  news  of  a  sale  where  special  price  cutting 
is  being  done  soon  travels  and  attracts  people  from 
all  directions.  But  in  this  case  the  news  regarding 
the  new  branch  store  travels  just  as  rapidly  and  is 
soon  impressed  upon  the  minds  of  hearers. 

Tn  the  accompanying  photograph  the  large  win- 
dow display  signs,  announcing  the  sale  and  the  new 
1 'ranch  store,  are  very  conspicuous.  Tn  the  windows 
can  be  seen  displays  of  hats,  every  hat  price  ticketed. 

@ 


Unique  Sales   Scheme   of  Toronto   Store 

(Continued  from  page  60.) 
The  company  has  considered  the  scheme  so  suc- 
cessful that  they  are  adopting  it  in  their  Yonge 
Street  store,  but  with  one  limitation.  Instead  of 
giving  away  the  twentieth  purchase  in  full,  only 
the  first  article  will  be  given.  This.  Mr.  Foggan 
claims,  will  cause  people  to  ask  for  the  most  expen- 
sive articles  first  and  will  prevent  the  company  from 
getting  badly  taken  in  by  a  number  gathering  to- 
gether and  each  making  a  large  purchase  until  one 
happens  to  strike  it  lucky. 


Store  of  L.  J.  Applegath  &  Son,  Toronto,   showing  big  signs  used  to  feature  special  clearance  sale  and  the  establish- 
ment of  new  branch  store. 
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A50 


Outing  Brand  Knitted  Goods 

SHAKERKNIT 

Style  A50 

The  new  and  correct  vogue  in  Sweater  Coats 
is  here  shown  in  the  popular  Shakerknit. 

It  is  only  one  of  our  immense  line  of  Knit 
Coats  for  men  that  is  making  a  hit  with  the 
Canadian  Knit  Goods  Trade. 

Our  representatives  will  call  on  you  shortly 
with  the  complete  range.  Let  us  send  samples 
for  present  delivery  orders. 

Frank  W.  Robinson 

LIMITED 

Bathurst  and  Wellington  Streets 
TORONTO 

"  The  Coats  that  are  tailored  to  fit." 


GIBSON'S 
SCOTCH  SEAMLESS 

Woollen   Gloves 


TIT  HERE  are  many  so-called  "Scotch 
^  Knit"  gloves  on  the  market 
made  outside  of  Scotland;  the  best 
are,  and  always  have  been,  made  in 
Scotland.  To  make  sure  the  gloves  you 
buy  are  actually  manufactured  in  Scot- 
land, thus  obtaining  for  your  custom- 
ers the  genuine  glove,  all  that  is  neces- 
sary is  to  ask  for  GIBSON'S. 

These  gloves  are  made  in  a  variety  of 
styles. 

Sole  Selling  Agents  to   the   Wholesale 
Trade. 

SEWARD  BROTHERS 


251   St.  James  Street 


Montreal,  Que. 
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Clothes,  Methods  and  Men. 


NO  doubt  exist?  in  any  mind  that  the  year  just 
closed  was  the  busiest  of  world's  history. 
Prosperity  was  neither  sectional  nor  continental; 
it  was  world-wide,  embracing  all  countries  in  its 
scope.  Business  was  so  heavy  in  many  ways  that  a 
big  volume  is  being  carried  over  into  the  new  year. 
Many  firms  in  this  country  are  so  far  behind  with 
orders  that  they  will  not  be  able  to  catch  up  for 
some  time.  The  momentum  thus  supplied  is  in 
itself  sufficient  to  insure  a  continuance  of  prosperity 
during  a  part  at  least  of  the  coming  year. 


latest  style  are  said  to  be  very  graceful  but  undoubt- 
edly a  good  figure  is  required  to  carry  them  to  effect. 
A  good  height,  sufficient  girth  and  a  square  shoulder 
set  the  coat  off  to  perfection  but  to  men  of  puny 
build  the  style  will  be  inclined  to  accentuate  their 
lack  of  proper  proportions.  The  lapel  is  not  being 
rolled  nearly  so  long  and  in  this  way  a  longer  cut- 
away is  provided.  This  provides  a  waisted  effect. 
The  lines  of  the  coat  are  so  cut  that  the  lapels  nearly 
meet.  At  the  same  time,  the  waistcoat  is  cut  so  low 
that  it  shows  beneath  the  coat. 


NO  fear  need  be  entertained  on  that  score,  how- 
ever. The  prospects  for  the  future  are  of  the 
brightest  and  everything  at  present  points  to  the 
continuance  of  prosperity  in  equal  measure.  On 
this  point,  all  seem  to  agree — manufacturers,  whole- 
salers and  retailers  alike.  They  speak  unreservedly 
out  of  the  fullness  of  a  complete  confidence  in  the 

soundness  of  conditions. 

*    *    * 

ADVICES  from  New  York  are  to  the  effect  that 
there  is  a  tendency  to  abandon  the  effeminate 
collar  with  small  wing  for  evening  wear.  This  idea 
is  gaining  ground,  although  it  cannot  yet  be  termed 
a  distinct  trend.  Fashionable  dressers  are  wearing 
pleated  shirts  for  the  jacket  and  stiff  bosoms  for  the 
tail  coat.  In  the  latter  case,  if  the  bosom  of  the  shirt 
is  of  fine  pique,  the  body  and  the  cuffs  match  in 
the  same  material.  Some  oddities  are  seen  in  bow 
ties,  notably  a  soft  silk  of  unfinished  diamond  weave 
with  a  satin  stripe  about  three-eighths  of  an  inch 
wide  along  the  ends  of  the  bow. 


A   DISTINCT  feature  in  men's  wear  at  the  pres- 
ent time  in  England — where  fashions  so  often 
originate — is  the  short  dress  coat.     The  lines  of  the 


APROPOS  of  the  remarks  recently  made  in  this 
department  anent  the  attempts  which  are 
made  periodically  to  bring  styles  back  to  the  more 
ornate  ideas  of  past  centuries,  it  is  interesting  to 
recall  that  of  recent  years  there  was  a  propaganda 
launched  to  revive  early  Victorian  fashions.  The 
long  velvet  coat  and  the  knee  breeches  and  silk 
stockings  of  the  Victorian  gallant  undoubtedly  pos- 
sess an  appeal  for  men  who  hanker  after  distinctive 
apparel  and  the  idea  met  with  support  from  a  great 
many.  The  knee  breeches,  however,  served  as  the 
chief  obstacle.  There  are  not  enough  men  who  can 
boast  of  a  sufficiently  symmetrical  leg  to  really  look 
well  in  knee  trousers  and  most  men  are  sensitive 
enough  on  the  subject  to  shun  exposure.  For  this 
reason  the  plan  to  return  to  Victorian  lines  fell  flat, 
despite  the  fact  that  the  idea  received  venr  dis- 
tinguished support. 

*    *    * 

IT  is  apparent  from  the  reports  received  that  trade 
has  not  been  as  brisk  in  some  lines  as  it  should 
be,  owing  to  the  decidedly  mild  weather  which  has 
prevailed.  When  the  temperature  is  such  that  a 
man  can  get  along  nicely  without  buttoning  up  his 
overcoat,  it  is  not  at  all  likely  that  a  great  amount 
of  interest  will  be  shown  in  mufflers  and  similar 
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articles  designed  for  winter  wear.  It  is,  of  course, 
quite  safe  to  predict  that  the  very  near  future  will 
see  plenty  of  cold  weather.  This  prospect  does  not 
compensate  the  men's  furnisher  for  the  business  he 
has  lost  up  to  the  present,  however.  When  season- 
able weather  is  unduly  delayed,  the  result  is  inevit- 
ably a  loss  in  business.  The  men's  furnisher  should 
not  wait  for  the  weather  man  to  come  to  his  assis- 
tance, hut  should  proceed  now  to  stimulate  the  de- 
mand on  his  own  account.  A  well  planned  and 
aggressively  carried  out  clearing  sale  at  the  present 
time  would  go  a  long  way  toward  bringing  business 
up  to  the  anticipated  level. 


ARE  American  men  giving  up  suspenders?  The 
president  of  a  firm  which  one  held  a  prominent 
place  in  the  manufacture  of  suspenders  ascribes  the 
recent  failure  of  the  concern  to  the  fact  that  men 
have  taken  to  wearing  belts.  The  one-time  popular 
Christmas  gift — an  ornate  pair  of  "galluses,'-  with 
pink  silk  bows  and  all  the  fixings — must  be  losing 
favor  with  the  men  of  Uncle  Sam's  land  when  a 
suspender  firm  are  compelled  to  suspend  operations 
for  lack  of  orders.  Be  this  as  it  may,  suspenders  are 
still  strongly  favored  by  Canadians  and,  we  presume, 
are  worn  just  about  as  much  as  ever. 

*  *     * 

IT  is  now  quite  apparent  that  louder  effects  will  be 
seen  in  neckties  this  Spring.  It  must  not  be 
assumed  that  the  new  styles  are  lacking  in  good 
taste,  however.  Although  the  trend  is  toward  bolder 
effects,  the  ranges  seen  are  both  artistic  and  pleasing. 
Many  of  the  staple  lines  and  novelties  have  a  degree 
of  character  which  will  commend  them  strongly. 
Most  men  like  a  tie  of  character  and  dash  and  there 
are  few  who  hesitate  at  strength  of  color.  One  feels 
quite  safe  in  predicting  that  the  ranges  this  Spring 
will  meet  with  distinct  favor  in  the  eyes  of  dressy 
men. 

%         ^fc         ^ 

WELL-DRESSED  men  are  partial  to  canes  and 
it  will,  therefore,  be  interesting  to  learn  that 
some  distinctly  novel  features  are  being  introduced 
in  this  line.  One  of  the  latest  ideas  is  to  letter  the 
gold  band  in  enamel  of  various  colors.  A  distinct 
novelty  is  a  cane  which  has  an  ivory  or  gold  band  a 
few  inches  below  the  head.  This  band  can  be  slid 
upward,  revealing  a  small  electric  bulb.  The  bulb 
will  throw  sufficient  light  to  find  a  keyhole  on  a 
dark  night  or  to  light  up  the  number  of  a  house. 
It  will  probably,  therefore,  prove  a  highly  popular 
idea  with  club  men  of  bibulous  habits. 

*  *     * 

PRINTED  silks  are  said  to  be  "coming"  for  men's 
neckwear.     A  feature  of  foreign  styles  at  the 
present  time  is  the  use  of  printed  silk  for  scarfs  of 


high  price  and  it  does  not  seem  unlikely  that  there 
will  be  a  reflection  of  the  idea  on  this  side.  Already 
some  printed  silk  ties  are  being  shown  by  American 
manufacturers. 


THE  'phone — at  once  the  greatest  and  the  most 
persistent  nuisance  of  the  age — is  still  looked 
upon  askance  by  a  great  many  merchants.  Shop- 
ping by  'phone  is  regarded  by  them  as  an  unmixed 
evil  and  every  legitimate  means  of  checking  it  is 
resorted  to.  There  are  undoubtedly  grounds  for  be- 
lieving that  shopping  by  'phone  is  not  in  the  best 
interests  of  trade.  People  who  order  in  this  way 
cannot  be  interested  in  any  other  article  than  the 
one  they  call  up  to  secure;  except,  perhaps,  in  very 
rare  cases.  Thus  the  expense  which  every  dry  goods 
man  goes  to  for  the  purpose  of  making  his  goods 
look  attractive  is  quite  wasted  as  far  as  the  'phone 
shopper  is  concerned.  The  customer  who  orders 
half  a  dozen  handkerchiefs  over  the  'phone  might 
have  purchased  other  articles  had  she  found  it  neces- 
sary to  visit  the  store. 

There  are  other  phases  of  the  question,  however, 
which  incline  one  to  the  other  side.  Many  sales 
would  be  quite  lost  if  the  customer  could  not  use 
the  telephone.  There  are  always  cases  where  people 
require  a  certain  article  but  have  neither  time  nor 
inclination  to  go  to  the  store  for  it.  What  is  gained 
in  this  way  probably  counterbalances  what  is  lost 
in  the  other  instance. 

Undoubtedly  the  'phone  trade  is  deserving  of 
careful  attention.  People  are  getting  more  in  the 
habit  of  ordering  by  mail  or  'phone  without  taking 
the  trouble  to  personally  inspect  the  goods  and  this 
tendency  must  be  recognized  by  the  retail  merchant. 


Keeping  adequate  record  of  stock  and  of  all  sale 
transactions  is  a  great  aid  to  increased  business. 

*  *  * 
To  the  progressive  merchant,  mail  order  com- 
petition is  no  longer  suspended  over  his  head  by  a 
slender  thread,  like  the  sword  of  Damocles.  He  has 
found  that  better  merchandizing  methods  has  in- 
sured him  against  competition  of  this  order. 

%         ^c         ^ 

A  contemporary  tells  of  a  traveler  who  finally 
secured  an  order  from  a  dealer  after  calling  on  him 
for  twenty  years  without  result.  This  traveler  can 
certainly  lay  claim  to  the  virtues  of  patience  and  per- 
sistence, but  we  wouldn't  boast  of  the  incident  if 
we  were  in  his  place.  Any  man  who  has  to  call 
steadily  for  twenty  years  on  a  prospect  before  landing 
an  order  is  not  likely  to  set  the  commercial  world 
afire  with  his  salesmaking  ability.  And  the  time 
used  those  twenty' years  makes  the  order  finally  land- 
ed a  dear  one  for  the  firm. 
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Neckwear  Ranges  for  Spring  are  Louder 

More  novelties  are  included  than  formerly — Values  are  better  for  many  rea- 
sons— Smart  two-tones,  one  on  knot  and  one  on  apron,  are  a  popular  novelty — 
Materials  are  similar  to  last  season. 


EASTER  neckwear  ranges  of  the  different 
manufacturers  are  nearly  all  forward  and 
styles  are  confirmed  for  Spring,  1913.  The 
sequence  of  style  following  the  holiday  demand,  is 
marked.  More  novelties  are  included.  Generally 
the  ranges  are  described  as  "louder"  than  last  season 
and  more  striking  throughout.  Designs,  although 
striking  in  color  and  pattern  features,  are  approved 
good  style  in  keeping  with  the  latest  fashion  dictates. 
The  trend  is  for  larger  ties  in  better  numbers. 
Prevailing  shapes  continue — derbys,  graduated, 
closed  and  flowing  end  scarfs.  Batwings.  are  to  be 
favored.  None  of  the  domestic  houses  are  showing 
Ascots  and  are  adhering  to  neat  effects  to  give  a  smart 
knot.  Most  of  the  styles  shown  are  one-piece  as  wov- 
en silks.  Combinations  are  not  featured  for  Spring. 
Some  of  the  new  shapes  are  made  in  imported  ma- 
terials of  extra  width,  40  to  42  inches,  which  cut 
crosswise  of  the  silk.  This  gives  a  sightly  tie  at  a 
leading  price,  only  possible  for  this  reason. 

MATERIALS    ARE    UNCHANGED. 

Materials  are  similar  in  texture  to  those  of  last 
season.  Reps,  bengalines,  failles,  louisennes  and 
fancy  silks  are  represented.  Both  plain  colors  and 
fancies  in  well-known  qualities  are  especially  suitable 
for  prevailing  effects  in  different  styles.  Some  of 
these  are  shown  in  50  colors  and  have  been  brought 
out  in  border  designs,  increasing  the  selections  and 
toning  up  the  showings. 

Patterns  are  the  smartest  yet  shown  and  include 
the  usual  ground  colorings,  lint  contrasting  shades 
are  vivid  compared  with  those  of  previous  assort- 
ments. Four-inch  ombres,  single  and  double  border 
effects,  cross  and  bias  stripes  with  conventional  and 
combination  designs  are  prominent.  The  season's 
sales  will  depend  more  than  ever  on  "borders"  as 
the  "fetching"  feature  for  the  wearer.  Smart  two- 
tones,  one  on  the  knot  and  the  other  on  the  apron, 
are  among  the  latest  novelties  shown  by  one  house, 
while  bias  stripes  and  borders  lead  a  number  of  de- 
signs favor  cross  stripes  particularly  in  derbys. 
Ombre  border  scarfs  have  plain  or  line  stripe  grounds. 
Several  of  the  silks  have  neat  line  or  marked 
ground  stripe  with  a  corresponding  border.  Maga- 
dores  and  Roman  stripes  are  made  up  in  the  better 
models.  These  are  in  heavy  and  light  weave  reps 
with  Magadore  border  in  silk  or  satin.  A  few  check 
and  jacquard  patterns  complete  the  ranges. 

THE  FAVORED   COLORS. 

Color  preference  or  selling  ratio  is  according  to 
the  range  and  material  considered.  From  the  staple 
standpoint  the  tone  is  lighter  than  for  Fall.     Blues 


will  lead  with  two  or  three  tones  in  a  book,  blue  and 
black  and  blue  with  blue.  Soft  tans  and  browns  are 
equally  good.  Gold  effects  in  pleasing  combinations, 
black  and  gold  and  brown  with  gold  bars,  are  well 
thought  of.  Grays  in  soft  tones,  and  black  and 
white  in  clean  patterns  are  seen.  Black  and  red  in 
the  same  designs  should  do  well  and  reds  in  the 
brighter  tones  are  expected  to  take  in  the  usual  num- 
bers. Some  of  the  novelty  shades,  plums,  purples  and 
helios,  add  color  to  the  ranges  to  meet  city  trade. 

INCREASED  SALE  OF  BATWINGS. 

Batwings  are  counted  on  for  an  increased  selling 
season.  They  were  featured  late  last  season  and 
should  prove  a  good  midsummer  feature  this  year. 
Soft  collars,  ties  and  negligee  shirts  are  to  be  offset 
to  an  extent  by  double  collars,  batwings  and  French 
cuff  flannel  shirts.  Furnishers  consider  this  smarter 
for  street  and  outing  wear.  Diamond  and  square 
end  batwings  are  made  in  cloths  specially  adapted  to 
this  shape.  Narrow  borders  on  all  silk  faille  or  rep 
in  leading  colors  with  white  stripe  or  bar  are  unique 
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Spring  styles  shown  by  Crescent  Manufacturing  Co.. 


MEN'S    WEAR    SECTION. 


Dry    Goods    Review 


for  this  season.  Some  manufacturers  shorten  the 
ends  of  their  batwings  to  give  a  shorter  knot  and 
smarter  effect.  Styles  are  offered  in  straight  cross- 
bar and  bias. 

BETTER  VALUES  OFFERED. 

Prices  quoted  and  values  offered  are  better  than 
a  year  ago.  No  changes  in  terms  or  datings  are 
made.  In  some  of  the  standard  cloths  in  plain  col- 
ors the  slip  scarf  is  added  without  extra  charge.  This 
gives  wonderful  value  in  a  staple  $4.50  number, 
which  should  increase  sales.  Buyers  have  a  good  op- 
tion to  get  a  better  profit  on  the  $2.25  and  $4.50 
prices  with  the  discount.  Some  leading  $5.50  and 
$6.50  ties  to  retail  at  $1  for  the  Easter  trade  are 
good  buying.  There  is  a  broad  selection  and  a  good 
season  in  prospect. 

Some  novelties  are  always  good  business  for 
Easter.  The  ranges  are  similar  to  those  of  5  and  7 
years  ago  to  merchandise.  If  a  buyer  uses  good  taste 
there  is  very  little  chance  of  loss,  but  off  patterns  will 
be  hard  to  clear.  This  season,  at  least,  men's  furn- 
ishers can  take  advantage  of  the  novelty  demand  and 
general  purport  of  higher  colors  in  adding  a  sprink- 
ling of  the  more  novel  but  ticklish  numbers  to  sell 
because  of  their  real  novelty.  Selection  is  simply  a 
matter  of  dressiness  and  snappy  sellers  for  personal 
preference.  Bought  on  this  basis,  the  ranges  simmer 
down  to  a  dozen  attractive  novelties  and  some  ranges 
could  be  confined  to  three  books  if  the  best  sellers  are 
selected.  All  the  season's  characteristics  of  good 
buying  and  specialization  of  the  ranges  are  combined 
in  these  in  the  tie.  The  shape,  size  of  the  knot  and 
appearance  appeal  to  the  shrewd  buyer  and  these 
dozen  fabrics  are  all  he  could  desire. 

The  right  snap  is  there  and  a  comparison  of  the 
ranges  will  show  men's  furnishers  value  and  style 
equal  to  the  best.  Easter  styles  this  year  are  suffi- 
ciently diversified  to  give  the  trade  confidence  in 
domestic  numbers  because,  after  all,  the  season  is 
confined  to  a  few  styles  which  make  a  hit  or  are 
featured.  Exclusiveness  and  larger  profits  are  just  as 
much  an  attribute  of  one  line  as  any  other  and  de- 
pend on  this  confidence.  Each  season  finds  some 
buyer  looking  for  exclusiveness,  simply  because  his 
knowledge  of  the  ranges  is  limited  and  he  is  not  con- 
vinced in  asking  the  same  profits,  which  are  asked 
for  equal  and  sometimes  lesser  values  in  other  show- 
ings. 

The  average  buyer  who  knows  his  trade  and  is 
willing  to  compare  value  for  value  and  selling  merit 
at  corresponding  prices  and  profits  for  these  values, 
has  to  admit  it.  He  will  agree  that  the  store's  best 
interests  are  served  by  this  season's  designs  and  val- 
ues. Easter  ranges  properly  reviewed  will  show  the 
leaders  of  each  range. 

The  quantity  order  groupings  are  fair  to  both 
large  and  small  retailers,  according  to  their  demand. 
Cheaper  numbers  are  sold  in  an  assortment  of  two 


Swatches,  showing  latest  stripe  with  bordered  ends. 
Shown  by  H.  L.  Smart. 

or  three  dozen,  equal  quantities  of  each  color.  The 
ranges  include  a  dozen  shadings.  A  buyer  can  buy 
according  to  his  requirements  two  or  three  dozen  or 
a  multiple  of  same.  In  a  three  dozen  lot,  he  gets 
3  ties  of  each  color,  giving  36  ties.  The  colors  and 
ratio  of  tones  give  a  fair  selling  average.  In  better 
numbers  the  same  rule  is  adopted  for  many  of  the 
more  staple  patterns  but  the  novelties  and  higher- 
priced  numbers  are  subject  to  choice,  *4  dozen  and 
upward,  according  to  estimated  capacity.  In  one  in- 
stance any  merchant  should  easily  handle  the  quan- 
tity. Otherwise  the  possible  selling  sequence  is 
judged  closer  than  in  other  years.  This  is  fair  to 
both  merchant  and  manufacturer  because  stocks  are 
repeated  or  conserved  for  repeats  with  less  loss  from 
end  of  the  season  reduction. 

AN    EARLY   START    NECESSARY. 

Manufacturers  are  anxious  to  get  an  early  start 
because  of  the  early  Easter.  The  placing  season  is 
practically  only  eight  weeks.  Early  bookings  will 
help  the  customer,  traveler  and  the  factories.  Sev- 
eral of  the  neckwear  makers  are  anticipating  on 
stapler  numbers  and  have  stock  made  up  ready  to 
ship  as  soon  after  stock-taking  as  merchants  will  ac- 
cept delivery. 

Merchants  have  practically  two  seasons — novel- 
ties, early,  and  merchandising  later.  Novelty  sales 
are  quicker  in  a  short  opening  season.  Slow  numbers 
have  fully  a  month  longer  to  sell  than  in  a  late  sea- 
son, when  early  buying  is  slower. 

The  foresight  of  manufacturers  is  significant. 
The  house,  which  can  give  deliveries  this  season  will 
get  the  rush  orders.  Deliveries  are  a  matter  of  mom- 
(Continud  on  page  66.) 
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CLOTHING    FOR    MEN    AND    BOYS 


Norfolks  will  be  very  popular — Single  breasted  yoke  Norfolks  with  pleats  run- 
ning only  as  far  as  side  pockets  will  be  seen— Square  fronts  for  single-breasted 
coats — Fancy  cheviots  and  tweeds  will  be  strong. 


IN  BOYS'  clothing  for  Spring,  1913,  one  of  the 
most  popular,  if  not  the  prevailing  style,  will  he 
the  Norfolk.  Many  of  these  are  being  shown 
and  large  orders  have  already  been  placed.  A  few 
change-  in  style  are  noted.  What  is  known  as  the 
Cambridge  Norfolk  makes  a  very  attractive  coat. 
This  style  is  the  single-breasted  yoke  Norfolk  with 
outside  breast  pockets  on  both  sides.  Pockets  are 
provided  with  buttoned  laps.  Pleats  run  only  as  far 
as  side  pockets,  below  which  the  coat  is  plain.  These 
form  a  decided  novelty. 

Another  popular  style  will  be  the  Lennox,  a 
single-breasted  yoke  Norfolk  with  pleats  and  patch 
pockets. 


Latest  stvle  of  Norfolk  for  boys,  shown  by 
C.  M.  Gilchrist  &  Co. 


Rather  a  novelty  is  presented  in  still  another 
style  which  has  the  yoke  at  the  bottom,  and  pleats 
running  right  up  to  the  collar.  This  coat  also  has 
patch  pockets  and  vented  back. 

The  double-breasted  sack  coat  which  has  been  the 
staple  line  through  all  seasons  will  again  be  good 
for  Spring,  1913.  Few  changes,  if  any,  are  noticed 
in  the  stvles  of  these.  A  new  idea  and  one  which 
has  taken,  and  continues  to  take,  very  well  is  found 
in  the  single-breasted  coat  cut  with  square  front. 
This  i>  especially  suitable  for  boys.  Square  front- 
have  been   a   strong   feature  of  the   double-breasted 


coat  for  a  long  time,  but  have  never  been  success- 
fully introduced  into  the  single-breasted.  Next 
Spring,  however,  these  will  be  strong.  In  past  sea- 
sons the  single-breasted  coat  has  always  been  cut  with 
rounded  corners  and  many  have  objected  strongly 
to  this  claiming  that  it  gave  the  boy  a  "cut-away" 
appearance.  But  now  this  difficulty  has  been  over- 
come and  single-breasted  coats  have  been  made  to  a 
great  extent  after  the  style  of  the  double-breasted. 
Both  single  and  double  will  be  the  plain  sack  coat 
with  or  without  patch  pockets. 

In  pants,  bloomers  will  again  be  strong,  the  only 
difference  from  last  year  being  that  they  will  be  cut 
slightly  larger. 

In  suitings,  fancy  cheviots  and  tweeds  will  be 
strongest.  These  will  be  found  chiefly  in  greys  and 
browns  and  mixtures.  Diagonal  stripes  will  be  com- 
mon, but  in  many,  plain  patterns  will  rule.  Mix- 
tures of  various  kinds  will  be  shown — heather  mix- 
tures and  purple  mixtures  being  amongst  the  strong- 
est. Bluish  greys,  while  not  strong,  will  form  quite 
a  novelty  in  boys'  suitings. 


Neckwear  Ranges  for  Spring  are  Louder 

(Continued  from  page  65.) 

ent  and  the  early  shipment  of  neckwear  on  lines 
just  opened  up  is  sure  to  be  felt.  Buyers,  who  have 
seen  the  assortments  are  enthusiastic  that  they  are 
getting  lines  that  will  sell.  Men's  furnishers,  who 
anticipate  and  watch  the  season's  progress  will  bene- 
fit in  proportion  to  the  house  with  the  goods  is  early 
selection  and  showings  are  featured. 

THE   "BARBIE"   EFFECT. 

Montreal. — Neckwear  manufacturers  report  ties 
in  failles  are  in  big  demand  in  New  York,  especially 
in  the  bar  or  stripe  effects.  Following  this  trend  the 
Canadian  trade  is  taking  the  same  styles  and  the 
advance  sales  for  Easter  have  been  very  heavy.  The 
bar  or  "Barrie"  effect,  as  it  is  called,  consists  of  a 
series  of  diagonal  stripes  against  a  contrasting  1  tack- 
ground.  All  colors  are  shown.  Another  popular 
style  is  the  Army  and  Navy  stripes  in  which  neat 
horizontal  stripes  are  shown  in  bar  effect.  The 
stripe  effects  in  these  ties  should  be  very  popular  in 
view  of  the  vogue  for  striped  shirts. — W.  E.  H. 
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Are  Salesmen  Responsible  for  Accounts? 

Some  opinions  from  Review  readers  on  this  important  problem — All  salesmen 

will  make  errors  in  judgment  at  some  time  or  other — When  these  accumulate, 

the  best  course  is  to  withdraw  salesman's  right  to  extend  credit., 


WHEN  The  Review  inaugurated  the  contests 
and  discussions  of  trade  problems,  which 
have  been  a  regular  monthly  feature  of  the 
paper,  it  was  with  the  conviction  that  they  would 
prove  of  distinct  interest  and  value.  This  belief 
has  been  most  convincingly  borne  out,  for  the  con- 
tests have  aroused  a  great  deal  of  interest  and  the 
discussions  have  been  followed  most  closely. 

Few  problems  have  aroused  as  much  interest  as 
that  propounded  in  the  last  issue,  "Is  salesman  re- 
sponsible for  collections?"  The  question  was  out- 
lined as  follows : 

Merchant  to  salesman :    "You  seem  to  have 
a  greater  proportion  of  credit  sales  than  other 

salespeople.     Here  is  Mrs.  M 's  account 

for  $6.  Do  you  think  you  can  collect  it?" 
Every  salesman  has  social  or  locality  connec- 
tion, which  is  evident  in  monthly  credit  sales.  The 
standing  represents  customers  as  a  class.  A  com- 
parison of  accounts  on  the  books  shows  that  certain 
salesmen  are  responsible  for  more  of  these  unpaid 
bills  than  other  salespeople.  Some  of  these  accounts 
are  good  enough,  some  slow,  others  bad. 

The  office  or  management  suggests  that  owing  to 
this  same  social  or  neighborhood  connection  perhaps 
the  account  might  be  closed  sooner. 

Should  salesmen  be  asked  to  collect  accounts? 
This  problem  has  aroused  considerable  interest 
as  the  number  of  replies  received  attests.     One  con- 
tributor has  gone  into  the  subject  most  thoroughly, 
and  his  answer  is  appended  in  full. 
*    *    * 

The  Problem  Summed  Up 

Editor  Dry  Goods  Review : — 

The  monthly  contents  which  you  have  been  feat- 
uring in  The  Review  for  some  time  have 
always  been  interesting  and  helpful  to  me,  and 
your  latest  subject  is  indeed  one  that  should  call 
forth  careful  attention  and  consideration  of  all  your 
readers,  whether  employer  or  employe. 

Some  merchants  regard  "Social  Standing"  as  a 
very  important  factor  in  employing  their  salesmen 
and,  while  we  cannot  discredit  the  desire  of  these 
men  in  adopting  any  standard  of  character  or  abil- 
ity that  will  help  to  increase  business,  still  I  believe 
that  social  standing  very  often  proves  troublesome  to 
not,  only  the  firm  but  the  salesman  as  well.  More 
especially  do  we  find  this  the  case  in  the  cities  of 
smaller  population  where  employees  in  business 
places  are  usually  better  known  to  the  community 
than  in  the  larger  cities. 

I  spent  some  years  in  the  service  of  a  clothing 
merchant  in  a  Canadian  city  of  about  twenty  thou- 


sand population  who  always  made  me  feel  that  I 
was  serving  him  to  his  entire  satisfaction  but  for 
one  exception,  and  that  was  that  my  popularity 
which  to  his  idea  was  somewhat  limited,  did  not 
attract  many  new  customers  to  his  store.  At  the 
same  time  this  man  was  continually  pining  his  life 
away  over  the  fact  that  his  books  showed  many 
worthless  accounts  which  of  course  had  been  con- 
tracted by  my  "popular  predecessor"  who  probably 
had  a  great  host  of  friends  but.  like  many  others, 
did  not  possess  the  necessary  amount  of  business 
stamina  to  refuse  to  give  them  credit. 

No  doubt  the  salesman  who,  through  his  social 
standing,  succeeds  in  attracting  trade  to  the  house 
of  his  employer  feels  a  special  pride  in  the  fact  that 
he  is  helping  to  increase  the  business  and  conse- 
quently that  his  firm  should  and  will  appreciate 
the  same,  but  let  the  salesman  remember  that  there 
is  such  a  thing  as  making  your  friends  "feel  ton 
much  at  home."  As  soon  as  this  happens  they  are 
sure  to  approach  you  for  favors  that  will  prove 
troublesome  and  the  very  fact  of  your  deep  intimacy 
with  tbem  will  convince  them  that  you  will  not 
press  them  for  prompt  payment.  Thus,  many  a 
salesman  finds  himself  in  many  embarrassing  posi- 
tions and  very  often  an  honest  customer  is  enticed 
into  becoming  one  of  the  class  commonly  known 
to  business  men  as  N.G.'s. 

T  believe  that  every  customer  should  be  treated 
courteously  and  attentively  but  the  salesman  should 
possess  just  enough  "business  dignity"  to  prevent 
the  customer  from  asking  for  too  many  unnecessary 
favors. 

Of  course,  there  is  no  set  rule  which  every  firm 
could  adopt  regarding  the  salesman's  authority  in 
giving  credit,  but  if  the  employer  finds  that  he  can- 
not place  enough  confidence  in  his  salesman  to  allow 
him  to  use  his  own  judgment,  then  he  should  for- 
bid him  to  allow  any  goods  out  of  his  store  without 
the  money,  and,  if  this  be  the  rule,  then  it  is  a  very 
easy  matter  for  the  salesman  to  refer  his  customer  to 
the  boss,  which  action  should  exonerate  the  salesman 
from  any  responsibility  in  the  matter.  But  further- 
more, if  the  salesman  disobeys  this  rule  and  con- 
tracts bad  accounts,  T  think  it  is  his  duty  to  assist 
the  firm  in  collecting  them. 

But  then  we  have  to  deal  also  with  cases  where 
salesmen  use  their  own  judgment  regarding  such 
matters.  If  this  be  the  understanding  and  he  hap- 
pens to  contract  a  debt  which  proves  troublesome 
by  no  means  should  he  be  held  responsible  for  the 
collection  of  the  account.      In    the    first  place,  he 
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allowed  the  goods  to  leave  the  store  unpaid  for, 
believing  that  the  account  would  be  duly  paid  and 
that  his  action  was  mutually  satisfactory  to  himself 
and  his  firm,  Consequently  in  asking  him  to  col- 
led such  accounts,  you  make  him  feel  that  he  is  pay- 
ing the  penalty  for  a  serious  offence,  at  the  same 
time  reducing  his  interest  in  his  employer  and  caus- 
ing him  to  believe  that  he  is  regarded  as  a  tail-ender 
rather  than  a  strong  arm  in  the  welfare  of  the 
business. 

Yours  sincerely, 

C.  A.  Johnston. 
*    *    * 

If  Ability  Warrants 

The  problem  is  approached  from  another  view- 
point by  -T.  S.  Bjornson,  Wynyard,  Sask.  He  has 
considered  it  from  the  standpoint  of  the  benefit  or 
otherwise  that  the  firm  would  secure  from  sending 
salesmen  to  collect  accounts.     He  says: 

"A  salesman  opening  an  account  with  a  new 
customer,  without  authority,  must  be  responsible  for 
it.  If  a  new  customer  asks  a  salesman  for  credit  and 
he  (the  salesman)  has  doubts  as  to  whether  the 
account  will  prove  good  or  bad,  he  should  refer  the 
matter  to  the  head  of  the  firm  or  management. 

"A  salesman  should  not  be  asked  to  collect  ac- 
counts unless  he  is  considered  by  the  management 
a  suitable  man  to  do  the  collecting  and  is  willing 
to  undertake  it.  There  are  cases  where  a  customer 
does  a  big  part  of  his  trading  at  your  store  for  cash 
but  at  the  same  time  has  an  account  that  has  run 
for  an  unreasonable  length  of  time.  Would  you  let 
your  salesman  who  handled  this  account  go  out  and 
try  to  collect  it?  You  would  not  care  to  take  the 
chance  of  losing  the  customer." 

The  Duty  of  the  Clerk 

Fredericton,  N.B. 

Those  who  have  held  the  position  of  salesman  for 
any  period,  must  call  to  their  remembrance  that  at 
some  time  they  have  heard  their  employer  ask  of 
themselves  or  of  a  fellow  clerk  the  same  question  as 
portrayed  in  your  issue  of  December  18th. 

Every  salesman,  if  he  be  the  proper  sort,  feels 
a  certain  pride  that  he  has  customers,  who,  when 
they  enter  the  store  look  to  him  to  serve  them  when 
they  are  making  their  purchases.  It  is  the  duty  of 
that  salesman  to  know  as  much  as  possible  of  his 
customers  standing;  that  is — his  employment,  etc., 
thus,  he  forms  an  opinion  as  to  whether  or  not  he 
is  a  desirable  credit  customer.  The  salesman  must 
bear  in  mind  that  his  "'boss"  cannot  personally  meet 
each  individual  customer  and  study  them,  but  he 
has  intrusted  that  task  to  himself.  He  must  also 
bear  in  mind  that  his  employer  has  put  under  his 
charge  certain  goods  which  are  his  "the  salesman's" 
stock  in  trade,  and  that  from  the  profitable  sale  of 


the  same,  he,  as  well  as  his  boss,  derive  their  liveli- 
hood. Now  each  clerk  is  his  employer's  partner 
and  should  feel  himself  such.  If  the  salesman  gives 
one  of  his  customers  goods  on  credit  ahd  the  same 
is  not  paid  for  within  a  reasonable  time,  the  salesman 
should  make  it  his  business  first,  to  find  out  why; 
and  secondly  to  remind  his  customer  in  a  courteous 
way  of  the  fact.  The  customer,  especially,  if  an 
acquaintance  or  friend  of  the  salesman,  will  very 
often  pay  up  more  promptly  if  spoken  to  by  the 
party  from  whom  he  purchased  the  goods  than  if 
the  merchant  sent  him  a  dunning  letter.  Further, 
when  the  merchant  will  incur  sometimes  the  ill  will 
of  his  customer  by  sending  a  letter  and  thus  una- 
voidably do  the  business  an  injury,  the  personal 
collection  by  the  clerk  very  often  is  not  looked  upon 
by  a  customer  as  a  collection  from  the  house,  but  as 
a  collection  from  the  person  from  whom  he  pur- 
chased the  goods  and  thus  the  liability  to  friction 
between  merchant  and  customer  would  be  greatly 
lessened. 

I  might  quote  a  personal  experience  which  re- 
cently occurred  to  myself.  Some  few  weeks  since, 
a  customer  entered  the  store  and  coming  to  my 
department,  said  he  would  like  to  look  at  overcoats. 
I  showed  him  coats  and  finally  he  settled  on  a  coat 
which  was  to  his  liking.  He  then  said :  "what  kind 
of  terms  are  you  going  to  give  me  for  the  payment 
of  this!"  Of  course  I  was  anxious  to  sell  the  coat 
and  asked  him  how  he  wanted  to  pay  for  it.  He 
said,  "well,  I  will  pay  you  three  dollars  down  and 
three  dollars  per  week  till  the  full  amount  is  paid." 
For  a  moment  1  was  taken  «i  little  off  my  guard 
and  would  have  given  him  the  coat  on  those  terms, 
he  being  the  sort  who  can  call  you  in  an  "off  handed 
way"  by  your  Christian  name,  and  although  you 
know  him  slightly  you  cannot  recall  his  Christian 
name.  After  considering  the  matter  for  a  moment 
1  finally  told  him  I  would  take  his  note  for  thirty 
days  and  that  he  should  pay  me  three  dollars  per 
week,  which  amount,  I  would  credit  to  his  note. 
This  was  agreed  to  by  him,  and  as  per  agreement, 
he  was  to  pay  me  three  dollars  each  Saturday  night. 

Now  Saturday  night  came  and  my  customer  did 
not  put  in  an  appearance  with  his  three  dollars.  I 
let  this  pass  for  a  few  days  and  made  inquiries  as 
to  his  habits,  etc.,  and  found  that  he  was  not  all 
that  was  desirable.  I  then  sent  him  a  personal 
letter  telling  him  that  I  had  given  him  the  coat 
on  my  own  responsibility  and  had  made  special 
arrangement  with  the  office  in  regard  to  his  note, 
and  I  expected  him  to  hold  to  his  agreement.  The 
three  dollars  was  immediately  forthcoming,  the  next 
Saturday  came  and  again  he  failed  to  make  his 
payment.  After  waiting  some  time,  I  sent  him  an- 
other letter  using  a  little  more  forcible  language 
and  with  the  same  result:  I  received  the  money. 
To  finish,  I  got  the  amount  in  full ;  of  course  not 
without  more  or  less  trouble. 
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Now  this  man  paid  me  because  he  thought  that 
the  transaction  was  my  personal  one,  and  feel  quite 
sure  that  had  my  employer  undertaken  the  collection 
of  this  debt  from  this  particular  customer,  that  he 
would  not  have  succeeded  as  readily  as  I. 

As  most  merchants  are  looked  upon  by  the 
general  public  as  being  quite  wealthy,  and  the  slow 
or  non-payment  of  a  few  dollars  by  the  customer 
sometimes  is  not  considered  by  him  to  being  of  any 
great  moment  to  the  merchant;  while  on  the  other 
hand,  you  will  rarely  find  a  customer  who  will  im- 
peril a  clerks  position  or  make  him  responsible  for 
their  debt  by  not  paying  up. 

Charles  D.  Ross. 


Might  Collect  Some  Accounts 

In  answer  to  yours  in  Dry  Goods  Review,  "Is 
salesman  responsible  for  collections?"  As  a  sales- 
man in  a  store  where  accounts  are  rendered  monthly 
and  terms  are  cash  at  the  end  of  thirty  days  and 
where  the  office  staff  is  kept  busy  following  up  cus- 
tomers who  may  become  careless  regarding  their 
account,  it  is  a  serious  annoyance  to  the  head  of 
the  concern  to  see  new  accounts  opened  without 
being  authorized,  and  my  opinion  is  that  clerks 
should  be  held  personally  responsible  for  accounts 
for  friends  or  acquaintances,  who,  while  no  doubt 
are  as  good  as  gold,  prefer  to  do  business  their  own 
way  rather  than  conform  to  the  store's  method.  A 
good  deal  of  trade  would  be  lost  if  this  sort  of  cus- 
tom were  not  humored,  and  it  is  up  to  the  clerk  who 
can.  by  skilful  salesmanship,  deal  with  these  people 
to  close  the  deal  successfully  by  making  the  collec- 
tion. It  will  be  found  a  great  benefit  to  the  clerk, 
if  bills  made  by  him,  to  people  who  are  not  regular 
monthly  customers,  are  sent  to  that  clerk  for  collec- 
tion. He  will  very  often  find  that  selling  goods  on 
credit  is  very  much  easier  than  collecting. 

Fred.  A.  Carter. 

*    *    * 
Might  Collect  in  Some  Cases 

Do  not  think  a  salesman  should  be  responsible 
for  collection  of  bills,  nor  that  he  is  to  blame  if  he 
has  a  greater  proportion  of  credit  sales  than  other 
sales  people.  As  he  approaches  a  customer,  lie  is  not 
thinking  whether  this  customer  is  going  to  be  a  cash 
or  credit  one.  His  object,  if  he  has  the  interest  of 
the  business  at  heart,  is,  if  possible,  to  please  the  cus- 
tomer and  make  the  sale.  Should  the  customer  ask 
to  have  the  goods  charged,  there  is  nothing  left  for 
the  salesman  to  do,  but  charge  it.  The  charge  is  sent 
into  the  office  and,  if  no  further  questions  are  asked. 
I  do  not  see  in  a  case  like  this,  that  he  is  either  to 
blame  for  the  credit  sale  or  responsible  for  the  col- 
lection of  it.  There  are  exceptions  to  every  rule. 
Supposing  a  friend  of  his,  who  has  not  a  regular  ac- 


count with  this  house,  should  ask  for  credit  and  he, 
knowing  she  is  perfectly  good  for  it,  goes  to  the  office, 
tells  them  it  is  all  right  and  in  fact  becomes  respon- 
sible for  it.  Now,  if  this  customer,  who  has  been 
obliged  with  credit,  does  not  pay  in  a  reasonable 
time  after  the  bill  has  been  presented  in  the  regular 
way,  do  not  think  a  merchant  would  be  asking  too 
much  to  ask  the  salesman  to  collect.  But  under  no 
other  circumstances  should  he  be  asked  to  collect  a 
bill. 

F.  I.  Wilson. 
•    *    • 

Favors  the  Idea 

The  question  very  naturally  presupposes  a  credit 
business  and  a  credit  business  means  C.O.D.'s,  sun- 
dry charges  and  monthly  accounts. 

While  the  goal  of  all  storekeeping  is  cash  business 
yet  there  will  come  a  time  when  a  regular  customer 
or  a  comparative  stranger  will  place  you  in  such  a 
position  that  "Trusting"  for  a  short  time  is  well  nigh 
impossible.  Again  competition  on  every  hand  is  so 
keen  that  a  line  of  credit  is  not  infrequently  used  by 
the  individual  and  by  the  firm  as  a  lever  to  secure 
business  and  properly  so.  if  the  trade  thus  obtained 
is  retained.  Rut  there  lies  the  crux  of  the  whole 
situation.  To  sell  is  easy?  but  to  collect — ay  there's 
the  rub,  to  collect  and  not  leave  a  bad  taste. 

Some  there  are  who,  when  extending  credit,  give 
the  impression  that  it  is  they  who  are  being  favored. 
Others  in  their  anxiety,  cautiousness,  call  it  what  you 
will,  leave  the  applicant  in  a  somewhat  humiliated 
condition  over  the  expose  of  their  private  monetary 
affairs.  But  there  is  a  line  of  temporary  credit  typi- 
fied as  C.O.D.'s  which  now  and  again  run  into  a 
sundry  charge  and  even  a  monthly  account  depend- 
ent in  the  main  upon  the  salesman.  If  a  store  can 
win  the  aggregate  of  seven  or  eight  hundred  dollar 
monthly  C.O.D.'s  we  have  an  indisputable  argument 
in  favor  of  the  continuance  of  such  transactions. 

Salesmen  take  orders  from  casual  acquaintances 
of  the  street,  at  the  club  or  in  the  church,  their 
friends  or  relatives.  The  opening  order  is  secured 
at  all  events  and  as  a  result  of  their  aggressiveness, 
their  tally  at  close  of  day  is  figured  in  three  digits,  a 
source  of  pride  and  satisfaction  to  themselves. 

A  sale  is  made  though  by  no  means  complete  and 
the  delivery  is  presumably  responsible  for  the  cash. 
Here  is  just  where  I  would  make  it  a  point  to  hold 
the  salesman  and  see  to  it  that  in  conjunction  with 
driver  he  secured  the  amount  of  C.O.D.  especially 
were  I  cognizant  of  friendship  existing  between  cus- 
tomer and  salesman. 

Sentiment  in  business  has  its  uses  and  abuses  too, 
and  quite  often  the  C.O.D.'s  which  turn  out  bad, 
hinge  upon  something  xilterior  and  removed.  The 
salutary  effect  upon  the  salesman  and  the  business  in 
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general  would  more  than  counterbalance  any  loss  of 
trade  on  the  one  hand  or  loss  of  time  from  store  for 
collection  purposes  on  the  other  and  when  it  is  up 
to  them  they  are  not  so  free  to  hand  one's  goods  over 
the  counter  unless  they  feel  sure  that  party  is  good. 

Theoretically,  we  all  know  that  C.O.D.'s  are 
Cash  on  Delivery,  hut  it  does  not  always  work  out  in 
practice.  Salesmen  should  pick  it  up  where  it  falls 
down. 

Sundry  charges  and  regular  accounts  are  so  pri- 
vileged beoftuse  they  have  won  the  confidence  of  the 
office  and  upon  no  other  grounds  should  they  be  per- 
mitted. 

For  their  accounting,  the  office  is  wholly  respons- 
ible and  while  methods  of  collection  may  vary  the 
salesman  will  have  no  part  or  lot  in  them. 

In  conclusion  there  is  a  distinct  science  in  sales- 
manship but  while  the  best  accountant  for  any  busi- 
ness is  one  who  has  at  some  stage  of  the  game  sold 
goods  himself;  so,  too,  the  best  salesman  is  one  who 
has  had  a  hand  in  collections.  The  two  phases  of 
business  are  interchangeable  and  wise  is  the  bead 
which  emphasizes  the  end  from  the  beginning  and 
lets  his  clerks  betimes  "try  it  out." 

Arthur  A.  Frye. 


Give  Inducement   for   Cash 

Cowansville,  Que. 

T  do  not  consider  that  a  salesman  should  be  held 
directly  responsible  for  collections.  The  province  of 
a  salesman  is  to  sell  goods  for  cash  or  to  good  credit 
customers  approved  by  the  management  or  the  credit 
man  of  the  establishment.  In  the  ordinary  country 
store  there  should  be  a  very  general  understanding 
on  the  question  of  credits  and  in  no  case  should 
goods  be  sold  on  credit  on  the  same  terms  as  for  cash. 
On  the  contrary  the  terms  should  be  very  specific. 

An  average  of  three  months  or  5  per  cent,  off  for 
cash  is  about  the  fair  arrangement  for  the  majority 
of  general  businesses  to-day,  and  the  salespeople 
should  be  instructed  to  make  the  terms  clear  and 
distinct  to  the  purchaser,  pointing  out  that  paying- 
cash  means  a  saving  of  20  per  cent,  per  annum,  and 
at  the  same  time  makes  it  possible  for  the  merchant 
to  give  him  better  values  and  service.  The  manage- 
ment cannot  blame  his  trade  for  asking  to  have 
goods  charged  where  there  is  not  the  proper  distinc- 
tion and  advantage  made  as  between  credit  and  cash. 
Have  a  system  if  you  are  doing  a  cash  business.  Sell 
for  cash  and  one  price  to  all.  On  the  other  hand. 
if  you  grant  credit  make  your  terms  clear  and  dis- 
tinct, taking  proper  care  to  keep  your  ^ales  staff 
informed  or  insist  that  they,  when  in  doubt,  consult 
the  proper  authorities  on  the  matter  of  credits.  The 
day  for  slipshod  methods  is  past  and  by  installing  a 


proper  system  we  would  do  away  with  and  solve  the 
above  question,  viz.,  "Is  a  salesman  responsible  for 
collections?"  and  bring  prestige  to  the  business. 

Yours  very  truly, 

William  G.  Brown. 


Clerks  Should  Not  Collect 

Ladysmith,  B.  C. 

Under  most  circumstances  salesmen  should  not 
be  held  responsible  for  collections. 

The  policy  adopted  by  a  firm  I  worked  for  is 
such  that  the  salesman  and  the  firm  are  both  pro- 
tected. The  salesman  who  has  an  acquaintance  or 
friend — or  in  fact  any  customer  who  has  not  had 
an  account  on  our  books— goes  to  the  office,  acquaints 
them  of  the  fact  that  Mr.  M.  has  bought  goods  to 
the  amount  of  $0.00  and  wishes  them  to  be  charged. 
If  the  office  is  not  acquainted  with  customer  and  the 
clerk  can  inform  them  of  the  desirability  of  having 
so-and-so  as  a  customer,  then  sanction  is  given  and 
so  the  salesman  is  not  troubled  about  work  which 
the  office  has  to  do.  Then  again  we  have  had  cases 
of  customers  who  were  very  slow  in  paying  their 
bills,  and  ultimately  when  the  office  got  after  them 
and  secured  forced  payment,  they  no  doubt  had  no 
good  feelings  about  the  office  but  they  still  continued 
to  buy  for  cash  from  the  clerk  they  knew.  There  is 
no  temptation  to  g;ive  indiscriminate  credit  when  the 
sanction  of  the  office  has  to  be  obtained. 

Salesmen  should  not  be  asked  to  collect  accounts. 
This  is  the  work  of  the  office  and  can  be  done  best 
by  them. 

John  Sutherland. 


Depends  on  the  System 

South  Vancouver,  B.  C. 

I  would  reply  that  it  all  depends  on  the  system 
that  a  store  is  using.  For  instance,  some  stores  place 
the  responsibility  for  their  credit  business  on  their 
bookkeeper  and  it  is  up  to  him  to  veto  the  sales  lie- 
fore  they  go  through.  Though  personally  a  clerk 
will  lose  prestige  from  having  to  collect  a  bill  in 
some  instances,  in  others  he  will  collect  considerably 
easier  than  an  outsider  would. 

But  I  as  a  merchant  would  certainly  never  send 
a  clerk,  unless  he  was  one  of  the  juniors,  to  collect, 
except  in  a  case  where  a  man  was  leaving  town  or 
the  vicinity.  Then  I  would  send  the  most  likely 
collector  and  in  nine  cases  out  of  ten  that  would  be 
the  merchant  himself. 

F.  J.  Lancaster. 
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Does  Not  Favor  Idea 

St.  Thomas,  Ont. 

T  would  say,  certainly  not. 

"When  the  office  accepts  the  name  of  a  customer 
as  one  worthy  of  having  an  account,  I  think  the 
matter  is  settled  as  far  as  the  salesman  is  concerned 
and  I  cannot  see  how  any  firm  can  expect  him  to  be 
responsible  for  this  account  whether  it  is  paid  in 
good  time  or  not.  Tt  may  he  that  the  customer  is 
a  personal  friend  of  the  salesman,  hut  T  cannot  think 
that  any  business  man  would  accept  the  name  of 
anyone  as  being  good  for  an  account  on  the  sole 
recommendation  of  a  clerk  whether  she  be  a  personal 
friend  or  not.  And  if  they  did  then  they  should  be 
willing  to  accept  the  responsibility  themselves.  A 
conscientious  clerk  is  naturally  there  to  increase  busi- 
ness and  he  would  be  keen  on  getting  his  friends 
to  do  business  with  him.  but  if  be  thought  he  would 
be  held  responsible  for  any  account  any  one  of  his 
friends  may  have  charged,  he  would  naturally  not 
take  the  interest  in  his  friends  dealing  with  him  on 
the  chance  of  some  expecting  a  favor  at  his  hands. 
In  this  way  bis  employer  loses  both  cash  and  credit 
accounts.  A  rule  enforcing  that  the  acceptance  by 
the  office  of  any  name  coming  through  the  recom- 
mendation of  any  clerk  must  be  got  previous  to  any 
sales  made  would  prevent  this. 

I  am  sure  it  would  be  good  policy  on  the  part 
of  employers  to  check  any  undue  willingness  by 
their  clerks  to  promise  either  directly  or  indirectly 
to  obtain  credit  accounts  for  their  friends. 

The  credit  system  is  a  necessary  evil  and  can  only 
be  run  successfully  by  enforcing  a  reference  from 
customer  and  T  do  not  think  any  lady  would  be 
offended  at  the  suggestion  put  in  the  most  courteous 
way.  T  am  quite  aware  that  there  are  exceptions 
and  that  under  some  circumstances  it  is  good  policy 
to  favor  many  (who  have  been  good  cash  customers) 
occasionally.  But  the  one  fact  is  that  the  office  staff 
should  accept  all  responsibility  for  all  accounts 
passed  by  them. 

And  T  do  not  think  that  under  any  circumstances 
has  any  employer  the  right  to  expect  any  clerk  to 
accept  the  responsibility  of  collecting  any  accounts 
which  may  have  been  charged  up  owing  to  his 
recommendation.  Tn  reference  to  the  number  of 
credit  sales  a  clerk  may  have  in  any  month,  T  can- 
not see  why  a  salesman  should  be  called  down  be- 
cause he  may  possibly  have  had  a  run  of  customers 
who  have  accounts,  more  than  usual,  unless  he  has 
been  using  this  method  for  increasing  his  sales, 
which  can  be  easily  checked  by  giving  him  credit 
for  his  cash  sales  only  and  for  the  credit  sales  when 
they  are  paid. 

In  order  to  obviate  any  wish  to  place  any  respon- 
sibility upon  salesmen,  it  should  be  insisted  upon 
that  all  goods  to  be  charged  must  be  entered  at  the 


office  before  the  customer  leaves  the  store.  It  is  then 
up  to  the  manager  (if  the  office  will  not  accept  the 
name)  to  see  the  customer  himself  and  not  leave  it 
to  the  clerk  as  is  so  often  done,  giving  a  loophole  for 
any  employer  to  call  down  his  clerk  who  probably 
had  not  sufficient  tact  to  handle  a  case  like  this. 

F.  J.  Thompson. 

All  of  us  will  make  mistakes  sometimes.  The 
best  of  salesmen  are  not  infallible.  They  may 
handle  the  credit  side  of  their  sales  with  rare  judg- 
ment and  discrimination  in  a  majority  of  cases  but 
occasionally  will  make  an  error  and  contract  a  bad 
debt.  The  very  best  of  salesmen  and  the  best  judges 
of  human  nature  will  do  this  sometimes.  "When  a 
salesman  gets  a  few  debts  on  the  books  which  can- 
not be  collected,  it  should  not  be  taken  as  proof 
positive  that  his  judgment  is  not  sound.  He  may 
have  handled  an  infinite  number  of  other  customers 
with  great  benefit  to  the  firm. 

The  situation  may  best  be  summed  up  as  fol- 
lows: If  a  salesman  shows  that  he  possesses  good 
judgment,  the  right  to  decide  on  matters  of  credit 
should  not  be  withdrawn  from  him  because  he  may 
have  made  a  few  slips.  Furthermore,  when  he  does 
make  a  slip — and  the  best  of  them  will — the  man- 
agement should  accept  it  as  all  part  of  the  game: 

If,  however,  these  slips  come  too  often,  then  the 
management  have  every  reason  to  believe  that  the 
salsman's  judgment  is  not  sound.  The  course  to 
pursue  in  such  a  case  is  to  withdraw  from  the  sales- 
man the  right  to  extend  credit,  instructing  him  to 
refer  customers  to  the  management. 

Tf  he  then,  contrary  to  orders,  extends  credit  and 
has  accounts  turn  out  "KG.,"  the  firm  might  be 
justified  in  holding  him  responsible  to  the  extent  of 
asking  that  he  assist  in  collecting  the  account. 

Tn  few  cases,  however,  would  this  be  advisable. 
The  point  raised  by  our  second  correspondent  is  a 
good  one.  The  salesman  might  prove  a  very  poor 
collector  and  the  firm  would  gain  nothing  but  the 
ill-will  of  the  customer — and  the  discontent  of  the 
salesman. 


Gave  a  Bonus 

Saskatoon.  Sask. — Following  out  a  custom  estab- 
lished  by  Mr.  Cairns  some  five  years  ago,  all  the  sell- 
ing staff  of  the  Cairns  store  receive  a  percentage  on 
all  sales  they  make  during  the  two  weeks  preceding 
Christmas,  the  period  during  which  the  store  re- 
mains open  in  the  evenings.  The  store  is  reported 
to  have  broken  all. records  in  it<  Christmas  business. 


© 

Virden,  Man. — Scales  &  Carscadden  are  moving 
their  men's  department  into  a  new  store.  Prior  to 
the  moving  an  "extension  sale"  is  being  held. 
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Join  the  bo 


Thirty-Three  Va 


Handsomely  Engraved 
Silver  Loving  Cup. 

10     Gold     and     Silver 
Medals. 

Cash  Awards. 


i&Z3zE* 


2nd    Annual     Contest 
1913 


OPEN  TO  WINDOW  TRIM- 

MERS,  CARD-WRITERS 

AND  ADVERTISERS 


Awards  to  be  made  at  the  August 

Convention,   Canadian  Window 

Trimmers'  Association. 


C.  W.  T.  A.   Window    Decorating 
Contest. 

Classification  of  Prizes: 

Class  I — Annual  Grand  Prize. — Silver  loving  cup,  suitably  engraved, 
for  the  best  six  displays,  original  window  and  unit  trim  photographs  sub- 
mitted by  contestant  during  the  year.  Cup  to  become  property  of  the  win- 
ning decorator  each  year.    Presented  by  Dry  Goods  Review. 


Class  2 
or  over. 

1st  Prize- 
2nd  Prize 


ORIGINAL  WINDOWS. 

Open  to  all  trimmers  in  cities  of  100,000 


-C.W.T.A.  Gold  Medal. 
-C.W.T.A.  Silver  Medal. 


For  the  best  window    of    the  year    showing    most 
beautiful  and  original  background  and  groupings. 

MERCHANDISING  WINDOWS. 
Class  4 — Open  to  all  trimmers  in  towns  and  cities 
up  to  50,000. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize— C.W.T.A.  Silver  Medal. 
For   the    best    display,   merchandising   or   business- 
bringing   windows   judged   by   sales   and   effective    ar- 
rangement for  such  event. 


HOLIDAY  OR  OPENING  WINDOWS. 

Class  3 — Open  to  all  trimmers  in  cities  from  50,000 
to  100,000. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize— C.W.T.A.  Silver  Medal. 

For  best  holiday  or  opening  window,  millinery  and 
ready-to-wear  display. 

MEN'S  WEAR  WINDOWS. 

Class  5 — Open  to  men's  wear  trimmers  of  Canada. 
1st  Prize—  C.W.T.A.  Gold  Medal. 
2nd  Prize— C.W.T.A.  Silver  Medal. 

For  best  men's  wear  units  and  furnishing  tables  or 
windows  dressed,  showing  arrangement  of  units  in 
completed  trim. 
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ys  this  year 


luable  Prizes 


FLORAL  DECORATIONS. 

Class  6 — 

1st  Prize  ....        $10 

2nd  Prize  -        -        -        -        $  5 

For   best   window   or   interior   decoration,   artificial 
flowers  being  used. 

BEST  COUNTER  OR  LEDGE  TRIM. 

Class  8 — 

1st  Prize $5 

For  the  best  arranged  overhead  or  counter  trim  of 
merchandise  from  any  department. 


BEST  GROUPING  OR  DRAPES. 

Class  7 — 

1st  Prize  $5 

For    the    best    display    of    drapes    or    ready-to-wear 
grouping  arranged  in  the  department  windows  or  eases. 

BEST  BACKGROUNDS. 

Class  9 — 

1st  Prize $5 

For  the   best  background   setting  used   during  the 
year,  for  anniversary,  opening  or  sale. 


TERMS  OF  CONTEST: 

(a)  Trimmers  are  eligible  to  enter  in  any  class   without  restrictions,  except  that  no  trimmer  can  enter  a  class  in  a  city  of  less 
population    than    that    stipulated. 

(b)  Any  number  of  photographs  can  be  submitted,   but  one  view   only   is   necessary  to   enter  competition    in   any  class. 

(c)  Photographs  must  be  of  this  year's  work,  since  August  1st,    1912,  and   must  not  have  been  submitted  in  ajiy  other  contest. 
<d)    All   photographs  to   be  forwarded  to  the   secretary  by  August  1st,  1913.     Pictures  will  be  returned  to  contestants  after  the 

Convention,  if  requested. 

(e)  Contestants  must  give  detailed  description  of  windows,  color    scheme   and   general    plan,   cost,    etc.,    marked    on    back   with 
name  and  address,  and  whether  for  Annual   Contest.     Class    number  must  also  be  designated. 

(f)  All   windows  to   be  judged   under  numbers,   any   identifying   marks    must   be   removed. 


C.  W.  T.  A.  Cardwriting  Contest 


CLASS  1— FANCY  WINDOW  CARDS   (General). 
First  Prize— C.W.T.A.  Gold  Medal. 
Second  Prize — C.W.T.A.  Silver  Medal. 
CLASS  2— AIRBRUSH  CARDS. 

First  Prize Cash  $5.00 

Second  Prize      ....      Cash  $3.00 

CLASS  3— ORIGINAL  HOLIDAY  CARDS 

(Christmas,  Easter,  Thanksgiving). 

First  Prize Cash  $5.00 

Second  Prize      -  Cash  $3.00 

Third  Prize       ...       -       Cash  $2.00 

CLASS  4— PLAIN  SALE  CARDS  (General). 

First  Prize Cash  $3.00 


Second  Prize       ....     Cash  $2.00 
Third  Prize Cash  $1.00 

CLASS  5— ALL  PEN  LETTERED  CARDS. 

First  Prize Cash  $3.00 

Second  Prize       ....     Cash  $2.00 

Third  Prize Cash  $1.00 

CLASS  6— PEN  LETTERED  PRICE  TICKETS. 

(In  groups  of  six) 

First  Prize      -----     Cash  $2.00 

Second  Prize       ....     Cash  $1.00 

CLASS  7— AIR  BRUSH  PRICE  TICKETS. 

First  Prize Cash  $2.00 

Second  Prize       ...       -     Cash  $1.00 


TERMS  OF  CONTEST: 

<a)    Cards  entered   must   be   first   used   in   merchandise   displays. 

(b)  Not  more  than  two  cards  to  be  entered  in  class  2,  and  4.     Not    more    than    three    cards    to    be    entered    in    class    3,    and    noti 
more  than   six  cards  in  classes  1,  5,  6,  and   7. 

(c)  No  air  brush  cards  to  be  entered  in  any  class  except  2  and    7. 

(d)  No   contestant  can   emter  more   than   three   classes. 

(e)  All   cards  must  be  of  uniform   size.     None  larger  than  half   and   none   smaller   than    1-16   of   regulation   sheet   22in.x28in. 

(f)  No   card   to   be  entered   in   more  than   one   class. 

(g)  Each   card    must   bear   the   number   of   class   in    which   it   is   to  be  entered,  but  not   the  contestant's  name  and  must  be  sent 
not   later   than    August    1st,    1913. 

C.  W.  T   A.   Advertising  Contest 

CLASS  1— GOOD  ADVERTISING. 
First  Prize  -  -      C.W.T.A.  Gold  Medal  Second  Prize  C.W.T.A.  Silver  Medal 

Awarded    for   the   best   all-round   advertising,   including  general    publicity   opening   and   sale  announcements. 

TERMS    OF    CONTEST: — 

(a)  Announcements    must       have    appeared    this    year. 

(b)  All  copy  must  be  original. 

(c)  Not   more   than    six   examples   to   be   entered   in   contest.  (d)   All  ads.  to  be  judged  on   points:    1 — Editorial  and  descrip- 
tive  text;    2 — Layout;    3 — Typographical   effect;    4 — Originality    of   ideas. 

Contestants  must  be  members  of  the  C.W.T.A.  and  staff  employees  in  Canadian  stores. 

Contests  close  August  1st,  1913.     The  award  committee  decisions  to  be  final. 

All  photographs,  show  cards  and  advertisements  to  be  available  for  publication  in  Dry  Goods  Review. 

Canadian  Window  Trimmers'  Association 


143  University  Ave. 


Toronto 
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Christmas  display  in  store  of  Thornton  &  Douglas,  Stratford. 


Creditable    Christmas    Window   Trims. 

The  accompanying  displays  were  arranged  for  the  last  stage  of  the  holiday  rush  in  the  store 
of  Thornton  &  Douglas  at  Stratford  by  Percy  Curzon  and  G.  McPherson.  Tt  was  in  reality  one 
display  hut  the  extra  length  of  the  store  front  made  it  impossible  to  take  both  sections  in  one 
photograph. 

Overcoats  and  suits  were  used  for  the  background  with  Christmas  novelties  and  suggestion> 
tilling  in  the  foreground.     Sprays  of  holly  were  used  for  decorative  purposes. 

These  displays  have  many  features  which  commend  them,  the  strongest  being  that  they 
proved  to  be  splendid  sales-getters.     Direct  results  were  traced. 


Display  shown  at  same  time  as  above   in   Thornton   &  Douglas  store. 
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"KING  EDWARD" 

SUSPENDERS 
Retail  50  Price 


Easily  the  best  value  in  suspenders.  The  comfort- 
promoting  construction  and  excellent  finish  of  "King 
Edward"   Suspenders  make  them   very  rapid   sellers. 

Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


Youth  Demands  Style 
and   requires    quality 


The  growing  tendency  of  the 
young  people  of  the  present  day 
is  to  select  their  clothing  from 
the  standpoint  of  style  with  lit- 
tle or  no  regard  for  quality.  We 
have  realized  this  and  to  avoid 
complications  or  unsatisfactory 
results  we  aim  at  supplying 
Imtli    style   ;iml    quality    in 


Dominion 
Brand 

Sweater 
Coats 


The  exuberant  spirits  and  natural 
strenuous  activities  of  youth  re- 
quires a  quality  that  only  the 
highest  grade  material  can  sup- 
ply. Tiiis  quality  is  always 
found  in  Dominion  Brand.  Our 
line  is  now  on  the  road.  It  is 
worth    waiting   for. 


A.  BURRITT  &  COMPANY 

DOMINION  MILLS 

MITCHELL  -:-  -:-  ONTARIO 


Checking  Fire  Losses  in  America 

The  Loss  in  the  United  States  and  Canada  is  much  larger  than  in   European 
countries,  owing  to  legislative  laxness  and  individual  carelessness — Some  ap- 
palling figures — Methods  of  prevention  outlined — Buildings  must  be  properly 
fireproofed  and  windows  protected. 


WHY  is  it  that  the  fire  loss 
in  European  countries  is 
about  30  cents  per  head, 
while  in  the  United  States  it  is  $3, 
and  in  Canada  $3.07? 

Why  is  it  that  Berlin's  fire  loss 
is  about  $200,000  a  year  com- 
pared to  Chicago's  $5,000,000, 
while  Berlin  only  pays  $300,000 
for  fire  protection  and  Chicago 
pays  $2,000,000? 

Why  does  New  York  pay  $5,- 
000.000  for  fire  extinction  and 
$18,000  for  fire  prevention,  when 
the  figures  perhaps  might  be  re- 
versed ? 

These  figures  are  approximate- 
ly correct  and  the  questions  asked 
become  of  extreme  importance, 
indicating  as  they  do  that  there  is 
something  radically  wrong  with 
conditions  in  this  country  and  the 
United  States. 

What  that  something  is  was  shown  by  Franklin 

H.  Wentworth,  secretary  of  the  National  Fire  Pro- 
tection Association,  in  the  course  of  an  address  before 
the  Manufacturers'  Association  at  Toronto.  Briefly, 
the  excessive  loss  from  fire  in  America  is  due  to  the 
carelessness  and  indifference  of  the  people  and  the 
faulty  methods  of  prevention  arising  out  of  this 
public  apathy.  A  brief  resume  of  some  of  the  strik- 
ing points  that  Mr.  Wentworth  made  will  be  inter- 
esting. 

The  first  inkling  of  the  enormity  of  America's 
offence  in  the  matter  of  fire  prevention  filtered  into 
men's  minds  about  the  time  that  a  number  of  men 
got  together  in  Boston  to  carry  on  a  campaign  for 
the  standardization  of  sprinkling  apparatus.  Pros- 
ecuting their  work,  they  ran  into  a  most  amazing 
labyrinth  of  difficulties  arising  out  of  the  fact  that 
there  were  no  standards  in  the  United  States  for 
anything.  Wires  could  be  put  up  anywhere  or  in 
any  fashion.  There  were  no  rules  governing  the 
proper  wiring  of  buildings,  no  regulations  covering 
material  to  be  used.  Every  building  was  more  or 
less  of  a  fire  trap.  Appalled  at  what  they  had  found 
the  members  of  the  association  saw  that  a  wide  field 
of  activity  lay  before  them — educating  the  American 
people  to  a  sense  of  their  danger  and  unpreparedness. 

Mr.  Wentworth  told  in  a  somewhat  humorous 
vein  of  the  difficulties  they  experienced.  The  people 
were  indifferent  almost  to  the  point  of  being  callous. 


THE  MERCHANTS 
DANGER. 

The  danger  of  loss  by 
fire  is  the  greatest  that  the 
retail  merchant  faces.  It  is 
always  pressing;  a  menace 
from  which  there  is  no 
escape.  It  is  probably  true, 
however,  that  few  trier- 
chants  actually  realize  that 
conditions  in  America  are 
so  bad  and  the  figures  in 
the  accompanying  article 
will  serve  as  an  eye-opener 
to  many. 

The  merchant  is  vitally 
interested  in  the  viork  now 
being  undertaken  to  relieve 
conditions  and  reduce  the 
fire  loss. 


NeAvspapers  consigned  the  matter 
sent  them  very  promptly  to  the 
waste  paper  basket.  Finally,  some 
newspapers  have  taken  up  the 
question  and  much  good  has  re- 
sulted from  the  publicity  given. 
Sensible  ordinances  are  now  being 
passed  in  a  number  of  municipal- 
ities and  it  begins  to  look  as 
though  the  immense  yearly  rav- 
ages of  the  fire  fiend  would  be 
checked  and,  perhaps,  in  time 
stemmed. 

A  few  facts  quoted  from  Mr. 
Wentworth's  lengthy  and  graphic 
address  will  serve  to  set  forth  the 
situation  exactly  as  it  stands  to- 
day. The  fire  loss  in  the  United 
States  yearly  has  averaged  $25,- 
000,000  for  the  last  twelve  years. 
Brought  down  to  fractions  of  time, 
every  minute  for  the  last  twelve 
years  has  seen  the  destruction  of 
property  valued  at  $500.  This  has  been  due  pri- 
marily to  the  fact  that  growth  has  been  very  rapid 
and  natural  resources  have  been  seemingly  inex- 
haustible. In  the  United  States  and  in  Canada,  the 
need  of  conservation  has  not  been  felt  and  it  is  only 
within  the  last  few  years  that  any  suggestion  of  the 
need  has  been  heard.  It  is  not  hard  to  find  whole 
tracts  of  land  from  which  the  timber  has  been  strip- 
ped, left  unused  without  any  attempt  being  made  at 
reforestation. 

A  still  greater  reason  has  been  the  almost  inex- 
plicable degree  to  which  the  carelessness  of  private 
individuals  has  been  carried.  In  Germany,  there 
is  one  place  in  the  household  where  matches  are 
kept,  and  one  has  to  go  to  that  place  to  get  a  match. 
In  the  American  or  Canadian  household,  matches 
are  everywhere — on  the  kitchen  table,  on  mantles, 
on  dressers,  in  every  old  coat  or  vest  in  the  place. 
If  a  man  cannot  put  his  hand  out  anywhere  in  the 
dark  and  find  a  match,  he  becomes  indignant  and 
disgusted.  The  result  is  that  rats  gnaw  them,  chil- 
dren play  with  them  and  fires  are  breaking  out  all 
the  time  which  can  be  traced  directly  to  the  careless 
handling  of  matches. 

But  this  is  only  one  evidence  of  the  average  per- 
son's carelessness  in  the  matter  of  fire.  Men  dump 
hot  coals  against  board  fences,  they  start  bonfires 
near  their  neighbors'  houses,  sometimes — less  fre- 
quently though — near  their  own.     They  send  up 
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"DEACON" 
SHIRTS 


Flannel  Shirts  For 
Fall 


For  Fall,  1913,  we  are  showing  a  selection 
that  excels  our  best  efforts  in  former 
seasons. 

Our  Staple  Lines  are,  of  course,  continued, 
but,  the  new  attractive  designs  in  Fancy 
Flannels,  Wool  Taffetas,  etc.,  are  only 
to  be  seen  to  be  greatly  admired. 

High  Grade  Flannels  are  in  good  demand 
and  we  are  prepared  to  meet  the  needs  of 
the  trade  whose  customers  demand  the 
best. 

Made  in  all  styles — closed  or  coat  style 
body — with  reversible,  separate  or  attach- 
ed collar. 

At  prices  ranging  from  $9.00  to  $36.00  a 
dozen — to  suit  all  demands. 

You  owe  it  to  your  business  to  see  our  line 
before  buying  for  Fall. 


The    Deacon  Shirt  Co. 

BELLEVILLE  .:.  ONTARIO 


£AV£ 


Knit  *>*mt£*  Goods 


for  s^n^  men 


Style   No.   4675 

The  Ballantyne  Sweater  Coats  for 
1913  show  all  the  new  ideas 
brought  out  for  the  coming  season. 
Nothing  is  left  out  that  will  please 
the  patrons  of  the  store  handling 
the  famous  Beaver  Brand  Knit 
Goods. 

Our  line  for  1913  has  been  care- 
fully arranged,  and  the  standard 
Beaver  Brand  quality  prevails 
throughout  the  range.  Every  num- 
ber is  a  live  wire  value.  Every 
style  is  a  sure  winner. 

Write  now  for  Samples 

R.  M.  BALLANTYNE 

LIMITED 

Manufacturers  of  Beaver 
Brand  Knit  Goods 


STRATFORD, 


ONTARIO 
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toy  balloons  which  drip  sparks  of  fire.     They  seize  serve  as  a  buckler,  holding  back  the  advance  of  even 

upon   festive  occasions  as  an  excuse  for  introducing  the  most  vigorous  conflagrations  and  shielding  other 

all  manner  of  inflammable  material  into  stores  and  buildings  from  the  flames. 

houses.     They  smoke  everywhere — and  throw  light-  New   York — or  any  other  city — could  be  made 

ed  matches  around  promiscuously  and  daringly.  fireproof  if  the  windows  in  all  the  buildings  were 

Fire  has  become  so  common  in  America  that  it  protected.      Flames    cannot    take    hold   on    walls    of 

attracts  no  attention.     In  European  countries,  if  a  metal,  brick  or  concrete  but   they  lap  through   the 

conflagration  occurs  which  creates  a  loss  running  up  windows    and   catch    on    the   woodwork   within.      A 

into  the  hundreds  of  thousands,  there  is  at  once  a  properly    constructed    building    should    have    metal 

demand  to  know  how  it  came  about  that  such  a  fire  casings   for   the  windows,   standard   shutters,    metal 

could   occur,   what    were   the   reasons,  how   the  pos-  screens   and   wire   mesh   for   the     windows.       Roofs 

sibility  of  similar  fires  should  be  dealt  with,  and  so  should   be  fireproofed.      Only  by  such  means   i>   it 

on.     In  America,  hundred-thousand-dollar  fires  are  possible  to  secure  a  reasonable  degree  of  immunity 

so  common  that,  if  a  man  picks  up  a  paper  which  from    fire.      New   York   has   become   so   thoroughly 


does  not  contain  word  of  at  least  two  or  three,  he 
thinks  the  day's  news  dull  and  uninteresting.  Pub- 
lic interest  or  indignation  can  be  aroused  nowadays 
only  by  a  disastrous  holocaust. 

ALL  MUST  BEAR  THE  LOSS. 

The  most  significant  part  of.it  is  that  the  loss  is 
borne  by  everyone.  The  tax  is  indirect  but  it  is 
there.  Manufacturers  have  to  put  a  margin  on  the 
price  of  their  goods  to  cover  the  possibility  of  loss 
by  fire.  When  a  person  buys  a  piece  of  cotton,  the 
price  paid  covers  fire  tribute  to  the  extent  of  a  cer- 
tain percentage.  When  Baltimore  and  San  Fran- 
cisco were  wiped  out.  the  loss  was  not  borne  by  the 
people  of  those  two  cities.  Boston  and  Toronto  are 
still  paying  for  Baltimore  and  San  Francisco:  in  the 
future  Baltimore  and  San  Francisco  may  pay  for 
Boston  and  Toronto. 

Statistics  prove  that  the  tribute  paid  per  capita 
each  year  for  fire  losses  is  $3.  If  a  collector  came 
around  on  a  blue  Monday  and  demanded  from  the 
head  of  a  family  of  five  the  sum  of  $15  to  pay  the 
family's  share  of  the  fire  loss  pater  familias  would 
be  forcibly  initiated  into  a  belief  of  the  seriousness 
of  the  matter.  Nevertheless,  every  man  is  paying 
it  just  the  same,  year  in  and  year  out. 

THE   UANGER   OF   HIGH   BUILDINGS. 

Big  cities  are  increasing  the  danger  by  the  build- 
ing of  skyscrapers.  New  York  is  no  longer  a  city — 
it  is  a  disease.  Towering  buildings,  reaching  forty 
and  fifty  storeys  into  the  sky.  are  increasing  the  fire 
risk  materially.  What  could  be  done  if  fire  broke 
out  on  the  fiftieth  storey  of  one  of  these  skyscrapers':' 
As  a  fire  captain  once  put  it,  nothing  could  be  clone 
because  firemen  were  not  trained  "to  fight  fire  in 
heaven."  This  tendency  toward  high  buildings  is 
one  of  the  most  dangerous  elements  in  the  situation. 

And  the  remedy?  There  is  but  one  remedy  and 
it  is  gradually  being  recognized  and  applied — Pre- 
vention. 

The  most  important  phase  of  measures  of  pre- 
vention is  to  have  buildings  properly  equipped 
against   fire.     A   properly  fireproofed  building  will 


aroused  to  her  danger  that  metal  shutters  are  being 
installed  at  the  rate  of  1,000  a  week. 


-©- 


Season's  Records  Broken 

Vancouver,  Jan.  6. — Though  money  was  some- 
what tight  at  Christmas  time,  the  consensus  of  opin- 
ion amongst  the  stores  is  that  there  never  was  a 
period  in  the  history  of  Vancouver  when  there  was 
such  wholesale  buying,  not  indiscriminately,  but 
with  a  view  to  meeting  the  tastes  of  a  large  circle  of 
patrons.  It  proved  a  time  of  harvest  not  only  for 
the  large  concerns  but  also  for  the  smaller  dealers 
in  the  outlying  districts  of  the  city. 

"We  have  not  had  such  a  keen  demand."  re- 
marked the  manager  of  Woodwards,  when  asked  for 
a  comparison  between  Christmas  of  1012  and  the 
same  date  of  the  previous  year,  "as  there  has  been 
at  the  festive  season  of  1012.  The  tendency  now- 
adays is  not  to  make  purchases  down  town,  as  so 
many  persons  think,  but  to  patronize  those  smaller 
stores  that  are  located  in  the  outskirts  of  the  city 
and  who  are  not  in  a  position  to  handle  the  large 
stocks  that  firms  such  as  we  are,  do.  The  result  is 
that  it  has  been  a  boom  time  for  us  all." 

When  seen  on  the  same  subject  Mr.  Bishop,  the 
manager  of  Spencer's,  Ltd.,  confirmed  what  had 
been  already  stated  by  Woodwards,  lie  added  that 
to  a  great  extent  these  small  stores  were  the  feeders 
for  the  districts  in  which  they  were  situated  and  that 
they  were  in  a  measure  dependent  on  them  as  dis- 
tributors for  their  goods. 

Tie  emphasized  the  fact  that  at  Christmas  this 
had  been  exemplified  in  a  manner  that  left  no  doubt 
of  this  and  at  the  same  time  they  helped  to  relieve 
the   congestion    in   the   down-town   stores. 

A  satisfactory  Christmas  from  every  point  of 
view  is  the  tale  told  by  the  dry  goods  representatives 
despite  the  scarcity  of  money,  or  to  be  more  correct, 
the  want  of  circulation.  Prices  were  well  main- 
tained all  round.  Needless  to  say,  quality  was  well 
represented. 
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IMPERIAL 
BRAND 

PURE  WOOL 
UNDERWEAR 


Your  stock  will  not  be  complete  until 
you  have  selected  a  few  lines  from 
the  Imperial  Brand  range  of  Pure 
Wool  Underwear. 

Imperial  Brand  is  just  a  shade  bet- 
ter than  the  best  of  other  lines.  It 
is  the  standard. 

We  are  specialists  in  Men's  Natural 
Wool,  Men's  Elastic  Knit,  Men's 
High  Grade  Imperial,  Men's  Double 
Thread  Balbriggan. 

Our  line  is  now  on  the  road  and  will 
be  offered  to  you  shortly. 

Don't  miss  the  opportunity  to  com- 
pare our  values  with  others. 

Present  delivery  orders  attended  to 
promptly. 

Send  for  samples. 


KINGSTON 
HOSIERY 
COMPANY 

Established  1880 

Kingston,         Ontario 


t  STAR  I 

=             BRAND  = 

1EASTER1 

j|  NECKWEAR  ^ 

^^  The       early       Easter  ^^ 

^^  means    the    necessity  ^~ 

i^—  for     early    Neckwear  — 

i^  buying.       Our   repre-  — 

■^—  sentatives      are      out  ^^» 

n^—  with  a  complete  range  ^^ 

imi  of      the    new      Easter  ^^— 

^^h  lines  ami  will  call  on  ■— 

^^Z  you      shortly.          The  — 

ZZZZ  range  is  well  worth  a  — 

^^Z  few  moments  of  your  ZZZ 

ZZZ\  time  taken  in  inspec-  ZZZZ 

ZZZZ  tion.      Have    a    look  ZZZZ 

^^  through^ 

=       OUR   FALL  = 

=  UNDERWEAR  = 

^^|  Is   also   in  the   hands  __ 

ZZZZ  of        our        travelers. 

™"~  Place     your  Fall  un-  ^^ 

^ZZZ  derwear    orders    now.  ^^ 

^^  Star      Brand      values  ZZZZ 

^JJJJ  are  hard  to  equal.  JJ^^ 


Van  All  en 
Company 


LIMITED 


ZZZZ  Hamilton,  -  Ont.  ^^ 
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The  Importance  of  Show  Case   Display 


THE  scope  of  the  display  trimmer's  work   has  been  considerably  widened  of  late.     There 
is  now  quite  as  much  opportunity  to  display  skill  in  the  arrangement  of  interior  units 
and  showcase  displays  as  in  the  trimming  of  the  store  windows.     In  the  best  stores,  the 
contents  of  each  showcase  have  been  just  as  carefully  arranging,  with  an  eye  to  color  blending 
and  effective  display,  as  the  goods  in  the  windows. 

Showcase  displays  are  window  trims  in  miniature.  Only  smaller  lines  necessarily  enter 
into  the  make-up,  but  each  article  has  to  be  carefully  placed  and  the  trimmer  has  to  take  just 
as  much  care  to  perfect  his  general  "ensemble."  A  showcase  display  often  attracts  just  as  much 
attention  as  a  window  trim.  This  is  particularly  true  at  this  time  of  year,  when  the  cold 
weather  diminishes  to  some  extent  the  usefulness  of  the  window  display.  Customers  who  enter 
the  store  will  always  give  attention  to  a  clever  showcase  trim  and  many  extra  sales  are  effected 
thereby. 

A  splendid  sample  of  a  showcase  trim  is  prsented  in  above.  The  arrangement  here  is 
very  neat  and  artistic,  neckwear  lines  being  shown  to  good  effect.  The  placing  of  the  ties, 
while  not  new,  is  effectively  done,  a  particularly  good  point  being  the  puffed  out  ends  to  show 
the  full  width  of  each  tie.    A  partial  background  is  provided  by  the  use  of  leaves  and  flowers. 

The  real  merit  of  this  display  consisted,  however,  in  the  color  scheme,  and  is  thus  not 
apparent  in  the  picture.  Harmoniously  blending,  the  colors  used  fitting  in  together  and  made 
this  display  one  of  unmistakably  artistic  merit.  It  was  trimmed  by  R.  K.  Dallamore,  with  Hickey 
&  Pascoe,  Yonge  Street,  Toronto. 
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MAKERS  OF  THE  FAMOUS'CEETEE  PURE  WOOL 


/^  A 


The  demand  for  CEETEE  Underwear  is  steadily  increasing  and  we  are  working  might 
and  main  to  make  1913  a  banner  year  in  sales. 

We  are  spending  thousands  of  dollars  in  placing  CEETEE  Underwear  before  the  pub- 
lic.    We  have  created  the  demand  and  guarantee  satisfaction. 

If  you  have  already  sold  CEETEE  Underwear  you  must  know  the  joy  of  handling  a 
superior,  guaranteed  and  well  advertised  product.  Every  sale  is  repeated  year  after 
year  without  effort  on  your  part. 

If  you  have  not  sold  CEETEE  Underwear  this  is  your  opportunity  to  stock  it  and 
secure  your  share  of  the  big  profits  and  customer  satisfaction  that  attend  the  sale  of 
CEETEE. 

Our  travelers  are  just  starting  out  with  a  full  line  of  all  our  CEETEE  Underwear.  They  will 
demonstrate  to  you  the  CEETEE  Underwear  and  guarantee. 

Made  in  all  sizes  and  weights  for  31  en,  Women  and  Children. 

THE  C.  TURNBULL  CO.  OF  GALT,  LIMITED 


%$> 


MANUFACTURERS 


GALT 


ONTARIO 
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Also  manufacturers  of  Turnbull's  high  class   Underwear  for  Ladies  and  Children. 
Turnbull's  "Af"  Bands  for  Infants  and  CEETEE  Shakerknit  Sweater  Coals. 


Canada's  Knicker 
House 

Three  factories  devoted  to  the 
manufacture  of 

THE  "LION"  BRAND  OF 

BOYS'  KNICKERS  AND 

BLOOMERS 

With  the  facilities  we  enjoy  in  our  three  fac- 
tories, we  are  in  a  position  to  turn  out  work 
consistent  with  the  very  highest  values  on  the 
market. 

AVe  are  boys'  knicker  specialists,  and  as  such 
give  values  that  cannot  be  equalled  in  the  trade 
in  boys'  knickers  and  bloomers. 

Build  your  boys'  business  with  the  "Lion" 
Brand  foundation. 

The  Jackson  Mfg.  Co.,  Clinton 


CLINTON 


FACTORIES  : 
GODERICH  and 


EXETER 


PIM'S 

IRISH  POPLIN 
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Advertising  the  January  Clearance  Sale 

Some  essential  features  of    special  sale  advertising — Exaggeration  should  be 

avoided,  but  the  copy  should  be  prepared  with  a  view  to  enforcing  general 

attention — The  importance  of  price  quotations. 


C 


IIIEF  interest  will  centre  for  some  time 
now  in  the  advertising  of  the  special 
clearance  sales  which  will  be  held  in  a 
great  many  men's  wear  stores.  A  special  sale 
necessitates  special  advertising  efforts.  To  at- 
tempt to  stage  a  sale  without  investing  a  certain 
amount  of  coin  of  the  realm  in  printers'  ink  is  highly 
fatuous  and  short-sighted.  The  idea  behind  the  sale 
is  to  stir  up  trade  from  everyday  proportions  and 
create  a  largely  increased  demand  for  certain  lines. 
It  stands  to  reason  that  if  the  dealer  expects  the  pub- 
lic to  take  an  enlivened  interest  in  his  store,  he  must 
do  something  to  arouse  that  interest. 

An  important  essential  is  that  the  advertisement 
should  be  made  sufficiently  conspicuous  to  attract 
the  attention  of  everyone;  and  to  achieve  this  result 
it  will  be  necessary  in  most  cases  to  use  good-sized 
space. 

Still  there  is  no  reason  why  the  special  sale  ad- 
vertiser should  go  to  tbe  extreme  in  this  respect.  It 
is  a  common  practice  for  sale  announcements  to  be 


Big  20  per  cent. 
Discount 


STYLISH 
OVERCOATS 

Selling  at  $25  00.  Xu»  mw.uo. 

Take  Advantage  Of 

ES     the  big  snia5h  in  (lie  prices  of  Suits. 
New  and  up-to-date  ^yles.     Regular 
$25  00        Now  W2O.0O. 

J.W.  CRESWELL  &  CO. 

1907  SOUTH  RAILWAY  ST. 
KITREFORM  CLOTHING  REGAL  SHOES 

CLOTHES  PRESSED  SHOES  REPAIRED 


The  chief  fault  to  be  found  with  this 
advertisement  is  from  a  typographical 
standpoint.  The  introduction  of  so  black 
a  letter  in  limited  space  (two  columns 
wide)  has  given  the  advertisement  a 
crowded  appearance.  In  view  of  the  small 
amount  of  reading  matter,  this  could  very 
easily  have  been  avoided.  Another  fault 
is  the  introduction  of  several  different 
series  of  type. 

One  objection  to  the  copy  used  is  that 
it  is  hard  to  follow.  The  printer  is  partly 
at  fault  for  this. 


written  in  lurid  syle  and  printed  in  type  of  enormous 
size.  The  headlines  seldom  vary.  Here  are  some 
of  them: 

Unprecedented  Opportunity ! 

Selling  Below  Cost! 
Immense  Stock  Reduction! 

Advertisements  of  this  nature  often  serve  to  de- 
feat their  own  ends.  They  are  too  flamboyant  in 
style  and  too  heavy  in  construction.  An  exaggerated 
claim  is  never  accepted  at  its  face  value.  While  the 
special  advertiser  must  make  a  certain  amount  of 
noise  in  the  commercial  world,  he  need  not  become 
s  ten  tori  an  and  raucous. 

Yes,  good-sized  space  should  be  used  and  bold 
type  should  be  pressed  into  service.  The  announce- 
ment must  "stand  out."  At  the  same  time,  the 
announcement  should  not  be  entirely  lacking  in 
dignity  and,  what  is  even  more  important,  it  should 
possess  the  elements  of  originality.  Nothing  original 
results  when  a  man  tries  to  write  a  headline  which 


Clearing  Sale 

20%  discount 


on  all  our  Men's  and  Boys'  Suits  Overcoats, 

odd  Trousers.  Fancy  Vests,  Dressing  Gowns 
and  House  Coats.  Nothing  will  he  kept  in 
reserve.    All  our  high-class 

20th  Century  Brand 
garments  are  included. 

The  sale   will  begin  Saturday.  Decem- 
ber 28tb. 


Clubb  &  Stewart 

309-15  Hastings  St. 

Vancouver,  B.C. 

Phone  702 


This  is  an  attractively  made  up  adver- 
tisement which  has  dignity  to  recommend 
it  to  discriminating  buyers.  The  heading, 
however,  is  lacking  in  strength  inasmuch 
as  it  does  not  make  clear  the  nature  of  the 
goods  for  sale.  "Clearing  sale  of  men's 
clothing"  would  have  been  more  effective. 
The  typographical  appearance  of  the  ad. 
would  have  been  improved  had  a  wider 
margin  been  allowed  on  both  sides  of  the 
reading  matter. 
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Dr.  NEFF'S 

UNDERWEAR 

Is  Underwear  Beyond  Compare 

TT  has  the  fit,  the  finish,  the  wearing  qualities, 

and,  what    is  of   supreme    importance,   the 

"  feeling,"  which  goes  with  a  desirable  article 

of  wear.     In  short,  it  has  those  selling  essentials 

which  will  bring  business  to  your  department. 

Dr.  Neff's  Sanitary  Underwear  can  be  purchased 
in  Ontario  from  MOSEY  &  URQUHART, 
Manufacturers'  Agents,  Toronto,  and  from  J.  W. 
PECK,  Winnipeg  and  Vancouver. 

The  popular  Maple  Leaf  Brand  can  be  secured  from  all 
leading  wholesale  houses.  This  has  been  a  favorite  brand 
for  the  last  four  or  five  years,  and  it  would  be  well  to 
see  samples  before  placing  your  order. 

Thos.  Waterhouse  &  Co.,  Ltd. 


INGERSOLL 


ONTARIO 


HAROLD  F.  WATSON,  WELDON  &  CO.,  SELLING  AGENTS 
CORIST1NE  BUILDING.  MONTREAL 


Wreyford&Co.Rr0aRnoNTog- 

Wholesale  Men's  Furnishers 

Dominion  Agents  for  following  Manufacturers 

Young  &  Rochester,  London 

Shirts,  Collars,  Neckwear,  Flannel  Trousers, 
Blazers,  House  Coats,  Travelling  Rugs. 
Y.  &  R.  Dress  Shirts  at  $12.50,  Dress  Vests 
at  $15.00  and  $21.00 ;  always  in  stock. 

Tress  &  Co.,  London 

High  Class  Hats  and  Caps.  Specialties, 
The  "  Mascot  "  "  Lothian  "      Talma." 

Best  values  in  English  Straw  Hats. 

Cohen  &   Wilks,  Manchester 

"  Aquatite  "  Coats — proofed  in  the  yam — 
Homespuns,  Gabardines,  etc.,  for  city  wear, 
Motoring  and  Sports. 


NOW  IN  STOCK 


English  Coat  Sweaters  with  or  without 
collar,  Woollen  Gloves,  Knitted  Silk  and 
Wool  Mufflers. 


THE   "FIT-RITE" 
SUSPENDER 

Perfect  Fitting,  Comfortable 
Easily  Adjusted   at   Five  Different 

Points 

This  invention  paves 
the  way  to  a  most  sat- 
isfactory s  u  s  p  e  nder 
business. 

It  combines  comfort 
and  durability  in  a 
practical  and  scientific 
manner  that  it  has  al- 
ways proved  a  seller. 
This  brace  is  made  of 
best  quality  elastic 
web  fitted  with  heavily 
nickelled  brass  wire 
clips  and  Jap  tanned 
leather  ends.  It  is 
guaranteed  against 
breakage.  Gives  per- 
fect freedom  of  action. 
Write  re  display  rack 
proposition. 

Write  for  prices  to- 
day. 

We  make  gent's  gart- 
ers, armlets,  and  all 
kinds  of  suspenders, 
and   leather  belts. 

Made  and  Sold  by 

The  Canadian  Suspender 
Manufacturing    Co. 

92  PETER  ST.  TORONTO 
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CLEARANCE 
SALE  OF 

Smoking  Jackets 
Dressing  Gowns 
And  Bath  Robes 


We  do  not  intend  to  carry  one  of  these  garments  over,  io 
have  marked  them  at  prices  so  low  that  they  will  go  quickly- 

READ  THE  PRICES 

Smoking  Jackets  of  all  kinds 
reversible  cloths;  all  colors  and  i 
to  Si  5.0c 

SALE  PRICES.  «3.7S,  94.75.  and  96.75 


Regular  prices,  $5.50 


WOOL  DRESSING  GOWNS 
Made  in  soft  vicuna  cloths,  with  girdle  to  match,  and  nice 
cord  trimming      Regular  prices,  $850  to  $16.50. 

SALE   PRICES.  $5.50,   97.50  and  90.50 


BATH  ROBES 

rm  velours,  nice  designs,  buttoned  close  to  neck. 

SALE  PRICES.  93.50,  94.50  and  95.50 


Better  Procure  One  at  These  Low  Prices 


J.  N.  HARVEY,  Ltd. 


ItT  lti>iTi|i   at    w  .  Tuooai 
rtROW    SIGN 


On  the  whole  this  is  a  neat  ad.  with  a 
good  share  of  sales-making  strength.  The 
illustration  is  sufficiently  attractive  to  ar- 
rest the  eye.  The  quoting  of  prices  is  a 
strong  feature  of  this  advertisement  and 
one  cannot  doubt  that  the  announcement 
of  clearance  values  had  the  desired  effect. 

The  type  arrangement  is  not  all  that 
could  be  desired,  however.  A  headline 
right  across  the  top  would  have  added 
strength.  The  space  alongside  the  cut 
could  then  have  contained  an  announce- 
ment of  the  reason  for  the  sale  set  in 
medium  size  type. 


will  impress  rm  the  public  that  the  sale  is  to  be  won- 
derful and  peculiarly  epochal.  Unable  to  find  words 
to  adequately  tell  of  the  stupendous  bargains  he  in- 
tends to  offer,  he  generally  ends  up  with  something 
like  this: — 


"Unprecedented  Opportunity  !"- 
96-point  Mammoth. 


-set  up  in 


Why  not  a  sane  statement  of  the  real  facts  of 
the  case.  Originality  can  then  be  obtained  and  the 
announcement  has  more  weight. 

QUOTE  PEICES. 

It  is,  of  course,  absolutely  essential  that  prices 
should  be  quoted.  In  a  special  sale  it  is  the  price 
which  attracts.  Prices  should,  therefore,  be  made  the 
real  feature  of  the  advertisement.  No  amount  of 
descriptive  matter,  telling  of  the  great  value  of  the 
goods,  will  take  the  place.  Prospective  purchasers 
want  figures,  not  figures  of  speech. 


USE  ILLUSTRATIONS. 

It  is  advisable  to  use  illustrations.  Cuts  brighten 
an  ad.  and,  in  the  case  of  a  special  sale  advertise- 
ment, they  help  to  make  it  attractive. 


-®- 


Travelers  Hold  Banquet 

Montreal,  Que. — With  guests  at  the  table  of 
honor  including  some  of  the  most  prominent  Cana- 
dians in  public  life  in  both  political  parties,  the 
thirty-eighth  annual  banquet  of  the  Dominion  Com- 
mercial Travellers'  Association  December  23  at  the 
Windsor  Hotel,  was  made  the  occasion  of  addresses 
in  which  men  of  both  political  faiths  vie  with  each 
other  in  expressing  a  common  devotion  to  Canada 
and  the  Empire,  and  a  common  faith  as  to  the  high 
destiny  which  Canada  is  bound  to  assume  within 
that  Empire. 

Tributes  were  paid  by  each  man  who  spoke  as  to 
the  great  benefit  to  the  Canadian  national  life 
wrought  by  the  eight  thousand  Knights  of  the  Grip 
who  formed  the  membership  of  the  association  in 
penetrating  to  every  city  and  hamlet  of  the  Domin- 
ion, taking  with  them  and  scattering  everywhere 
the  results  of  their  broader  opportunities  for 
acquaintance  with  social,  moral  and  political  ques- 
tions. The  suggestion  by  the  Hon.  J.  D.  Hazen, 
Minister  of  Marine,  that  they  should  move  as  an 
association  to  try  to  secure  some  means  by  which  at 
election  times  they  would  be  able  to  express  their 
opinions  at  the  polls  whether  the  demands  of  busi- 
ness required  their  absence  from  home  or  not,  was 
received  with  great  applause.  Four  hundred  attend- 
ed the  banquet. 

The  chairman  for  the  evening  was  J.  B.  Giles, 
and  H.  C.  Wilkins  acted  as  toastmaster.  On  either 
side  of  the  chairman  were  Hon.  Chas.  J.  Doherty, 
representing  Hon.  R.  L.  Borden,  Premier  of  Can- 
ada, who  was  unable  to  be  present,  and  Sir  Wilfrid 
Laurier,  leader  of  the  Opposition.  Others  at  the 
head  table  were  J.  M.  Fortier,  president  of  the  Do- 
minion Commercial  Travellers'  Association,  Hon. 
Louis  Coderre,  Hon.  J.  D.  Hazen,  Herbert  B.  Ames, 
M.P.,  Hon.  Geo.  P.  Graham,  C.  C.  Ballantyne,. 
Charles  Gurd,  retiring  president,  Lieut. -Col.  A.  E. 
Labelle,  Captain  Demers,  L.  M.  Levine,  J.  N.  S. 
Dougall,  the  last  two  representing  the  Canadian 
Manufacturers,  A.  Balski,  representing  the  Chambre 
de  Commerce  Francaise. 


Regina,  Sask. — The  men's  furnishing  store  of 
J.  W.  Creswell,  which  has  occupied  its  present  stand 
on  South  Railway  Street  for  several  years,  will  re- 
move into  new  quarters  on  Hamilton  Street  early  in 
the  Spring. 
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Never  Fail  to  Satisfy 


The  weak  points  found  in  many  makes  of  water- 
proof collars  are  unknown  in   "KANTKRACK" 
because  these  points  are  reinforced  in  such  a  way  that  they  are  made  really  the  strongest. 
There  is  satisfaction  for  the  wearer  in  every  "KANTKRACK"  coated  linen  collar,  satisfaction  in  appearance, 
comfort  and  wear.    Allied  with  these  is  the  no-laundry-bill  point,  which  in  itself  is  a  big  consideration  to  the 
wearer.     Soap,  water  and  sponge  gives  a  clean  collar   always.     One  grade  only  and  that  the  best. 

(Made  in  Canada.) 

The  Parsons  and  Parsons  Canadian  Co. 

HAMILTON  -:-  -:-  -:-  ONTARIO 


a 


ARE  YOU  READY"  FOR  1913? 

Miller  Brand  Washable  Clothing 

Place  your  orders  early  for  your  1913  stock  of  washable  clothing, 
and  get  the  business  of  the  best  spenders  in  your  town. 

We  make  all  the  special  clothing    used    by  Barbers,   Waiters, 
Cooks,  Butchers,  Dentists,  Doctors,  Bartenders  and  Porters. 


Full  Dress  Vests, 

Fancy  Vests, 

Duck  Band 

Uniforms, 

Hospital 
Linen  Supplies, 

Club  and  Hotel 
Linen  Supplies, 


251 

While  Ducks.  $9,  $10,  $12,  $15  per  doz. 
Kahki       -      -      -      $11  to  $15 
Cream,     Plain     and     Striped 
Screes      -     -     -     -     $24 


Abattoir  Coats, 

Surgeon's  Gowns, 

Ladies' and  Men's 
Auto  Coats 
and  Dusters, 

Duck  Pants, 

Carpenter, 
Butcher  and 
Waiter  Aprons 


MADE   IN   5   GRADES 
$10.50.    $12.00,   $13.50,   $15.00  and  $18.00  per  doz. 

We  specialize  on  Militia  and  Cadet  Uniforms. 
Boy  Scout  and  Girl  Guide  Uniforms  and  Accessories. 
Anglican  Choir  Vestments  and  Geneva  Choir  Gowns. 


REPS  and  WATERPROOF 

Grey,  Brown,  Fawn,  etc. 

S.B.,         -        -        -         $18  to  $36 

D.B.,        -        -        -         $30  to  $60 


The  Miller  Manufacturing  Co.,  Limited,  251-253  Mutual  stM  Toronto 


Showcards  for  Month  of  February 

Making  use  of  St.  Valentine's  Day -Odd  lines  can  be  cleared  out  by  progress- 
ive  methods — The  mediums  that  will  make  store  windows  a    strong   selling 

force. 


FRANK  BOSTOCK,  "  The  Animal  King," 
once  told  the  writer  that  one  feature  of  good 
advertising  was  to  take  advantage  of  a  situ- 
ation or  condition.  Mr.  Bostock  was  quick  to  see 
an  unusual  situation  and  equally  quick  to  act  in 
turning  it  to  advertising  advantage. 

February  is  a  sort  of  mid- Winter  month,  a  sort 
of  between-style-period  that  makes  it  difficult  to 
advertise  regular  lines.  But  there  is  one  little  day 
in  this  month  that  can  lie  taken  advantage  of  and 
turned  on  the  advertising  wheel  to  possibly  good 
results.  That  day  is  St.  Valentine's.  You  will  find 
it  is  possible  to  make  a  St.  Valentine's  window  that 
is  very  attractive.  The  main  feature  of  the  decora- 
tion will  be  hearts.  A  large  wooden  rimmed  heart 
can  be  made  with  the  rim  about  0  in.  or  8  in.  wide, 
leaving  the  centre  of  the  heart  clear.  In  this  frame 
work,  electrical  light  bulbs  may  be  set.  The  wood- 
work of  the  heart  may  be  finished  in  red,  either 
paint  or  trimming  material.  The  coloring  and  trim- 
ming of  the  window  should  be  largely  in  red.  On 
the  heart  rim  and  in  the  open  centre  may  he  shown 
ties,  collars,  gloves,  handkerchiefs,  shirts  and  other 
articles  of  men's  wear.  If  the  heart  should  be  large 
enough,  some  special  line  of  shirts  may  be  displayed 
in  the  centre  with  a  neat  card  hung  immediately  in 
the  middle  of  these.  On  the  wooden  rim,  between 
the  lights,  smaller  articles  may  be  displayed.  Smaller 
hearts  cut  from  red  cardboard  may  be  used  judicious- 
ly in  other  parts  of  the  window.  On  these  may  be 
put  small  articles  of  men's  wear.  Small  price  tickets 
cut  in  heart  shape  from  red  cardboard  and  lettered 
in  white  or  black,  will  be  very  effective.  Of  course, 
this  window  is  only  good  for  a  week  at  least.     There 


are  still  three  weeks  more  of  February  to  be  disposed 
of. 

As  this  is  a  kind  of  between  season  month,  would 
it  not  be  wise  to  get  rid  of  any  of  the  hanging  lines 
of  Winter  stocks  to  make  room  for  Spring  lines? 
There  will  be  Winter  gloves,  underwear,  scarfs,  caps, 
Winter  styles  in  hard  hats  and  other  lines  that  had 
better  be  gotten  rid  of  now  than  later  in  the  season. 
Divide  the  other  three  weeks  up  between  these  lines 
and  reduce  the  price  so  they  will  go  out  rapidly. 
Call  it  a  "February  Sale,"  "Clearing  Sale,"  "Odds 
and  Ends  Sale,"  or  some  other  good  name.  Make  use 
of  plenty  of  good  window  cards  and  price  tickets. 
We  offer  a  few  suggestions  in  designs  and  wording, 
but  any  of  these  may  be  changed  to  suit  your  own 
particular  needs.  The  75c  card  will  answer  nicely 
for  a  shirt  window  when  the  goods  are  all  one  price. 
This  is  distinctly  a  valentine  card.  The  heart  is 
made  in  red  with  a  black  background  shading.     The 


A  suggestion  for  a  neat  card. 
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Manly   Gloves, 


manly    appearance, 
manly  feel,  manly  wear 


THOUGH  fine   in   appearance  and    of    elegant    finish,  "Perrin's  Men's 
Gloves"  never  have  that  effeminate  appearance  that  is  often  noticed 
in  men's  fine  gloves.     "Perrin's"  Men's  Gloves  are  purely  mannish  in 
style,  feel  and  wear. 

The  trade  of  the  glove-particular  man  is  a  very  desirable  trade  to  cultivate, 
for  men  who  are  careful  in  their  glove  selection  are  particular  about  their 
choice  of  other  clothing  and  accessories,  and  price  is  little  or  no  object. 

"Perrin's"  Gloves  range  in  price  from  $1.00.    Beware  of  imitations. 

Sell    "Perrin"    Gloves    for    Profit    and    Satisfaction 

PERRIN  FRERES  &  CIE. 


28  Victoria  Square 


Montreal 


Business  Builders 

Every  Glove  and  Mitten 

bearing  the  "Asbestol"  stamp  of 
QUALITY  and  WORTH  can  be  relied 
upon  to  develop  a  permanent  customer. 

A  special  tanning  process — exclusive 
with  us — renders  the  leather  soft  and 
pliable,  making  the  "Asbestol"  gloves 
and  mittens  proof  against  the  ill  effects 
of  steam,  water  and  heat. 

Your  jobber  will  gladly  supply  full  in- 
formation concerning  scores  of  good 
'•feature"  ideas  well  worth  considera- 
tion. 

(Glove  shown  here  is  No.  933   at  $9.00  per 
dozen). 

EISENDRATH  GLOVE  CO. 

CHIGAGO,  ILL. 
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arrow  can  be  made  in  white.  The  small  lettering  is 
black.  The  figures  can  be  either  in  black  or  white 
and  shaded  in  some  subdued  color. 

The  37c  card  is  a  "Tie"  card,  but  can  be  adapted 
to  any  other  line.  Coloring  is  the  same  as  the  75c 
card,  but  the  youngster  can  be  multi-color  in  make 
up — red,  yellow  and  blue  worked  in  to  your  own 
liking. 


yoc/r  0?o/ce  ofc//zy 


A  comic  card   to  be  used  before  St.  Valentine's 
Day. 

The  February  Sale  card  is  an  air  brush  design. 
The  columns  are  in  grey  stone  color.  The  words, 
"February  Sale,"  are  in  red  and  shaded  in  grey. 
Other  letters  are  in  black. 

The  glove  card  may  be  done  in  colors  to  suit 
your  own  taste.  The  card  becomes  very  effective  if 
cut  out  around  the  figure. 

The  69c  card  is  a  shield  design  done  with  an  air 
brush.  The  lettering  and  figures  in  red  and  shaded 
in  grey. 

By  adapting  these  ideas  in  some  measure  to  your 
February  trade  we  think  you  will  find  them  bene- 
ficial. 


Modern  Garb  for  John 

Chinese    °dict   commands    men   to    dress 

according    to    Occidental   ideas — Women 

must   abandon   trousers  and  dress  as  the 

women  of  Western  civilization  do. 

President  Yuan  Shih  Kai  of  the  new  Chinese 
Republic  has  ordered  the  trousers  off  120,000,000 
women  between  Pekin  and  the  Yang-tse  Kiang  and 
at  the  same  time  has  forbidden  200,000,000  men, 
excluding  mandarins  and  scholars,  from  wearing 
skirts. 


This  is  a  topsy-turvy  world.  Nearly  10,000 
women  in  the  United  States  are  committed  to  the 
exactly  opposite  theory  of  dress.  These  supposedly 
most  advanced  of  hygienic  dressers  want  some  form 
of  bifurcated  garment  for  the  women  of  the  United 
States. 

Now  the  oldest  civilization  in  the  world  abandons 
its  long-time  adherence  to  skirts  for  men  and  trous- 
ers for  women,  and  issues  an  official  edict  compelling 
Chinese  men  and  women  to  dress  in  the  occidental 
fashion. 

here's  the  edict. 

Here  are  extracts  from  the  edict  issued  by  Yuan 

Shih  Kai  and  placed  in  the  hands  of  Yung  Yew, 

Chinese  Consul  at  San  Francisco. 

HATS — Men  shall  wear  the  hat  known  as  "derby" 
for  informal  dress,  and  the  hat  known  as  "stove- 
pipe" for  formal  dress. 

SUITS — Men  shall  wear  such  clothes  as  are  known 
in  other  countries  under  the  style  of  "business 
suits,"  for  informal  dress,  and  shall  adopt  the 
dress  known  as  "full"  for  formal  occasions. 

SHOES — Men  shall  wear  "shoes"  as  worn  with  the 
aforementionad  clothing  in  occidental  coun- 
tries, to  wit:  Low  tan  shoes,  high  calfskin  or 
other  leather  shoes,  or  patent-leather  shoes  for 
"full"  dress. 
Here  is  a  synopsis  of  the  edict  as  it  concerns 

women : 

HATS — None  prescribed. 

SUITS — Women  shall  wear  "house  gowns"  designed 
upon  similar  lines  with  a  view  to  comfort  and 
utility  for  household  uses. 

FORMAL  SUITS— Women  shall  wear  for  ordinary 
receiving  the  garment  known  as  shirtwaist  and 
skirt,   commonly  used   in   occidental  countries. 

DRESS  SUITS— Women  shall  wear  moderate  neg- 
ligee for  ordinary  evening  functions  and  full 
evening  dress  for  attendance  upon  state  func- 
tions. 

SHOES — Women  shall  wear  shoes  instead  of  native 
footwear,  said  shoes  to  be  in  conformity  with 
the  occasion's  demand  and  with  a  view  to  con- 
sistency in  habit. 

© 

Thes=alon.  Ont. — S.  C.  Bateman,  men's  fur- 
nisher, is  moving  to  Lethbridge,  Alta. 

Claresholm,  Alta. — C.  J.  Braren  is  holding -a 
stock-reducing  sale  in  men's  furnishings — the  second 
in  eight  vears.  He  has  taken  two  full  pages  in  the 
local  paper  to  advertise  the  event. 

Vancouver,  B.C. — A  deal  has  been  consummated 
whereby  James  G.  Potts  and  Stanley  McLeod  have 
become  proprietors  of  the  old-established  men's  fur- 
nishing business  formerly  known  as  the  J.  Danaher 
Co.,  Ltd.,  with  premises  located  at  the  corner  of 
Pender  and  Granville. 
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Spring 
Nineteen 
Thirteen 


i 


^IfHE  dyers'  strike  in  France  just  settled.    The  dyers'  strike 
now  on  in  England  added  to  the  congested  state  of  the 
market,  the  higher  prices  for  all  raw  materials  makes  this 
a  most  difficult  season  to  cater  for. 

In  face  of  these  disturbances  we  would  strongly  advise  anti- 
cipation for  a  good,  long  time  ahead  as  no  matter  how  soon 
these  unfortunate  delays  come  to  an  end,  it  will  mean  very 
late  deliveries  and  higher  prices. 

We  have  large  stocks  on  hand  in  every  department  and  have 
been  very  fortunate  in  our  arrangements  with  dyers  and 
finishers  outside  of  those  affected  by  the  strike,  so  that  we 
should  be  of  more  than  usual  value  to  makers  and  dealers  in 
all  kinds  of  woollen  fabrics  for  both  men  and  women. 


jQid±& 

32  31  34  Wellington  St.  W. 


?uCdXimifed 


Toronto 
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S.  D.  COLLARS 


Are  Gaining  Ground 
Every  Day 

because  of  their  stylish,  real-linen  appearance, 
their  comfortable  fit,  and  their  great  durability. 

They  are  real  linen  collars  with  the  laundry  bill 
omitted.  They  are  just  as  serviceable  as  rubber 
collars  without  the  breakage  and  odor.  Made  in 
three  qualities. 

Linolo  (Interlined)  at  $2.00  List 
Lima  "  "     1.50      " 

Peerless  "     1.25      " 

Made  in  linen,  gloss  and  dull  finish.     Sizes,  12-18. 
Write  for  catalog  and  discounts  to-day. 

The  Smith-D'Entremont  Co.,  Limited 

1475-77  Queen  Street  West        -        -         Toronto 


Every  Ambitious  Merchant 


SHOULD 
READ 

SALES 
PLANS 


A  collection  of 
three  hundred 
and  thirty-three 
successful  ways 
of  getting  busi- 
ness, including  a 
great  variety  of 
practical  plans 
that  have  been 
used  by  retail 
merchants  to 
advertise  and 
sell  goods. 


PRICE  $2.50 

All  Orders  Payable  in  Advance. 
TECHNICAL     BOOK     DEPARTMENT 

MacLEAN   PUBLISHING   CO. 

143-149  UNIVERSITY  AVENUE    ::   TORONTO 


The  Financial  Situation 

THE  latter  part  of  1912  was  characterized  by 
tightness  in  the  money  markets.  Some  were 
inclined  to  read  into  the  financial  situation  evidences 
of  impending  depression.  The  tightness  was  due, 
however,  to  many  causes  and  was  not  in  any  sense 
the  result  of  unsound  industrial  conditions. 

There  is  to-day  evidence  a  plenty  that  the  year 
1913  will  be  extremely  brisk  from  the  standpoint 
of  trade  and  commerce.  Nevertheless,  it  is  antici- 
pated that  there  will  be  no  marked  improvement  in 
financial  matters.  There  is  every  reason  to  believe 
that  money  will  continue  scarce,  due  to  the  excessive 
demands  which  will  be  made.  The  financing  of  the 
war  in  the  Balkans  will  create  a  strain  on  financial 
resources  which  will  be  felt  in  the  sources  upon 
which  Canada  leans  to  a  great  extent  for  financial 
assistance. 

Another  reason — and  an  important  one — is  the 
fact  that  the  crops  have  not  brought  in  the  volume 
of  money  that  was  anticipated.  United  States  crops 
broke  all  records  for  size  and  yet,  contrary  to  all 
expectations,  the  increase  in  gross  value  over  the 
1911  crops  is  only  1.2  per  cent.,  according  to  esti- 
mates of  Bradstreet's. 

Back  of  these  outstanding  reasons,  looms  up  the 
all  important  fact  that  costs  of  living  have  increased 
enormously.  This  has  reduced  the  margin  of  sav- 
ings and,  as  the  immediate  result,  has  limited  the 
amount  of  capital  available  for  investment.  Tn  Can- 
ade  there  is  reported  to  have  been  a  decrease  in  sav- 
ings deposits  during  the  last  few  months,  a  signifi- 
cant sign  of  heavy  individual  expenditure.  This 
tendency  keeps  money  in  circulation  and  stimulates 
trade,  but  the  pinch  is  felt  when  it  comes  to  financ- 
ing the  developments  which  increased  trade  neces- 
sitates. 

Financial  authorities  are  predicting  a  year  of 
comparative  financial  tightness,  but  are  not  drawing 
gloomy  conclusions  therefrom.  A  writer  on  The 
Financial  Post  says:  "I  believe  the  experience  of 
the  year  1913  will  prove  salutary  with  well-man- 
aged Canadian  businesses.  We  have  to  some  extent 
passed  the  stage  of  novelty  in  Canada's  great  de- 
velopment, and  seem  more  in  the  mood  for  sober 
second  thought,  and  so  it  would  seem  that,  on  the 
average,  business  methods  and  projects  will  be 
thought  out  rather  more  coolly  than  they  have  been 
— an  influence  which  should  be  favorable  both  to 
stability  and  net  profits.  I  hope  it  will  not  be.  a 
boom  year." 

Undoubtedly  there  is  nothing  to  fear.  On  the 
contrary  the  financial  situation  may  bring  splendid 
results  in  elimination  of  "wild-catting"  and  the  rash 
speculation  which  financial  freeness  frequently 
create0. 
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The  Early  Bird 

EASTER  NECKWEAR 


A  good  many  merchants  will  underestimate  the  closeness 
of  Easter  this  year.  Sixty-two  years  have  lapsed  since 
Easter  came  as  early  as  the  23rd  day  of  March  before. 
This  means  then  the  Easter  buying  must  be  done  at  least 
two  or  three  weeks  in  advance  of  other  years.  Don't  be 
behind.  Be  an  early  bird.  Our  exclusive  range  of  Easter 
knitted  neckwear  is  a  real  surprise.  We  have  a  most 
complete  showing  of  men's  and  women's  ties  in  all  styles 
and  shadings. 


Women's  Dainty 

Knitted  Tie 

—The  Gillies 


The  Men's 

Knitted  Tie 

of  Excellence 


THE  MUFFLER  FOR  NOW 

Several  months  of  muffler  selling  is  still  before  the 
merchant,  and  if  the  usual  Canadian  weather  pre- 
vails, as  it  usually  does  after  a  mild  beginning,  there 
is  bound  to  be  a  big  demand  for  the  knitted  muffler. 
The  "Gillies"  Knitted  Muffler  is  a  real  live  issue  in 
the  muffler  world. 

The  A.  J.  Gillies  Manufacturing 

COMPANY 

FORMERLY 

Laces  &  Braids  Manufacturing  Go. 

121   PRESCOTT  AVE.,  TORONTO 
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A  Modern  Force 
in  Business 


A  DVERTISING  has  established  a  new  order  of 
-L  ^  things  in  commerce.  It  has  become  a  mighty 
power  in  business  progress ;  a  complex  yet  com- 
prehensive transmitter  of  many  parts  for  the  dis- 
tribution and  selling  of  merchandise  and  service. 


Its  function  is  fivefold : 
To  enlighten  or  educate — to  create  new 
wants  or  to  satisfy  old  ones — to  protect 
and  foster  legitimate  enterprise — to 
establish  a  medium  of  understanding 
between  buyer  and  seller  as  a  basis 
for  mutual  profit  and  advantage — to 
prescribe  an  economical  price  and  the 
maintenance  of  a  fixed  standard  of 
quality. 

None  know  better  than  the  buying 
public  how  well  these  functions  have 
been   fulfilled. 

Modern  advertising  has  given  us  an 
insight  into  various  manufacturing 
processes.  The  producer  has  taken 
us,  the  consumers,  into  his  confidence 
and  told  us  just  how  his  mince  meat, 
his  flour,  his  clothing,  etc.,  is  made. 
We  know  why  certain  things  should 
or  should  not  be.  Advertising  has  told 
us — broadened  our  understanding  and 
guided  our  judgment. 
Modern  advertising  has  enabled  us  to 
unlock  the  treasure  house  of  the 
world's  divinest  melodies  through  the 
medium  of  the  player-piano.  The 
motor  car  has  lengthened  the  business 
day  and  brought  the  fragrant  country- 
side to  our  door.  Men  shave  in  com- 
fort in  ten  minutes  where  they  used 


to  take  twenty.  A  magic  bottle  pro- 
vides us  with  cold  drinks  with  the 
weather  at  90  degrees  or  gives  us  a 
warm  beverage  when  Jack  Frost  dips 
at  40  below. 

Modern  advertising  has  elevated  the 
standard  of  business  ethics.  It  protects 
the  manufacturer  from  unscrupulous 
competition  and  the  consumer  from 
base  imitation.  It  conserves  trade — 
extends  business — creates  good  will.  It 
enables  the  corporation,  the  manufac- 
turer or  private  individual  on  trial  to 
take  his  case  directly  to  the  public,  and 
to  secure  the  public's  judgment  on  his 
policy  or  character  based  purely  upon 
their  respective  merits. 
Modern  advertising  has  opened  up 
new  opportunities  to  the  oppressed  and 
poor  of  far-off  lands.  It  has  turned 
an  unceasing  tide  of  immigration  to 
new  countries.  It  has  developed 
nations,  and  made  the  name  of  the 
New  World  a  promise  of  better  things 
among  the  people  of  the  Old. 
All  this  advertising  has  done  and  will 
continue  to  do.  It  is  the  ever-increas- 
ing influence  for  the  advancement  of 
mankind — the  most  potent,  indeed,  of 
the  many  forces  influencing  human 
action. 


Advice  regarding  your  advertising  problems  is  available  through 
any  good  advertising  agency  or  the  Secretary  of  the  Canadian 
Press  Association,  Room  503,  Lumsden  Building,  Toronto.  En- 
quiry involves  no  obligation  on  your  part — so  write  if  interested. 
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^^^HE  next  issue  of  Dry 
V-/  Goods  Review  will 
feature  Knitted  Goods. 

Advertisers  should  get 
their  copy  in  early  to 
secure  good  position  in 
this  issue. 

Forms  close  January  29th. 
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Condensed  Advertisements 


BUSINESS  CHANCES 

FOR  SALE— DEPARTMENTAL  STORE  ON 
main  line  of  C.P.R.,  population  twelve  hun- 
dred. Government  has  promised  to  make  this 
the  railroad  centre  of  eastern  Saskatchewan. 
Survey  for  G.T.P.  into  the  town  now  in  pro- 
gress; C.N.R.  promised.  Population  of  town 
will  double  in  two  years.  The  only  depart- 
mental store  on  the  main  street,  and  only 
one  other  opposition  in  the  town.  Sales  last 
year  almost  eighty  thousand  dollars,  have 
been  over  a  .hundred  thousand.  Under  good 
management  can  be  brought  back  to  that 
figure.  Business  owned  by  a  wholesaler.  Ten 
thousand  will  handle.  Terms  on  balance  can 
be     arranged     to     suit      purchaser.      Building 


leased  at  low  rental  or  bought  on  reasonable 
terms.  Stock  about  twenty-five  thousand. 
Price  eighty-five  cents.  Apply  Gallagher  & 
Co.,   Moosomin,   Sask. 

FOR  SALE— ONE  OF  THE  BEST  MEN'S 
furnishing,  ready-to-wear,  special  order  busi- 
ness and  tailoring  business  in  the  best  town 
in  Western  Ontario,  controlling  some  of  the 
best  agencies.  Turnover  $25,000.  Can  be  in- 
creased to  $35,000  on  a  $9,000  stock.  Best 
stand  and  rent  easy.  Address  Box  200,  Men's 
Wear   Review. 


AGENCIES  WANTED 


AUENCIES  WANTED  FOR  SIDE  LINES  IN 
gent's  furnishings  or  other  special  lines  by 
responsible  and  experienced  men.  401  Rogers 
Block.   Vancouver,   B.C. 


FOR  SASKATCHEWAN  —  Agencies  for  store 
fixtures  and  fittings  of  all  kinds.  Also  fix- 
tures for  Department  Stores,  Office  Buildings, 
Banks,  Schools,  Churches,  and  Theatres.  We 
cover  Saskatchewan  three  times  a  year,  and 
work  the  larger  cities  all  the  time.  North- 
West    Specialty    Company,    Saskatoon. 


SITUATION  VACANT 


WANTED  —  FIRST-CLASS  EXPERIENCED 
woman  as  assistant  manager  for  women's 
specialty  store,  Toronto.  Must  have  know- 
ledge of  cloaks,  suits  and  dresses.  Splendid 
opportunity  for  applicant  of  ability,  good 
personal  appearance  and  high  character.  Ap- 
ply, stating  experience  and  salary  required, 
to  Box   12.'!.   Dry  Goods  Review,   Toronto. 


ADVERTISING     INDEX 


Arlington  Co.  of  Canada,  Ltd 75 

Art  Tailoring  Co 

Outside  back  cover  Men's  Wear 

B 

Ballantyne,  B.  M.,  Co 77 

Berlin  Suspender  Co 75 

Burritt,  A.,  &  Co 75 

C 
Canadian  Converters   (Success  Col- 
lars)     Inside  front  cover 

Canadian  Suspender  Co 83 

D 
Deacon  Shirt  Co 77 

E 
Eisendrath  Glove  Co 87 


G 

Gillies  Mfg.  Co 51 

J 
Jackson  Mfg.  Co 81 

K 
Kingston   Hosiery   Co 79 

M 

Monarch  Knitting  Co 54     55 

Miller  Mfg.  Co 85       Turnbull,  C,  Co 81 

N  V 

Nisbet  &  Auld    89       ^an  Ai!e"  C° ™ 

Visor  Knit  Co 59 

P  W 

Wreyf ord  &  Co 83 

Waterhouse,  T.,  &  Co 83 


Perrin  Ereres  &  Cie 87 

Pirn  Bros 81 

B 

Begal  Shirt  Co 57 

Bobinson,  F.  W.,  Ltd 61 

S 
Seward  Bros 61 

T 


Parsons  &  Parsons   Canadian   Co..     85 
Penmans,  Ltd 53 


EDITORIAL    INDEX 


Modern  Store's  Aggressive  Policy.  48 

Cutaways  and  Wings  Favored  ....  50 

Beview's  Information  Bureau  ....  51 
Hints    on    the    January    Clearance 

Sale    50 

Unique    Sales    Scheme    of    Toronto 

Store    58 

Conducting  Clearance  Sale  on  Large 

Scale    60 


Clothes,  Methods  and  Men   62 

Neckwear  Banges    for    Spring  Are 

Louder   64 

Clothing  for  Men  and  Boys 66 

Are   Salesmen   Besponsible  for  Ac- 
counts ?    67 

Official  Announcement  of  C.W.T.A. 

Contests    72 

Creditable     Christmas     Window 
Trims    74 


Checking  Fire   Losses   in   America.  76 
The   Importance    of   Showcase   Dis- 
play     80 

Advertising       January      Clearance 

Sale 82 

Showcard  Department   86 

Modern  Garb  for  John    88 

The  Financial  Situation 90 


Not  an  Enterprise  for  the  "Quitter" 

TI     "If  there  is  one  enterprise  on  earth,"  says  John  Wanamaker,  "that    a  'quitter'  should    leave 
severely  alone,  it  is  advertising.     To  make  a  success  of  advertising  one  must  be  prepared  to  stick 
like  a  barnacle  on  a  boat's  bottom. 
If     "He  must  know  before  he  begins  it  that  he  must  spend  money — lots  of  it. 

U     "Somebody  must  tell  him  that  he  cannot  hope  to  reap  results  commensurate  with  his  expendi- 
ture early  in  the  game. 

\     "Advertising  does  not  jerk;  it  pulls.    It  begins  very  gently  at  first,  but  the  pull  is  steady.     It 
increases  day  by  day  and  year  by  year,  until  it  exerts  an  irresistible  power." 
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WHERE  KNOWLEDGE  IS    POWER 
TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that    knowledge    can  be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over 
400  pages,  COO  illustrations;  covers,  to  the  smallest  detail,  the 
following  subjects  Window  Trimming,  Interior  Decorating, 
Window  Advertising,  Mechanical  and  Electrical  Effects,  in  fact 
everything  of  interest  to  the  modern,  up-to-date  merchant  and 
decorator.     Price,    postpaid    $3.50 

Window  Trimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  COO 
illustrations,  showing  every  move  in  trims  pictured.  A 
complete  course  in  Men's  Wear  Trimming.  Handsomely 
bound   in  cloth.     Price,  prepaid   $1.25 


Sales  Plans 

A  collection  of  333  successful  ways  of  get- 
ting business,  including  a  great  variety  of 
practical  plans  that  have  been  used  by  retail 
merchants  to  advertise  and  sell  goods.  Sent 
prepaid   to  any   address.     Cloth   binding.  .$2.50 


Card  Writers'  Chart 


Retail 

Advertising 

Complete 

This  book  covers 
every  known  me- 
thod of  advertis- 
ing a  retail  busi- 
ness ;  and  an  ap- 
plication of  the 
ideas  it  expounds 
cannot  help  but 
result  in  increas- 
ed business  for 
the  merchant  who 
applies   them. $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  card- 
board and  fit  into  the  book  loose  leaf. 
This  system  has  the  advantage  of  en- 
abling the  student  in  practice  to  work 
without  a  cumbersome  book  at  his 
elbow. 

Besides  the  fifty  lesson  plates,  this 
book  contains  over  seventy  instructive 
illustrations  pertaining  to  this  interest- 
ing subject,  and  over  three  hundred 
reproductions  of  show  cards  executed 
by  the  leading  show  card  artists  of 
America.  Bound  in  green  cloth.  Sent 
postpaid  for   $2.50 


A  complete  course 
in  the  art  of  mak- 
ing display  a  u  d 
price  cards  and 
signs.  Beautifully 
printed  in  six  col- 
ors and  bronze.  In- 
cludes specially  rul- 
ed practice  paper. 
Some  of  the  sub- 
jects treated  are: 
First  Practice, 
Punctuation,  Com- 
position, P  r  i  c  e 
Cards,  Directory 
Cards.  Spacing. 
Color  Combinations, 
Mixing  Colors,  Or- 
namentations. Ma- 
terials Needed,  etc. 
Price  post  paid. 
$1.50 

1000  Ways  and  Schemes  to  Attract  Trade 

A  book  that  swells  sales  and  increases  profits.  There  has  never  before  been  published  a  book 
like  this.  It  gives  brief  descriptions  of  over  1.000  ideas  and  schemes  that  have  been  tried  by  the 
most  successful  retail  merchants  to  bring  people  to  their  stores  and  to  sell  goods.  If  you  'try  a 
scheme  every  day.  there  will  be  in  it  enough  separate  and  numbered  suggestions  to'  last  you 
nearly  three  years  without  repeating  a  single  one.  A  few  of  the  ideas  in  one  chapter:  An  Anniver- 
sary Scheme  with  Excellent  Points — A  Sign  That  Made  Money  for  its  Maker — Advertising  Dodge 
and  Clever  Salesman — A  Contest  that  Boomed  Trade — Giving  Dnique  Publicity  to  a  New  Depart- 
ment -A  Baby  Day  that  Drew  a  Crowd — Money  Makers  in  Many  Different  Lines — Plan  for  Intro- 
ducing a  \ew  Brand  of  Goods  that  Proved  a  Winner — Artistic-  Ways  of  Displaying  Goods — Days 
Devoted  to  a  Particular  Class  of  Customers— Many  Window  Trims  Out  of  the  Ordinary — In  this 
chapter  are  seventy-four  separate  and  distinct  ideas  that  have  been  successfully  carried  out  by 
as  many  different  merchants.  There  are  13  more  chapters  and  934  more  schemes  just  as  good  as 
these,  208  Pages  !)'/ix7,  and  18<1  Illustrations.  Printed  on  the  best  white  paper  anil  bound  in  a 
handsomely    ornamented    cover.      Price    postpaid,    $1.00. 

All  book*  sent  postpaid  on  receipt  of  price. 

MacLEAN   PUBLISHING  CO.,  Technical   Book  Dept. 

143-149  University  Ave.       ::       TORONTO 
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A  Complete  Tailoring  Department 

HOW  TO  GET  IT 


11  7ITHOUT  investing  one  dollar  you  can  add  a  complete  tailoring 
*  *     department  to  your  store,  and  double  your  profits  in  the  clothing 
department. 

>TpHE  Art  Clothes  selling  outfit  for  Spring  is  certainly  a  complete 
■■'  department.  It  consists  of  over  350  large  Samples  in  Book  or 
Swatches,  Fashion  Portfolio,  eight  handsome  Window  Style  Cards, 
six  Window  Phrase  Cards,  Ad  Book,  Measurement  Blanks  and  all 
necessary  equipment  for  taking  orders. 

A  FTER  providing  for  over  one  hundred  names  on  our  waiting  list 
-**-  that  could  not  be  supplied  last  season,  we  still  have  a  limited  num- 
ber of  outfits  for  Spring. 

'"T^HERE  is  no  charge  for  samples,  the  only    cost    to    merchant  is 
-■*     express  charges. 

'"T^HIS  splendid  selling  outfit  is  backed  by  clothes  that  are  really  hand 
-"-     tailored  and  are  absolutely  guaranteed  to  fit  and  give  satisfaction. 
Made  to  retail  from  $18.00  to  $50.00. 

["  F  Art  Clothes  are  not  represented  in  your  town  and  if  you  are — or 
**  want  to  be — the  leading  men's  wear  store,  write  us  for  particulars. 
Samples  ready  to  send  out  now. 
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Take  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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This  TRADE  MARK 


Guarantees  Highest'Quality 


REGD.  TRADE  MARK 


You  can  buy  your  Nets  direct  from  the 
oldest  Net  Manufacturers  in  the  World 

John  Heathcoat    &    Co. 


LONDON, 


ENGLAND 


Patentees  of  the  first  Lace 
and    Net  Machine  in    1808 


SILK 


Illusions 
Toscas 
Veilings 
Dewdrop   Nets 


SILK 


Brussels  Nets 
Dress  Nets 
Tucked  Nets 
Alencon  Nets 


Also  Fine  Cotton  Nets 


Makers    of    the    Famous   Heathcoat    Waterproof    Maline. 


STOCK  CARRIED  BY 
A.     B.     FISHER,     64  Wellington  Street  West,     TorOlltO 


SOLE  CANADIAN    REPRESENTATIVE 


Head  Office  and  Salesrooms :  1 3  Ironmonger  Lane,  Cheapside,  E.C. 
Factories  at  Tiverton,  Exeter  and  Cullompton,  England 


M  GOOft 


FEAT 
KNITTED 
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Exquisite  Linens  for  Spring  Selling 

Linens  With  Life,  Linens  With  Style 

An  "  Old  Bleach  "  linen  display  will  need  no  recommendation  above  the  fact  that  it  consists 
of  linens  that  have  been  bleached  in  the  "  Old  Bleach  "  way.  All  merchants  and  sales- 
people know  what  this  method  of  bleaching  is  and  the  results  obtained  by  it.  Back  in 
"Old  Ireland,''  in  the  mist-laden  atmosphere,  "Old  Bleach"  linens  will  be  seen  stretched 
over  acres  of  green  sward  bleaching  in  Nature's  own  way.  This  method  leaves  the  linen 
snow-white  and  deliciously  fresh,  without  causing  the  smallest  injury  to  the  fabric.  "  Old 
Bleach  "  linens  are  full  of  life,  and  are  made  in  the  newest  and  most  attractive  styles  for 
1913  selling. 

R.  H.  COSBIE,  LIMITED 


IRISH  LINEN  AGENCY 
30  WELLINGTON  STREET  WEST 


TORONTO 


ROOSTER 
BRAND 

Supposing    you 
,  -    have    any    worries 

ICrow/LOverAll 

^Mff-.  over 

White  Duck  or 
Khaki    Garments 


We    can    alleviate     your    sufferings. 
We  are  Specialists 

Robert  C.   Wilkins   Co., 

Limited 
Soft  Shirts       Men's  Pants      White  Coats         Overalls,  etc- 

Business  Office  and  Factory,  Farnham,  Que. 
Montreal      -      501   New  Birks  Building 
Toronto     -     Room  K,  Toronto  Arcade 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  Jlustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     $2,50     Mailed  Free 

Specimen  Copy  will  be  supplied  on   application. 


Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.  E.C. 


Publishing  Offices  : 


Melbourne, 

Sydney, 

London, 


Fink's  Buildings 

Post  Office  Chambers 

71  Queen  St.,  E.C. 
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MAKE    THIS    A 

Record   Year 

IN  YOUR  BUSINESS 

HOW? 


By  making  your  selection  from  the  largest  and 
most  complete  range  of  Dry  Goods  in  Canada. 

117  our  travellers  have  not  already  booked  your  orders  let    us  know  when  you 
will   be  ready  to  look  through  our  range,  and  our    regular    or    special   men 
will  call  on  you. 


COTTONS 

GREY  AND  WHITE  COTTONS,  FLANNEL- 
ETTES, GINGHAMS,  WRAPPERETTES,  spe- 
cial value  in  all  lines. 

See  our  LEADERS. 


SMALLWARES 

EVERYTHING   you   require   in   smallwares,  and 
all  money-makers  for  you. 


EMBROIDERIES 

The  most  important  stock  house  in  Canada  in  Embroideries.     We  were  in  the  market  at  the  most  favor- 
able time  the  past  buying  season,  and  secured  many  attractive  .lob  lines  in  Embroideries. 
Call  on  us,  see  our  travellers,  or  write  us  for  any  description  of  Embroideries — all  up-to-date  numbers. 


LINEN  DEPARTMENT 

Special  Values  in  Plain  and  Fancy  Huck  Towel- 
lings, Irish  and  Scotch  Crash  Towellings.  Com- 
plete assortment  of  White  and  Colored  Turkish 
Towels,  all  at  old  prices. 


MEN'S    FURNISHINGS 

Our  travellers  are  carrying  a  complete  range  of 

Fall  lines.     Do  not  buy  until  you  examine  our 

offerings. 

This  advice  is  valuable. 


READY-TO-WEAR  DEPARTMENT 

We  draw  particular  attention  to  our  range  of  Ladies '   Blouses.    The  very  latest  designs.     Creators  of  busi- 
ness wherever  shown. 
Our  special  Gingham  Dress  for  Children  6  to  12  years  of  age  at  $9.00  is  a  wonderful  seller. 


GREENSHIELDS  LIMITED 

MONTREAL 

Sample  Rooms  in  all  the  Principal  Cities  and  Towns  of  Canada 

EVERYTHING   IN   DRY   GOODS 


DRY    GOODS    REVIEW 
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Debenhams  for  Novelties ' 


Spring 


1913 


THE  SEASON'S  SILKS 


The  fashion  for  rich  silks  continues  strong,  both  for  day  and  evening 
wear.  The  satins  are  of  the  dull  surface  or  charmeuse  character.  Such 
qualities  as  our  Satin  Diana,  Satin  Veronique,  and  Satin  Patricia,  are 
most  popular;  crepe-de-chenes  are  much  in  favor,  also  silk  and  wool 
crepes  and  Ninons  in  plain  colors  and  printed  designs. 


THE  SEASON'S  COLORS 


Bulgarian  colors  will  take  first  place,  both  for 

MILLINERY   AND   TRIMMING 

The  other  popular  shades  to  be  shown  are: 

GOLD,  PORCELAINE,  BRIGHT  YELLOW,  LIME,  DAHLIA, 
CORAL,  PURPLE,  CERISE  AND  EMERALD. 

You    are    cordially  invited    to  visit    our  warehouse    and    see    our  collection  of 


DEBENHAMS  (Canada)  LIMITED 

BAY  AND  WELLINGTON    STREETS,  TORONTO 
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Spring  jfWtllmerp   1013 


Our  Spring   Opening  Will   Take  Place 

Monday,  March  3rd 

IN  OUR  MONTREAL  WAREHOUSE 

We  will  show  the  most  exclusive  collection  of  PARIS  and 
LONDON  HATS,  STRICTLY  IMPORTED.  In  addition 
we  carrry  a  full  line  of  MILLINERY  NOVELTIES, 
HATS,    FLOWERS,    FEATHERS,    ETC.,    ETC. 


Ready    for    early   buyers    February    10th 

Quebec     and    Ottawa     opening     Dates 

March    10th 


DEBENHAMS    (Canada)    LIMITED 

18-20  ST.  HELEN    ST.,  MONTREAL 


T)  1{  Y     G  O  O  I)  S     I{  E  A'  !  E  W 


U)f 


%t>h* 


MADE  IN  SCOTLAND 


has  a  larger  sale  than  any  other  similar  fabric  in  the  world. 


<J  Your  'wholesale  dealer  will  show  you  a  larger  range  of  designs  than  ever  before,  embodying  the 
latest  word  in  Gingham  styles.     <J]To  insure  delivery  place  your  order  at  the  earliest  opportunity. 

Wm.  Anderson  &  Co.,  Limited 

PACIFIC  MILLS,  Glasgow,  Scotland 
4 


1)  R  Y     G  0  O  D  S    REVIEW 


"&tnbergarttn: 

FOR      BOYS     AND     GIRLS 


For  Boys'  Play  Suits  &  Rompers 

Girls'  School  Frocks 

Women's  House  Dresses 


ANDERSON'S 

"KINDERGARTEN" 

CLOTH 


Specially  Constructed  for  Hard  Wear 
A  Popular  Retailer 

Can  be  Ordered  from  any 

Canadian  Wholesale  House 


A I   WM.  ANDERSON  &  CO.,  Ltd    V71  A 

PACIFIC  MILLS,  GLASGOW 

SCOTLAND 
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HORROCKSES' 
FLANNELETTES 

Are  Made 
From  Carefully  Selected  COTTON 


The  nap  is  short  and  close,  no 
injurious  chemicals  are   used 


QUALITY,  DESIGNS  AND  COLOURINGS 
ARE  UNEQUALLED 


If  purchasers  of  this  useful  material  for  Under- 
wear all  the  year  round  would  buy  the  best  English 
make,  they  would  avoid  the  RISKS  they  undoubt- 
edly run  with  the  inferior  qualities  of  Flannelette. 


See  the    name 

ANNUAL  SALE 

HORROCKSES " 

upwards  of 

on  the  selvedge 

TEN  MILLION 

every  two  yards. 

Yards. 

Horrockses,  Crewdson  &  Co.,  Ltd. 

Manchester  and  London,  England 
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STIFEL'S    INDIGOS 


ESTABLISHED      1835 


The  standard  for  over  75  years  for  making  Overalls, 
Uniforms,  Shirts  and  Goats 


FOR  the  protection  of  the  trade 
and  in  order  that  all  dealers 
and  consumers  may  know  the 
genuine  Stifel  Pure  Indigos  from 
imitation  and  unestablished 
brands,  the  Mill  are  now  print- 
ing their  name  on  the  back  of  all 
their  Indigo  Drills,  Prints  and 
Denims.  The  name  will  appear 
in  dotted  lines,  forming  the  name 
Stifel,  as  fac-simile  shown  below. 


Best    lor    over    seventy-five    years, 

but    no    more    expensive    than 

the    ordinary    kind. 


For  the  genuine 
Look  for  this 
name  on  the  back  of  the 
Cloth  of  your  garments. 


TRADE  MARK-Registered 


Stifel's  Indigos  have  been  manufactured  for  over 
seventy-five  years  and  have  been  continuously  on  the 
market  all  of  that  time.  They  received  the  gold  medal 
award  at  the  St.  Louis  Exposition  and  are  recognized  by 
the  trade  as  the  standard  and  best  Indigos  made.  The 
manufacturers  guarantee  them  not  to  break  in  the  print 
and  to  hold  their  beautiful,  brilliant  blue  color  longer 
than  any  other  fabric.  They  are  sun-proof  and  tub-proof 
and  while  soft  and  pliable/ are  easy  to  wash.  They  are 
constructed  for  durability  and  strength  and  wear  like 
leather. 

LOOK  FOR  STIFEL'S  NAME  ON  THE  BACK 

Manufacturers 

J.  L.  Stifel  &  Sons 

Selling  Agents 

Franklin  Mfg.  Co. 

260   Church   St.,  NEW   YORK 

SALES  OFFICES: 


Toronto 

Montreal 

New    York 

Baltimore 

St.    Louis 

Philadelphia 

Boston 

Havana 

San  Juan 

Port  of  Spain 

Chicago,    III. 

St.  Joseph,  Mo. 

Kansas   City,   Mo. 

St.  Paul,  Minn. 

Winnipeg,    Can. 

San   Francisco,   Cal. 


14    Manchester    Bldg. 

10    Hospital    St. 

260-262    Church    St. 

114    W.    Fayette    St. 

426    Victoria    Bldg. 

839  Market  St. 

68    Chauncy     St. 

-  -  -  Cuha 

Porto  Rico 

Trinidad.  B.W.I. 

Jenkins,    Kreer    &    Co. 

Harry  E.  George 

Harry  E.   George 

Wm.   C.   Motter 

Stuart    M.    Campbell 

(has.    H.  Bradley 
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This  TRADE  MARK 


Guarantees  Highest  Quality 


REGD.  TRADE  MARK 


You  can  buy  your  Nets  direct  from  the 
oldest  Net  Manufacturers  in  the  World 

John  Heathcoat    &    Co. 


LONDON, 


ENGLAND 


Patentees  of  the  first  Lace 
and    Net  Machine  in    1808 


SILK 


Illusions 
Toscas 
Veilings 
Dewdrop   Nets 


SILK 


Brussels  Nets 
Dress  Nets 
Tucked  Nets 
Alencon  Nets 


Also  Fine  Cotton  Nets 


Makers    of    the    Famous   Heathcoat    Waterproof    Maline. 


STOCK  CARRIED  BY 
A.     B.      FISHER,     64  Wellington  Street  West,     TorOIltO 


SOLE  CANADIAN   REPRESENTATIVE 


Head  Office  and  Salesrooms:  13  Ironmonger  Lane,  Cheapside,  E.C. 
Factories  at  Tiverton,  Exeter  and  Cullompton,  England 
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Mclntyre's 

THE  SPECIALTY  HOUSE  OF  CANADA 


Our   representatives   are  now  showing 
for  FALL— 

Trefousse  Kid  Gloves 

Rouillon   Kid   Gloves 

Crown  Glove  Co.'s  Lined  Gloves 
and  Mitts 

Fabric  Gloves  of  Every  Description 

Scotch  Knit  Seamless  Gloves, 
the  Best  Made 

Corona  Mills  and  Wolsey  Underwear 

Hosiery  and  Half  Hose  in  Silk, 
Cotton,  Lisle  and  Worsted 

Sweaters  and  Fancy  Woollens  for  Men, 
Women  and  Children 

A   Complete    Assortment 
in  Every  Department 

YOUR  ORDERS    RESPECTFULLY   SOLICITED. 


Mclntyre  Son  &  Co.,  Limited 


WINNIPEG 


MONTREAL  and 

OFFICES  IN 

Halifax 
Quebec 

European  Offices  :  Manchester  Paris  Chemnitz 


Ottawa 
Peterboro 


Toronto 
London 


Calgary 
Vancouver 
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Increased  Their  Business 
$15,000   in   One   Year 

With  Brenard  Manufacturing 
Co.'s    Business   Getting  Plan 

Ward-Coppage  increased  their  business  $15,000.00  in  one  year  over  the  same  period  of  previous  year 
by  following  the  detail  of  a  plan  that  we  have  perfected  for  retail  merchants — a  plan  that  will  increase  their 
businesses  without  their  being  obliged  to  cut  their  regular  prices  one   cent. 

Amsler  &  Co.,  with  the  same  plan,  took  in  $9,236.35  in  two  days. 

Mr.  Garber  took  in  $3,325.00  in  cash  in  one  day  in  a  town  of  only  025  population. 

Mr.  Clark  says  our  plan  produced  him  the  largest  day's  business  in  the  history  of  his  store — over  40 
years. 

Merchants  Are  Reordering  Our  Plan 

B.  C.  Sham  in  writing  us  on  the  10th  of  last  month,  says:  "My  contest  closed  December  31st  with  the 
largest  day's  sales  I  ever  had,  and  I  consider  it  a  winner  from  every  standpoint.  I  cannot  praise  your  plan 
too  highly  and  as  appreciation  of  same  I  am  to-day  placing  my  ordering  with  your  Mr.  Price  for  another 
one  of  your  plans  to  stimulate  my  trade  during  this  dull  season." 

0.  A.  Colvin,  in  writing  us  the  other  day,  says:  "I  used  your  plan  last  year.  The  results  proved  so 
satisfactory  that  I  have  this  day  placed  my  order  with  your  Mr.  Eastman  for  one  of  your  other  plans." 


Our  Plan  Gets  Hundreds  of  People 

Directly    Interested    in 

Your    Store 

it  has  this  army  of  people  hustling'  for  you — it  has  thein 
urging  their  frieuds  and  neighbors  to  trade  at  your  store. 
And  it  keeps  them  hustling  for  you  six  solid  months  or 
more. 

With  our  plan  you  ran  make  dull  Wednesday  a  bigger 
day  than  busy  Saturday.  You  can  make  slow  January 
and  February  the  biggest  months  in  the  year — and  do 
this  without  cutting  and  slashing  prices — you  can  get  this 
big  business  at  regular  prices.  You  can  work  off  slow 
sellers  and  old   goods  at  full  selling  price. 

In  other  words,  our  plan  eliminates  the  necessity  of 
putting  on  a  cut-price  sale  and  throwing  your  profits 
away. 

And  you  need  not  hold  a  cut-price  sale  even  though 
your  competitor  does — even  though  he  cuts  the  very  life 
out  of  prices.  Our  plan  will  get  you  the  business.  You 
will  sell  all  of  your  goods  at  regular  prices  for  cash,  while 
your  competitor  carries  the  absolutely-necessary-charge 
accounts  at  cut  prices. 

Our  Plan  Overcomes  all  Competition 

The  manner  in  which  the  most  minute  detail  is  worked 
out  our  plan  will  stop  people  from  patronizing  catalogue 
houses. 

It   will   stop   people   from    patronizing  soap   clubs. 

It  will  stop  people  from  patronizing  box  car  merchants, 
peddlers,  etc. 

It    will    overcome    the    trading    stamp    evil. 

It  will  stop  people  from  patronizing  transient  mer- 
chants— men  who  come  into  your  town  with  a  bankrupt 
stock,   salvage   goods   or   Are  goods. 

It  will  stop  people  from  patronizing  them,  no  matter 
how   enticing   or   attractive   they    make   their   bargains. 

In  fact,  you  can  overcome  any  kind  of  competition 
with   our    plan. 

Long  ago  we  found  out  that  we  had  to  have  a  com- 
plete detailed   plan   for  every  condition,   so   if  you   will  tell 


111  •  Brenard  Mfg.  Co.  is  NOT  operating    under 

WUrmnCT  any  other  name.  r 

Jj  Q|  |    III  J'      This  statement  is  deemed  necessary  as  recently  oug 
O     attention    has    been    called    to    the    fact    that    firm' 
under  cither  names  with  similiar  propositions  to  ours  have  claimed  con" 
(lections  with  us. 


us  the  kind  of  competition  you  have  to  overcome  we  will 
show  you  a  plan  that  will  overcome  it.  We  have  done  it 
hundreds   of   times   for   others   and   can   do   it    for   you. 

How  Our  Plan  Works 

The  small  merchant  can  increase  his  sales  just  as 
easily  as  the  large  merchant  with  our  plan,  the  details  of 
which  are  so  worked  out  as  to  appeal  to  the  selfishness  of 
people,  and  you  know  as  well  as  we  do  that  every  human 
Deiug  is  intensely  selfish.  If  he  thinks  he  is  going  to  get 
something  for  nothing  he  will  not  only  buy  more  goods 
than  usual,  but  will  tell  all  his  friends  and  neighbors 
about  the  big  advantage  of  buying  all  their  goods  from  you. 

The  advantage  of  this  plan  is  that  it  so  centers  the 
customer's  attention  on  getting  something  for  nothing  at 
some  future  time,  that  he  loses  sight  of  present  values  anil 
pays  you  your  regular  price  and  glad  of  the  opportunity. 

Maybe  you  carry  a  .fi'0,000  stock  and  maybe  you  don't. 
Goods  are  easily  bought:  as  our  plan  brings  in  the  actual 
cash,   you   pay   your   bills  and   get  the   discount. 

You  buy  a  bill  of  goods  on  the  first  of  the  month — 
they  are  seasonable — our  plan  will  sell  them — will  turn 
them  into  cash  before  the  hills  come  due — you  pay  the 
manufacturer  or  jobber  his  share  and  you  bank  the  bal- 
ance, which  is  profit.  This  profit  yon  have  made  without 
investing    a    cent.      You    make    it    off    of    the    other    fellow's 


apital. 


We  Protect  You 


If  you  accept  our  proposition  we  will  agree  not  to  sell 
it  to  any  other  competitor  in  your  town  as  long  as  you 
remain  our  customer.  If  you  desire  to  increase  your  busi- 
ness with  our  plan,  do  not  delay  writing  us.  If  you  do 
delay,  it  may  be  that  your  competitor  will  already  have 
secured  our  service.  We  will  close  the  deal  with  the  first 
merchant   who   wants   it   in   your  town.     Address 


BRENARD    MANUFACTURING 

COMPANY 

Iowa  City,  Iowa,  and   Chicago,  Illinois,  U.S.A. 
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What  others  are  doing,  you  can  do 


Merchants  all  over  the  country 
are  increasing  their  sales  of  the 

Standard  Pattern 


Ask    them   about   Standard.      Then 

write  us  about  the  "Pattern 

that  gives  Satisfaction.' 


Standard  Fashion  Company 

68  Duchess  Street       -        -       Toronto,  Ont. 
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NOVELTIES 


Our  Special  Showing 


of  Spring  Novelties  is  now  being  offered 
to  the  trade  by  our  representatives.  It 
has  been  selected  with  a  two -fold  purpose 
— to  allow  you  a  liberal  profit  and  to 
attract  your  customers  by  its  very  evident 
good  value  and  up-to-dateness.  These 
two  important  points,  wherever  found, 
warrant  a  consideration  from  all. 


A   most  complete  range  of 

Ladies'  Belts, 
Ladies'  Collars, 
Frillings, 
Dress  Trimmings 

and 

Laces  and 
Insertions,  Etc. 


John  M.  Garland,  Son  &  Co. 


OTTAWA,  CANADA 
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Your  Figures  Don't  Show 
the  Profits  You  Have  Lost 

You  know  how  much  there  is  in  your  cash 
drawer,  but  you  do  not  know  how  much 
there  should  be. 

Your  book  shows  the  total  sales  charged,  but  you  cannot 
tell  if  any  have  been  forgotten. 

This  is  because  your  system  does  not  give  you  a  positive 
check  on  the  business  of  the  day. 

A  National  Cash  Register  shows  how  much  should  be  in 
the  cash  drawer,  and  stops  forgotten  charges. 

It  records  the  total  business  done  by  each  clerk,  the  charge  sales,  bills  paid  and 
money  received  on  account.  From  its  adding  counters  and  printed  sales-strip 
you  can  secure  positive  information  about  every  transaction  of  the  day. 

It  is  the  only  system  which  will  stop  mistakes  and  losses  and  insure  your  getting 
all  your  profit. 

Write  For  Free  Booklet  . 

The  National  Cash  Register  Company,  Ltd. 


285  Yonge  Street, 


TORONTO 


Canadian  Factory,   Toronto 
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PEARSONS'  BASKET  FACTORY,  NOTTINGHAM 

ENG. 

92  Years  Experience 


PATENTED 

HARD-WEAR 

PROTECTORS. 

THOUSANDS  IN  USE 
IN  ALL  COUNTRIES 


WATER  PROOF 

INDESTRUCTIBLE 
BEST  VALUE 

_         OBTAINABLE 


ILLUSTRATED  CATALOGUE  FREE 


w 


ESTERN 


Incorporated 
1851 


ASSURANCE 
COMPANY 


FIRE 

AND 

MARINE 


HEAD  OFFICE,  TORONTO,  ONT. 

Assets  over  $3,570,000.00 

54,000,000.00 


Losses  Paid  Since  Organization 
of  the  Company,  over    - 


HON.  GEO.  A.  COX,  President 

W.  R.  BR  DCK,  Vice-President 

W.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER,  Secretary 


Store  Management-Complete 


16  Full-Pate 
Illustrations 


Store 

Manag^ 
Complet£ 


272  Cage* 
Ron ui!  in  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  BOOK 

BY 

FRANK 
FARRINGTON 

A  Companion  Book  to 

Retail  Advertising 
Complete 

$1.00  POSTPAID 

"Store  Management- 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
but  the  largest  profit 
may  be  realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample: 

CHAPTER  V.-THE 
STORE  POLICY-What  it 
should  be  to  hold  trade. 
The  money-back  plan. 
Taking  back  goods. 
Meeting  cut  rates. 
Selling  remnants.  De- 
livering goods.  Sub- 
stitution Handling 
telephone  calls. 
Courtesy.  Rebating 
railroad  fare.  Courtesy 
to  customers. 

JUST  PUBLISHED 


Stnd  us  $1.00.    Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  returii  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 

TORONTO 


LIDDELL'S 

GOLD  MEDAL 

LINENS 


The  Liddell  1913  range  consists  of  an 
immense  showing  of  exclusive  high 
grade  designs  and  styles  in  table  cloths 
and  napkins  in  sets,  embroidery  and 
hemstitched  bed  spreads,  sheets,  pillow 
cases  and  shams,  D'Oylies,  tray  and 
sideboard  scarfs,  tea  coseys,  cushion 
covers  and  all  kinds  of  fancy  linens. 
For  one  hundred  years  leading,  still 
leading. 

See  our  range. 


R.  H.  COSBIE,  LTD. 

IRISH  LINEN  AGENCY 
30  WEST  WELLINGTON  STREET,  TORONTO 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 


Order  of  your   Wholesaler. 


ROBERT   HENDERSON 

AJr      l  jCJ        ^ry   Goods    Commission    Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 
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The  Kings  of  Fashion'    and     The  Queen  of  Fabrics' 

English  Mohairs     guaranteed  by  the  B.  D.  A. 

Bechoff- David  and  Paul  Poiret  portray  style's  latest  lines  in       But  English  Mohairs  are  not  alone  for  high  style.     They  are, 
English  Mohairs!  first  and  foremost,  practical. 

Because  Bradford   keeps  the  "Queen   of  Fabrics'"  eternally  .,             ex.               x        L-e  i                 i   i  i      1        n 

,,,.,.        ^            i.  i       i  Always   rresh,   ever    beautiful,   unspoilable    bv   dampness    or 

up  to  the  minute  in  weaves  ahd  colors.  .         •  .  .  .       .,'      ,,r  .,J     _, ,r 

r  dust — inexpensive — serviceable — these   are   the    real    reasons 

Just  now  the   shadow   of   the   East   is   thrown   over  all  style  wny    vou    ,.a„     seli     English     Mohairs    (guaranteed     by     the 

developments — and     no    fabrics    show    better    examples    of  j$_  D.  A.)   every  dav  in  the  year. 
Oriental    shades   than    mohairs   guaranteed  by   the   Bradford 

Dyers'  Association.  See  the  new  colorings  at  your  wholesalers. 

THE  BRADFORD  DYERS'  ASSOCIATION 
OF  BRADFORD,  ENGLAND 
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The  W.  R.  Brock  Co.  (Limited),  Toronto 

WASH  GOODS 

Spring  1913 

Probably  no  SPRING  SEASON  for  many  years  has  brought 
forth  such  an  INFINITE  VARIETY  of  DAINTY  WASH 
MATERIALS  as  this  present  season.  THE  MOST  PRO- 
MINENT  of    these    FABRICS  are 

Plain  and  Stripe  Ratines 

Plain  and  Stripe  Crepons 

Ratine  Stripe  Crepes 
Stripe  Bedford  Cords 

Radium  Foulards 

Plain  and  Fancy  Voiles 

Scotch  Zephyrs  (including  Large  Range  Stripes) 
White  Piques  (all  widths  of  Cord) 
White  Bedford  Cords 

White  Corduroy  Cords 
White  Repps 

MOTOR    LINENS,   RAMIE    LINENS  and  IRISH  LINEN  PONGEES 

are  also  in  great  demand 

WE  HAVE  THEM  ALL 

also 

Palatine  Prints  and  Taffeta  Prints, 

in  great  variety  of  designs 


BORDER    GOODS    are    as    strong    as    ever.      We    are    showing 

Border     Prints,    Ginghams,    Muslins,  Voiles    and    Repps 


in 
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m  New  French  period  fitting  room  in  the  store  of  A.  E.  Eea  Co.   at  Ottawa.     A  recent  departure  which  has  already  brought 
HJ  splendid  results.     See  next  page. 
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Handsome   Fitting   Rooms  are  Provided 

A.  E.  Rea  &  Co..  Ottawa,  have  furnished  two  good-sized  rooms  for  use  in 
showing  and  fitting  high-class  garments  and  millinery — French  period  furnish- 
ings used — Have  found  this  step  extremely  valuable  in  catering  to  high  class 

trade. 


COMPARATIVELY  few  millinery,  dressmak- 
ing and  even  men's  clothing  stores  in  Can- 
ada have  yet  realized  the  increased  selling 
value  of  large  and  well  equipped  fitting  and  dress- 
ing rooms  for  customers. 

For  years  the  most  obscure  corners  of  the  store 
have  been  partitioned  off  for  the  use  of  customers 
when  trying  on  or  fitting  a  hat  or  garment.  The 
general  size  of  the  fitting  room  is  about  six  feet  by 
six  feet  so  that  when  three  people  get  in  this  space 
little  wonder  that  they  sometimes  become  irritable 
and  often  refuse  or  postpone  the  purchase. 

A  few  weeks  ago  the  A.  E.  Rae  Company,  of 
Ottawa  decided  to  experiment  with  large  and  com- 
fortably furnished  fitting  and  dressing  rooms, 
Hitherto  such  rooms  in  their  store  bad  measured 
about  six  by  six  feet.  The  result  of  the  experiment 
has  been  an  agreeable  surprise.  The  sale  of  ladies 
garments  and  millinery  has  increased  many   fold. 

Two  new  fitting  rooms,  pictures  of  which  are 
here  shown,  have  been  fitted  up  on  the  millinery  and 
women's  wear  floor.  Each  room  measures  IS  by  12 
feet,  and  i<?  luxuriously  and  attractively  finished. 
The  supreme  object  for  the  rooms  is  to  give  a  cus- 
tomer about  the  same  amount  of 
space,  coupled  with  privacy  to  try 
on  her  garments  as  she  would  have 
in  her  own  bedroom.  And  being 
so  there  is  sufficient  room  for  two 
or  three  friends  to  sit  around  and 
criticize  or  admire  the  new  ap- 
parel. 

One  of  the  two  rooms  is  fur- 
nished in  pink,  the  other  in  grey. 
The  curtains  are  of  rich  velour 
and  the  carpets  are  velvet.  Tn  the 
pink  room  the  furniture  is  of  solid 
mahogany,  while  in  the  arey  room 
the  furniture  is  of  walnut.  The 
indirect  lighting  system  is  used, 
the  globes  or  bowls  being  of  white 
satin  finished  glass  and  {be  light 
is  so  arranged  that  it  harmonizes 
with  the  furnishings  and  gives  a 
cheerful  effect  without  casting  a 
shadow  in  the  room. 

At  the  end  of  the  rooms  are 
wardrobes  in  which  a  good  range 
of  evening  and  party  gowns  are 
kept.  Two  or  three  models  are  in 
the  room  on  which  the  gowns  can 
be  tried  to  show  their  effect.  Such 


rooms  a.-  these  naturally  appeal  to  a  customer.  The 
difference  from  a  well  appointed  dressing  room  is 
not  realized.  Brushes  and  combs,  hairpins  and  other 
articles  that  might  be  needed  by  a  customer  are  to 
be  found  on  the  dressing  tables. 

The  fitting  up  of  these  handsome  rooms  has 
been  found  an  added  inducement  for  high  class 
trade.  Buyers  of  high  priced  garments  and  millin- 
ery appreciate  the  advantages  of  well  appointed 
rooms  for  trying;  and  fittine;  on. 


Scott,  Sask. — Miss  Bailey,  of  Saskatoon,  is  open- 
ing a  millinery  and  dressmaking  store. 

Brandon,  Man. — Plans  are  under  way  for  the 
erection  on  the  corner  of  Tenth  Street  and  Princess 
Avenue,  of  a  large  department  store.  The  new 
.structure  will  occupy  the  present  site  of  the  Cale- 
donian rink  and  will  be  100  feet  by  20  feet,  and 
nine  stories  high.  The  men  behind  the  scheme  are 
said  to  be  Winnipeg  financiers,  but  are  opposed  to 
their  names  being  mentioned. 


Another  French  period  fitting  room  for  millinery  and  ready-to-wear  in  the  A.  E.  Eea 
store,  Ottawa.     These  rooms  are  simply  but  handsomely  furnished. 
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Protest  Against  Ocean  Freight  Rates 

Matter   taken    up  by    Dry    Goods  Section    of    Toronto    Board  of    Trade — 

Further  advance  in  Atlantic  rates  objected  to — Deputation  waits  upon  Hon. 

George  E.  Foster — Discrimination  is  charged. 

TORONTO,  Canada. — The  announcement  of  further  advances  in  Atlantic  Ocean  freight 
rates  has  brought  a  sharp  protest  from  the  Dry  Goods  Section  of  the  Toronto  Board  of 
Trade.  A  strong  memorial  has  been  presented  to  Hon.  Geo.  E.  Foster.  Minister  of  Cus- 
toms, objecting  to  the  advances  and  charging  discrimination  in  certain  respects.  It  is  altogether 
likely  that  the  Dominion  authorities  will  conduct  enquiries  into  the  matter. 

The  question  was  first  taken  up  by  the  Dry  Goods  Section,  a  statement  being  prepared  and  sub- 
mitted to  the  council  of  the  Board.     This  statement  read  in  part: 

"During  the  last  five  years,  they  have  put  rates  up  four  times,  advancing  dry  goods  from  15s.  a 
ton  measurement  to  30s,  and  carpets  from  10s.  to  25s.  W  eare  led  to  understand  that  they  have 
in  contemplation  further  advances  by  easy  stages  of  2s.  6d.  at  a  time  until  a  maximum  of  37s.  6d. 
is  reached." 

It  was  likewise  stated  that  discrimination  existed.  "At  one  time  in  its  history,"  read  the  state- 
ment, "this  conference  carried  on  a  through  bill  of  lading  to  Detroit,  Buffalo  and  other  United 
States  ports  of  entry  package  freight  at  five  shillings  a  ton  less  than  the  rate  charged  Canadian 

ports  and  this  freight  was  carried  in  Canadian  Vessels At  the  present  time,  there  exists 

a  noteworthy  discrimination  against  British  bought  goods,  in  favor  of  similar  goods  bought  in 
France  or  Germany;  so  much  so,  that  a  large  saving  is  made  by  some  importers  having  their  Brit- 
ish bought  goods  sent  to  Havre  for  re-shipment  on  through  bills  of  lading  from  that  point  via 
Liverpool  by  Canadian  vessels,  thus  being  charged  several  shillings  a  ton  less  than  if  they  had 
them  shipped  direct  from  Liverpool." 

IMPERIAL  CO-OPERATION  SUGGESTED 

"Under  the  circumstances  above  related,  we  hope  that  action  will  be  taken  by  the  Toronto 
Board  of  Trade,  co-operating  with  Montreal,  Ottawa,  and  other  Boards  of  Trade,  to  bring  the 
matter  before  the  Dominion  Government,  and  ascertain  if  any  remedy  be  possible,  either  through 
our  Government  independently,  or  uniting  with  the  Imperial  Government. 

"Another  partial  remedy  would  be  to  permit  goods  entitled  to  entry  under  the  French  treaty 
to  be  landed  at  any  port  and  not  as  now  exclusively  at  a  Canadian  port.  This  would  enable 
importers  to  get  the  benefit  of  the  lower  continental  rates,  and  the  Government  actually  promised 
this  measure  of  relief  should  conditions,  such  as  those  complained  of,  arise." 

Charges  of  a  combine  in  restraint  of  trade  were  made  and  Government  investigation  asked. 

MINISTER  OF  CUSTOMS  WAITED  UPON 

A  short  time  after  the  matter  was  first  brought  up,  Hon.  Geo.  E.  Foster,  Minister  of  Customs, 
visited  this  city  and  an  interview  was  arranged  with  him  to  talk  the  matter  over.  A  deputation,  re- 
presenting the  dry  goods  section  of  the  Board  of  Trade,  waited  upon  him  and  presented  their 
claims. 

Mr.  Foster  promised  that  the  Government  would  give  the  matter  consideration,  but  explained 
that,  as  a  thorough  investigation  into  ocean  traffic  was  being  conducted  in  the  United  States,  it 
would  perhaps  be  found  advisable  to  await  developments  there  before  any  enquiry  into  the  ques- 
tion as  it  affects  Canada  could  be  attempted. 

ADVANCE  IN  RATES  HAS   BEEN  MARKED 

The  advance  in  ocean  freight  rates  has  been  very  sharp  of  recent  years,  it  may  be  explained. 
On  dry  goods  in  bales,  the  rate  has  doubled  in  4  years,  the  increase  having  been  achieved  as  fol- 
lows- January,  1908,  15s  per  ton;  Summer,  1909,  17s  6d;  January,  1910,  22s  6d;  January, 
1912,  25s;  January.  1913,  27s  6d  in  cases  and  30s  in  bales. 
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The  Best  System  of  Cost  Marking 

An  explanation  of  many  plans  followed  by  merchants  in  the  past  and   in  the 

present — The  best  system  described  is  used   to-day  by  a  number  of  the  most 

aggressive  dry  goods  merchants  in  Canada. 


FINDING  a  satisfactory  system  for  cost-mark- 
ing is  a  problem  which  has  bothered  every 
dry  goods  merchant.  Many  systems  have 
been  tried  with  varying  success  and  a  canvass  of  the 
methods  adopted  by  dealers  at  the  present  time  shows 
that  all  of  these  systems,  modern  and  obsolete,  are 
still  in  use  somewhere. 

The  main  factor  in  the  problem  is  to  secure  a 
system  of  cost  marks  which  will  make  the  cost  price 
readily  obtainable,  but  which  will  keep  the  secret 
from  those  who  do  not  need  to  know  it.  Few  mer- 
chants care  to  allow  the  members  of  their  staff  into 
the  secret  of  cost  prices.  Not  only  would  it  increase 
the  chances  of  the  information  leaking  out  to  the 
general  public,  but  it  would,  in  a  number  of  cases, 
lessen  the  confidence  of  the  salesman  in  the  article 
he  was  selling.  Let  us  demonstrate  this  point.  The 
buyer  has  picked  up  a  certain  article  for  $2.50  which 
ordinarily  would  have  cost  him  considerably  more. 
Feeling  that  the  store  was  entitled  to  the  benefit  of 
the  deal,  he  makes  the  article  at  the  price  which 
would  have  been  charged,  had  the  usual  cost  price 
been  paid,  say  $7.00.  When  the  salesman  offers  this 
article  to  a  customer,  he  concludes  from  his  know- 
ledge of  profit  margins  and  from  the  manifest  qual- 
ity of  the  article  that  the  price  was  about  $5.00.  If, 
however,  he  can  read  the  cost  marks  and  thus  learn 
that  only  $2.50  was  paid,  his  confidence  in  the  value 
of  the  article  is  lessened  and  his  arguments  will,  un- 
consciously, perhaps,  lack  the  ring  of  sincerity 
which  is  needed  to  close  a  deal.  And  yet  the  profit 
asked  in  this  instance  would  be  fair  from  every 
standpoint. 

THE  LETTER  SYSTEM. 

A  system  once  used  to  a  very  general  extent  was 
to  adopt  a  letter  code,  a  certain  letter  standing  for 
each  number.  It  was  a  common  practice  to  take 
a  word  of  ten  letters  and  use  the  letters  for  the  code. 
Thus: 

import      a      n      c      e 
1234567890 

A  more  common  practice  still  was  to  use  sym- 
bols. This  is  a  method  still  adopted  by  a  great  many 
dealers,  but  it  has  many  drawbacks  It  does  not 
require  the  deductive  reasoning  of  a  Sherlock  Holmes 
or  an  Edgar  Allan  Poe  to  solve  a  symbol  cypher 
when  one  comes  in  contact  with  it  every  minute  of 
the  day. 

Still  another  method  is  to  adopt  a  certain  figure, 
say  275,  and  add  to  it  the  actual  cost  price  of  the 
article.  Thus,  an  article  costing  $1.25  would  be  mark- 


ed 400.    There  are  obvious  drawbacks  to  this  plan. 
Others  still  use  what  might  be  termed  a  type- 
writer code,  as  follows: — 

;  '  :  |   *   !  ?  (  ) 
1234567890 

THE  MOST  ADVANCED  SYSTEM. 

With  the  growing  recognition  of  the  inexpedi- 
ency of  making  reductions,  there  is  not  the  need 
now  for  the  cost  price  to  be  obtainable  by  glancing  at 
the  price  card.  With  this  obstacle  removed,  mer- 
chants have  evolved  systems  which  enable  them 
to  keep  their  cost  prices  absolutely  secret. 

A  few  dry  goods  merchants  in  Canada  are  using 
a  system  at  the  present  time  which  is  the  best  that 
the  writer  has  ever  encountered.  Stock  books  are 
divided  into  departments,  and  a  letter  is  used  to  des- 
ignate each  department.  Thus: — H,  housefurnish- 
ings,  R,  ready-to-wear.  Invoices  are  entered  up  as 
they  come  in,  a  fresh  start  being  made  at  the  first 
of  each  year.  The  nature  of  the  goods,  cost  price 
and  name  of  firm  bought  from  are  entered.  Each 
entry  is  numbered.  Tags  are  then  made  out  and 
attached  to  the  goods,  containing  letter  to  designate 
department,  the  year,  the  number  of  the  entry  and 
the  selling  price.  To  demonstrate:  A  rug  is  re- 
ceived for  the  housefurnishings  department,  cost 
$18.00.  It  is,  let  us  suppose,  the  first  purchase  made 
for  the  department  for  the  year  and  it  is  decided 
to  sell  it  at  $25.00.  The  tag  would  be  made  out  as 
follows : 

II     13     1 
$25.00. 

The  advantages  of  this  system  are  many.  If 
the  cost  price  is  desired,  it  can  be  looked  up  with 
very  little  trouble.  Goods  marked  12  will  appeal  at 
once  to  salespeople  as  goods  which  should  be  cleared 
out  as  soon  as  possible,  and  in  this  way,  the  stock 
is  kept  turning  over  with  profit-earning  complete- 
ness. 

A  system  somewhat  along  the  same  line  has  been 
adopted  by  a  great  many  merchants  in  this  and  other 
countries.  A  book  is  kept  for  each  department,  and 
each  page  is  divided  into  a  certain  number  of  lines. 
When  a  consignment  of  goods  is  received,  the  cost 
price,  name  of  firm,  date,  etc.,  are  entered  in  the 
proper  book.  The  price  tag  attached  to  the  goods  is 
then  marked  with  the  page  and  line  where  the  entry 
was  made.  If  the  entry  were  made  on  page  37,  line 
29,  the  cost  marks  on  the  tag  would  be  37  29.  A 
good  system,  this,  but  inferior  in  some  respects,  we 
believe,  to  the  one  outlined  above. 


20 


DRY    GOODS    REVIEW 


Keep   Your   Town's    Business 

¥  ¥ 

at  Home 

When  your  customer  asks 

for  goods   that   are  not  in 

stock    don't    let    her    send 

away  for  them.     Get  what 

she  asks  for — make  another 

friend  for  your  store  and  an         ; 

addition  to  your  sales. 
We  can  fill  your  order  for 

GB68  27-in.  x  56-in. 

dry   goods   now   any  time. 

Velvet  Rug           -  at  $1.00  each 
Challenge   64-in.  x  84-in. 
HEMMED    WHITE 
Quilts  -        -         -         -  at      .75 

624  &  625  54-in.  x  78-in. 
Sofa   Squares.     Views 
of  Napoleon          -         -  at  $4.50 

507  43-in.  x  3  yds.      Lace 

Curtains.    White  Bun- 

galow Net    -                 -  at      .75 

518  52-in.  x  3l/2  yds.  Lace 

Curtains.    White  Cable 

Net        -        -         -        -  at  $1.25 

535  43-in.  x  2%  yds.  Lace 

Curtains.      Arab  Bun- 

Send  us  an  order 

galow  Net    -        -         -  at  $1.10 
541  43-in.  x  3  yds.      Lace 
Curtains.     Arab    Bun- 

for some  of  these 

galow  Net     -         -         -  at  $2.10 
Regina    27-in.    by    54-in. 

lines.       They're 

Axminster  Rugs.     Nu- 
merous Designs  -         -  at  $2.00 

sellers,  every  one. 

JH  24  and  25  38-in.      In- 
ternational Madras      -  at      J\ 

800  28-in.  Frilled  Muslin  at      j\ 

505  50-in.  x  3  yds.      Lace 

Curtains.     White         -  at      .60 

A  very  large  range  of  Rugs 
and  Squares. 

The  W.  R.  Brock  Company  (Limited) 

Montreal 
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Unbiased  Buying  Connections  an  Asset 

Free  hand  in  buying  to  keep  stocks  up  to  standard — Conserving  accounts  less 
necessary  with  modern  turnover — Buyers  should  be  responsible     The  main- 
tenance of  departments  at  standard  of  highest  efficiency. 


MERCHANTS  have  more  reason  to  expect  a 
better  stock  standard  as  business  grows. 
They  must  continually  satisfy  themselves 
that  the  component  parts  of  stock  truly  represent  the 
best  on  the  market.  Therefore,  better  buying  and 
closer  costs  suggest  increasing  the  retail  price  effici- 
ency of  the  store,  as  one  of  the  stronger  methods  of 
advertising  and  making  a  higher  standard  of  com- 
petition. 

In  ordinary  business,  merchants  do  not  expect  to 
get  rich  in  a  day,  and  realize  the  futility  of  sales  with- 
out regard  to  the  future.  The  necessity  for  com- 
parison is  being  recognized  every  day.  This  com- 
parison is  twofold,  because  both  buying  offerings 
and  opposition  stocks  have  to  be  judged  to  form  a 
correct  basis. 

Any  store  as  an  institution  represents  a  standard 
of  value  exclusive  to  the  establishment,  both  in  stocks 
carried  and  in  merchandising  prestige.  Every  mer- 
chant stands  behind  values,  which  as  far  as  turnover 
and  good  judgment  show  a  real  combination  of 
the  best  that  domestic  and  foreign  markets  provide. 
The  same  basis  of  value  decides  the  relative  standing 
and  selling  merits  of  wholesale,  manufacturers  and 
imported  lines,  from  which  stocks  are  drawn.  Natur- 
ally all  progressive  stores  claim  to  be  superior  in 
every  phase  of  business,  according  to  their  standard 
and  connections. 

Locality  may  have  much  to  do  with  selling  prices 
asked  or  received.  Two  business  houses  in  the  same 
town  have  different  selling  standards  in  the  class  of 
trade  catered  to  and  stock  selections  carried  generally. 
These  may  both  prove  a  good  standard  as  far  as 
successfully  serving  the  community  is  concerned. 
However,  locality  and  retail  prices  obtainable  do  not 
'  offset  the  wisdom  of  greater  profits.  Good  buying 
of  stock,  from  the  best  sources,  and  consistent  profits 
can  raise  the  standard  of  a  store  in  any  locality. 

Buying  connections  formed  by  the  store  or  the 
opposition  indicate  the  nature  of  the  stock  and 
whether  the  standard  can  be  improved.  Showings 
are  restricted  by  preferences,  office  management,  lack 
of  confidence,  indefinite  plans  or  unfortunate  cir- 
cumstances of  sentiment.  No  stock  ever  reaches  an 
ideal  of  values,  styles  or  attractions  at  any  one  time. 
To  enjoy  exclusive  control  and  the  selection  of  the 
best  in  all  lines  would  mean  no  opposition.  Unlim- 
ited capital  to  handle  quantities  and  lack  of  opposi- 
tion mean  lost  incentive  in  merchandising.  The 
proper  basis  of  departmental  competition  is  to  accept 
no  excuses,  while  considering  a  fair  profit  always 
essential. 


Buyers,  therefore,  want  the  best  and  most  satis- 
factory lines.  Selected  stocks  should  show  the  ability 
of  buyers  in  this  respect.  Assortments  do  not  add 
the  required  strength  to  the  ever  growing  standard 
of  the  establishment,  if  values  are  not  the  best  avail- 
able, ready  to  back  up  the  claims  of  the  house  and  be 
judged  from  every  viewpoint  of  good  turnover. 
Knowledge  of  market  conditions  and  diplomacy  are 
closer  indications  of  a  good  buyer  than  the  plan  of 
close  buying  through  quantity  turnover  and  price 
concessions  by  forcing  values  to  a  limited  standard. 
Apparently  there  is  a  deeper  motive  than  "selling 
the  goods  bought,"  which  is  usually  considered  suffi- 
cient test  for  good  buyers. 

Every  buyer  should  be  willing  to  have  his  abil- 
ity and  reputation  judged  by  the  standard  of  his 
stock  showings.  Otherwise  he  should  have  good  rea- 
sons to  offer  in  refuting  comparisons.  Each  section 
within  the  store  must  stand  the  test  and  each  depart- 
ment be  considered  as  a  store  in  itself. 

Good  buyers  are  depended  on  to  use  their  per- 
sonal selling  and  value  knowledge,  applied  to  mar- 
kets and  prices  without  fear  or  favor.  Standards  of 
manufacturers,  wholesalers  and  specialty  ranges  are 
compared  one  against  the  other,  value  for  value,  style 
for  style  and  price  for  price  to  obtain  such  informa- 
tion. No  two  wholesale  ranges  remain  the  same  sea- 
son in  and  season  out.  If  a  buyer's  knowledge  is 
correct,  he  should  have  a  free  hand  in  making  con- 
nections, because  he  wants  values.  The  support  of 
the  firm  should  follow  a  decision  to  place  any  depart- 
ment on  a  new  standard. 

The  benefit  of  the  doubt  that  the  stock  is  bought 
right  and  can  be  sold  within  a  specified  time  is 
,t;iven  to  every  buyer.  True,  staple  lines  are  bought 
so  as  to  make  mills,  manufacturers  or  jobbers  carry 
the  stock.  In  shrewd  merchandising,  a  great  deal 
can  be  done  to  make  one  inventory  amount  meet  an- 
other and  have  shipments  anticipate  seasonable  de- 
mand for  the  goods. 

On  the  other  hand  some  buyers  have  to  fight  the 
contention  that  if  buying  ability  insures  closer  cost 
prices,  the  store  should  have  the  extra  profits.  Ex- 
cept for  occasional  leaders  or  attractions  for  specializ- 
ed departments  and  advertising,  all  other  stock  is 
expected  to  bring  regular  prices.  Discounts  or  sav- 
ings from  the  foresight  of  the  buyer  are  overlooked. 
The  office  expects  the  profits  and  buyers  have  to  de- 
pend on  prevailing  prices,  with  permission  to  break 
the  prices  once  in  a  while,  often  under  protest,  in 
order  to  boost  business.  Surely  the  difference  is  in 
a  measure,  part  of  the  buyers'  effort  to  improve  de- 
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partmental  standards  and  should  be  credited  in  the 
prices  he  is  enabled  to  offer  at  his  discretion  and  at  a 
seasonable  time.  By  the  same  reasoning  any  mer- 
chant is  or  should  be  willing  to  accept  the  same  pro- 
fits on  similar  goods,  as  is  being  received  at  regular 
prices.  The  object  of  a  closer  standard  is  to  sell  the 
goods,  not  to  create  precedent,  and  to  form  an  adver- 
tising or  store  standard  of  broader  business  and  ag- 
gressive policy. 

Merchants  say,  "Anybody  can  buy  stock,  but  it 
is  another  thing  to  sell  it.''  The  whole  problem  of 
better  standards  is  not  such  a  question  of  over-buying 
as  clever  buying.  Good  judgment  is  used  in  improv- 
ing the  department  standard  of  costs  and  conse- 
quent values.  Every  merchant  recognizes  and  is 
recognized  by  his  departmental  buyers'  standard  and 
the  turnover  of  sections  represented.  Better  values 
increase  volume  of  turnover  proportionately.  Closer 
buying  and  ability  to  handle  quantities  through  con- 
fidence in  values  tends  both  to  quicker  turnover  and 
safer  distribution  of  accounts  to  ensure  the  highest 
standard  of  values.  Reputation  for  quantity  buying 
is  not  so  essential  as  knowing  value  when  it  is  seen, 
and  in  using  such  standard  to  multiply  the  turn- 
over  per   year. 

From  the  standpoint  of  stocks,  extra  financing  is 
not  the  factor  it  appears.  While  merchants  neces- 
sarily conserve  accounts  to  ensure  efficient  financing 
and  taking  of  discount.-,  they  should  also  improve 
their  buying  connections  to  conform  with  the  auth- 
entic knowledge  of  the  buyer,  if  the  way  is  open. 
Conserving  of  accounts  i<  becoming  less  of  an  excuse, 
as  are  many  other  excuses,  under  conservative  me- 
thods of  turnover. 

The  conclusion  is  simple.  Any  store  with  a  fair 
capital  can  insist  on  improved  value  standards. 
Those  departments  which  can  be  improved  are  actu- 
ally taking  up  the  amount  of  capital  involved  to  the 
detriment  of  that  section.  If  higher  stock  standards 
in  any  department  necessitate  heavier  stocks  to  make 
a  noise,  regular  stocks  lessen  proportionately  to  form 
a  supply  service.  The  difference  in  capital  required 
is  used  to  handle  the  quantity  and  the  sales  account 
for  the  balance. 

Success  and  standing  of  each  department  is  then 
dependent  upon  confidence  of  buyers  in  their  pur- 
chases and  the  ability  to  turn  them  over  because  of 
value.  Usually  with  normal  terms  merchants  are 
using  the  wholesaler's  or  manufacturer's  money  to 
help  take  discounts.  The  present  principles  are 
quick  turnover,  correct  connections  and  right  goods 
at  the  right  time  and  right  prices.  Plans  and  policies 
adhere  to  these  rules  irrespective  of  buyer,  wholesaler, 
manufacturer  or  opposition. 

Proper  buying  connection  is  an  asset  of  the 
modern  store. 


Night   Telephone  Service 

.Montreal,  Jan.  29. — One  of  Montreal's  depart- 
mental stores  lias  adopted  a  night  telephone  service 
by  which  would-be  customers  may  telephone  at  any 
hour  of  the  night  for  goods  to  be  delivered  the  fol- 
lowing day.  Thus,  while  this  firm  has  an  eight- 
hour  day  in  which  customers  may  get  in  the  store 
to  see  goods,  they  have  in  reality  a  twenty-four  hour 
selling  day. 

A  night  manager  is  in  attendance  on  the  tele- 
phone after  the  usual  closing  hour  and  will  take  or- 
ders for  anything  to  be  delivered  the  following  day. 
For  instance  it  happens  that  while  reading  the  even- 
in"  paper  a  man  or  woman  sees  the  announcement 
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A  NIGHT  TELEPHONE  SERVICE  GOVERNED 
BY  AN  8  HOUR  DAY. 

Unexpected  visitors  arrive — short  of  something 
or  other: — can't  get  down  town  in  the  morning.  Don't 
worry.  Phone  to-night  to  the  Night  Manager  by  the 
day  number,  Uptown  7000;  he'll  be  glad  to  take  your 
order. 


Advertisement   announcing   inauguration   of   night   service. 

of  some  goods  on  sale  the  following  day,  but  can- 
not get  downtown  in  the  morning.  They  can  step 
to  the  telephone,  call  up  the  night  manager,  leave 
their  order,  and  that  is  the  end  of  it,  until  the  goods 
arrive  C.O.D.  or  otherwise  as  the  case  may  be.  The 
idea  is  reported  to  be  working  out  very  well. 


Furs  in  the  West 

Edmonton,  Alta.,  Jan.  14. — That  the  war  in  the 
Balkans  and  the  possibility  of  trouble  in  other  parts 
of  Europe  has  had  its  effect  on  the  price  of  furs  in 
Alberta,  and  thus  on  one  of  this  province's  most 
flourishing  industries  is  stated  by  local  fur  dealers. 

They  say  that  whenever  there  is  unrest  in 
Europe  a  very  marked  decline  in  the  price  of  furs 
is  noted.  The  explanation  is  that  society  abroad  is 
taxed  heavily,  money  becomes  tight  and  furs  are 
about  the  first  of  the  luxuries  to  be  discarded. 

That  this  season  the  supply  of  furs  has  been 
remarkable.  In  some  cases,  notably  muskrat,  the 
number  is  about  75  per  cent,  greater  than  for  several 
years.  It  is  thought  that  the  exceptionally  mild 
weather  experienced  last  year  is  the  cause. 

FOX     FUB     IS    VALUABLE. 

Only  one  black  fox  has  been  brought  in  this 
season  and  the  price  of  $1,150  was  paid  for  it.  The 
fox  was  killed  325  miles  northeast  of  Edmonton. 
A  silver  fox  was  purchased  by  the  Edmonton  Hide 
and  Eur  Company  for-$900. 
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Action  is  Promised  re  Parcels  Post 

Debate  in  House  of  Commons  brings  statement  from  Postmaster  General  that 

something    will    be    done — Developments  in  United  States  will  be  watched — 

Reduction  of  express  rates  discussed. 


Ottawa. — "I  am  not  at  liberty  at  the  present 
time  to  say  what  the  Government  will  do,  but  I  am 
ready  to  admit  the  principle  that  something  must 
be  done,"  was  the  declaration  of  Postmaster-General 
Pelletier.  in  discussing  the  resolution  of  Hon.  Ro- 
dolphe  Lemieux,  declaring  the  establishment  of  a 
cheap  system  of  parcels  post  to  be  of  advantage  to 
the  consumers  of  Canada  The  Minister  answered 
Jos.  E.  Armstrong,  of  East  Lambton,  who  had  just 
a  moment  before  stated  that  the  establishment  of 
parcels  post  immediately  was  of  less  significance  than 
some  action  to  force  the  express  companies  to  reduce 
rates  by  increasing  the  size  of  the  parcel  which  goes 
by  post.  "I  would  not  dream  of  going  into  a  war 
of  rates,"  replied  Mr.  Pelletier. 

MR.    LEMIEUX    CITES   EXAMPLES. 

Hon.  Mr.  Lemieux,  who  was  supported  by  Dr. 
Michael  Clark,  of  Red  Deer,  and  Messrs.  W.  M. 
Martin,  of  Regina,  and  E.  W.  Nesbitt,  of  North 
Oxford,  dealt  with  the  subject  of  parcels  post  at 
some  length  and  with  considerable  care.  For  some 
time  he  had  hesitated  as  Postmaster-General  to  take 
action,  owing  to  protests,  presumably  from  the  coun- 
try storekeepers,  who  took  the  ground  that  it  would 
serve  to  increase  the  grasping  power  of  the  depart- 
mental stores.  Pie  had  discovered,  however,  that  they 
had  been  put  up  to  protesting  by  the  express  com- 
panies. In  England,  France,  Germany,  Switzer- 
land and  other  countries  in  the  old  world,  as  well  as 
in  Japan,  parcels  post  worked  out  well. 

Prof.  Mackenzie,  in  his  report  to  the  Toronto 
Board  of  Trade,  had  pointed  out  that  it  would  have 
a  direct  relation  to  the  high  cost  of  living,  and  the 
Board  of  Trade  had  subsequently  adopted  unani- 
mously a  resolution  asking  the  adoption  of  the  sys- 
tem. Mr.  Lemieux  quoted  rates  for  express  to  show 
that  they  were  enormously  greater  than  those  for 
parcels  post  in  the  United  States.  He  believed  a 
parcels  post  system  would  bring  money  into  the  cash 
box,  just  as  a  reduction  in  postal  rates  for  letters  had 
done.  He  thought  that  increases  might  be  given 
the  employees,  and  the  mail  subsidy  to  railway 
might  be  increased  with  the  inauguration  of  the 
system. 

MATTER  BEING  CONSIDERED. 

Hon.  Mr.  Pelletier  said  the  question  "was  brist- 
ling with  difficulties."  If  express  rates  were  too 
high  the  matter  should  be  submitted  to  the  Rail- 
way Commission.  However,  parcels  post  was  suc- 
cessful in  many  countries  and  Canada  would  have  to 
do  something.  The  whole  matter  was  being  careful- 
ly considered.  In  response  to  Mr.  Lemieux,  the 
Postmaster-General  said  that  since  the  beginning 
of  the  year  Canada  had  been  carrying  the  parcels  of 


the  United  States  mail  when  they  were  directed  to 
this  country.  "It  is  too  bad,"  said  he.  "that  we 
should  carry  others  and  not  our  own."  The  postal 
arrangements  in  the  United  States  had  been  com- 
pleted without  consulting  Canada,  and  while  deliv- 
ery was  going  on  in  this  country  the  department 
had  written  Washington  stating  that  it  should  have 
been  informed  regarding  the  matter.  In  considering 
the  matter  it  was  necessary  to  determine  that  the 
system  should  not  spell  financial  wreck  to  the  Post- 
office  Department. 

He  agreed  with  Mr.  Lemieux's  suggestion  that 
reasonable  additional  compensation  should  be  given 
to  the  postmasters  and  postal  employes  for  the  ex- 
tra work  entailed,  but  he  was  not  prepared,  whatever 
he  personally  thought,  to  make  any  admissions  con- 
cerning the  amount  paid  to  railways  in  transporta- 
tion of  mails.  At  the  present  time  Canada  was  pay- 
Mr.  Lemieux  consented,  and  the  motion  was 
allowed  to  stand  over. 

@ 

Elected  President  of  Board 

Toronto,   Ont. — At   the   annual   meeting  of  the 

Toronto  Board  of  Trade,  Lt.-Col.  Henry  Brock,  of 

W.  R.  Brock  &  Co.,  was    elected    president.     Col. 

Brock's  election  has  been  earned  by  a  long  record 


of  capable  public  service,  and  it  is  predicted  that  his 
term  of  office  will  be  featured  by  much  useful  legis- 
lation and  activity  in  the  furtherance  of  public 
interest. 
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A  Wonderful  Development 

ONE  of  the  most  marked  features  of  industrial 
expansion  in  Canada  of  recent  years  has 
been  the  growth  and  development  of  the  knitting 
industry.  This  has  been  most  marked  during  the 
last  five  years.  Plants  established  then  have  been 
added  to,  and  new  mills  have  sprung  up  all  over  the 
country.  The  output  has  been  increased  to  an  ex- 
tent which  may  well  be  termed  stupendous. 

The  story  of  this  remarkable  growth  is  told  in 
an  article  in  this  issue.  It  emphasizes  in  the  mind  of 
the  dry  goods  merchant  a  just  sense  of  the  import- 
ance of  the  knit  goods  department  of  his  store,  point- 
ing as  it  does  to  a  greatly  increased  consumption  and 
the  introduction  of  countless  new  lines  which  have 
met  with  instantaneous  favor  in  the  eyes  of  the 
public. 


The  Assault  on  Schedule  K 

THE  Canadian  Woollen  industry  is  watching 
the  course  of  events  in  the  United  States  with 
reference  to  tariff  revision  very  closely.  Radical 
changes  in  certain  tariffs,  notably  that  on  raw  and 
manufactured  wool,  would  affect  trade  conditions 
between  United  States  and  Canada  very  considerably. 
It  will  be  interesting  to  note,  therefore,  just  what 
conditions  have  been  under  the  working  of  Schedule 


K.  During  the  year  1911,  manufacturers  imported 
165,000,000  pounds  of  wool  at  an  average  value  of 
17. Sc  per  pound,  or  in  round  numbers  $20, 000, 000. 
On  this  was  paid  $12,500,000  in  duty  or  42  per  cent. 
The  levy  was  still  heavier  on  manufactured  wools, 
however.  During  that  year.  Americans  imported 
blankets  to  the  value  of  $55,000.  paying  $42,000  on 
duty  or  75  per  cent ;  dress  goods,  women's  and  chil- 
dren's, $6,364,000,  on  which  $6,498,000  duty  was 
paid,  or  102  per  cent.:  knitted  articles  averaged 
92.64  per  cent,  duty;  flannel,  $86,000  with  a  duty 
attached  of  $91,000,  or  105  per  cent, 

With  so  high  a  measure  of  protection,  it  is  no 
wonder  that  schedule  K  promises  to  be  the  storm 
centre  during  the  coming  revision. 


The  Decrease  in  Failures 

THE  number  of  commercial  failures  which  occur 
during  a  certain  fixed  period  is  a  pretty  clear 
and  fair  indication  of  business  conditions  during  that 
period.  Of  course,  there  are  many  things  to  be  reck- 
oned with  in  finding  the  cause  of  failures  Individu- 
al incompetence,  rash  speculation  outside  of  the  busi- 
ness itself,  excessive  local  competition,  all  play  their 
part  in  causing  the  wreckage  of  commercial  enter- 
prises. Back  of  it  all, however,  the  condition  of  trade 
in  general  is  the  main  factor.  If  business  is  uniform- 
ly good,  failures  are  comparatively  few:  If  general 
depression  is  noted,  the  number  of  failures  grows  in 
proportion  to  the  extent  of  the  depression. 

This  statement  of  the  case  is  borne  out  by  a  very 
material  decrease  in  the  number  of  failures  during 
the  past  year.  Prosperity  during  1912  was  very 
marked,  and  the  number  of  commercial  failures  was 
the  smallest  since  1907.  In  that  year,  1,365  were 
reported,  in  1908  there  were  1,715,  in  1909,  1,588, 
in  1910,  1,469,  in  1911,  1,401,  and  in  1912,  1,310. 
The  amount  of  the  liabilities  has  shown  an  almost 
proportionate  decrease  from  $17,582,304  in  1908  to 
$12,261,682  during  the  past  year. 

The  failure  statistics  show  that  this  decrease  has 
been  brought  about  in  the  Eastern  provinces.  In 
the  West,  in  fact,  the  number  has  increased.  In 
Manitoba,  there  were  96  failures  against  89  in  1911. 
Alberta  shows  73  failures  as  against  68  the  previous 
year,  and  British  Columbia  shows  145  as  against  122. 
Saskatchewan  has  a  balance  on  the  right  side  with 
37,  as  compared  with  48  in  1911. 

It  is  not  hard  to  find  the  reason  for  this  state  of 
affairs.  The  West  is  developing  very  rapidly,  and 
the  number  of  new  commercial  enterprises  started 
is  nothing  short  of  amazing.  That  a  large  number 
of  these  should  be  started  on  an  insufficient  basis  or 
begun  through  faulty  conception  of  trade  possibili- 
ties is  inevitable.  In  the  sections  where  the  expansion 
is  greatest  and  most  rapid,  there  the  greatest  num- 
ber of  failures  will  be  found. 
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The  increase  in  failures  does  not  hint  at  lack  of 
prosperity  in  the  West  paradoxically  enough,  it 
seems  to  point  rather  to  unusual  expansion. 


Holding  Linen  Sales 

MANY  stores  have  adopted  the  plan  of  holding 
linen  sales  during  the  early  part  of  March. 
This  custom  is  followed  in  American  stores  more 
especially,  but  the  custom  is  growing  in  Canada  and 
»cod  results  are  fallowing.  A  date  frequently  chosen 
for  this  purpose  is  St.  Patrick's  Day. 

Successful  merchandising  depends  to  some  ex- 
tent on  the  merchant's  ability  to  seize  upon  oppor- 
tunities for  special  offerings.  The  suggestion  that 
a'  linen  sale  be  conducted  on  this  occasion  is  one 
I  hat  might  well  be  considered. 


ers  have  started  out  again  and  are  finding  no  diffi- 
culty in  getting  retailers  to  place  orders  of  substan- 
tial and  promising  proportions. 

This  condition  is  indeed  encouraging.  The  wea- 
ther has  been  so  unseasonable  in  most  parts  of  the 
country  that  an  unfavorable  effect  on  trade  might 
very  well  have  been  expected.  The  slackness  noted 
in  the  sale  of  some  winter  lines,  however,  does  not 
seem  to  be  exerting  any  effect  on  ordering  for 
Spring  trade. 

Tn  the  manufacturing  and  wholesale  ends,  there 
is  every  evidence  of  extreme  activity.  Preparations 
for  a  big  year  are  going  on  apace. 


The  Passing  View 

Well  may  the  furrier  ask,  has  winter  been  abol- 
ished9 


The  Proposed  Advance  in  Ocean  Freight 
Rates 

THE  dry  goods  section  of  the  Toronto  Board 
of  Trade  has  taken  up  the  question  of  the 
proposed  advance  in  ocean  freight  rates.  Condi- 
tions existing  at  present  are  highly  detrimental  to 
trade  as  is  pointed  out  in  the  memorial  which  has 
been  drafted  up  and  which  will  be  submitted  to  the 
government  at  Ottawa. 

Rates  have  been  advanced  four  times  during  the 
last  five  year,-,  dry  goods  going  from  L5  shillings  a 
ton  measurement  to  30  shillings.  The  contempla- 
tion of  a  further  series  of  advances,  which  would  in- 
crease the  rate  by  easy  stages  to  37s.  6d.  has  stirred 
the  Toronto  Board  into  action. 

But  the  objection  advanced  is  not  solely  on  the 
score  of  rate  advances.  It  is  claimed  that  there  is 
discrimination  against  British  bought  goods  in  favor 
of  imports  from  continental  countries.  That  im- 
porters find  it  cheaper  to  ship  British  bought  goods 
via  Havre  rather  than  from  Liverpool  is  one  of  the 
changes  made. 

The  dry  goods  trade  is  very  directly  interested  in 
the  question  and  the  outcome  will  be  awaited  with 
interest. 


Conditions  Are  Sound 

REPORTS  from  all  sources  indicate  that  business 
is  remarkably  good  for  this  season.  The  op- 
timistic opinions  so  freely  expressed  at  the  first  of 
the  year  have  so  far  been  amply  borne  out.  Trade 
is  recovering  from  the  almost  comatose  state  which 
sets  in  at  the  close  of  the  Christmas  rush  and  which 
generally  continues  until  after  stock  taking.    Travel- 


American  retailers  are  meeting  conditions  created 
by  parcels  post  resolutely.  The  mail  order  houses 
have  been  strengthened,  but  they  are  opposed  by  a 
sturdier  front  on  the  pari  of  the  retail  trade. 


The  advent  of  the  small  hat  will  be  hailed  with 
satisfaction  in  sonic  quarters  at  least.  Men,  weary 
of  having  their  view  obstructed  by  hats  of  wondrous 
proportions,  are  quite  manifestly  pleased  with  the 
turn   fashion   has  taken. 


The  Balkan  embroglio  is  practically  settled  with- 
out international  complications.  Getting  down  to 
the  root  of  the  matter,  one  realizes  that  commercial 
and  financial  interests  are  strong  enough  to  give  the 
world  a  guarantee  of  peace,  in  so  far  at  least  as  a  gen- 
eral European  war  is  concerned. 


Features  of  This  Number 

Handsome  fitting  rooms  are  provided. 
Protest  against  ocean  freight  rates. 
The  best  system  of  cost  marking. 
Unbiased  buying  connections  assured. 
Action  promised  re  Parcels  Post. 
Instilling  personality  into  advertising. 
Great  growth  of  knit  goods  industry. 
The  season  opening  with   the  small  hat. 
New  era  promised  in   window  display. 
A  summary  of  advanced  fur  styles. 
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A  New  Business  Builder 

A  McCall  Book  of  Fashions — Quarterly  of  advance  styles — 
has  been  added  to  the  list  of  handsome  publications  issued  by 
The  McCall  Company.  Merchants  everywhere  instantly  pro- 
nounce it  the  most  handsome  book  of  pattern  designs  ever  put  on 
the  market. 

This  is  another  example  of  the  way  in  which  the  McCall  Publi- 
cations and  designs  meet  the  demand  of  the  great  majority  of 
American  women. 

McCALL  PATTERNS 

sell  best  because  they  satisfy  most.  They  embody  the  latest, 
best  and  most  practical  fashions.  McCall  customers  are  perman- 
ent customers. 

McCALL    TERMS 

are  clean  cut,  clearly  understandable,  with  a  reputation  of  over 
forty  years'  fail-  dealing  back  of  them.  They  offer  more  in  return 
for  the  merchant's  investment  than  any  other  pattern  pro- 
position. 

The  McCall  Canadian  Office  and  Factory  in  Toronto,  the 
largest  and  best  equipped  pattern  plant  in  the  Dominion,  enables 
us  to  offer  you  McCall  Patterns  and  Fashion  Publications  on  the 
same  terms,  conditions,  etc.,  as  are  enjoyed  by  United  States 
dealers. 

Samples  and  information  on  request,  without  the  slightest 
obligation. 


THE    McCALL    COMPANY 

The  Leading  Paper  Pattern  House  of  America 

236  TO     246     WEST     37th     STREET,     NEW     YORK 

Chicago  Atlanta  San  Francisco  Toronto,  Canada 

NOT  IN  THE  TRUST.  NO  CONNECTION  WITH  ANY  OTHER  HOUSE. 


Instilling  Personality  into  Advertising 

A  strong  feature  of  many  ads.  is  the  distinction  lent  by  the  personality  injected 
into  the  copy  by  the  ad-writers — Some  faults  to  be  avoided  in  seeking  a  dis- 
tinctive style — Personality  introduced  to  good  effect. 


THE  great  desire  of  the  ad.  writer  is  to  turn 
out  copy  that  will  be  distinctly  different 
from  other  ads.  If  he  can  accomplish  this, 
he  can  count  himself  a  real  success  for  his  copy  will 
be  extensively  read. 

To  instil  personality  into  an  advertisement  is 
perhaps  the  surest  way  of  making  it  distinctive  and 
effective.  A  writer  who  can  say  things  a  little  dif- 
ferently, who  can  show  the  influence  of  his  person- 
ality in  lay-out,  appearance  and  general  tone,  is  the 
advertiser  who  is  going  to  win  the  unvarying  atten- 
tion of  the  public.  It  is  often  possible  to  pick  up 
an  advertisement  and  find  in  it  evidences  of  a  per- 
sonality with  which  you  have  become  familiar 
through  reading  the  ad.  of  the  same  firm;  and  yet 
it  may  be  almost  impossible  to  say  just  in  what  re- 
spect this  influence  manifests  itself. 

Desire  to  instill  personality  into  advertising  copy 
leads  often  to  the  infringement  of  salient  advertis- 
ing rules.  Writers  will  make  their  assertion  flowery 
where  a  plain  statement  would  have  done  better. 
The  more  direct  the  proposition  is  broached  the 
more  effective  it  will  be.  Business  like  terms  can- 
not be  improved  upon  for  presenting  a  matter  of 
business.  The  advertiser  who  indulges  in  windy 
persiflage  or  who  crowds  his  space  with  an  exagger- 
ated lingo  punctuated  with  superlative  adjectives, 
may  carry  readers  to  his  last  sentence,  but  he  will 
fail  to  arouse  their  business  interest  They  may  ad- 
mire his  aptness  with  words,  but  they  may  at  the 
same  time  suspect  the  sincerity  of  the  proposition 
he  has  clothed  in  such  an  ornate  manner.  And 
the  object  of  an  advertisement,  do  not  forget,  is  not 
to  win  encomiums  on'  the  literary  style  of  the  writer. 
An  advertiser  is  a  man  with  something  to  sell,  not  a 
short  story  writer. 

This  self-same  desire  to  inject  personality  creates 
two  styles,  both  of  which  are  dangerous.  First  there 
is  the  facetious  ad-writer,  who  believes  that  the  sure 
way  to  win  trade  from  a  customer  is  to  win  a  smile 


first.  He  may  be  right  as  a  matter  of  principle,  but 
he  should  be  very  careful  how  he  goes  about  it.  A 
weak  jest  proves  a  maudlin  failure  in  the  advertising 
columns.  But  the  jokesmith  is  harmless  compared 
to  the  exaggeration  fiend,  who  looks  upon  the  aver- 
age person  as  credulous  in  the  last  decree  and  plays 
upon  that  imagined  credulity  with  the  most  daring 
of  assertions.  Some  advertisements  are  masterpieces 
of  bombastic  exaggeration.  They  claim  a  pre-emin- 
ence in  stock  and  price  inducements  which  exist 
only  in  a  fertile  imagination. 

As  a  matter  of  fact,  personality  is  best  shown 
in  a  plain,  direct  style. 


QUITE  —  THE  MOST  INTERESTING  MERCHANDISING   EVENT  IN  THE  HISTORY  OF  THIS  STORE—  QUITE 


WE,  THE  MANAGERS  OF  DEPARTMENTS  AT  CROMPTONS 


pinh  thr  dmred  end        Well,  «  realm  the  k 
a  bi(  merchandxmg  event  HKceufull)        We  • 


MONDAY.  TUESDAY.  WEDNESDAY,  THURSDAY,  FRIDAY  AND  SATURDAY  »jmomii>,,s*c~»«| 


A  Treat  For  The  Children 

Who  Accompany  Their  Mother 

to  tho  Slore   Any  or  Every 

Day  During  the  Sale 


Professor  Langs  Troupe  of  Humpty 
Dumpty  Dolls 


In  Hour  o(   fun  and   rIOilc  for    The  Wee   folk 


UmlMlan  Coupon.  Mill  be  Liu.d  it  F_„r,  Ooenter  with 
Eiff  Mrchais  -  little  or  tig 


Manager  of  Uoen  Ix-pt   SeJdi. 
Manager  of  KuaOM  0*pl    SiM t 


■•nager  »l  Embroidery  ftpi    Skl{t 


™^SHH~ 

Half  Price  for  Mans  Shirts 

"'  ■■"  »  F1m  OrMi  IMrtS 

•—^r"'"--"1''^- 

left  l.M  u*  i  10  Svmim  CmU  1st 

•*M<d>» *f> 

j  Muitf «r  or  the  Silk  thai  Stld ; 

!* ,l.C™'r.;'4*.ab7;:~';,l:^""'  vtT 
Hunger   of  Coat   Suit   nnt  Skirt 
0«pt   Said: 

dicates  a  Real  Bargain 


I  Hen  Wosk,  Commandite 
Monday 
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An  advertisement  which  has  been  made  effective   through 
personal  messages. 
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GOOD  ADVERTISING 


Plenty  of  Personality  Here 

There  is  plenty  of  personality  in  the  advertise- 
ment reproduced  of  E.  B.  Crompton  &  Co.,  Brant- 
ford.  The  use  of  statements  from  the  manager 
of  each  department  is  an  original  and  undoubtedly 
an  effective  way  of  making  the  ad.  as  much  like  a 
personal  conversation  as  possible.  It  is  a  talk  direct 
from  head  of  department  to  consumer. 

In  the  opinion  of  the  writer,  some  of  the  man- 
agers might  have  made  better  use  of  their  space 
had  they  "talked  turkey;"  that  is,  if  they  had  intro- 
duced their  proposition  with  the  first  few  words. 
Thus:  "T  have  39  choice  silk  dresses  which  I  will 
sell  at  a  big  reduction." 

This  objection,  however,  is  on  detail.  The  gen- 
eral idea  behind  this  idea  is  a  good  one.  This  is 
a  case  where  personality  has  been  shown  in  copy 
along  right  principles  and  with  good  results. 

@ 


Making  Good  Use  of  Space. 

Burley-Currier,  Limited,  of  Portage  La  Prairie, 
have  demonstrated  what  can  be  done  in  the  way 
of  making  full  use  of  space.  No  space  has  been 
wasted  in  this  advertisement,  and  at  the  same  time 
the  lay-out  is  effective. 

Criticism  must  be  confined  to  matters  of  detail 
in  this  case.  The  departments  have  been  "scatter- 
ed'"  and   we    find   table   linens   in   one   corner   and 


Table  Linens 


|  Lingerie  Unen,  Vetting,   Silk  and  Net  Blouses 
Figure  In  a  Startling  List  of  Prices. 


Hosiery  and 

Underwear 


PillowCottons 
Sheetings,  eto. 


Dress,  Lining  Clearance 

Smallwares  at 
Special  Prices 

HI  T...  Mh.    !!■>«««•  Ml   '■>•) 

Rssffi  jr-'J":     '« 

•"'••""'■"•"i 

.ZTJSZ^t'  « 

January  Sale 

:;r,Tc;.v":..'"..4; 

-     Grocery  Specials 

j"."\  •,.,«,*,•'.•« 

r*:r£/£'V;r";iv,  j-.^ 

,'  Vj  .' "."*!.*?•£ 

Bath  Towels 
Cut  to  Clear 


■  fee  Our  Wind 


Wlndowtul  of  specials  at  7c. 


Silks  at  Clearing  figures 


BURLEY-CURRIER 

:    LIMITED.    ; 


E»  T££tflS)2'££/!m+iS  "  C 


BURLEY-CURRIER 

■:    UMIflO.    : 


An   advertisement   which   says   a  great   deal. 


bath  towels  in  another.  This  is  a  point  which  some 
may  regard  as  superficial,  but  it  undoubtedly  counts 
in  reckoning  the  effectiveness  of  an  advertisement, 
under  the  heading  of  "lingerie  linen,"  etc.,  prices 
are  listed,  but  no  description  of  goods  is  given.  Ex- 
perience has  convinced  that  giving  the  price  only 
is  not  sufficient  to  arouse  the  maximum  of  interest. 
Another  objection  in  the  writer's  opinion  is  the 
printing  of  the  words  "January  Sale"  wherever  they 
occur  in  black  the  same  size  as  price.  The  prices 
fail  to  stand  out  as  a  result  of  this. 

® 

Ad  Which  Brought  Sales 

The  advertisement  reproduced  of  Brault  and  Mac- 
donald,  Cornwall,  brought  tangible  results  in  the 
way  of  sales.    It  is  written  in  a  straightforward  way 


January 
Whitewear  Sale 


\UR  BIG  EVENTS  are  not  frequent,  but  always  successful.  Our 
*  sole  purpose  has  been  to  inspire  confidence  in  the  public  mind; 
we  have  done  this  and  mean  to  maintain  it.  That's  one  reason 
for  this  Sale— it's  expected  of  us.  Those  who  appreciated  our 
Whitewear  Values  last  January  have  been  looking  forward  with 
gladness  to  pick  up  here  and  there  from  our  large  range  ot 
Whitewear  a  dainty  piece  of  Lingerie. 


Blouses,  Underskirts,  Princess  Slips,  Corset  Covers,  etc. 


*«.    taMftST?  rvFuw*     IV 
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$1.00 
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,u  .»d  Bl«k  CM..  S.lkW.*,.    All....  b<c    (1    1Q 

lafESlT"*"^-'/""^  75c 
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BRAULT  &  MACDONALD, 

THE  DRV  GOODS  ROUSE  OF  CORNWALL. 


Aii    advertisement   which   brought   results. 

calculated  to  inspire  confidence  and  the  price  equa- 
tion has  been  played  up  prominently.  The  price 
quotations  stand  right  out.  Thus,  combined,  with 
the  fact  that  each  article  is  described,  lends  the  re- 
quire! sales-making  force. 

The  lay-out  could  have  been  improved  by  putting 
the  heading  across  the  top  and  condensing  the  edi- 
torial beneath,  sufficiently  to  give  space  at  each  side 
for  the  talks  headed  respectively,  "Our  Methods"  and 
"Truthful  Statements."  The  main  point  after  all 
is  that  a  special  sale  is  being  held  and,  while  it  is  good 
policy  to  remind  the  public  of  the  store  policy,  the 
top  of  the  space  is  not  the  place  for  such  references 
on  this  occasion. 

$ 


Winnipeg,  Man. — Fire  broke  out  in  the  cloth- 
ing store  of  Mrs.  M.  L.  Speveck,  causing  a  loss. 

Winipeg,  Man. — J.  Shulman  has  disposed  of 
his  clothing  business  to  Ham  &  Motherwell. 

Scott,  Sask. — Mrs.  Weatherby,  of  Saskatoon,  will 
establish  a  dressmaking  and  millinery  business. 
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The  Small  Hat  for  Spring 
Rivalry  for  first  place  will  come  between  pressed 
tapes  and  mada  material  hats.  I  Ten ii >•-  and  tagels 
are  the  favored  straws.  Panamas,  particularly  in 
two-piece  hats,  have  had  an  immense  sale.  Two- 
piece  leghorns  are  good.  Malines,  crepe  lace  and 
kindred  fabrics  are  to  be  used  for  the  made  hat. 
Satin  crowns  and  straw  brims  are  in  high  favor. 
Ribbons  are  showing  growing  favor.  Two-tones  are 
strong  in  ostrich  fabrics  and  two-color  combinations 
in  straw?. 


The  Season  Opening  With  the  Small  Hat 

The  trade  believes  that  this  innovation  will  take  another  season  to  develop — 
Panamas  are  being  shown  in  new  models — New  color  combinations  to  the 
fore — The  return  of  floral  garniture — Bulgarian  and  Oriental  effects  are  much 

in  favor. 

PARIS  is  favoring  small  hats  for  Spring  wear  hemp  ramie  and  other  fancy  braids  combined  with 
,  and  the  importations  now  coming  to  hand  Malines.  Turbans  all  of  Malines  are  remarkably 
show  that  the  small  shape  must  he  accepted  strong  and  are  trimmed  with  ears  and  loops  or  with 
as  the  high  style  feature.  This  will  mean  that  the  ribbons  and  flowers  compactly  massed.  Question 
small  hat  will  be  extensively  shown  at  the  openings  marks  and  quills  made  of  fine  mixed  flowers  or  form- 
and  that  the  season  will  open  up  with  small  shapes  ed  of  tiny  ribbon  bows  are  extensively  used, 
as  the  centre  of  interest.  The  generally  expressed 
opinion  is  that,  because  the  wearing  of  a  small  hat 
for  Summer  is  so  new,  it  will  take  a  longer  period 
than  can  be  given  to  develop  this  feature  and  there- 
fore larger  models  will  lead  later  on  in  the  «eason 
This  view  is  borne  out  by  the  very  large  advance  sale 
of  Panamas.  Two-piece  models,  both  in  Panama  and 
Leghorn  have  been  good  sellers.  Hemps  and  tagels 
have  again  scored  and  for  popular  selling  a  good  deal 
will  be  heard  of  chip,  while  Milan  has  been  taken  up 
extensively  by  the  better  trade.  Two-toned  combina- 
tions are  extensively  shown,  and  not  only  is  high 
color  combined  with  white  or  black,  but  two  brilliant 
colors  such  as  bright  blue  and  green  are  shown  to- 
gether. 

Toque  and  turban  styles  are  prominent  in  ad- 
vance showings  of  millinery  styles.  The  Bulgar  or 
Balkan  shape  is  the  most  notable  favorite.  This 
shape  has  a  prominent  crown  flat  on  top  and.  with  a 
narrow  brim  section  that  fits  the  head  closely,  and 
the  usual  trimming,  is  a  pair  of  slender  ears  or  flar- 
ing loops  of  velvet  or  ribbon  or  a  scarf  loosely  knotted 
in  front  or  at  the  side. 

Oriental    turbans   in    draped    effects    are    formed      Hat  of   American  Beauty   Tagel   face.1   with  black  velvet, 
from  the  new  straw  cloths  or  from  plateaux  and  hoods  ^k"aSS  rosS— Ne^York  M  f]  ''^   W'"'':ith  °f  P3'e 
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MILLINERY 


£ 


* 


S 


s 


* 


MELLES  &  CO.,  Limited 

3   Cripplegate   Buildings,  Wood  St.,  LONDON,   ENGLAND 

Branch  Establishments 
Manchester,      Liverpool,      Edinburgh,      Glasgow,       Montreal,      Vancouver,     Toronto 


^vA-es&Co./. 


ro. 


MANUFACTURERS   AND    IMPORTERS   OF 

HATS,     FLOWERS, 
FEATHERS,  ORNAMENTS 

AND 

MILLINERY    NOVELTIES 


TRADE     MARK 


SPRING  OPENING, 

Toronto,  Monday, 

March  3rd. 

Latest  productions  for  the  coming  season 

Paris  and  London  Pattern  Hats 

inspection  of  which  is  respectfully  invited. 


GERMAIN,  SMITH  &  BIRKS,  Limited 

SELLING  AGENTS 

MONTREAL— 43  Union  Avenue— ARTHUR  ROY,  Representative 
TORONTO- 32  King  Street  West— J.  S.  WHYTE,  Representative 
VANCOUVER-432  Cordova  St -J.  K.  MARSHALL,  Representative 
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Large  sprawling  bows,  bows  giving  the  effect  of 
an  aeroplane  propeller  and  tulle  or  ribbon  in  un- 
usual arrangements  of  loops  or  ends  of  ribbon  tulle 
or  velvet,  placed  erect  or  at  right  angles,  are  a  fav- 
ored method  of  trimming.  In  a  season  when  flowers 
are  being  so  strenuously  pushed  it  is  not  strange  to 
find  many  graceful  toques  either  wholly  or  partly  of 
flowers. 

PANAMAS  IK  NEW   MODELS. 

The  prominence  of  Panamas  and  leghorns  block- 
ed with  crown  and  brim  separately  has  been  referred 
to  before.  Panamas  are  shown  this  year  in  many 
new  models  that  are  quite  a  departure  from  the  sim- 
ple and  somewhat  masculine  models  that  are  all  that 
have  hitherto  been  attempted  in  this  straw.  Pana- 
ma brims  show  all  of  tricorne  and  combinations  of 
drooping  and  rolling  outline  while  the  crowns  are 
round,  square,  bowl  shape,  straight  or  dented.  Many 
of  these  hats  are  in  graceful  long  line  effects. 

Braids  are  in  a  minor  position  and  the  rivalry 
for  first  place  comes  between  the  pressed  and  the 
made  hat.  All  pressed  hats  are  exceedingly  soft  and 
limp  and  therefore  are  very  generally  becoming.  Soft 
draped  crowns  are  certain  to  take  again  both  in  beret 
and  collapsible  styles.  Material  crowns  and  straw 
brims  will  have  a  big  vogue.  Brims  as  a  rule  will  roll 
upwards  and  many  of  them  sharply  so,  and  up-tui-n- 
ned  brims  with  Ihe  pneumatic  roll  will  be  very  much 
in  evidence. 


Spring    model,    with    flower    trimming.      Paris    creation 
imported  by  Debenhams,  Ltd. 


Malines,  crepe  and  lace  and  kindred  fabrics  are  to 
be  very  much  used.  Hats  of  this  type  are  appearing 
now,  trimmed  with  flowers,  ribbon  and  touches  of 
fur.  With  the  fur  eliminated,  these  hats  are  just 
the  thing  for  Spring  wear. 

TAKING  PLACE  OF  BLACK. 

Dame  fashion  seems  to  be  tiring  a  little  of  black 
for  the  useful  combination  color  that  is  always  re- 
quired. Two  new  candidates  for  this  place  are  tete- 
de  Negre  and  bronze  tones.  Bronze  is  combined  with 
many  colors  and  Malines  of  this  color  is  often  used, 
veil  satin  and  other  fabrics. 

In  novelty  colors  for  Spring,  prunelle  shades 
stand  high  and  all  purples  from  ecclesiastical  pur- 
ple through  orchid  and  amethyst  tones  are  very 
much  to  the  fore.  Color  blends  are  all  to  the  fore 
and  some  of  the  most  frequently  seen  are  bronze  and 
mahogany,  bronze  and  lime  green,  white  and  purple, 
cherry  and  champagne,  taupe  and  currant  red,  am- 
ber and  amethyst,  green  and  National,  green  and 
gold,  purple  and  Nell  Rose,  and  purple  and  Empire 
green.  Oriental  and  Bulgarian  and  Servian  color 
combinations  are  exceedingly  popular. 

POPULAR   TRIMMING   EFFECTS. 

Ostrich  in  the  form  of  bands,  fringe  and  fancies 
in  drenched  or  uncurled  effects  are  all  good.  Heavy 
beaded  plumes  very  slightly  curled  are  used  and  ban- 
deaux and  fancy  effects,  both  large  and  small,  are 
very  much  to  the  fore.  The  price  of  paradise  and 
aigrette  is  becoming  so  high. that  other  feathers  are 
being  introduced  to  take  their  place,  the  best  substi- 
tutes being  numidi,  gourah,  and  blondine.  Mounts 
made  of  two  or  three  flues  of  paradise  are  also  seen. 

Ribbons  seem  as  though  they  were  slated  for  a 
more  prominent  position  in  millinery  than  for  some 
seasons  past  and  the  demand  promises  to  be  a  lively 
one.  The  leghorns,  chips  and  panamas  that  are  to  be 
worn  are  sure  to  create  a  demand  for  wide  velvet  and 
moire  ribbons  to  be  used  in  the  shape  of  loops  and 
streamers.  Then,  for  other  millinery  garnitures, 
there  is  a  tendency  to  use  big  sprawling  bows,  ear- 
loops  and  quill  effects  made  of  ribbon.  Large  bows 
are  spread  across  the  back  of  the  hat  or  are  placed 
like  the  blades  of  an  aeroplane  propeller  at  the  side 
and  well  to  the  back.  Then  there  are  long  wired 
loops  that  spring  from  a  ribbon  knot  or  a  bunch  or 
group  of  flowers.  Large  ribbon  roses  are  mounted 
on  long  stems  and  loops  of  narrow  ribbon  are  formed 
into  pom-poms  which  are  set  into  jetted  stems  and 
are  used  standing  straight  up  at  the  side  or  front  of 
a  small  bolero  or  turban  hat. 

In  novelty  ribbons,  the  Bulgarian  and  Oriental 
effects  are  showing  in  greater  variety  than  ever,  the 
favor.  Floral  effects  in  warp  prints  and  printed 
effects  are  showing  in  greater  cariety  than  ever,  the 
novelty  in  this  class  being  the  Jouy  patterns. 
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YOU  CAN  BUY  YOUR 


prmg  iWtilmerp 


HATS,  FLOWERS, 

MOUNTS,  OSTRICH   GOODS, 

NOVELTIES,   MALINES, 

to  best  advantage  from  us. 


■ — "•= 


EeaSfOlt:    From    MAKER    to    YOU    direct, 

plus   freight,  duty  and   our  commission,  and 
that's  small  enough. 

Call  and  see  us  when  in  the  market.    There's 
money  in  it  for  you. 


pettal:    36-in.  Malines,  in  colors,   10c.  yd. 


Continental  jUanufacturersT  ^pnbtcate 

Htmtteb 

77  York  Street,  Toronto 
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•Tel  is  the  leading  idea  in  ornaments  and  will  rank 
high  in  brimming  line?.  Jet  used  as  a  mid-rib  cov- 
ering for  ostrich  is  very  striking  and  likely  to  be  ex- 
tensively employed, 

liETl'RN   TO  FLORAL  GARNITURE. 

The  biggest  question  before  the  trade  at  present 
is  the  position  of  flowers.  Flowers  have  been  neglect- 
ed for  the  last  two  or  three  seasons,  and,  while  any 
return  to  the  flower  laden  hat,  is  not  expected,  it  is 
felt  that  a  return  to  floral  garniture  is  now  due. 
Every  effort  is  being  made  towards  bringing  flowers 
forward  and  many  really  handsome  novelties  are 
shown.  The  rose  always  stands  first  as  a  millinery 
flower  and  roses  are  freely  shown  in  large,  medium 
and  fine  effects.  The  single  large  rose  comes  in  big 
variety  and  in  handsome  shadings.  Some  lovely 
roses  are  of  velvet  with  satin  centres  and  there  are 
delicately  frail  roses  of  chiffon,  gauze  and  mull. 
These  roses  come  chiefly  in  pastel  tones  of  cream, 
yellow,  and  pink. 

Very  handsome  mounts  of  mixed  flowers  are 
showing,  the  chief  idea  being  seemingly  to  copy 
nature  as  closely  as  possible.  Small  artificial  flowers 
are  also  mixed  and  are  used  in  making  fancy  mounts 
such  as  question  marks  cabochons.  quills  and  other 
forms  of  ornamentation. 


Corsage  bouquets  are  extensively  worn  and  milli- 
ners, who  will  take  the  time  to  put  on  show  tasteful- 
novelties  for  this  purpose,  should  find  little  trouble 
in  disposing  of  quite  a  large  stock  of  flowers  in  addi- 
tion to  those  used  for  trimming  purposes. 


Hounet  toque  with  Rembrandt  crown  of  wisteria  hemp  faced 
with  black  chip.  Collar  of  chip  around  crown  ending  in 
front  under  an  embroidered  ornament  in  beads  and  East- 
ern colors.     Osprey  mount. — New  York  Model. 


A  Good  Flower  Season  is 
.   Assured 

New  York,  Feb.  3. 

THE  French  hats  that  have  been  exhibited  up- 
to-date  this  season  have  not  shown  an  un- 
usual degree  of  variety  and  originality. 
There  are  many  duplicate  models,  and  many  varia- 
tions of  the  same  idea,  an  idea  which  has  been  used 
for  winter  millinery  and  has  in  its  favor  the  record 
of  having  been  tried  and  having  made  good.  We 
refer  of  course  to  the  close  fitting,  Oriental  turbans 
which  are  trimmed  directly  in  the  front  and  are  in 
the  majority  of  cases  draped. 

It  is  a  difficult  matter  to  oust  the  large  hat,  but 
at  present  it  is  relegated  to  the  background  where 
it  is  likely  to  remain  until  the  hot  Summer  sun 
makes  a  broad  brimmed  hat  more  comfortable. 

So  closely  does  one  part  of  a  costume  follow  any 
change  in  another  that  it  is  interesting  to  note  again 
that,  with  the  revolving  of  fashions  wheel  toward 
the  fuller  skirt,  its  natural  accomplishment,  the 
small  hat,  is  again  with  us,  which  might  argue  for 
the  fuller  sleeve,  to  preserve  the  symmetry  of  the 
figure. 

It  is  evidently  much  more  difficult  to  ring  the 
changes  on  the  new  close  fitting  hat  than  it  is  on  the 
larger  varieties  so  that  it  is  to  be  expected  that  over 
popularity  will  be  the  fate  of  the  trimmed  in  front 
turban  and  toque,  but  at  present  it  is  here,  so  it  be- 
hooves the  trade  to  make  hay  while  the  sun  shines. 

This  style  of  hat  makes  brisk  business  for  the 
frame  maker,  for  the  braid  trade,  for  the  milliners 
and  for  the  fancy  feather  trade  to  say  nothing  of  the 
flower,  ribbon  and  ornament  trades. 

A  good  flower  season  is  what  the  trade  at  large 
needs,  for  flowers  for  several  seasons  have  been  slow. 
Every  effort  is  being  made  to  advance  flowers  and 
there  is  no  reason  why  the  close  fitting  turban  can- 
not be  made  entirely  of  flowers  and  yet  conform  to 
the  very  latest  modes.  Many  all  flower  turbans  are 
being  shown,  and  while  the  trade  to  date  are  a  little 
shy  of  them,  confidence  is  being  restored  along  those 
lines.  Small  flowers,  and  always  in  combinations, 
are  the  most  desirable.  Color  is  one  of  the  important 
features  of  the  season,  and  each  and  every  hat  is  a 
study  in  beautiful  color  schemes. 
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We  know — 

and  will  prove  to  Cana- 
dian dealers  how  to 
get  the  Women's  Big 
business  of  their  town 


To  the  Dealer 

NOW 

handling  Millinery 

Before  you  stock  up  on  Spring  ma- 
terials for  your  millinery  depart- 
ment, let  us  show  you  how  we  propose 
to  put  new  vigor  into  your  Millinery 
department  and  to  better  your 
Spring  profits.  Let  us  give  you  the 
facts  and  figures  on  our  new  lines  of 
Women's  and  Children's  Pattern 
Hats,  Ready  Trimmed  and  Ready- 
to-wear  Hats,  or  any  other  Millinery 
.  items  you  may  need.  Let  us  show 
you  ivhat  the  difference  between 
Chicago  Mercantile  Co.'s  styles  and 
values  and  others  means  to  your 
store. 


To  the  Dealer 

NOT 

handling  Millinery 

You  have  no  more  rea- 
son for  leaving  out  one 
of  our  Ready-to-sell 
stocks  of  Trimmed  Hats 
than  for  NOT  ordering 
the  most  staple  line  you 
carry.  We  do  not  ex- 
pect this  statement  to 
bring  us  an  order  from  any  dealer.  What  we  want  is  an 
opportunity  to  put  before  you,  in  black  and  white,  positive 
evidence  that  you  are  turning  down  business  easy  to  get; 
that  you  are  passing  up  profits  that  will  swell  other  profits 
at  every  counter  in  your  establishment.  We  want  to  write 
you  facts;  facts  as  we  know  them  from  our  dealers,  from 
the  great  many  thousands  of  merchants  who  have  added 
Millinery  at  our  suggestion,  and  are  glad  of  it. 


We  specialize  on  complete  Ready-to- sell  Millinery  Stocks  at  $50,  $100, 
and  up,  for   those    who   do  and  those    who    do    not    deal    in    Millinery 

Write  for  itemized  list  of  the  stock  you  are  interested  in,  or.  if  you  prefer  making  your  own 
selection  from  illustrations,  write  for  our  catalogue.  Our  Statistical  Department  is  in  possession 
of  a  fund  of  valuable,  live  information  in  regard  to  what  selection  will  be  most  suitable  to  any 
locality  in  the  United  States;  therefore,  you  run  no  risk  whatever  in  leaving  the  selection  to  us, 
regardless  of  the  size  stock  you  want,  and  besides,  every  stock  is  shipped  under  our  guarantee  that 
if  not  satisfactory  it  may  be  returned  any  time  within  three  days  of  receipt. 

Send  right  now  for  our  complete  Catalogue  No.  El 44 

It  represents  the  women  'a  big  business  for  Spring.  Let  us 
send  it  to  you  now.  The  time  for  investigating  what  the 
biggest  and  oldest  house  in  our  particular  line  can  do  for 
your  business  is  NOW — before  the  season  opens.  Let  us  get 
this  catalogue  to  you  by  next  mail.  If  we  can  put  profits  on 
your  books  through  March,  April,  May  and  June,  you  want 
to  know  about  it  right  now. 


CHICAGO  MERCANTILE   CO. 

Send  me,  without  any  obligation  on  my 
part,  your  large  GENERAL  MILLINERY  CATA- 
LOGUE, also  list  of  complete  stocks,  at    

My  firm   name   is    

Address    

CHECK   WHETHER  YOU  HANDLE 
MILLINERY  OR  NOT. 
Q    1   handle  Millinery. 
|— |   1   do  not  handle  Millinery.  3 


MAIL   THE   COUPON   TO-DAY. 

Chicago    Mercantile   Co. 

159-161-163-165-167-169-171-173-175 
North    Michigan  Avenue,   Chicago 
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Card  Suggestions  for  Millinery  Displays 


DRESS  HATS 

from  Paris 
and  New^York 


w 


Chic, Charming  and 

CHEAP 

®°ip-&ce  4A  so 

HATS 


4 


Suggestion  for  card  for  a   "tone"  window  display. 


Suggestion  for  card  for  a  bargain  millinery  card. 


The  accompanying  cards  are  in  the  nature  of  suggestions  for  various 
styles  of  millinery  windows.  Two  are  for  millinery  openings.  The  third, 
which  gives  price  and  is  quite  obviously  a  "bargain"  card,  is  intended  for 
use  in  displays  wheffi  cheaper  grades  of  hats  are  shown  at  a  clearing  price. 
In  the  article,  the  distinction  being  the  Uvo  kinds  of  cards  is  explained. 


WHEN  it  comes  to  a  question  of  the  purchase 
of  millinery,  women  can  be  divided  into 
two  classes.  The  division  is  one  of  finances 
purely  and  simply.'  In  the  first  class  are  those  who 
have  the  means  to  afford  expensive  hats  and  who  are 
not  bound  down  in  their  selection  by  any  other 
considerations  than  those  of  personal  taste.  In  the 
second  class  are  the  women  who  have  little  money 
at  their  disposal  and  are  compelled  to  look  for 
bargains. 

This  distinction  must  be  borne  in  mind  when  the 
question  of  displaying  millin- 
ery arises.  With  the  window 
trimmer,  who  has  a  millinery 
display  to  arrange,  the  first  con- 
sideration will  be  the  class  that 
this  particular  display  is  intend- 
ed for  If  expensive  hats  are 
to  be  shown,  the  rule  is  to  in- 
clude a  few  models  only,  with 
a  setting  suggestive  of  the  ut- 
most luxury.  When  hats  sell- 
ing at  a  special  price  are  to  be 
put  on  display,  one  of  the  first 
rules  will  be  to  put  in  a  large 
number  so  that  the  eager 
throng  will  have  a  large  assort- 
ment to  pick  from. 

The  same  distinction  will  be 
found  when  it  comes  to  prepar- 
ing showcards.  For  the  dis- 
play of  expensive  hats,  or  the 
"tone"  window  as  it  may  aptly 
be  termed,  cards  will  be  used 
which    have    dignity    as    their 


Jncvcry  latest 


in. 
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main  attribute.  Price  is  seldom,  if  ever',  mentioned. 
The  main  thing  is  to  point  out  the  real  quality  of 
the  goods  on  display— to  state  this  fact  and  leave  the 
rest  to  the  goods.  Neat  lettering  and  quiet  shades 
will  be  found  suitable. 

But  for  a  bargain  window,  something  different 
is  needed.  Price  must  be  made  the  main  consid- 
eration. Price  is  the  big,  the  unforgettable  consid- 
eration with  the  women  who  will  study  that  display 
with  the  idea  of  picking  out  a  hat  for  themselves. 
Attract  their  attention  in  the  first  place  and  tell 
them  the  price ;  such  is  what  is 
required  of  the  show  card. 

At  the  top  of  the  page  are 
suggestions,   one  of  each  vari- 
ety.     The   "tone"   card   has   a 
display  line  in  thick  and  thin 
lettering  with  light  spurs,  the 
rest  of  the  lettering  being  in 
Roman.     This  card  should  be 
executed  in    pastel    shades,    to 
match  the  color  scheme  adopt- 
ed in    the    window.      For   in- 
stance the  outline  of  the  shield 
and  the   dividing  lines  might 
be  done  in  pink,  with  the  let- 
tering in  black.    If  desired,  the 
letters  might  be  shaded  with  a 
pastel  green.    The  figure  would 
look  best  done  in  black.     An- 
other good  arrangement  would 
be  to  use  a  champagne  tinted 
board     with     black     lettering, 
making  the  shield  outline  and 
dividing  line  in  a  deeper  cham- 
pagne shade. 
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Spring   Millinery   Opening 


•I  We  have  a  large  stock  of  latest  shapes 
in  Hair  Braids,  Milans  and  Hemp  at  the 
very  lowest  prices. 

^  Wire  shapes  (large  assortment)  at 
$1.50  per  doz. 

^  Place  your  orders  early  and  we  will 
give  you  a  good  assortment. 
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388  Notre  Dame  Street  West  MONTREAL 
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BRITISH  AMERICAN  DYEING  CO. 


The  Largest  and  Best 
Equipped 

DYE  WORKS 

In  the  Dominion 
SEND  FOR  PRICE  LIST 


GOLD    MEDALLIST    DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,  Cloths,  Tweeds,    Drills,  Ducks,  Cottons  and    Velveteens,    Hosiery, 
Yarns,  Gloves,  Braids,  Etc. 

DIED,  FINISHED  AND  PUT  UP 

Also 
FEATHERS.    SILKS.    VELVETS.    RIBBONS,    LACE,    ETC. 


ALL  WORK  GUARANTEED 
UNEQUALLED 


MONTREAL         TORONTO         OTTAWA         QUEBEC 


British  America  Assurance  Company 

A.O.   1S33 

FIRE  &  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Geo.  A.  Cox.  President.        W.  R.  Brock.  Vice-President. 

Robert  Bickerdike.  M.P.,  W.  B.  Meikle.  E.  W.  Cox. 

Geo.  A.  Morrow,  D.  B.  Hanna,  Augustus  Myers, 

John     Hoskin,    K.C.LL.D..    Frederic    Nicholls,    Alex.    Laird, 

James  Kerr  Osborne,  Z.  A.  Lash,  K.C.,  LL.D. 

Sir  Henry  M.  Pellatt.  E.  R.  Wood. 

W.  B.  Meikle,  General  Ma  tager. 

CAPITAL $1,400,000.00 

ASSETS 2,061.374.10 

LOSSES  PAIDSINCEORGANIZATION  35,000,000.00 


ESTABLISHED  184° 

BRADSTREETS 

Offices  Throughout  the  Ctvtlized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.  Ottawa,   Ont.  Montieal,  Que. 

Edmonton.  Alta.      St.  John,  N.B.        Quebec,  Que. 
Halifax,  N.S.  Vancouver,  B.C.    Toronto,  Ont. 

London,  Ont.  Hamilton,  Ont.       Winnipeg,  Man. 

Reputation  gained  by  long  years  of  vigorous, 
conscientious  and  successful  work. 

THOMAS  C.  IRVING,  w^L^aa. 

TORONTO,  CANADA 
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Great  Growth  of  Knit  Goods  Industry 


Figures  which  demonstrate  the  wonderful  increases  which  have  been  made 
in  the  last  few  years — Thirty  new  mills  have  been  started  in  that  time — Im- 
proved plants  have  led  to  superior  quality  in  output — Prospects  for  the  future 

are  bright, 


T 


HE  growth  of  the  knitted  goods  industry  in  The   total   value   of  buildings,    machinery 

Canada,  during  the  past  five  years  has  been      stock  in  Canadian  mills  is  over  $15,000,000. 
remarkable.      The   manufacture   of   under-     half  of  this  is  direct  increase  during  the  period 


wear,  hosiery,  sweater  coats,  fancy  knitted  novelties 
and  kindred  lines  is  now  one  of  the  foremost  in  the 
dry  goods  field.  The  product  of  domestic  mills  is 
becoming  a  standard  and  the  yearly  output  shows 
that  Canada  is  an  important  producer  of  knitted 
woollens,  both  for  home  and  foreign  use. 

The  district  from  Hamilton  to  London  is  the 
most  important  knit  goods  centre  in  Canada.  80  far. 
while  the  industries  arc  located  from  Nova  Scotia 
to  British  Columbia,  the  manufacturing  develop- 
ment has  been  ea>t  of  Winnipeg  which  shows  the 
future  possibilities  of  the  different  branches. 

To-day  the  equipment  of  Canadian  mills,  in- 
cluding motive  power,  knitting,  spinning,  dyeing, 
bleaching  and  finishing  machinery  is  unexcelled. 
The  facilities  for  manufacture,  either  water,  steam, 
or  electrical  power,  cannot  lie  improved.  .Many  of 
the  mills  are  supplied  with  Niagara  power  or  tur- 
bine generated  power  from  vested  water  right-  of 
the  larger  rivers  in  Western  Ontario. 

SEVENTY   MILLS   IX   CANADA. 

There  are  seventy  knitting  mills  in  Canada  oper- 
ating to  capacity  at  the  present  time.  Two  com- 
panies control  four  mills  each  and  two  other  knitting 
firms  have  two  mills  in  different  localities.  Thirty  of 
the  mills,  with  modern  machinery,  are  entirely  new 
within  the  last  five  years.  Sixty  companies  own  their 
plant,  buildings  and  equipment.  Every  manufac- 
turer of  Canadian  knitted  goods,  either  large  or 
small,  has  extended,  moved  to  larger  buildings,  in- 
stalled new  machinery  or  improved  power  facilities 
in  that  time. 


and 
( her 
from 
1007  to  1913.     Most  of  the  factories  arc  of  modem 
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Two-tone  brushed  knit,  ladies'  sweater  coat  in  Norfolk 
contrasting  collar,  stole  and  pockets.    Made  in  soft  c 
tans,  grays,  saxe  and  Alice  blue,  and  black  and  wh 


style, 
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KNITTED     GOODS 


Dry  Goods  Her  inn 


YES  !  The  "  Beaver  Brand  "  Knit  Goods  are  ready— better  prepared  for 
a  big  season's  business  than  ever  before.  With  the  added  facilities  of 
last  season,  the  contemplated  improvements  and  a  thoroughly  efficient 
staff,  we  are  going  after  bigger  business  than  we  have  yet  attempted. 
The  "  Beaver  Brand "  has  proven  to  be  a  money-maker  for  every  merchant 
who  has  handled  it.  It  will  make  money  for  you.  We  have  a  very  large 
range  of  all  kinds  of  Knit  Goods  to  select  from.  See  the  "Beaver  Brand"  early. 
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Style  No.  4675 
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R.  M.  BALLANTYNE,  LTD. 

Manufacturers  of  Beaver  Brand  Knit  Goods 
STRATFORD,  -  -  ONTARIO 
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KNITTED     GOODS 


Made  in  1  and   1   and 
2  and  1  rib. 

Black  and  Tan 

One  doz.  boxes. 


T_J  ERE  is  a  good-looking,  good-wearing  boy's 
stocking  sold  under  the  best-known,  most 
popular  name  ever  given  a  brand  of  children's 
hosiery. 

Many  hundreds  of  Canadian  merchants  are 
selling  more  of  the  Buster  Brown  Stocking  than 
all  other  styles  of  boys'  hose  combined,  and  many 
thousands  of  Canadian  mothers  have  learned  to 
appreciate  the  merits  of  this  brand  for  their 
boys'  wear. 

You  will  find  this  stocking  to  be  a  good  one 
for  your  Spring  trade.  If  you  have  no  order 
already  placed,  let  your  wholesale 
house  send  you  an  assortment,  and 
watch  results.  The  name  sells  them, 
the  quality  re-sells  them. 


Itye  Cfjtpman  Bolton  Suit. 
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The  ideal  stocking  for 
girls'  wear.      Made  of 
two  -  ply      mercerized 
Egyptian    yarn    and    finished    by    special    process 
which  gives  them  that  lustrous,   silky  appearance 
and  feel,  so  much  desired  in  misses'  hosiery  . 
We  believe  this  stocking  to  be  the  best  value  in 
a  fine  rib  stocking  ever  offered  to  the  Canadian 
trade.      It    is    attract- 
ively   put     up,     we 
made  and  well  finished 
and   in    every    way   a 
worthy    companion 
stocking  to   the  cele- 
brated Buster  Brown. 


ting  Company,  Htmtteb 


E.  H.  WALSH  &  COMPANY 


HEAD  OFFICE: 
MANCHESTER  BLDG. 
TORONTO 


Sole   Selling   Agents 

BRANCH  OFFICES: 
CORISTINEBLDG.,     HAMMOND  BLOCK, 
MONTREAL  WINNIPEG 


RESIDENT  AGENTS: 
ST.  JOHN,  N.B.         VANCOUVER,  B.C. 


The  trademark  "Buster  Brown"  as  applied 
to  hosiery  in  Canada  is  registered  and  any 
infringement  will  be  vigorously  prosecuted. 
When  ordering,  insist  on  the  genuine. 
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architecture,  providing  sanitary  surroundings,  suffi- 
cient light  day  or  night,  and  the  hest  of  system  in 
handling  merchandise  between  departments  or  ship- 
ping. The  general  office  equipment  fixtures,  the 
system,  etc.,  are  thoroughly  up-to-date.  Most  of  the 
mills  are  steam  or  hot  water  heated.  Educational 
features  are  provided. 

Sweater   coats   and    fancy    knitted    novelties    are 


High  novelty  brushed  knit  Norfolk,  showing  belt,  col- 
lar and  cuffs  and  band  in  two-tone  contrasting 
weave,  outing  hat  to  match. 

made  in  29  mills;  men's  woollen  underwear  in  15, 
and  women',-  in  <>  different  mills.  Cotton  and  bal- 
briggan  underwear  comprise  the  output  of  <S  mills  on 
men's  and  0  mills  on  women's  lines.  Men's,  wo- 
men's and  childrens'  wool  cashmere,  worsted  and 
cotton  hosiery  is  manufactured  in  14  mills.  Mitts 
and  gloves  are  specialized  in  5  mills.     During  the 


past  five  years  the  production  of  fancy  knitted  nov- 
elties has  been  practically  a  new  industry.  Making 
sweater  coats,  toques,  mufflers  and  similar  lines  can 
be  claimed  exclusive  to  that  period. 

FIGURES   SHOWING   THE    INCREASE. 

Every  branch  of  the  knitting  industry  has  in- 
creased 25  to  1,000  per  cent,  according  to  the  lines 
manufactured.  On  men's,  women's  and  childrens' 
underwear,  over  2,000  machines  with  a  daily  output 
of  9,000  dozen  are  in  operation.  The  value  is  over 
$15,000,000  annually.  Winter  lines  of  mens',  wo- 
men's and  childrens'  lines  show  the  smallest  in- 
crease— 25  per  cent,  in  five  years  or  5  per  cent,  per 
year.  This  is  stated  to  be  500,000  dozen  in  one  of  the 
larger  mills.  At  present  220  dozen  a  week  is  a  good 
run  on  combinations,  which  have  increased  from  5 
to  50  dozen  daily  since  1907.  The  increase  is  not  on 
new  machinery,  but  in  the  improved  facilities  and 
greater  efficiency  of  the  plant,  compared  with  five 
years  ago. 

The  manufacture  of  cotton  underwear  in  many 
new  qualities  for  men,  women  and  children,  has 
made  rapid  strides  both  in  greater  output  and  pre- 
ference for  the  Canadian  market.  A  comparison  of 
daily  output  in  mills  specializing  cotton  underwear 
is  interesting  in  contrast.  This  business  is  practi- 
cally all  new  except  in  two  mills,  which  have  doubled 
their  production.  The  extra  volume  is  estimated  at 
59  per  cent,  of  the  underwear  business  done  to-day. 
In  five  mills,  making  a  particular  brand  of  under- 
wear, the  figures  of  daily  increase  are  doubled  within 
the  last  two  years. 

The  production  of  cotton  undergarments  totals 
fully  4.500  dozen  daily.  In  two  instances  the  mills 
are  at  present  turning  out  1,000  dozen  and  800 
dozen  daily  on  plants  of  00  machines  each.  Esti- 
mated at  an  average  of  $2  a  dozen  for  women's  and 
$4.50  for  mens'  lines.  The  yearly  output  of  these 
two  mills  is  over  $1,000,000.  Another  mill  with  22 
knitting  heads  and  40  sewing  machines  averages 
300  dozen  garments  daily,  valued  at  $120,000.  On 
35  knitting  heads  and  corresponding  machines,  15,- 
000  dozen  yearly  worth  $150,000  are  manufactured. 

CHANGES    IN    DEMAND. 

Tn  five  years  numerous  conditions  have  helped  to 
bring  about  the  changes  in  demand.  Canadian  people 
are  living  under  improved  circumstances  and  paying 
more  attention  to  comfort  and  health  requirements. 
Whether  the  competition  of  distributing  or  aggres- 
sive selling  tactics  are  responsible  is  an  unsettled  ques- 
tion. However,  retailing  and  manufacturing  of 
woollen  underwear,  both  mens'  and  women's  is  con- 
sidered unsatisfactory  except  in  one  or  two  notable 
instances.  Competition  is  keener  in  women's  wool- 
len and  union  underwear  than  in  any  other  grades 
of  knitted  garments. 
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The  Underwear  That  S-E-L-L-S  Fast 


mm  w 


Pen-Angle 
Underwear  (the 
kind  that's  knit 
into    lasting    shape)    is 
bound  to  give  your  cus- 
tomers perfect  satisfac- 
tion.  ' 

Every  garment  is  so  shaped 
in  the  special  Pen-Angle  knit- 
ting process  that  it  won't  sag, 
stretch  or  lose  its  exquisite 
shapeliness  —  and  even  the 
wash-tub  has  no  terrors  for 
this  perfect  Underwear. 

Pen-Angle  offers  the  best  value 

you  can  get  for  the  money  ~ 

retains,  to  the  end,  all  the 

splendid  qualities  that  made 

it  sell  in  the  first  place. 

That's   why  Pen-Angle 

Underwear    sftlls     so 

fast. 


PARIS 

Underwear 


PENMANS  LIMITED 
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imported  outing  hats,  aviations  and  brushed  knit  toques  an     d  caps  for  juveniles.     Shown  in  all  seasonable  combinations 

by  L.  C.  Le  Voi,  Toronto. 


Several  circumstances  are  quoted,  which  offset  de- 
creased costs  of  garments  through  efficiency  or  the 
jDossibility  of  higher  profits  or  prices  to  meet  the  in- 
creased costs  of  production  during  five  years.  In 
some  instances,  jobbers  are  selling  (be  product  of  the 
mills  cheaper  than  the  representative  of  the  manu- 
facturer. In  cases  it  is  claimed  that  the  costs  of 
manufacture  are  not  estimated  with  any  accuracy. 

The  ultimate  result  is  to  keep  the  volume  of  busi- 
ness on  cheaper  grades,  whereas  the  initial  idea  was 
to  demand  the  bulk  of  the  merchant's  business  by 
offering  leaders.  The  volume  of  business,  especially 
in  women's  lines  does  not  cover  a  wide  enough  range 
to  demand  the  business,  which  cotton  grades  effect. 

Important  mills  established  in  1007  or  previ- 
ously, showing  a  comparative  increase  of  25  per  cent, 
in  that  time,  have  improved  their  demand  to  raise 
the  average  prices.  The  class  of  garments  shown, 
in  finish,  quality  and  value  and  the  scope  of  the 
ranges  are  made  to  establish  reputation  and  demand. 
Generally,  while  a  remarkable  increase  in  every 
other  line  of  knitted  goods  is  evident,  conditions 
have  not  favored  anything- but  steady  development. 
A  nominal  showing  is  the  best  that  can  be  expected  in 
meeting  the  problems  of  this  section  of  the  knitted 
goods  industry. 

Domestic  manufacture  of  sweater  coats  and  fancy 
knitted  novelties  belongs  to  the  period  since  1007. 
Two  of  the  mills  established  at  that  time  are  to-day 
(he  foremost  mills  in  the  world.  Canada  has  now  the 
distinction  of  having  the  largest  knitting  plant  in 
existence.  The  production  is  sold  in  all  parts  of 
North  America  in  offices  established  in  New  York. 
Chicago.  San  Franscisco  and  all  leading  Canadian 
centres.  The  output  of  20  factories  is  approximated 
.H3.000.000. 

Stock-taking  totals  show  an  increase  of  from 
4  to  10  times  the  amount  of  business  done  in  1007 
in  mills  established  at  that  time.  One  mill  reports 
the  wonderful  growth  of  1.000  per  cent,  on  the  out- 
put of  that  year.  Another  mill  has  doubled  the 
sweater  coat  department  in  one  year  and  will  aver- 
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age  10  dozen  sweaters  daily  on  10  machines  with  a 
total  value  of  over  $100,000  for  the  year's  output. 

Some  comparative  figures  of  daily  and  yearly  pro- 
duction and  the  number  of  machines  in  use  in  up- 
to-date  equipped  mills  show  the  amount  of  business 
and  future  possibilities.  In  five  years  the  daily  out- 
put of  sweaters  has  increased  five  times.  During  the 
year  an  average  of  100  dozen  sweaters  a  day  were 
turned  out  on  twenty  machines.  The  capacity  of 
this  department  will  be  doubled  this  year  to  handle 
over  5,000  dozen  sweaters.  The  comparative  in- 
crease in  toques  and  caps  runs  about  4,500  dozen ; 
gloves  and  mufflers,  sashes,  etc.,  2,600  dozen  in  five 
years. 

THE  MATERIAL  REQUIRED. 

Quantities  of  yarns  required  are  enormous.  Be- 
sides buying  1,000,000  pounds  from  the  Bradford 
market  and  augmenting  this  by  10,000  pounds  wor- 
sted and  20.000  pounds  woollen  yarns  a  week,  the 
estimate  is  likely  to  be  short.  The  demand  from  the 
different  plants  controlled  by  this  concern  promises 
to  be  beyond  this  quantity.  Another  mill  averaging 
400  dozen  sweater  coats  a  week  requires  3,000  pounds 
of  woollen,  6,000  pounds  of  worsted,  and  2,500 
pounds  of  cotton  yarns.  The  amount  of  business  is 
illustrated  in  one  instance.  Over  5,000  dozen  sweater 
coats  of  one  number  are  turned  out  on  the  flat  ma- 
chines alone  in  one  mill.  When  the  cost  of  these 
garments  is  never  less  than  $30  a  dozen,  some  idea  of 
the  value  of  business  on  the  range  is  possible. 

Another  instance  of  the  scope  of  fancy  knitted 
novelties  and  the  volume  of  this  year's  business 
is  the  quantity  of  samples  required  to  represent  a 
leading  range  in  Canada.  Over  2,800  dozen  garments 
or  novelty  numbers  are  necessary  to  cover  the  res- 
pective territories.  This  is  an  investment  of  $50,000. 
The  samples  in  proportionate  quantity  to  the  field 
and  output  of  29  other  mills  is  added  to  this  to 
book  one  season's  business. 

TRADE    IS    OPTIMISTIC. 

The  optimism  of  the  trade  is  shown  by  the 
numbers  of  new  machines  being  installed.  In  1910 
the  capacity  of  one  mill  was  1,000  dozen  sweaters 
a  year:  in  1911.  15.000  dozen,  and  in  1912,  22,000 
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Special  Announcement 


TO  THE 


Hosiery   and   Underwear   Trade 

Being  a  newly  organized  company,  we  submit  the  following  for  your 
consideration : 

The  personnel  of  the  company  is  sufficient  guarantee  to  the  trade  of  the 
excellence  of  its  product  and  ^profitable  arrangement  with  merchants  featur- 
ing our  lines    The  principals  of  Mercury  Mills,  Limited,  are  as  follows : 


JOHN  PENMAN  RICHARD  THOMSON  HAROLD  G.  SMITH 

President  Vice-Pres.  and  Gen.  Mgr.  Sec.-Treas. 

(Founder  of  Penmans  (Formerly     General     Manager  I  Formerly  Manager  of  Hos- 

Limited)  of  Penmans  Limited)  iery   Dept,,  Penmans   Ltd.) 


Being  well  known  to  the  trade  as  men  of  wide  experience,  and  having  selected 
the  most  modern  machinery,  we  are  able  to  produce: — 


Men's  Underwear  of  the  highest  quality 
and  superior  Hosiery  for  men,  women  and 
children,  in  cotton,  mercerized,  cash- 
mere and  silk. 


Our  policy  is  to  sell  direct  from  factory  to  retail  merchants,  and  our  travellers 
are  covering  Canada  from  Coast  to  Coast.  An  inspection  of  these  goods 
will  be  to  your  advantage. 

Mercury    Mills    Limited 

Hamilton,   Canada 
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dozen.  .\<  a  mark  of  confidence  and  continued 
growth.  32  new  flat  machines  added  in  one  mill 
will  give  a  capacity  of  100  dozen  daily  on  fiat  ma- 
chines. These  are  being  installed  at  a  cost  of  over 
$20,000.  To  bring  the  plant  up  to  give  a  maximum 
capacity  of  2o,000  dozen  garments  a  year,  the  latest, 
revolving  cylinder  automatic  stop  circular  machines 
are  being  added,  making  a  total  of  400  circular  ma- 
chines. 

Five  spinning  plants  with  modern  equipment 
have  been  built  during  five  years.  Canadian  yarns 
are  on  an  improved  commercial  basis  in  both  pri- 
vate or  corporate  mills.  The  qualities  of  the  yarns 
produced,  superior  dyes  and  finish  are  equal  to  the 
best  imported  grades  in  the  lines  manufactured. 
At  present  a  great  deal  more  yarns  than  are  pro- 
duced locally  are  required.  The  trouble  lias  al- 
ways been  sufficient  quantities  and  satisfactory  de- 
liveries. Tt  is  proposed  to  double  two  plants  this 
year. 

Different  grades  of  factory,  four-ply  Saxonys 
and  Canadian  Scotch  yarns  in  finer,  cleaner,  quali- 
ties than  are  sold  over  the  counter  in  the  average 
store,  are  made  in  domestic  mills.  Merchants  will 
be  offered  these  makes,  at  close  figures  just  as  soon 
as  the  production  and  supply  of  wool*  makes  the 
move  possible.  A  comparison  of  the  improvement 
in  the  yarns  used  in  many  sweater  coats,  or  knitted 
novelties  of  this  season's  range  will  show  the  distinct 
advantage  to  merchants.  Many  of  these  grades,  in 
competition  to  standard  lines  should  prove  profit- 
able, and  as  soon  as  they  are  presented  to  the  Can- 
adian retail  trade,  make  yarns  a  representative  de- 
partment in  the  stores. 

IMPROVED     MACHINERY. 

Improved  winding  machinery,  made  in  Canada 
is  replacing  old  style  winders.  The  construction 
of  these  machines  saves  room  and  an  operator  can 
attend  to  both  sets  of  spindles.  Besides  the  extra 
speed  of  the  machines,  a  hard  nosed  spindle  evenly 
wound,  conserves  the  amount  of  yarns.  The  ten- 
sion of  the  yarns  also  gives  uniform  knitting  results. 

The  hosiery  branch  of  the  Canadian  knitting 
industry  has  not  reached  the  high  standard  of  spe- 
cialization of  foreign  mills  .  Until  the  population 
and  the'  demands  of  this  country  are  greater,  the 
output  of  the  hosiery  mills  will  cost  more  because, 
to  provide  for  quantity,  several  grades  are  made  in 
one  factory.  But  the  development  during  the  pasl 
five  years  has  been  highly  satisfactory.  The  volume 
of  domestic  hosiery  sold  in  Canada  is  over  $2,000,- 
000.  Loudon  departmental  store  buyers  take  thou- 
sands of  dollars  worth  of  fine  cashmeres  a  year,  in 
qualities  up  to  $8.25  a  dozen.  In  five  years  the 
production  of  all  grades  of  cashmeres,  worsteds,  lino 


rib  or  plain  cotton  hose,  has  increased  four  times. 
The  comparative  figures  show  equal  quantities  going 
to  the  wholesale  and  retail  trade. 

The  standard  and  qualities  have  been  vastly  im- 
proved and  several  new  qualities  added.  So  far  the 
problem  of  skilled  labor,  quantity  competition  and 
the  making  of  an  assorted  line  have  proved  a  handi- 
cap. Five  years  ago  on  an  output  of  a  quarter  of  a 
million   dollars  in   one   mill,   half  of   this   quantity 


New  muffler  just  added  to  the  Fall 
range.  Made  in  fine  wools  and 
mercerised  yarns.  Courtesy  Avon 
Hosiery,   Ltd.,   Stratford. 


comprised  heavy  coarse  socks.  To-day  the  same  mill 
is  doing  three  quarters  of  a  million  dollars  annu- 
ally and  the  increase  is  represented  in  fine  cash- 
meres. Competition  of  German  mills  is  being  met 
in  men-'  and  women's  silks,  silks  and  lisle  and  fine 
Egyptian  yarn  hosiery.  Cheaper  grades  of  English 
worsted  hosiery  is  still  a  large  factor,  however. 

Assortments  will  be  curtailed  until  the  country 
increases  in  population  to  warrant  mills  on  indi- 
vidual quantities.  The  costs  of  production  of  the 
same  qualities  of  fine  cotton  or  silk  hosiery  in  Can- 
adian or  United  States  mills  varies  from  10  ro  20c 
a  dozen.  These  prices  will  be  possible  in  Canada 
with  a  corresponding  growth  to  the  last  five  years  in 
the  hosiery   industry. 
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A 


Bigger   Hosiery   Business 

Will  Be  Yours 


FOR 


THE 


WEAR 
IS  THERE 


IF  YOU  STOCK 
THES.E  LINES 
FOR   1913 


Paragon " 


"  Excelsior  " 
Gauze  Silk 
Italian  Silk 


Eclipse  Rib" 


Hosiery   for  Men, 
Women  and  Children 


Your  Wholesale  House 

Can  Supply  You. 


Thomson  Knitting   Co.,   Manufacturers,  London,  Ont. 


SELLING  AGENTS:— 
W.  R.  Begg,   20   Wellington    Street    West,     Toronto,     Ontario  ;     Stuart     M.     Campbell,     400     Hammond     Building,     Winnipeg, 
Manitoba;    J.  Dudgeon  &  Co.,   149   Notre  Dame  Street  West,   Montreal 
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WAGES   HAVE   INCREASED. 

Wages  have  increased  proportionately.  Five 
years  ago  beginners  were  satisfied  to  learn.  Plenty 
of  help  was  available  at  from  $2  to  $4  a  week.  The 
average  wage  now  is  $9  weekly  and  it  is  impossible 
to,  secure  enough  efficient  help.  Apprentices  expect 
to  start  at  $4  to  $5.  Smart  operators  make  up  to 
$15.  Over  250  families  came  to  Canada  this  year 
to  engage  in  the  different  mills.  Fully  10,000  oper- 
atives are  provided  employment. 

FUTURE   IS    BRIGHT. 

The  future  of  the  knit  goods  industry  is  equally 
bright  for  the  next  five  years.  New  companies 
starting  this  year  aggregate  $1 .500.000  capital.  Over 


Boys '  and  youths '  full  fashioned  Nor- 
folk sweater  coat  in  yoke  effect,  made 
in  heavy,  full  or  half  cardigan 
stitches  and  Shaker  weave,  and  all 
leading  colors.  Courtesy  Monarch 
Knitting  Co.,  Dunnville. 


90  per  cent,  of  the  population  in  Canada  wear 
knitted  novelties  and  the  future  outlook  shows  the 
necessity  of  large  industries.  New  buildings  are 
being  erected  and  machinery  purchased  for  modern 
equipment,  to  manufacture  underwear,  hosiery  in 
the  finer  grades  and  novelties.  With  the  Western 
business  still  to  develop  there  is  every  reason  to  expect 
a  more  remarkable  growth  in  all  branches. 

Canadian  mills  will  continue  to  lead  in  value 
and  in  appropriate  styles  for  Canadian  wear  in  the 
lines  manufactured.  The  ranges  produced  are  suit- 
able and  meet  domestic  conditions  and  climate.  The 
development  of  the  knitted  goods  industry  is  assured 
both  in  the  standard  of  values  and  departmental 
importance.     Figures  for  the  last  five  years  show 


ihere  is  not  the  slightest  doubt  as  to  the  stability  of 
the  different  sections  of  the  industry.  The  mills 
themselves,  capital  involved,  investment  in  ma- 
chinery and  the  growth  of  production  should  dispel 
all  arguments  to  the  contrary.  Canada,  is  holding 
her  own  with  the  development  reported  in  the  lar- 
gest knitting  centres  in  the  world.  The  outlook  is 
for  a  second  Leicester. 


Value  in  Underwear  Ranges 

Showings  are  as  good  as  a  year  ago — Con- 
sidering advances  in   cost   of   production, 
values  are  remarkable. 

Ranges  of  women's  Fall  and  Winter  underwear 
are  as  good  value  as  they  were  a  year  ago.  They 
are  equal  if  not  better  in  some  assortments  than 
could  be  expected.  The  different  lines  on  the  road 
since  the  new  year  are  remarkable  value  considering 
the  costs  of  production  and  the  advances  in  wool  and 
cotton.  Some  close  prices  are  quoted  to  influence 
bulk  orders.  Present  prices  are  due  to  competition 
and  merchants  are  benefiting  by  placing  orders  at 
early  prices. 

Assortments  carried  by  the  leading  jobbing 
houses  indicate  the  value  of  representative  mill 
ranges  and  lines  which  have  been  selected  as  leaders. 
List  prices  of  mills  which  sell  direct  or  through  the 
iobber  are  being  undersold  by  wholesalers.  This 
is  done  to  maintain  the  standard  of  having  the  best 
garments  possible  at  popular  prices.  Some  of  the 
figures  accepted  are  estimated  on  the  3  per  cent,  dis- 
count allowed  on  the  mill  prices  to  the  jobber.  AVhile 
some  of  the  well-known  qualities  are  discontinued, 
numbers  quoted  as  special  in  the  ranges  at  large,  re- 
place these  grades.  The  unique  condition  of  un- 
profitable lines  withdrawn  by  one  mill  and  featured 
by  others  is  seen.  This  is  done  to  swing  the  bulk  of 
the  placing  or  to  establish  a  connection. 

The  increase  of  placing  business  or  willingness 
of  merchants  to  cover  their  requirements  is  easily 
understood.  Fully  75  per  cent,  of  the  underwear 
business  is  usually  placed  on  the  initial  trip.  The 
values  offered  are  likely  to  have  the  effect  that  Fall 
and  Winter  orders  will  be  booked  in  minimum 
time.  Higher  prices  are  expected.  Most  buyers, 
once  they  have  satisfied  themselves  that  values  are 
equal  to  last  year  (in  as  far  as  their  selling  range  is 
effected)  leave  the  selection  of  numbers  to  depart- 
ment heads.  Quantities  are  being  increased  on  $2.25 
and  $4.50  values  or  lines  to  bring  25c  and  50c  a 
garment.  This  is  a  protection  instead  of  depending 
on  repeat  orders. 

For  Fall  placing,  the  counter  test  is  the  only 
satisfactory  way  of  judging  underwear.  Some  buy- 
( Continued  on  page  60) 
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The  Monarch-Knit  men  are  on  the  road  with  the  largest  and  most  complete 
showing  of  Knit  Goods  we  have  ever  had  the  pleasure  to  present  to  the  mer- 
chants of  Canada.  With  a  range  second  to  none  in  the  world  at  your  dis- 
posal, you  should  seLect  a  stock  of  real  live  numbers  upon  which  to  base 
your  1913  business. 

Monarch-Knit  styles  lead. 

Don't  decide  on  your  Sweater  Coat  stock  until  you  have  seen  them. 


B-44 

Made  in  sizes,  22,  24,  26,  28, 
30  and  32,  also  made  in  youths'. 
Size    under     youths'.     No.     10* 


C-42 

Made  in  sizes,  30,  32  and  34, 
also  made  under  No.  D,  42, 
in  sizes  24,  26  and  28. 


The  Monarch  Knitting  Co.,  Limited 

Head  Office:  DUNNVILLE,  ONT. 

Factories  at 
DUNNVILLE         ST.  CATHARINES         ST.  THOMAS         BUFFALO 
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The  Standard   for 


M-92— Made  in  Jumbo  Stitch. 
This  class  of  coat  will  be  very 
popular   for  the  coming  season. 


M-53 


Head  Office: 


Monarch    Knitting 


DUNNVILLE,  ONT. 
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Style,  Quality,   Workmanship 


The  lines  here  illustrated  represent 
only  a  few  of  the  numbers  we  are 
showing  for  Men,  Women  and  Child- 
ren this  season.  They,  however,  give 
you  a  fair  idea  of  the  distinct  style 
embodied  in  our  immense  range. 


L-UO 


L-110 — One  of  our  best  lines 
in  hand-made  coats. 

L-89— This  new  line  of 
brushed  goods  is  made  up 
in  Men's,  Ladies',  Boys' 
Misses'  and  Children's  lines 


L-89 


L-107 

L-107— One  of  our 
new  Middy  styles 


Beside  the  manufacture  of  Men's, 
Women's  and  Childrens'  Knit 
Coats,  we  make  a  complete  range 
of  Motor  Scarfs,  Toques,  Mufflers, 
Motor  Hoods  and  Aviations. 


Company,    Limited 

Factories  at     DUNNVILLE,     ST.  CATHARINES,     ST.  THOMAS,     BUFFALO 
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G  -53— Made  in 
sizes  30,  32,  and 
34.  Also  made 
under  No.  D-53 
in  sizes  24,  26,  28. 


B-40 


L-lll 


We  are  the  lar- 
gest manufactur- 
ers of  fancy  knit 
goods  in  the 
world. 


The 

Monarch 
Knitting  Co. 

Limited 

Head  Office: 
DUNNVILLE,     ONT. 

Factories  at 

Dunnville,      St.  Catharines. 

St.  Thomas,     Buffalo 


Middy 
L-3 


r« 


G-53 


L-139 


Middy— L-3 
—Full  fash- 
Cash- 
mere 
Middy 
Blouse, 
entirely 
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THE  "FOUR  in  ONE"  SWEATER 


One  coat  worn  In  four  different 
ways.  The  greatest  business  pro- 
ducer in  high-class  sweaters  on 
t  lie  market.  A  utility  feature 
without  equal — quality  not  sur- 
passed. The  "4  in  1"  is  our  Pat- 
ented specialty,  covered  by  Cana- 
dian Letters  Patent,  also  patent- 
ed in  the  United  States.  In  a 
short  time  it  has  won  a  remark- 
able and  still  fast  growing  trade 
among  the  best  retailers.  Any 
"4  in  1"  sweater  may  be  had  in 
the  half  cardigan  and  Shaker 
stitch.  Every  sweater  is  particu- 
larly well  shaped,  every  seam 
perfectly  made.  The  Shaker  is 
band  finished.  The  "4  in  1"  is 
a  man's  style  sweater,  but  worn 
by  the  women  and  girls  also.  Six 
grades,  various  colors  and 
weights.  Also  a  full  line  of  Ruff 
necks  in  both  the  half  cardigan 
and  Shaker  stitch.  Write  for 
samples  at  once,  or  ask  for  the 
salesman  to  call.  Do  not  miss 
the  business  that  this  big  every 
day   seller   will   tiring  you. 


THE  VISOR  KNITTING  CO.,  Limited 

Niagara  Falls,  Ont. 

FACTORIES  ALSO  AT  :  :  :  NIAGARA  FALLS,  N.Y. 


i  ' 


THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had    from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


DOMINION    BRAND 
KNIT  GOODS 


Wim0 


I  he  reason  of  the  popu- 
larity of  this  line  is  be- 
cause it  is  made  of  the 
purest,  new  wool,  finished 
elegantly,  shaped  with  suf- 
ficient elasticity  to  guar- 
antee comfort.  These 
strong  selling  points  will 
mean    large  sales. 

The  garments  here  illus- 
trated are  our  Coat  Style. 
No.  392,  at  $20.00  per  doz- 
en, and  the  Cap  Stvle,  No. 
250,  at  $4.00  per  dozen. 

our  travellers  will  be  call- 
ing on  you.  Be  sure  to 
sec   our   range   of  samples. 


A.  BURRITT  &  COMPANY 

DOMINION  MILLS 

MITCHELL  -:-  -:-  ONTARIO 
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Most  Complete  Ranges  Ever  Presented 

Manufacturers   are   offering   splendid  assortments,  capable  of    meeting  every 
demand — Tendency  is  shown  to  feature  high  quality — The  color  trend  out- 
lined— Description  of  novelty  assortments. 


RANGES  of  sweater  coats  and  fancy  knitted 
novelties  for  1913  are  assembled  and  travel- 
ers are  on  the  road.  The  outlook  for  Fall  is 
particularly  promising  because  of  this  season's  suc- 
cess. Initial  orders  booked  are  satisfactory  and  selec- 
tion is  broader  than  last  year. 

Samples  in  different  lines  include  new  weaves, 
color  combinations  and  values  and  surpass  anything 
shown  heretofore.  Jobbers  and  mill  representatives 
report  early  placing  good  and  remark  the  confidence 
in  the  trade  for  continued  increases  in  all  lines. 

Assortments  show  the  latest  influences  of  style 
and  demand,  superior  manufacture  and  benefits  of 
last  season's  retailing  experieneces.  Considered  from 
either  a  staple  or  novelty  standard,  the  ranges  include 
many  improved  features.  These  should  appeal  to  the 
trade  at  large.  Each  selection  of  men's,  women's 
and  juvenile  garments  reaches  departmental  import- 
ance this  year.  Merchants  are  likely  to  find  assort- 
ments beyond  their  comprehension.  For  buyers,  the 
problem  is  to  take  advantage  of  as  many  numbers  as 
he  thinks  his  departments  can  handle  and  choose  the 
lest  values.  This  year's  business  promises  to  be 
greater  in  every  section.  Close  study  of  the  ranges 
at  large  will  show  many  opportunities  to  develop  this 
department  to  a  still  greater  degree.  The  variety  of 
styles,  number  of  samples,  new  ranges  added,  racks 
and  new  colorings  seen  in  this  year's  samples  of  gar- 
ments for  every  outdoor  occasion  or  use  is  unlimited. 
So  are  department  prospects. 

Values  are  unchanged  except  that  each  manufac- 
turer is  catering  for  business  in  respective  leading 
lines.  Wholesale  buyers  have  shown  unusual  en- 
thusiasm. This  is  evident  in  the  number  of  styles 
forwarded  by  them  to  the  trade  and  in  better  values 
chosen  to  make  their  placing  ranges  as  representa- 
tive as  possible.  Leaders  in  stape  styles  are  snappy 
values.  The  trade  is  disposed  to  handle  better  quali- 
ties than  ever.  Much  of  this  year's  business  promises 
to  be  on  high-grade  garments  in  which  the  element 
of  style,  novelty,  color  and  fit  is  pronounced.  Buyers 
should  take  advantage  of  this  condition. 

First  orders  show  the  confidence  in  better  class 
garments.  People  demanded  better  goods  in  high- 
class  trade  last  season.  The  sequence  of  style  thic 
year  favors  the  idea.  New  weights,  and  the  charac- 
ter of  the  garments  shown  with  the  diversity  of  style 
features  embodied  in  Fall  samples,  are  also  good  rea- 
sons. Garments  over  $30  dozen  are  booked  freely 
and  the  bulk  of  the  business  for  the  coming  season  is 


likely  to  be  on  lines  above  that  price.  The  range 
of  prices  is  broader  in  every  line.  Men's  coats  are 
quoted  up  to  $72  dozen.  The  high  price  in  women's 
novelties  is  $120  dozen.  Misses'  garments  include 
values  from  $9  to  $27  dozen;  girls'  $6.50  to  $15: 
youths'  from  $15  to  $30 ;  boys  from  $6.50  to  $30  and 
infants'  from  $2.25  to  $24. 

The  number  of  samples  in  the  different  ranges 
run  from  40  to  200  in  a  set.  Manufacturers  are  axi- 
ous  to  reduce  their  selections.  But  with  the  addition 
of  new  styles,  sizes  and  colors,  the  assortments  are 
larger  instead  of  smaller.  Whether  this  is  a  presenti- 
ment for  the  amount  of  Fall  business  remains  to  be 
seen. 

Styles  include  Norfolks',  Mackinaws,  blazers,  mid- 
dies and  belted  back  garments.     Many  of  the  lines 


Scotch  or  brushed  knit  cap  in  two  color  combinations. 
Courtesy  E.  M.  Ballantyne,  Ltd.,  Stratford. 

are  equally  good  for  either  men's  or  women's  wear 
All  high-grade  garments  are  full  fashioned.  A  n um- 
ber of  new  fabrics  introduced  this  season  are  adapted 
to  tailored  styles  and  the  closeness  of  the  texture  of 
these  knitted  fabrics  is  a  feature  of  many  natty  num- 
bers. 

Ranges  specialize  on  one-piece  shakers  in  all  sizes, 
full  and  half  cardigan  and  Scotch  brushed  knit  as 
predicted.     Jumbo  stitches  and  large  plain  cardigan 
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Now  is  the  Time  to  Order 
the  New  Hewson  Line 
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1  m 

for  Your  Fall  Trade! 

s  == 

Two  of  the  best    selling    lines 
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you  can  handle  are  the  famous 
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Hewson  Untearable 
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Bannockburn  Tweeds 
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Shown  in  many  new  and   attractive  designs 
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for  Fall. 
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Mackinaw 

[       p 

1  BH 

An  all-wool,  untearable   HEWSON  CLOTH,  par- 
ticularly suitable  for  lumbermen's  coats,  pants,  etc. 
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Mackinaw  Shirtings 

Specially  constructed  for  hard  wear — just 

wfm  \ 

the    thing    for    workingmen's    shirts. 
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Sold    only   through    Jobbers 

HH  [ 
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and  Clothing  Manufacturers 
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Hewson  Pure  Wool  Textiles,  Limited 

E^EE  I 

1  ill 

III 

AMHERST,  N.S. 

g 
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racks  with  numerous  new  fancy  weaves  promise  to 
lead.    Brushed  or  Scotch  knit  garments  include  some 

of  the  smartest  novelties  and  matched  sets  yet  offered. 
They  are  the  result  of  a  new  departure  in  Canadian 
knitting.  The  finish  was  perfected  at  large  expense 
and  after  many  experiments.  Garments  included  in 
this  reason's  ranges  are  soft  and  lofty  in  textnre  and 
are  brought  out  in  many  attractive  numbers.  Scotch 
knit  add  another  department  as  any  novelty  in  the 
range  can  he  quoted  in  either  finish.  This  seasons- 
new  styles  are  attractive  especially  fur  women's  and 
children'-  wear. 

Different  stitches  and  racks  are  combined  effec- 
tively. Stoles  and  collars  in  shaker  knit  are  used  on 
a  full  or  half  cardigan  or  plain  rib.  New  textures  and 
stripes  are  as  trimmings.  Tn  cheaper  goods,  a 
plain  weave,  plaited  front  and  cotton  back  gives  a 
worsted  appearance  and  weight. 

At  present  a  splendid  season  is  indicated  on  hand 
made  or  spring  needle  shakers.  Manufacturers  are 
looking  for  a  record  season  on  these  lines.  The  suc- 
cess of  last  sea-on's  leading  numbers,  both  in  the 
United  States  and  Canada  is  to  be  repeated.  Thi> 
is  verified  by  new  samples,  values,  qualities  and  colors 
with  improved  finish,  new  collars  and  full  fashioned 
garments  now  before  buyers.  These  coats  vary  from 
$30  to  $48  a  dozen  and  values  at  $30,  $39  and  $42 
promise  to  afford  good  merchandising  and  profits. 
Last  season  a  large  quantity  of  these  garments  were 
sold  for  women.  If  buyers  specify,  which  depart- 
ment they  wish  the  garments  for.  manufacturers 
transfer  the  huttons.  Shakers  are  made  in  all  size> 
this  year  from  26  to  44  inches. 

Jumbo  full  fashioned  and  half  cardigans  are  good 
in  plain  coats,  belted,  or  Norfolks.  These  styles  are 
the  real  garments  of  the  season  and  are  quoted  as 
high  as  $72  a  dozen  with  great  values  at  $48  and  $00. 
Tn  heavy  stitches,  full  and  semi-yoke  Norfolks  ai*e 
a  novelty.  Salesmen  have  weight,  fit,  full  fashioned, 
quality  of  the  yarns  and  improved  under  arm  gusset 
as  selling  tips,  which  customers  should  appreciate. 
Good  styles  can  be  selected  from  $30  to  $48  dozen 
for  exceptional  qualtities. 

For  women,  the  range  of  Mackinaws  is  limited, 
The  more  pleasing  combinations  are  in  plaids  or  large 
checks,  belted  styles  in  bright  shades.  The  demand 
for  this  style  promises  to  be  pronounced  by  the  open- 
ing of  the  Fall  season.  A  good  choice  of  Norfolks 
in  plain  and  combined  colors  is  shown.  Belts  are  re- 
tained in  loop*  which  are  part  of  the  weaving  of  the 
coat,  which  assures  better  fit  and  service.  Blazer-  air 
augmented  by  a  range  of  new  fabrics  in  line  or  pencil 
stripes,  varying  from  V\  to  one  inch  wide.  These  later 
novelties  simulate  Bedford  and  cord  weaves  and  have 
the  effect  of  woven  fabrics.  Most  of  the  garments  in 
these  styles  are  mannish-cut.  It  is  contended  that 
they  will  be  an  early  season  feature.     Stripe  blazers 


should  repeat,  as  they  are  a  mid-summer  garment 
suitable  for  outdoor  wear.  Middies  included  for  early 
business  are  similar  to  last  season's  styles  in  the  better 
qualities  of  fine  cashmere's.  A  full  selection  of  staple 
numbers  complete  the  ranges. 

Collars  are  the  same;  branded,  convertible  or  ruff- 
neck  styles  on  respective  lines.  Shawl  and  sailor  de- 
signs prevail  in  women's  and  misses'. 

Some  raglan  shoulder  styles  are  seen  in  one  or 
two   of  the  ranges. 

PREVAILING  COLORS. 

Color  sequence  is  changing  and  is  expected  to 
follow  later  demand  this  year.  The  trend  of  novelty 
business  felt  on  the  larger  markets  suggests  that  fully 
75  per  cent,  of  the  business  will  be  done  on  few  colors. 
The  leading  shades  will  be  cardinal  and  man  ion. 
which  will  reach  a  fad.  Plain  colors  will  be  sold  in  a 
similar  ratio  to  last  season  and  based  on  the  suitabil- 
ity for  the  garment  shakers  are  made  in  cardinal, 
maroon  or  Burgundy.  Havana  brown,  tan,  slate  gray, 
white  and  heather  mixtures  in  which  red-olive  and 
brown  predominate.  Brushed  knit  garments  in  soft 
shades,  maroon,  three  grays,  especially  silver  and  the 
lighter  shades  of  tan  are  preferred.  Belted  styles  are 
good  in  myrtle  and  black,  cardinal  and  black,  fawn 
and  karki  and  gray  and  white.  In  combination-, 
white  and  tan  gray  and  black  and  saxe  and  black  arc 
effective.  Saxe  is  expected  to  be  a  favorite  color  in 
some  lines.  A  good  staple  color  list  is  made  up. 
Cardinal,  2  shades  maroon,  gray,  three  shades,  navy, 
brown  five  shades,  green  2  shades,  saxe-blues,  two 
shades  (I  added  this  year)  and  white  with  iuumer- 
able  combinations.  Eighteen  colors  cover  staple 
numbers.  This  tends  to  concentrate  the  range  of 
orders  to  assist  manufacturing  and  delivery. 

Tn  kindred  knitted  lines,  the  range  of  novelty 
is  comparatively  smaller.  No  long  coats  are 
sampled,  although  some  sections  of  the  trade  expect 
they  will  be  wanted,  when  the  season  opens.  A  smart 
tailored  suit,  sampled  in  pencil  stripes  of  plain  colors 
is  a  high  novelty.  Seams  are  felted  and  edges  taped. 
The  weaves  of  the  fabrics  are  sufficiently  firm  to 
ensure  the  garments  retaining  their  shape.  They 
are  finished  with  large  pearl  or  fancy  buttons. 

Large  buttons  in  novel  designs  are  being  used  on 
several  of  the  heavy  stitch  garments. 

Smaller  novelties,  both  import  and  domestic,  are 
not  as  numerous  as  last  year.  The  most  marked 
change  is  seen  in  the  number  of  samples  on  the 
market.  Matched  sets  of  sweaters,  caps  and  gaunt- 
lets in  striped  brushed  knit  designs  are  brought  out 
in  white  with  cardinal  or  blue.  Saleable  styles  in 
motor  hoods,  mufflers,  senoritas,  hats,  caps  and 
toques,  mitts,  gloves  and  honeycomb  shawls  can  be 
chosen  from  any  of  the  ranges  catering  for  this  busi- 
ness. Selection  is  a  matter  of  superior  value.  Muf- 
lleis  in  hand  crochet  or  accordion  knit  shot  effects 
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A  NEW  HOME  FOR 
JAEGER  PURE  WOOL 
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243-5  BLEURY  ST.,  MONTREAL 

The  rapid  expansion  of  our  business  has  necessitated  an 
increase  in  warehouse  accommodation,  we  have  rented  the 
3rd,  4th  and  5th  floors  in  this  new  building  where  we 
shall  be    pleased    to    see   our  customers  when  in  the  city. 

TVT>        T  A  T?/^T?I>  >C    SANITARY   C  VCT^TTlV/f  COMPANY 

Ulv.  J i\H/VjrL/lv  »3  woollen  IjiijI  H/lVl   limited 
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with  fringed  ends,  combinations  of  black  and  white 
grays,  red  and  black  and  gold  and  black  comprise 
leading  values  and  some  unusually  select  style  at 
higher  prices. 

Outing  hats,  aviations  and  caps  for  both  sexes 
are  quoted  at  figures  which  meet  standard  selling 
prices.  Some  of  the  well  known  numbers  are  likely 
to  be  replaced  by  the  same  or  similar  makes  in 
brushed  knit  finish.  Mitts  and  gloves  are  a  depart- 
ment in  themselves.  Seamless  gloves  in  grays, 
browns,  heather  white  and  black,  with  or  without 
fasteners  can  be  had  at  all  prices.  Merchants  are 
offered  a  splendid  $2.25  double  mitt,  which  meets 
their  requirements.  Corresponding  values  in  red, 
navy  or  black  are  seen  at  $3.25  and  up  to  $4.50 
dozen.  Gauntlets,  leggings  and  overalls  are  con- 
tinued in  the  usual  numbers. 

A  new  line  of  leggings  or  pullovers  for  ladies  has 
been  added  this  year.  Inquiries  from  special  cus- 
tomers last  season  resulted  in  the  manufacturer  plac- 


Brushed  knit  or  angora  finished  cap  for 
boys  and  girls.  A  new.  Fall  number 
made  by  Avon  Hosiery,  Ltd.,  Stratford. 


ing  samples  in  the  range.  These  protectors  are 
similar  to  overstockings,  except  that  they  have  no 
feet  and  reach  from  the  ankle  to  past  the  knee.  They 
are  made  in  black  only. 

Larger  retailing  records  are  going  to  be  made  in 
the  juvenile  section  of  the  knitted  goods  department 
in  1913.     Ranges  demand  special  attention  to  this 


section  and  its  development.  For  youths  and  boys 
the  influence  of  style  of  the  larger  sizes  is  evident. 
The  same  applies  to  misses'  and  girls'  lines. 

BETWEEN  SIZES  MADE. 

Last  year  between  sizes  for  youths  proved  a  wel- 
come innovation.  This  season  special  sizes  28,  30 
and  32  are  made  for  misses.  This  divides  the  selec- 
tion so  as  to  include  styles  more  suitable  for  larger 
boys  and  girls,  where  the  garments  of  their  elders 
prove  an  inspiration.  It  also  overcomes  the  trouble 
of  double  quantities  of  28  size.  Merchants  need  no 
longer  complain  of  different  prices  for  similar  sized 
garments  in  almost  identical  styles,  because  prices 
were  averaged. 

For  youths,  Shakers,  cardigan  and  fancy  rack 
styles,  as  appear  in  men's  sweater  coats  are  shown 
in  corresponding  sizes.  Scout  coats  in  kharki  (regu- 
lation army  quality)  with  pockets  and  shoulder 
straps  are  proving  a  good  number.  Norfolks,  blaz- 
ers, middys  and  busters  in  designs  and  color  combin- 
ations similar  to  ladies'  styles  are  the  selling  gar- 
ments for  misses.  A  full  range  of  busters,  sweaters 
and  two  and  three  piece  suits  for  children,  months 
to  6  years  old,  is  possible.  Boys'  cashmere  jersey 
suits  or  brushed  knit  suits  are  shown  in  sizes  21  to 
24  at  two  prices,  $16  to  $18  and  $24  to  $30.  Babies' 
coats,  matched  sets  for  infants,  muffs,  mittens,  caps, 
and  sashes  are  being  prepared  for  special  buyers. 
This  is  the  department  where  the  margin  of  profit  is 
largest,  because  the  average  buyers  neglects  to  con- 
sider these  lines  and  opposition  is  less.  Furthermore, 
up  to  the  present  season,  the  advantage  of  repeats  and 
detail  of  style  did  not  suggest  the  field  that  is  opened 
by  this  year's  attention. 

There  is  no  demand  for  knitted  goods,  which 
cannot  be  met  by  this  year's  selection. 

Manufacturers  have  every  confidence  that  their 
styles  and  values  are  right.  Certainly  the  range  of 
selection  surpasses  any  proposition  which  has  yet 
been  placed  before  merchants  Workmanship,  detail 
of  finish,  retail  conditions  and  the  scope  of  the  lines 
are  improved  for  good  business.  With  a  larger  out- 
put and  increased  facilities  for  satisfactory  shipment, 
the  mills  can  handle  the  largest  season's  turnover  in 
history. 

Increased  orders  already  booked  both  from  whole- 
sale and  retail  buyers  indicate  a  careful  study  of  both 
retail  and  mail  order  wants.  Especial  attention  is 
given  the  different  samples  for  leaders,  catalogue  or 
special  advertising  numbers.  Retailing  the  many 
seasonable  lines  calls  for  a  well  considered  merchan- 
dising scheme,  which  will  commence  with  the  first 
tourist  business  this  season.  Each  merchant  can 
easily  make  a  record  season's  business,  both  for  his 
locality  and  class  of  trade  catered  to.  Fall,  1913,  is 
to  be  a  profitable  season  in  all  sections  of  knitted 
goods. 
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&gk  §our  Wholesaler  for 

THE  WESTFIELD" 


Ladies'  Scotch  Knitted 
WOOLLEN  VESTS 


Pure  Wool,  brushed  finish, 
single  and  double  breasted. 

If  YOUR  wholesaler  does 
not  handle  these,  write  us 
for  the  name  of  one  who 
does. 


This  vest,  being  made  of  Pure  Wool,  is  very  warm,  although 
•light  in  weight,  making  it  a  very  comfortable,  stylish  and 
exceedingly  serviceable   garment  for  Spring  and  Fall  Wear. 

This  stvle  is  the  latest  from  the  London  and  Paris  markets. 


AGENTS  TO  THE  WHOLESALE  TRADE  ONLY. 

SEWARD  BROTHERS 

251   St.  James  Street  ..  -  -  Montreal,  Que. 

PHONE  MAIN  4179 
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Import  Ranges  Follow  Accepted  Lines 

Few  radical  changes  are  noted  from  accepted  styles  of  last  season — New  fancy 
weaves  are  shown  in  sweater  coats — A  decided  development  in  brushed  finish 

lines. 


IMPORTED  ranges  of  knitted  goods,  now  being 
shown  to  the  trade  do  not  contain  many  really 
new  features — that  is  to  say  there  are  no  radical 
departures  from  the  accepted  styles  of  last  season. 
There  are,  of  course,  a  lot  of  new  fancy  weaves  in 
sweater  coots,  but  the  most  favor  seems  to  he  given 
to  the  "brushed  finish"  goods. 

There  has  been  a  decided  development  in  the 
"brushed  finish"'  lines,  and  these  are  shown  in  an 
infinite  variety  of  styles  and  colors,  not  only  for  men 
and  women,  but  for  children  as  well.  All  the  popu- 
lar designs  in  sweater  coats  may  now  be  had  in 
brushed  finish  and  there  are  also  offered,  and  largely 
accepted,  a  comprehensive  range  of  caps  for  men  and 
women  and  complete  suits  for  boys  and  girls. 

A  feature  of  the  buying  this  season  is  the  favor 
shown  for  the  better  class  lines,  it  being  claimed  that 
for  high-priced  novelties  the  German  and  British 
manufacturers  can.  by  reason  of  the  cheaper  labor, 
give  better  value  for  the  money  than  can  the  do- 
mestic makers. 

Real  Angora  sweater  coats,  which  are  wonder- 
fully soft  and  cosy  feeling  have  sold  well,  some  lines 
that  have  taken  well  being  priced  at  as  high  as  $90 
a  dozen.  This  indicates  the  trend  for  better  class 
good?,  regardless  of  price. 

The  colors  mostly  favored  in  these  expensive  lines 
are  light  browns,  fawns.  Camel's  hair  shade  or  greys. 
There  are  a  great  variety  of  browns  offered  and  many 
are  shown  with  the  trimmings  either  lighter  or 
darker  than  the  body. 

One  very  attractive  novelty  in  sweater  coats  is  a 
fine  white  knit,  with  very  fine  stripes  of  tan  or  grey. 
This  resembles  in  appearance  a  fine  flannel  so  closely 
is  it  knit,  while  it  has  the  appearance  of  flannel  it 
also  has  the  elasticity  only  to  lie  had  in  the  knitted 
goods.     This  promises  to  be  a  popular  garment. 

Sweater  coals  with  adjustable  collars  seem  to  be 
in  most  demand,  as  they  can  be  adopted  to  so  many 
uses.  There  are  many  styles  of  these  for  both  men 
and  women,  but  one  of  the  newrest  things  shown  of 
this  type  is  a  coat  finish,  the  same  down  the  front, 
.inside,  as  outside.  The  collar  may  be  buttoned  up 
high  about  the  neck,  turned  down  at  the  back  so  as 
to  form  a  square  sailor  collar  and  the  front  turned 
back  as  far  down  as  desired,  the  inside  finishing 
allowing  this  to  be  down  without  detracting  from  the 
neat  appearance.  This  makes  a  utility  coat  adapted 
for  almost  any  outdoor  purpose. 

As  before  stated,  there  are  many  styles  of  fine 
fancy  weaves  and  shaker  knits,  but  these  show  little 


change  from  past  seasons  except  perhaps  in  the  range 
of  colors  or  variety  of  combinations. 

In  ladies  knitted  caps  the  brushed  finish  is  appar- 
ently superseding  the  crochet  knit — that  is  for  the 
higher  class  trade.  The  crocheted  lines  will  no  doubt 
continue  in  demand  where  price  is  a  consideration 
but  for  novelty  effects  the  brushed  finish  may  be  had 
in  an  almost  endless  variety  of  shapes.  Many  of 
them  are  shown  with  fancy  knitted  bands,  brushes, 
tassels  or  made-up  ornaments.  One  of  the  newest 
is  a  Napoleon  shape  which  is  caught  across  the  head 
and  fits  down  over  the  sides  with  a  fastening  over  the 
ears  and  silk  ornaments.  The  utility  of  these  caps 
makes  them  in  strong  demand.  Some  styles  have 
rows  of  thread  stitching  to  stiffen  the  brims  and 
others  are  shaped  about  the  face  and  low  around  the 
back  of  the  neck.     Many  stvles  of  hood  mufflers  are 


Stylish  two-piece  knitted  suit  in 
pencil  stripes — one  of  the  latest 
tailored  designs  in  mannish  effect 
shown.  Courtesy  Harvey  Knitting 
Co.,  Woodstock. 
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High 

Novelty 

Imported 

KNIT 
GOODS 

The    Season's 
Fancies 


HpHE  ever  popular  fancy  wool  novel- 
■*-    ties  are  even  more  in  demand  this 
season  than  ever.     The  tendencies  are 
for  an  increase  this  year. 

We  are  direct  importers  of  all  kinds  of 
high  novelty  wool  goods,  including  ex- 
clusive ranges  of  Honeycomb  Shawls, 
Motor  Hoods,  Hand-Crotchet  and  Knit- 
ted Outing  Hats,  Aviation  Caps .  and 
Toques  for  women,  misses  and  children. 
We  also  carry  a  fine  range  of  all  silk, 
silk  and  wool,  and  wool  and  lace  Senor- 
itas  and  exclusive  Opera  Scarfs,  in  the 
latest  designs,  also  a  full  line  of  chil- 
dren's and  infants'  accessories. 

Capture  the  exclusive  trade  of  your 
town  by  stocking  our  novelty  wool 
goods.    Write  for  samples. 

L.  C  LeVoi  Company 
Limited 

32  King  Street  West,  Toronto 

SOLE  SELLING  AGENTS  OF  THE  DOMINION  FOR 

SPITZER  BROS.  &  CO.,  LIMITED. 

NOTTINGHAM.    CALAIS.    PLAUEN,     ST.  GAUL    and    BARMEN. 
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also  shown.  These  appear  to  be  increasing  in  popu- 
larity with  Canadian  women,  and  for  children,  es- 
pecially in  the  Western  provinces  and  for  outdoor 
sports.  Caps  may  be  had  in  all  colors,  though  white 
seems  to  be  very  popular. 

An  improvement  is  being  shown  in  knitted  un- 
derskirts for  women.  These  did  not  take  very  well 
when  first  introduced,  owing  largely,  it  was  claimed 
on  account  of  their  bulkiness  around  the  hips,  caused 
by  the  heavy  knitted  material  overlapping.  This 
objection  has  been  met  by  having  a  wide  fitted-band 
at  the  top  of  the  skirt  and  in  this  way  the  bulky  fea- 
ture has  been  done  away  with  and  the  warmth  of 
the  knitted  material  retained.  It  is  stated  that  the 
new  style  is  selling  well. 

Boy's  suits  are  shown  in  fine  knits  for  Summer 
and  Spring  wear,  many  of  them  with  a  fancy  desigu 
marked  through  them.  They  are  finished  with  the 
square  neck  or  sailor  collar  and  practically  all  the 
effects  are  shown  in  knitted  wool  as  are  obtained  in 
cloth.  The  boy's  suits  consist  of  jersey,  pants  and 
caps  and  for  little  girls  there  are  the  same  range  of 
effects  in  sweaters  and  skirts.  Some  very  neat  models 
in  brushed  finish  are  also  shown  in  the  children's 
lines. 

Ladies  knitted  vests  are  growing  in  popularity, 
judging  by  the  orders  placed  thus  far.  The^e  are 
shown  in  single  and  double-breasted  styles  in  all 
colors.  The  brushed  finish  is  the  most  sought  after. 
Striped  patterns,  after  the  styles  in  men's  vests  are 
the  mo«t  popular.  These  vests  may  be  worn  for 
golfing,  boating,  etc.,  as  an  outer  jacket  or  as  a  neat 
fitting  under-garment  with  suit  coat  or  cloak  for  the 
colder  weather.  Ladies  cardigans  and  Spencer's  are 
also  selling  well  this  season. 


will  deliver  values  and  quality,  as  a  matter  of  repu- 
tation. 


Value  in  Underwear  Ranges 

Continued  from  page  48. 

ers  compare  weight,  size  and  feel.  Salesladies,  who 
sell  the  garments  have  a  closer  idea  of  the  demand 
of  the  community  than  anyone  else  in  the  store. 
They  have  to  sell  the  goods  and  if  they  choose  the 
numbers  they  want,  the  result  is  increased  volume. 
Under  present  profit  advances  the  merit  of  turnover 
is  preferred  to  larger  profits  and  less  business  for  a 
time.  This  seems  to  be  the  consensus  of  opinion. 
Old  styles  and  old  values  are  a  good  reason  for  the 
percentage  of  increase  reported  on  orders  already 
placed. 

Shipment  of  values  to  order  will  be  verified  next 
Fall.  A  leading  jobber,  when  asked  if  values  would 
be  maintained  could  only  cite  past  experience.  Pre- 
vious orders  have  always  been  up  to  sample.  There 
is  every  reason  to  expect  that  the  mills  represented 


Price  Trend  of 

Cotton  Yarns 


The  year  1912  saw  a  remarkable  advance  in  the 
price  of  cotton  yarns.  This  was  due  primarily  to 
the  unusually  low  prices  of  cotton  which  prevailed 
during  1911.  At  the  beginning  of  the  year  1911, 
prices  were  high  as  a  result  of  the  marked  slowness 
of  the  supply.  Then  came  the  bumper  crop  of 
1911-1912,  and  as  it  became  apparent  that  a  re- 
markably large  supply  was  in  sight,  the  price  fell 
off  very  rapidly.  When  1912  opened,  quotations 
were  lower  than  for  many  years.  The  trend,  there- 
fore, was  distinctly  upward  throughout  the  past  year, 


Chart 


showing  fluctuations  of  cotton  yarn.     Prepared  by 
Textile  Journal. 


with  the  result  that  at  the  close  of  1912,  prices  of 
cotton  yarns  were  in  many  cases  33  p.c.  higher  than 
twelve  months  before.  The  advance  was  decidedly 
moi-e  pronounced  during  the  last  four  months  of  the 
year  than  during  the  earlier  stages.  In  January, 
1912,  20s  two  ply  warps  were  selling  at  18Voc.     P>v 
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SCOTCH  KNIT 

Woollen   Gloves 
Woollen     Caps 

Woollen   Waistcoats 

Woollen    Motor-Scarves 

LEICESTER 

Sweater   Coats 

Caps  and  Motor  Scarves,  etc. 

To  the  wholesale  trade 

We    are    representing: — 

J.  L.  Gibson  &  Co.,   Dumfries,     -  Scotland 

John  Currie  Son  &  Co.,  Stewarton,  Scotland 

William  Lockie  &  Co.,  Hawick,       -  Scotland 

H.  W.  Plant  &  Co.,  Leicester,         -  England 

All  of  whom  are   the    largest   and    best    manufacturers    of  their   respective    lines. 


Seward   Bros. 

Selling  Agents  to  the  Wholesale  Only 


251  St.  James  St. 


Montreal 


PHONE,  MAIN  4179 
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September  1,  the  price  had  climbed  to  21V2C  and  by 
December  it  had  gone  to  25c. 

The  advance  was  due  to  actual  conditions  and  was 
not  in  any  way  the  result  of  manipulation  for  specu- 
lative purposes.  The  strength  shown  during  the  last 
four  months  of  the  year  is  pretty  generally  accepted 
as  an  evidence  that  the  market  will  continue  to  show 
firmness. 


Peterborough .  Out. — Thos.  Bairie  &  Co.  have 
purchased  the  site  for  a  new  three-storey  building. 
They  intend  erecting  a  $40,000  structure  to  handle 
both  the  wholesale  and  retail  departments.  Sales 
and  show  rooms  are  to  be  on  the  first  floor,  skins  on 
the  second,  and  manufacturing  on  the  third.  It  is 
also  reported  that  this  firm  intend  opening  retail 
stores  in  Ottawa,  Edmonton  and  Calgary  in  the  near 
future. 


Large  Extension  Planned 
The  John  White  Co.,  Woodstock,  have  com- 
menced rebuilding  on  a  large  scale.  According  to 
the  plans,  this  firm  are  adding  another  store  to  their 
building  and  removing  the  intervening  walls  on  each 
floor.  A  uniform  front  with  two  entrances  instead 
of  three  is  proposed.  This  will  give  six  large  show 
windows  with   double    plate    display    space   in   the 


centre.  Upper  floors  in  front  and  the  rear  construc- 
tion will  afford  as  much  light  as  possible.  They  are 
to  be  almost  entirely  of  glass.  Interior  departments 
will  be  rearranged  to  the  best  advantage  on  the  three 
immense  selling  floors.  New  counters,  cases  and 
equipment  are  planned  as  soon  a*  the  rebuilding  is 
finished.  A  new  elevator  is  being  installed.  Parcel 
delivery,  cash  and  store  systems  are  to  be  improved 
where  possible.  When  completed  the  store  will  be 
one  of  the  most  up-to-date  in  Eastern  Ontario. 


® 


Humboldt,  Sask. — W.  S.  Baldwin  has  sold  his 
men's  furnishings  store  to  W.  R.  Stevenson. 

Fort,  Saskatchewan. — Eire  broke  out  in  the  busi- 
ness section,  doing  damage  to  the  extent  of  $125,000. 
The  dry  goods  store  of  Jones,  Graham  &  O'Brien 
was  burned. 

Virden,  Man. — Scaler  &  Carscadden  have  opened 
the  new  store,  adjoining  their  present  building,  and 
will  use  it  for  clothing,  men's  furnishings  and  boots 
and  shoes. 

Ottawa,  Out. — A  new  ready-to-wear  store  for 
women  and  children  has  just  been  opened  in  Ottawa 
at  141  Sparks  Street  by  the  well  known  mail  order 
house,  Montgomery,  Ross  &  Co.,  of  375  Aqueduct 
street,  Montreal.  John  Danavall  is  manager  of  the 
store  in   Ottawa. 


Attention!  Knit  Goods  Buyers 


It's  a  mighty  important  matter,  Mr.  Retailer  of  Western 
Canada,  the  attention  you  devote  to  Knit  Goods. 

The  climate  creates  the  demand.  It's  for  you  to  look  after 
the  supply. 

The  class  of  goods  we  show  are  money  makers  for  your 
Knit  Goods  Department. 

They  are  gathered  from  the  best  Knit  Goods  Markets  in  the 
world.  They  are  now  in  our  representatives'  hands — Do 
not  pass  up  the  opportunity  when  you  are  invited  to  look 
at  them. 


The  Hanley,  MacKay,  Chisholm  Co.,  Limited 

139  Albert  Street,  Winnipeg,  Man. 
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You  would  not 
think  qf 

selling  hosiery 
seamed  upthe^ront 


" 


Then  why  continue  to 
sell     Hosiery     w  i  t  h 
seams  up  the  back  — 
in    the    toe   or  foot? 
Why  continue  to  sell  such  seamy,  un- 
comfortable   things    when    you    might 
just  as  well  sell  the  better  hosiery — the 
Pen  -  Angle  Full  -  Fashioned  Seamless 
Kind?  These  stockings  are  made  with- 
out a  sign  of  a  seam — and  are  the  only  full-fashion- 
ed hose  made  in  Canada  that  are  actually  knit  into 
shape,  and  shaped  lastingly  to  the  curves  of  the 
foot  and  leg  as  they  are  being  knit.    Women  have 
waited  years  for  such  hosiery — and  they'll  ask  for 
it  at  your  store.    So  be  wise — stock  the  Pen- Angle 
Full-Fashioned  Seamless  Kind. 


PENMANS  LIMITED 


Paris 


•— 


Canada 


UNDERWEAR 
HOSIERY  SWEATERS 


HOSIERY 
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erwear 
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TRADE _ 


'^HRIMP&P 


We  mention  below  three  features  of  JAY 
Underwear  which  will  appeal  strongly  to 
your  customers: — 

LADIES'  WEAR.  The  Jay  combinations  are  fitted  with 
the  patent  "S  Wrap,"  thus  affording  complete  pro- 
tection where  this  is  most  necessary. 

MEN'S  WEAR.  Pants  have  the  patent  "  Star  Seat," 
whereby  the  garment  adapts  itself  to  every  move- 
ment   of  the  body,   without  chafing. 

GUARANTEE.  Any  Jay  garments  shrinking  in  the 
wash   will   be   replaced   free. 

Wholesale   Agents  : 

I.  &  R.  Morely,      Geo.  Brettle  &  Co. 

London,  England 

PATFNT    STAR  SEATi 


MAKE 
OF    : 


GIBSONS 

H  SEAMLESS  WOOLLEN  GLOVES 


7T-  HERE  are  so  many 

so-called      "Scotch 

Knit"    gloves    on    the 

market  made  outside 
of  Scotland;  the  best 
are,  and  always  have 
been,  made  in  Scotland. 
To  make  sure  the  gloves 
you  buy  are  actually 
manufactured  in  Scot- 
land, thus  obtaining 
for  your  customers  the 
best  glove,  all  that  is 
necessary  is  to  ask  for 
GIBSON'S. 

These  gloves  are  made 
in   a  variety   of  styles. 

Sole  Selling  Agents  to 
the  Wholesale   Trade 


SEWARD  BROTHERS 


251  ST.  JAMES  STREET 


(Phone,  Main  4179) 


MONTREAL,  QUE. 
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"The  Outing 


55 


Manly 
Knit   Coats 

"Outing"  Brand  Knit  Coats  have 
that  manly  touch  which  appeals  to 
the  young  man  who  glories  in  the 
outing  world— the  world  of  sport. 
Our  showing  is  complete. 


Canada's 
Leading 
Knitted 
Coats 


B51 


A50 


The  Shaker 

is  New  . 

The  above  cut  represents  our 
No.  A50  Shaker  Knit  Coat— a 
new  line1  that  has  taken  the 
trade  by  storm.  A  sample  of 
this  coat  will  please  you  and  be 
the  forerunner  of  a  live  knitted 
coat  business. 


Our  salesmen  are  now  on  the  road.    Don't  fail  to  see  the  "Outing  Range" 

Frank  W.  Robinson,  Limited 

Bathurst  and  Wellington  Streets 
TORONTO 

"THE       COATS       THAT       ARE       TAILORED       TO       FIT" 
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OUR  "  STAR  "  CAP  No.  24 

"Avon  Star"  Knitted  Toque.  One  of 
our  specialty  leaders  for  1913,  to  be  had  in 
either  plain  or  angora  finish.  This  makes 
a  good  50c.  toque. 


One  of  the  many  new 
features  of  our  range 
of  Knitted  Novelties 
for  1913. 


Our  lines  have  been  strengthened  in  every  depart- 
ment and  conform  with  the  latest  essentials  of 
style,  quality  and  workmanship. 

We  manufacture  hosiery,  gloves,  mitts,  toques, 
ties,  mufflers,  and  sashes  and  all  of  these  lines 
have  a  reputation  for  superiority  of  material. 

When  you -buy  "Avon  Knit"  you  get  a  better 
article. 

Our  selling  agents,  Richard  L.  Baker  Company, 
Toronto,  are  on  the  road  with  a  complete  range 
of  our  knitted  novelties.  If  you  have  not  seen 
them,  write  us  for  samples. 


AVON  HOSIERY,  Limited,  cTSTH 


TRADE.1 


MARX 


MADE  BV 

';::£Rich  knitting  co 


Maple  Leaf  Brand 

Hosiery  and  Mitts  are  made  of  high- 
grade  yarns.  That's  why  they  look  so 
good  and  wear  so  well — and  why  they 
bring  customers  back  for  more. 

The  dealer  selling  this  line  can  talk  with 
assurance  because  he  knows  it  is  backed 
by  years  of  experience,  made  by  a  re- 
sponsible company  and  that  the  goods 
are  the  very  best — a  combination  which 
means  big  sales. 

WATCH    FOR    1913   SAMPLES 


Goderich  Knitting  Co.,  Limited 

GODERICH,  ONTARIO 


Health  Brand 
Underwear 

Guarantees 
Satisfaction  to 

Seller  and  Buyer 

See    our   wonderful    range 
and  book  your  orders  early. 

Greenshields  Limited 

Montreal 
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WOVEN  SILK    LABELS 


Your   name  or  trade   mark  woven   in  a  silk   label  and 

attached    to    your    goods     will     give     you    much-desired 

publicity. 

A  silk  label  beautifully  woven  is  a  recommendation  in 

itself.     It  bespeaks  your   faith   in  your  goods  and    is  a 

silent  salesman  of  true  worth. 

Write  for  samples  and  prices. 

Colonial  Weaving  Co.,  Ltd. 

PETERBOROUGH,  ONT. 


Textile    Soaps 

A  SPECIALTY 

THIRTY-FIVE  years' experience  in  the 
manufacture  of  textile  soap  in  England 
and  in  Canada. 

Send  for  Samptes  and  Prices 

LONDON   SOAP  CO. 

(A.  G.  Phillips,  Prop.) 

LONDON,  -  ONTARIO 


Knit  Goods  That 
Create  Interest 


The  "Best-Knit"  1913  range  of  Sweater  Coats,  Scarfs 
and  Ties  will  be  much  in  evidence  in  your  stock  of 
Knit  Goods  for  they  are  distinctive  in  style  and 
appeal  to  the  trade  that  demands  style  as  well  as 
quality  and  value. 

Send  for  samples  to-day  or  drop  a  card  and 
we  will  have  our  representative  call  on  you. 


304S 


Best-Knit  Limited 

Brampton,  Ont. 
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ZIMMERKNIT 

DEALERS:  *0ursU 

warning:  If  you  want 
prompt  delivery  you 
must  order  from  your 
jobber  early — at  once, 
if  possible.  Otherwise, 
stocks  will  very  soon 
be  exhausted. 


SATISFIED  SMILES 

and   satisfied   customers,    which   mean   more 

sales  and  bigger  sales,  follow  the  stocking  of 

Zimmei'knit. 

For  Men  and  Boys: — 

In  two-piece  Suits  and  Combinations — Long 
Sleeves,  Short  Sleeves,  and  No  Sleeves — knee 
length  and  ankle  Drawers. 

Brown  Balbriggan,  White  Balbriggan,  Col- 
ored Balbriggan,  Mesh,  Porousknit,  Velvetrib, 
Lisle,  Mercerized,  Merino,  Natural  Cashmere, 
Pullovers,  Bathing  Suits,  Outing  Jerseys, 
Gymnasium  Jerseys. 
For  Ladies  and  Misses: — 

In  Vests,  high  and  low  neck.    Drawers,  rib- 
bed, knee  and  umbrella.    Combinations,  in  low 
neck  with  ribbed  knee  or  umbrella  style. 
White    Lisle,    White    Balbriggan,    White 
Porousknit. 
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ZIMMERKNIT 


<< 


— finer  than  silk — " 


fin: 

li  II  u 


HIS  ZIMMERKNIT  idea  has  made  a  decided  hit  with  YOUR 
customers.  They  will  insist  upon  Zimmerknit  Underwear, 
because  they  know  that  it  readily  absorbs  heat  and  moisture, 
fits  snugly,  gives  perfect  ease  in  action  and  is  smoother,  softer, 
lighter  and  more  elastic  than  silk.  They  know  that  none  but 
the  finest  of  selected  yarns  are  used  in  the  knitting.  They 
know  how  it  wears. 

Zimmerknit  Underwear  is  known  and  worn  throughout  the 
entire  country,  and  has  been  for  years. 
You  are  taking  no  chances  in  handling  Zimmerknit. 
It  is  not  an  experiment — not  an  untried  article. 
You  are  stocking  and  selling  goods  which   have   made  good, 
and  the  sales  of  which  have  increased  at   such   a    rate   as  to 
force  us  to  build  three  additions  to  our  factory  within  the  last 
five  years. 

Make  free  use  of  the  store  advertising  we  are  sending  you 
from  time  to  time.  Display  it  with  the  Zimmerknit  stock 
where  it  will  show  to  advantage.  Use  it  in  the  windows — on 
the  ledges — in  the  showcases. 

You'll  find  it  will  remind  your  trade  of  the  well-defined  inten- 
tion to  buy  Zimmerknit. 


E.H.  WALSH  &  CO.,       Toronto 

Agents  for  Quebec,    Maritime 
Provinces,    Manitoba,   Saskatche- 
wan and    Alberta. 


Zimmerknit  Agents: 
W.  R.  BEGG     -    Toronto 

Agent   for 
The  Province  of  Ontario 


A.  R.  McFARLANE,    Vancouver 

Agent   for 
The  Province  of  British  Columbia 


THE     ZIMMERMAN    MANUFACTURING     COMPANY,     LIMITED, 


HAMILTON, 


ONTARIO 


UNDERWEAR 
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A  NEW  LINE 


THE  WEAR  IS  THERE 


KNIT    V      GET  ACQUAINTED  WITH  IT 


Here  is  a  new  firm   full  of  new  ideas  about  what  the  knit  goods  trade 
needs,  and  anxious  to  make  the  acquaintance  of  every  dealer  in  Canada, 
Under  the  direction  of  the  best  knit  goods  men  in  the  trade  we  are  now 
making,  and  our  travellers  will  soon  present  to  you,  a  full  line  of 


MITTS,    GLOVES,   TOQUES,  HOCKEY 

and  MOTOR  CAPS,  SASHES,  MUFFLERS 

and  SWEATER  COATS 


We  know  that  when  von  once  see  our  samples  you 
will  be  ready  to  talk  business.  The  BENTRO  KNIT 
will  give  your  customers  100%  satisfaction  every  time 
in  durability  and  comfort  and  result  in  repeat  sales  for  you. 

Drop  us  a  line  and  our  representative  will  call  on  you. 

The  Williams,  Trow  Knitting  Company,  Ltd. 

STRATFORD,  ONT. 

Agents  :  J.   M.  Robertson  &  Co.,   70  Bay  St.,   Toronto 
Geo.    A.    Harris,    Hammond    Block,   Winnipeg 


£EGlST£/?££ 


Est'd 


1785 


TRADE  MARK 


BEEHIVE 

KNITTING  WOOLS 

—BRITAIN'S  BEST— 

J.  &  J.  BALDWINS  BEEHIVE  AND  WHITE  HEATHER  specialties 
form  the  finest  range  available  from  any  source. 

AGENT  :— DUNCAN  BELL,  HSS 
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Scott 

Sweater 

Coats 

are 
value 

through 
and 

through 


THE  SEASON'S 

TRIUMPH 

in  Men's  and  Women's  Sweater    Coats    is    em- 
bodied in   the   1913   "SCOTT"  range. 

This  is  a  stone-wall  line    to    back    any    knit- 
goods  department 

The  styles  are  correct,  the    fit    is    petfect    and 
the  value  leaves  nothing   lacking. 

Try  the   "SCOTT"  Sweater  coats  this  season. 

Scott   Knitting    Company 

24  Ryerson  Ave.,  Toronto 


&sfe  §our  Wholesaler  Jfor 
^  Hood  Mufflers 

Manufactured  by 

H.  W.  PLANT  &  CO. 

Leicester,   England 


IN   ALL   COLORS 

'T*HE  demand  for  these  mufflers  is  now  enormous 
■*■  and  they  have  "come  to  stay."  They  are  made 
of  pure  wool,  are  extremely  serviceable  and  very 
stylish.  The}*  retail  at  popular  prices  and  the 
smallest  store  can  make  large  sales  in  them. 
Don't  be  misled,  but  stock  the  best,  viz.,  the 
Aeroplane   Hood    Mufflers. 

Sole  Selling  Agents  to  the  Wholesale  Trade 

SEWARD  BROTHERS 

251    St.   James  Street,  Montreal,  Que. 

Phone,   Main  4179 
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Harvey  Knitting  Company,  Limited,  Woodstock 


This  exclusive  line  of 
ladies'  boys'  and  children's 
sweater  coats  'will  be  of  interest 
to  the  buyers  of  Canada,  for 
never  have  they  had  such 
values  offered  to  them  before. 
The  range  consists  of  a  full  line 
of  handsome  hand  tailor  made 
full  fashioned  garments.  A 
card  to-day  will  bring  our 
samples  to  you.  It  will  pay 
you  to  see  them. 


jWeJsellonly  to  the"retail  trade 


Agents : 

Maritime:  F.  S.  White,  St.  Stephen,  N.B. 
Quebec:  P.  DeGruchy  &  Son,  207  St.  James  St., 
Montreal.  Ontario:  J.  E.  McClung,  33  Melincla 
St.,  Toronto.  Manitoba  and  N.W. :  S.  Groff 
&  Sons,  290  McDermott  Ave.,  Winnipeg.  Brit- 
ish Columbia:  H.  P.  Lang,  601  Welton  Bldg., 
Vancouver. 


Line    158.    Boys'    Overall     Suit. 


Line  245.   loat   with   detachable  hood. 


TIGER  BRAND. 


TIGER  BRAND 

the    underwear    of    value 

TWO   FEATURES   FOR  FALL  1913 


UNION  SUITS   WITH 
"COMFORT"    CLOSE- 
FITTING  CROTCH 


HEAVY    ELASTIC 
RIBBED  UNSHRINK- 
ABLE TWO-PIECE 
SUITS. 

R  69  at  $9.00  per  doz. 


With  much  added  expenditure  to  our  already  well  equipped  plant,  we  are  in  a 

position  to  give  values  and  service  even  better  than  ever  before. 

The  above  lines  ranging  in  prices,  $9.00,  $10.50  and  $12.00  for  heavy  elastic  ribbed, 

two  piece  suits,  and  $18,  $20  and  $24  for  combinations,  are  made  of  pure  imported 

wools. 

See  our  range  at  these  prices  and  compare  them  with  others.  Note  the  close-fitting 

crotch  combinations. 

Samples    Now    In    Agents    Hands. 

The  Gait  Knitting  Co.,  Ltd. 


Gait,  Ont. 

Agents: — Ontario,  J.  E.  McClung.  Toronto.  Quebec, 
Philip  deGruchy,  Montreal.  Maritime  Provinces,  Fred 
S.  White,  St.  Stephen;  West,  Hanley,  McKay,  Chis- 
holm   Co.,   Winnipeg. 
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The  New 
"  Hermsdized 
Hosiery 


*i 


For  more  than  twenty  years  Hermsdorf  Fast 
Blacks  have  been  sold  in  ever-growing  vol- 
ume all  over  the  stocking-wearing  world. 
The  first  real  fast  black  for  coton  hosiery 
has  never  been  surpassed  for  its  clean  and 
steadfast  qualities,  for  its  purity  and  perman- 
ence. The  laboratory  that  discovered  Herms- 
dorf Fast  Black  Dye  now  gives  to  the  world  a 
new  process  for  finishing  COLORED  Hosiery 
—called  "HEBMSDIZING." 
This  process  imparts  a  bright  silky  gloss;  a 
soft  sheeny  surface ;  and  an  evenness  of  color 
that  is  usually  found  only  in  high  grade  silk 
hose.  That's  why  the  new  "Hermsdized" 
Hosiery  is  named 


"Hermsdorf   Brilliants"   Come   in   ALL  Colors. 

They  look  like  silk  but  wear  like  cotton.  The 

Hermsdizing     finish     is     permanent     and 

laundry-proof. 

All  progressive  Hosiery  Buyers  are  cordially 

invited  to  write  for  further  information. 

THE  NAME  THAT  SELLS  THE  STOCKING. 


Works:    Chemnitz,   Saxony. 

American  Bureau:   235  West  3»th   Street,  New  York. 

Cuts,   Show   Cards,  Booklets,  etc.,   FREE. 

Write   for   your   copy   of   "Stocking    Selling    Sense." 


Underwear  that  brings 
the  Customer  back  for 


more. 


Our  large  range  of 
Union  and  two- 
piece  Underwear  is 
now  ready  for  your 
Winter,  1913-1914, 
business.  The  deal- 
er who  stocks  this 
line  makes  not  only 
a  large  present  pro- 
fit, but  builds  a 
solid  foundation  for 
future  sales.  Cus- 
tomers come  back 
for 

DR.  JEFF'S 
UNDERWEAR 

because  it  gives  real 
solid  satisfaction 
every  time,  as  every 
purchas- 
er is  de- 
lighted 
with  the 


softness,  durability 
and  general  excel- 
lence of  this  line. 

The  Maple  Leaf 
Brand  has  been 
very  popular 
among  the  leading 
wholesale  dealers 
who  will  give  your 
<  trder,  whether 
large  or  small, 
prompt  attention. 

It  would  be  pro- 
fitable for  you  to 
see  our  samples  be- 
fore placing  your 
order. 


THOS.  WATERHOUSE  &  CO.,  Ltd. 

INGERSOLL  ONTARIO 

HAROLD  F.  WATSON.  WELDON  &  CO.,  Selling  Agents 
Coristine  Bldg,  Montreal 
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Live    Merchants 


know  that  honesty  is  the 
best  policy,  and  that  it 
pays  to  give  their  custom- 
ers the  best  goods.  They 
also  know  that  there  is  no 
better  underwear  made 
than 

CLL I EE  (pure  w°o1) 

and  Ribbed 

UNDERWEAR 

' '  CEETEE ' '  Underwear  is 
the  finest  pure  wool  under- 
wear made — only  the  fin- 
est Australian  Merino 
wool  is  used.  Each  gar- 
ment is  knit  to  fit  the  form 
of  the  body  —  all  joins 
carefully  knitted  (not 
sewn)  together. 

We  defy  you  to  find  a  bet- 
ter Underwear  the  world 
over. 

Display  it  in  your  win- 
dows now  while  it  is  being 
advertised. 

The  C.   Turnbull  Co. 
of  Gait,  Limited 

GALT,        -         -        -         ONT. 

Also  manufacturers  of  Turn- 
bull's  high  class  Ribbed  Under- 
wear for  Ladies  and  Children. 
Turnbull' 8  "M"  Bands  for  In- 
fants and  CEETEE  Shaker  knit 
Sweater  Coats. 


Every  Ambitious  Merchant 


SHOULD 
READ 

SALES 
PLANS 

A  collection  of 
three  hundred 
and  thirty- 
three  success- 
ful ways  of 
getting  busi- 
ness, including 
a  great  variety 
of  p  r  a  c  t  i  cal 
plans  that  have 
been  used  by 
retail  mer- 
chants to  ad- 
vertise and  sell 
good  J. 


PRICE  $2.50 

All  Orders  Payable  in  Advance 
TECHNICAL      BOOK      DEPARTMENT 

MacLEAN    PUBLISHING     CO. 

143-149  UNIVERSITY  AVENUE    ::    TORONTO 


Not   an  Enterprise 
for    the    "Quitter" 


"If  there  is  one  enterprise  on  earth," 
says  John  Wanamaker,  "that  a  'quitter' 
should  leave  severely  alone,  it  is  adver- 
tising. To  make  a  success  of  advertising 
one  must  be  prepared  to  stick  like  a  barn- 
acle on  a  boat's  bottom. 

"He  must  know  before  he  begins  it  that 
he  must  spend  money — lots  of  it. 

' '  Somebody  must  tell  him  that  he  cannot 
hope  to  reap  results  commensurate  with  his 
expenditure  early  in  the  game. 

"Advertising  does  not  jerk;  it  pulls.  It 
begins  very  gently  at  first,  but  the  pull 
is  steady.  It  increases  day  by  day  and 
year  by  year,  until  it  exerts  an  irresistible 
power. ' ' 
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Ladies',  Misses'  and  Children's  Underwear 

For  Fall  1913 


Before  placing  your  order  for  Fall  goods  kindly  await  the  call  of  our 
representative,  who  will  be  able  to  show  you  many  improvements  in 
our  well  known  brands,  viz: 


in  Womens',  Misses',  Children's  and  Infants'  Vests,  Drawers  and  Combinations. 

MANUFACTURED  ONLY  BY 

S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole   Selling   Agents 

RICHARD  L.  BAKER  CO.,  100  Wellington  St.  W.,  Toronto,  Ont. 


When  buying  Hosiery 
ask  for 

/   *'■              1 

HAWLEYS 

/      \   A  I 

VHYGIENIC  BLACK" 

(    ijf 

1            There  is  no  better 
I            Dye  in  the  World, 

V      w 

1 

1 

1 

J     Every  Pair 
f                Warranted  Fast 
to  Wishing,  Hard  Wear 
and  Perspiration, 

Works  -  Hinckley,  England. 
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The  Gillies  Knitted  Muffler 
combines  comfort  with  style 
and  neatness.  Our  range  for 
1913  is  very  complete  and  ex- 
tensive. Gillies  Knitted  Muf- 
flers are  here  to  stay. 


The  Neckwear  of  Dignity 

Gillies'  Knitted 

The  dignified  appearance  of  Gillies'  Knitted 
Neckwear  lias  created  an  overwhelming  demand 
for  these  goods,  especially  with  the  women  who 
are  careful  -in  the  selection  of  their  dress  acces- 
sories. Our  Easter  showing  is  unsurpassed  in 
variety  of  style,  shadings  and  qualities.  We  would 
be  pleased  to  have  you  send  us  in  an  open  order, 
and  we  feel  confident  that  our  selection  will  please 
you. 

Select  Now  for  Easter. 


THE  A.  J.  GILLIES  MANUFACTURING  CO. 

Formerly  # 

The  Laces  &  Braids  Manufacturing  Co.,  Ltd. 


121  PRESCOTT  AVENUE 


TORONTO,  ONT. 
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St.  George  is  the 
satisfactory 
conclusion  of 
your  under- 
wear    troubles. 


Our  many  years  of  experi- 
ence in  manufacturing  only 
Men's  Winter  Underwear 
have  made  us  specialists  in 
this  line  and  enables  us  to 
offer  quality,  styles  and 
values  that  are  to-day  un- 
equalled  in  the  trade. 

See   our    1!H.'!-14  samples. 


Schofield    Woollen    Co. 

Limited 
OSHAWA,        -       -       ONTARIO 
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The   New  Modes  in  Hair  Dressing 

The  new  hats  show  more  of  the  hair — Hair  wavers  again    in  request — New 
modes  are  simple  and  compact,  and  show  the  outline  of  the  head — Rendering 
such  services  as  the  making  of  buttons,  scalloping  and  hemstitching  of  advan- 
tage to  department — Impossible  to  over-emphasize  the  vogue  of  buttons. 


CONSIDERABLE  interest  is  attached  to  the 
new  modes  in  hair  dressing,  for  it  cannot 
be  denied  that  the  new  hats  reveal  more  of 
the  hair  than  we  have  been  accustomed  to  seeing  for 
some  time  now.  Simplicity  and  compactness  are  the 
chief  ideas  followed  in  the  new  modes  of  dressing  the 
hair  and  in  all  cases  the  outline  of  the  head  is  pre- 
served. Though  neatness  and  trimness  is  a  feature. 
the  softening  influence  of  light  fringes  of  hair  and 
little  clusters  of  curls  is  allowed.  Also  there  is  a 
decided  tendency  to  return  to  the  waving  of  the 
hair,  and  either  the  whole  of  the  hair  may  he  waved 
or  the  hair  in  front  only  may  be  waved. 

One  of  the  most  novel  of  the  new  styles  is  the 
"casque."  To  dress  the  hair  in  this  fashion  a  proper 
support  is  needed.  The  front  hair  is  curled  to  form 
a  soft  bang  in  front  and  the  rest  of  the  hair  is  waved 
and  drawn  over  the  support  so  that  it  lies  in  regular 
waves  over  the  entire  head.  The  ends  are  turned 
nnder  and  concealed  beneath  an  ornamental  comb 
just  above  the  forehead.  Another  coiffure  that  fol- 
lows the  outline  of  the  head  is  the  "interlace."  This 
is  only  suited  to  useful  faces  and  can  seldom  be  ar- 
ranged without  the  addition  of  a  switch,  and  the 
switch  used  must  be  extra  long.  There  is  a  soft  banp; 
across  the  forehead  and  tiny  ringlets  give  softness 
around  the  neck  and  face  and  the  hair  is  parted 
from  forehead  to  nape  and  divided  into  tresses  which 
are  interlaced  across  the  back  of  the  head. 

Quaint  Victorian  modes  calling  for  chignons  and 
ringlets  are  also  much  in  vogue.  The  front  hair  is 
parted  and  waved  or.  if  more  becoming,  there  is  a 
soft  fringe  and  the  waved  hair  is  -imply  drawn  back. 
The  chignon, or  twist  is  finished  with  a  band  of  hair 
or  soft  coils  below  which  little  bunches  of  curls  are 
pinned  on  at  the  sides.  Chignon,  puffs  and  curls 
can  all  be  bought.  The  chignon  is  secured  by  a 
fancy  comb  and  a  barrette  will  be  a  necessity  in  most 
cases  to  secure  stray  ends  and  keep  the  coiffure  neat. 

There  are  numberless  ways  in  which  the  up-to- 
date  store  gives  service   that   was  undreamed  of  a 


decade  ago,  and  to  lie  aide  to  supply  these  needs 
forms  an  important  part  of  the  service  required  by 
the  woman  of  to-day  from  the  store  she  patronizes. 
The  store  of  course  makes  a  direct  profit  and  profits 
indirectly  because  such  service  brings  people  into  the 
store  and  helps  to  hold  their  business. 

In  this  connection  the  advantage  of  being  able  to 
have  such  work  as  having  buttons  made  from  cus- 
tomer's materials  to  match  the  suit  or  gown  that  is 
being  made  up,  to  be  able  to  have  table  sets  made  up 
with  scalloped  edges  that  can  -be  further  embellished 
by  hand  embroidery  by  the  owner,  or  scalloping  and 
hemstitching  applied  to  the  many  articles  for  house- 
hold use  or  for  childrens  and  personal  wear,  should 
be  a  great  drawing  card  to  the  needle  work  and  fancy 
goods  department. 

Some  kind  of  hand-made,  that  is  machine  made, 
imitation  gowns  and  other  accessories  of  dress.  For 
instance  there  are  plaitings  both  knife  and  accordion 
that  are  more  in  the  limelight  at  the  present  time 
than  they  have  been  for  quite  a  season.  These 
plaitings  can  be  made  in  widths  varying  from  1  inch 
to  48  and  their  application  is  as  varied  as  the  widths 
so  that  there  is  always  a  large  constant  call  for  this 
service. 

Once  a  department  gets  in  touch  with  the  pro- 
per channel  for  having  these  services  carefully  and 
properly  done,  a  nice  little  side  line  is  soon  develop- 
ed, and  not  only  this,  but  the  store  is  able  to  put  its 
customers  in  early  touch  with  new  trimming  effects 
of  this  class. 

BUTTONS  TO  BE  LARGELY  USED. 

It  is  impossible  to  emphasize  too  much  the  im- 
portance of  the  use  of  buttons  for  trimming  purposes 
this  Spring.  Buttons  are  used  on  everything  and 
lines  of  buttons  trim  the  dainty  piece  of  neckwear 
and  are  equally  in  place  on  the  handsome  suit,  or 
coat.  Naturally  now  that  Eastern  fashion  influences 
are  coming  so  strongly  to  the  front,  there  is  a  good 
deal  of  bright  color  and  glittering  effects  introduced 
into  button  lines.    This  is  lengthening  out  the  vogue 
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—The  Known  Best— 


UNSEEN  -NAIAD  PROTECTS 

In  an  age  when  every  emphasis 
is  put  on  the  value  of  strict  sanitary 
and  hygienic  conditions 

NAIAD 

DRESS 
SHIELDS 

measure    up  in  these   particulars  as 
does  no  other  shield. 

—Can  be  sterilized  after 
use  by  immersing  in 
boiling  water  for  a  few 
seconds  only  and  pres- 
sed with  a  heated  iron. 

—Is  an  odorless  shield, 
containing  no  offensive 
materials, 

— Does  not  deteriorate 
with  age  or  fall  to  pow- 
der in  the  dress. 

Write   for   samples   and   prices. 

Wrinch,    McLaren   &   Co. 

Sole  Canadian  Manufacturers 
77  Wellington  St.  West,  Toronto 


*? 


Art  Needlework 
Novelties 


Stamped  and  Tinted  Goods 


Cushion  Tops 

Centres 

Table  Scarfs 

Tray  Cloths 

Doylies 

Aprons 

Pillow  Gases 

Belts 

Guest  Towels 

Towels 

Blouses 

Pram  Covers 

Stamped  Goods  i 

in  Packages  with 

Material  to  complete  Work. 

Gorset  Covers 

Aprons 

Chemises 

N  ght  Gcwns 

Misses'  Drawers 

Circular  Drawers 

We  control  the  sale  of 

FLOSSILLA  ROYAL 

The  highest  quality  of  Artificial 
Silk  for  Colored  Embroidery 


DMC.  Threads,        Fringes 
Berlin    Wools 


Hambly  &  Wilson 

TORONTO 
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The  Best  and  Most  Popular  Hoops  on  the  Market 


"DUCHESS" 

Eight  Sizes. 

3,  4,  5.  6.  7.  8.  10,  12. 

inches. 


"DUCHESS  OVAL" 

Three  Sizes, 

3x6,  4!4  x  9.  and  6  x  12 

inches. 


"PRINCESS  OVAL" 

Three  Sizes, 

3  x  6.  4K  x9.  and  6x  12 
inches. 


Eight  Sizes. 

3,  4.  5,  6.  7.  8,  10.  12 

inches. 


It  Pays  to  always  carry  a  full  assortment 
of  sizes  in  both  the  round  and  oval  shapes, 
to  meet  the  calls  of  your  customers. 

LOOK  UP  YOUR  STOCK  °0rd^y 

Your  jobber  can  supply  you. 
The  GIBBS  MFG.  CO. .Canton.Ohio.U.S.A. 


of  crystals  and  leading  to  the  production  of  new 
shapes  and  combinations.  Crystals  come  with  cen- 
tres or  runs  of  jet  and  in  clear  rims  with  colored 
centres  or  colored  rims  with  clear  centres. 

Rhinestone  stud  buttons  are  to  have  an  immense 
vogue  and  are  showing  not  only  in  single  studs  but 
in  clusters  of  three  or  five. 

Painted  china  buttons  are  again  brought  out. 
chiefly  in  flat  and  ball  shapes  decorated  with  single 
blooms  and  gay  little  bunches  and  garlands  in  Dres- 
den style.  In  galalith  and  enamel  celluloid  pyroline 
and  other  materials  of  the  same  class,  ball  effects  are 
the  leaders. 

® 

News   Items 

Calgary.  Alta. — S.  McMorren  has  started  a  men's 
wear  store. 

Guelph.  Ont. — W.  B.  Berner  has  completed  the 
installation  of  his  plant  for  the  manufacture  of  car- 
pets and  rugs. 

Gait,  Ont.— G.  V.  McFarland  &  Co.  have  pur- 
chased the  men's  furnishing  and  clothing  business 
of  W.  H.  Kennedy. 

Gait,  Ont. — In  the  fire  which  destroyed  the 
Fraser  block  here,  the  premises  of  W.  Peared,  manu- 
facturer of  sweaters,  was  gutted. 


Redcliff,  Alta. — T.  A.  Hicks  has  opened  a  men's 
wear  store. 

Saskatoon,  Sask. — Burglars  entered  the  men's 
furnishing  store  of  Harry  Tupling  and  took  silk  pa- 
jamas and  ties  valued  in  all  at  $50. 

Trenton,  Ont. — In  a  disastrous  fire  which  broke 
out  in  the  business  section,  the  dry  goods  store  of 
Sutcliffe  &  Sons  was  burned.  The  loss  will  be  very 
heavy. 

Benjamin  Allen,  who  represented  North  Grey  in 
the  House  of  Commons  for  some  years,  died  in  Owen 
Sound  on  the  30th  inst.  in  his  eighty-third  year.  Mr. 
Allen  was  a  fine  type  of  the  polished,  courteous,  Irish 
gentleman.  He  was  the  pioneer  of  the  exclusive  dry 
goods  line  of  that  town  opening  out  in  the  early 
fifties,  and  continuing  in  this  line  for  about  a  half 
century,  retiring  a  few  years  ago  to  accept  the  clerk- 
ship of  the  Division  Court. 

Montreal,  Que. — Burglars,  who  evidently  knew 
the  best  quality  of  goods  and  selected  only  the  best, 
forced  an  entrance  Saturday  night  into  the  gentle- 
men's furnishing  store  of  J.  W.  Blanchet,  391  West 
Notre  Dame  street,  and  carried  away  between  $3,000 
and  $4,000  worth  of  the  stock.  They  entered  by 
the  cellar  from  the  yard  in  the  rear,  and,  in  order 
to  get  into  the  store,  had  to  cut  through  two  trap- 
doors and  through  two  other  heavily  barred  doors. 


Talk  to  the  Man 

who  has  the  final  say  about  what  goods  come  into  the  store 
through  the  columns  of  "The  Review." 

He  reads  it  because  it  pays  him.    Why  not  tell  him  why  he 
should  buy  your  product? 
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Doing  a  Little  Anticipating 

Moving  the  Goods  Before 
Moving  the  Business 

"VT°UR  CHANCE  is  now.  There's  a  stirring  of  the 
waters  these  days.  Things  are  "moving "in  more 
senses  than  one.  In  fact  the  moving-bee  is  in  our  bonnet : 
and  though  it  will  not  take  effect  at  once,  we  are  beginn- 
ing to  get  ready. 

THEREFORE — A  pre-moving  clear-up.     Lines  comprised  are  saleable 
and  thoroughly  up-to-date  finished  goods. 

Generous    Stock    of   Frames   and 
Leather  made  up  in  New  Styles. 

And  the  low  prices  are  calculated  to  do  the  work. 

P.  W.  LAMBERT  &  CO. 

Makers  of  Fashionable  Leather  Novelties 
64-66  Lispenard  Street  :  :  :  NEW  YORK 


Has  it  ever  occurred  to 
you  there  are  needles 
and  needles  — *~ 

Why  not  stock  a  brand  with  a 
name  and  reputation  behind  it? 

ABEL  MORRALL'S  Needles 
have  been  made  in  Redditch, 
England  for  100  years — and  al- 
ways give  satisfaction. 

EVERY  NEEDLE  PERFECT 

Ask  your  smallware  JOBBER 
to  send  you  a  few. 
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New  Era  Promised  in  Window  Display 

Fixtures  can  be  made  an  important  part   of    window  displays   and  brighter 

showings   will  result — Many  advantages  would  be  felt — Less  time  would  be 

consumed  and  smaller  quantity  of  merchandise  would  be  needed. 


SPRING  opening  windows  are  to  be  a  series  of 
brilliant  displays.  The  efforts  of  the  display 
manager  to  call  attention  to  his  windows  is 
passing  another  stage  in  clever  decorating.  A  study 
of  more  successful  and  pleasing  windows  in  larger 
centres  shows  that  window  men  are  realizing  the  im- 
portance of  this  distinctiveness. 

Art  in  window  dressing  in  the  past  has  been  ef- 
fected by  different  influences.  Plenty  of  merchan- 
dise on  view  and  good  arrangement  has  always  been 
the  aim  of  the  decorator  because  displays  are  to  sell 
goods.  The  powers  behind  the  publicity  and  mer- 
chandise departments  have  always  insisted  on  this. 
Merchandise  comes  first. 

This  is  rightly  so.  Trimmers  who  are  successful 
are  the  men  who  get  the  most  from  their  appropria- 
tions. They  never  overshadow  the  goods  on  view. 
Artistic  ability  is  cleverly  portrayed  in  neatness, 
quickne-s  in  setting  up  trims  and  the  power  to  give 
just  the  required  touch,  when  wanted.  All  the  pre- 
vious education  of  the  profession  has  been  to  make 
suggestive  quantity  treatments  in  which  the  goods 
build  the  displays.  The  benefit  of  this  plan  has  been 
demonstrated  again  and  again.  Sales  and  results  fol- 
low in  proportion  to  the  energy  and  number  of 
changes.  One-price  and  one-line  displays,  properly 
ticketed  and  having  character,  which  enhances  the 
merchandise,  get  the  best  results. 

The  whole  argument  for  or  against  this  plan  is 
that  every  trimmer  is  doing  it.  Displays  of  the  op- 
position, of  a  series  of  windows  in  a  block  or  for  many 
blocks  are  along  the  same  idea.  One  display  manager 
obtains  his  suggestions  from  the  work  or  combina- 
tion of  ideas  conveyed  in  adopting  the  well  thought 


out  plans  of  his  neighbor  or  confreres  in  a  larger  town 
or  city.  The  result  is  modern  but  lacks  originality 
to  give  character. 

Development  has  been  gradual  since  the  windows 
were  only  used  to  admit  light.  From  that  time 
the  art  has  seen  numerous  changes  from  cheese 
cloth  to  elaborate  backgrounds.  In  some  quarters, 
business  bringing  windows  in  which  volume  (or  for 
the  average  merchant  stocky  displays  are  expected), 
another  extreme  is  passing.  To-day  merchants  allow 
introductory  or  style  showings  at  seasonable  periods 
of  the  year.  For  the  balance  of  the  season,  one  win- 
dow follows  another  in  an  incessant  display  policy. 
An  immense  volume  of  goods  passes  through  the 
trimmer's  hands.  This  taxes  the  ability  of  the  heads 
of  departments,  advertisers  and  cardwriters.  An- 
other stage  of  window  work  is  reached  to  meet  these 
conditions. 

The  problem  of  the  management  is  not  how  to 
avoid  extra  work  but  rather  to  use  less  merchandise 
and  keep  displays  just  as  efficient,  from  a  selling 
point  of  view.  Better  use  of  display  space  is  being 
studied  ajid  more  windows  are  wanted.  Business  is 
growing  and  more  departments  have  to  be  repre- 
sented. The  plan  is  to  increase  the  efficiency  of  an 
important  department  by  simplifying  the  details 
of  work.  The  time  of  the  decorator  is  to  be  con- 
served to  attain  greater  results  from  window  pub- 
licity. Each  trimmer's  ability  must  show,  because 
displays  are  original  and  amendable  to  system. 

Every  trimmer  knows  the  anxiety  of  section 
managers  to  get  window  space.  They  also  know  the 
impossibility  of  interesting  heads  of  departments  to 
be  represented  outside  the  good«  laid  out.     His  idea 


84 


THE    ART    OF    DISPLAY 


Dry    Goods    Review 


The  Zenith  of  Wax  Figures 

More  Beautiful  Than  Ever 


The  beauty  of  Delfosse  French  Wax  Figures 
is  more  than  skin  deep,  if  that  term  may  be 
applied  to  wax  work.  It  lies  in  the  delicate, 
true  feminine  lines,  the  graceful  poise  of  the 
head,  the  exquisite  coiffure,  as  well  as  in  the 
natural  lifelike  compelxion. 
The  wax  figure  to-day  is  taking  a  high 
position  in  modern  display  and  is  becoming 
more  popular  as  a  selling  medium  every  day. 
The  "Delfosse"  Wax  Figure  display  fixtures 
come  in  all  styles  from  the  full  figure  to  the 
bust  with  wax  head.  Our  range  is  large  and 
prices  are  very  moderate  when  the  quality 
is  considered. 

Quality  is  the  true  value  of  wax  work.  In- 
ferior goods  never  attract,  therefore  never 
sell  the  goods. 


324L.  Fine  wax 
head,  mounted 
on  a  1913  model 
bust,  small 
hips,  jointed 
arms  and  wax 
hands,  exten- 
sion foot  and 
skirt.   822.50. 

254.  Fine  Freucl 
w a x  head, 
mounted  on  a 
1913  model, 
small  hips, 
jointed  arms, 
indestructible 
bands,  exten- 
sion foot  and 
skirt,   $27.00. 

Extra  Fine 
French  head, 
large  wax  bust 
with  half  arms, 
new  1913  mo- 
del, extension 
foot  and  skirt, 
$35.00  &   $45.00. 

1010.  Fine  full 
bust  wax  figure, 
wax  arms  and 
bands,    $45.00. 

1100.  Extra  fine 
quality  French 
wax  full  bust 
figure,  wax 
arms  and 
hands,  very  fine 
bead,  with  new 
Bust,  wooden, 
adjustable  legs, 
and  shoes, 
$85.00. 


No.  259 


Our  new  Catalogue,  which  illustrates  over 
1,000  designs  of  Fixtures,  Figures,  Mantle 
and  Clothing  Racks,  Bust  Models,  Mirrors, 
Showcases,  Haberdashery  a  n  d  Drapery 
Stands,  etc.,  is  the  most  complete  ever  pro- 
duced in  Canada. 

Your  postal  card  will  bring  it  to  you  gratis. 
WTrite  to-day. 


Our  new 
Catalogues 
on  Request. 


Delfosse  &  Co. 

Offices  and  Sample  Room :  247-249  Craig  St.  West 
Factory  :  1  -3-5-7  Hermine  Street 

MONTREAL 
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of  the  amount  of  goods  required  for  a  stocky  display, 
which  will  please  the  public,  the  firm  and  himself 
is  limited.  Time  is  wasted  in  four  places  at  least — 
in  collecting  goods  for  the  day's  work,  putting  in 
the  displays,  taking  them  down  and  returning  the 
merchandise  to  departments.  On  many  occasions 
during  the  season  the  space  allotted  to  one  depart- 
ment is  more  than  is  necessary.  Patterns  are  ar- 
ranged or  duplicated  to  fill  space.  The  efficiency  of 
the  work  does  not  justify  a  correct  interpretation  of 
the  stock  at  large.  Executive  in  grouping  kindred  or 
suggestive  goods  is  impossible. 

THE    DEVELOPMENT    OF    FIXTURES. 

Another  phase  of  window  dressing  has  helped 
educate  the  display  manager  that  he  cannot  depend 
on  the  goods  alone  to  attract  prospective  customers. 
During  the  last  few  years  the  range  of  fixtures,  their 
character,  efficiency  of  lighting,  scenic  backgrounds 
and  hundreds  of  other  facilities  have  been  improv- 
ing. The  entire  development  is  obscured  by  mer- 
chandise, which,  as  pointed  out  has  lost  much  of  its 
attractiveness  because  displays  appear  alike. 

To  meet  these  conditions  other  trimmers  are  in- 
troducing brightness  and  using  fixtures  to  form  part 


of  the  display.  Anything  to  improve  on  the  experi- 
ence of  other  years  is  considered  an  advance.  In  the 
same  way,  anything  which  will  interest  customers 
long  enough  to  attract  is  good  business.  That  is, 
if  the  feature  is  approved  and  not  freakish.  The 
whole  change  from  merchandising  to  brighten  dis- 
plays in  which  the  fixtures  are  a  part  has  this  object 
in  view.  Successful  work  suggests  using  fixtures, 
as  part  of  the  display  because  the  idea  is  different. 
The  brightness  of  the  windows  creates  the  desire  to 
see  the  goods  and  the  suggestions.  A  good  display 
takes  advantage  of  the  character  of  the  fixtures. 

NOT   TO   BE   COVERED   UP. 

Fixture  manufacturers,  have  this  in  view,  and 
the  change  is  seen  in  all  the  new  fixtures.  The  in- 
spiration for  the  most  effective  forms,  units  or  stands 
for  the  Spring  season  shows  the  tendency.  Beauty 
in  the  new  fixtures  is  not  to  be  covered  up.  A  table 
and  a  vase  of  flowers  a  chain  or  a  centre  grouping- 
is  studied  in  detail.  Whole  displays  are  balanced  so 
as  to  make  the  arrangement  a  masterpiece  of  color 
blending.  Backgrounds,  fixtures,  tickets  and  mer- 
chandise conform  in  a  perfect  unit,  which  is  so  dif- 
ferent from  the  average,  that  customers  cannot  help 


Opening  window  of  silks  and  millinery  background.  Balcony  effect  in  stone  grey  and  white  covered  with 
trailing  red  poppy  vines — pillars  and  balcony  are  finished  with  glossy  white  embossed,  and  heavy  grey 
decorating    paper — imitation    glass    panels    in    back — cost  about  $7.00. 

Fiist  drape, — pannier  of  tan  messaline,  trimmed  with  laces.  Centre  drape, — cream  mousseline  de  soie  with 
allover  cream  net  and  wreaths  of  pink  roses — pink  and  cream  embroidered  silk  trimming —  draped  on  full 
figure  form  with  limbs,  showing  ankle  and  shoe  to  match  gown  on  one  side.  End  drape, — skirt  and  waist  of 
Copenhagen  blue  mousseline  with  coat  of  same  shade  of  blue  shot  with  black  ondine  cord  silk — blue  and 
black  banding  to  match.     Courtesy  W.  E.  Maxwell,  St.   Thomas — arranged  by  F.  J.  Thompson. 
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Lamson  Centralization  is 
The  Merchant's   Safeguard 

In  a  store  served  from  a  "central"  cashier's  desk  there  is 
none  of  the  "rush"  and  congestion  during  busy  hours,  nor 
the  idleness  during  dull  ones,  inseparable  from  the  local 
cashier  method. 

There  is  none  of  the  collusion  for  which  the  close  relations 
of  salesclerk,  customer  and  local  cashier  have  been 
responsible. 

There  is  none  of  the  long,  annoying,  customer-losing  wait- 
ing for  parcels  and  change  that  congestion  around  local 
cashier  stands  brings. 

LAMSON    Carriers    CENTRALIZE— PROTECT    the 

merchant  and  the  honest  salesclerk  and  customer,  economize 
time  and  expense  and  fix  responsibility  on  the  individual 
immediately  and  beyond  question. 

LAMSON  Carriers  enable  the  prompt  handling  of  "take" 
—"send"  —"cash"— "charge"— "C.  O.  D."  or  "transfer" 
sales,  but  DECENTRALIZING  methods  deal  with  cash 
sales  only. 

ASK  YOUR  NEIGHBOR. 

THE  LAMSON  COMPANY 

BOSTON,    U.S.A. 

Representatives  in  all  principal  cities. 

— — —  SERVICE  — 
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Wash  goods  window  for  preliminary  openings  showing  suggestive  drapes  on  full  figure  and  blouse  forms; — 
36-inch  zephyrs  or  percales  for  tailored  blouses,  afternoon  or  house  dresses  are  combined  with  proper  trim- 
mings  and    accessories   in   advance   styles   for   midsummer. 


bul  be  interested  in  the  goods  on  view.  Tin  same 
idea  can  be  used  in  any  line  of  merchandise.  A 
grouping  of  the  unit  idea,  wherein  trimmers  have 
something  to  work  with,  as  a  beginning,  results  in 
more  effective  display  with  less  merchandise.  Sales 
are  not  sacrificed  and  speed  is  possible  where  win- 
dow furniture  throughout  matches  the  general 
scheme. 

HIGH     FINISHES    SHOWN. 

Draping  and  display  stands,  plateau,  pedestal-. 
panels  and  dividers  are  being  made'  in  higher  colors. 
Natural  woods.  ,o;old,  ormolu  and  copper  finishes  are 
used  to  brighten  a  window.  Stands  in  line  veneers  in 
any  of  the  natural  finishes  are  either  plain  or  ornately 
finished.  They  are  substantial  enough  to  give  the 
idea  of  permanence  to  the  store.  Metal  fixtures  are 
highly  finished.  Nothing  is  to  be  gained  by  sacri- 
ficing the  lines  of  the  drape  by  insisting  that  these 
stand-  must  nol  show.  Glass  plates  and  brilliant- 
hued  velours  and  velvets  in  wines,  greens,  old  gold, 
tans,  purple  and  royal  are  combined  in  the  unit 
idea  to  increase  the  display  surface  and  form  a  con- 
trasting setting  for  many  kinds  of  merchandise. 

This  year,  therefore,  each  display  manager  must 


KSffif  CARRIERS 


SAVE  TIME  &  MONEY 


Quick  Change  Means  Pleased  Customers 

Our  guarantee :— We  will  hiatal  a 
system  of  our  carriers  in  your  store. 
After  10  days'  test,  if  they  hare  no* 
proved  their  superiority  to  all 
other  makes  of  store  service,  we 
will  remove  the  equipment  without 
cost  to  you.  It  will  pay  you  to  in- 
vestigate our  modem  improved 
PNEUMATIC  DESPATCH 
TUBES  AND  ELECTKIC  CABLE 
CASH     CARRIERS. 


CATALOG  FREE 


The  Gipe-Hazard  Store  Service  Co.,  Ltd. 


99    ONTARIO   STREET  TORONTO.  ONT 

EUROPEAN  OrflCeUlltlOL&ORH.iaHDOH  [.C.fNC. 


study  these  developments.  Departments  are  pro- 
vided with  more  window  space  in  this  way.  Often  a 
whole  show  window  is  relieved  for  some  important 
display.  At  the  same  time  the  arrangement  of  built 
up  units  with  fixture*  showing  adds  character  to  the 
windows  and  store.  It  means  quicker  trims.  Like- 
wise, the  whole  standard  of  good  display  is  raised 
to  place  the  store  and  the  display  manager's  repu- 
tation in  a  class  by  themselves.  Everything  pertain- 
ing to  display  is  at  once  associated  with  the  store  and 
its  merchandise.  Artistic  ability,  as  portrayed  in  the 
class  of  work  done,  becomes  a  part  of  store  publi- 
city, because  displays  are  always  different.  Charac- 
ter is  reflected  in  the  merchandise  in  keeping  with 
difference  in  display  as  an  asset.  The  medium  of 
fixtures  and  relative  value  is  defined  as  the  study  of 
the  art  progresses. 

Again,  the  benefit  of  combining  window  pro- 
perties and  merchandise  is  the  care  taken  of  a  better 
class  of  Fixtures,  which  are  fit  to  be  part  of  the  group- 
ing. Fixtures  which  show  must  lie  clean  and  easily 
kept  so  as  to  add  to  the  efficiency  of  the  display  de- 
partment. Clean,  high-class  fixtures  mean  less  loss 
in  merchandise  ruined  in  displays  just  as  surely  as  a 
reduction  of  the  amount  of  goods  used  does.  Fix- 
tures, as  part  of  groupings,  overcome  the  problem 
of  dressing  windows  with  mirror  backs  satisfactory. 
There  is  nothing  to  conceal. 

Considering  the  amount  of  money  expended  the 
iife  of  the  fixtures  is  longer.  The  facilities  and  extra 
windows  arc  many  times  greater  in  results  than  the 
cost  of  original  investment.  Tf  display  managers 
are  enabled  to  make  their  displays  live: — different 
from  others  because  of  the  originality  and  bright- 
ness of  the  combined  improvements  of  the  art — re- 
sults are  satisfactory.  Windows  and  displays  stand 
out  from  the  general  run.  They  speak  for  the  store 
and  business.  Because  displays  are  different  there  is 
a  difference  in  returns.    This  means  profits. 
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Which  Are  You 

Lighting-The  Goods 

or  the  Sidewalk? 


J-M  Linolile  Reflector  Type    'F"  for  Show  Windows 


EVER  notice  at  the  theatre  how  perfectly  the  stage  in  lighted?  How  the  light  is  all  focused  on  the 
actors  or  the  scenery?  Not  one  of  the  foot  or  spot  lights  is  visible  and  yet  the  effect  is  perfect. 
If  the  lights  were  not  concealed  the  audience  would  be  blinded  by  their  glare  and  couldn't 
see  the  chartacters  distinctly.  It  should  be  the  same  with  your  show  windows  and  cases  for  they  are  the 
stage  on  which  you  display  your  goods.    And  if  you  want  to  gain  an  "audience,"  the  light  must  be 
focused  on  the  goods  by  means  of  an  efficient  reflector  system.  Such  results  can  only  be  attained  with 

FRINK  REFLECTORS 

And   J-M   Linolite   Lamps 

THESE  reflectors  are  the  result  of  over  half  a  century  of  successful  experience  devoted  to  the  solv- 
ing of  lighting  problems.    They  are  made  in  so  many  different  styles  that  there  is  one  best 
suited  to  your  show  windows  and  cases. 

Our  Engineering  Department  have  acquired  their  varied  and  extensive  experience  through 
successfully  overcoming  the  lighting  difficulties  encountered  by  thousands  of  merchants  all  over  the 
country. 

Why  not  take  advantage  of  this  opportunity  and  get  in  touch  with  us?  There  is  no 
obligation,  and  we  can  save  you  considerable  money  by  improving  your  present  lighting  system  or 
assisting  you  in  the  designing  of  a  new  one. 

Write  Our  Engineering  Department  at  nearest  Branch 

THE  CANADIAN  H.  W.   JOHNS-MANVILLE   CO.,  LIMITED 


Manufacturers  of  Asbestos 
and  Magnesia  Products. 

TORONTO 


Sole  Selling  Agents  for  Frink  Products. 


MONTREAL 


WINNIPEG 


Asbestos  Roofings,  Packings, 
Electrical  Supplies,  etc.. 

VANCOUVER 


685 


TRADE  WINNERS 

The  Colonial  Pedestal  and  Millinery  Hat  Stands. 


Millinery 
Hat  Stands 

24  in.     to 
60  in.  High 

$36.00   per 
dozen. 

F.O.B. 

Balto. 


Pedestal 

24  in.  high 
with  a  9  in. 
top. 

$36.00  per 
dozen. 

F.O.B. 

Balto. 


No.  100 

Photo  in 
Base. 

No.  200 

Cast  Face 
in  Base. 

No.  400 

Floral   De- 

sign in  Base. 
Detachable 
Bases. 

The    Bases 
of  Pedestals 

k.         to  match 
m      Hat  Stands 

■JHF    v 

\              also 

detachable. 

No.   101 

100 


All  stands  are  finished  in  the  highest  quality  Gold  Bronze.  They 
are  genuine  business  getters,  enabling  you  to  make  a  lich  display  and 
give  your  stock  the  appearance  of  the  highest  valuation,  always  the 
desirable  thing  to  do. 

High    Art  Fixture    Co. 

222  N.  Gay  Street,  -  -  Baltimore,   Md. 

Our  Specialty  :  Millinery  Hat  Stands. 


You  cannot    afford  to  be 
without  a  few 

Hall  -  Borchert 

Adjustable     and     Non-Adjustable 

Dress  Forms 

in    your    Spring    displays. 


for  they  give  the  proper  lines  to  the 
new  suits  and  dresses  that  turn  them 
into  dollars  for  you.  They  may  be 
used  in  either  your  ready-to-wear 
department  displays  or  in  your  dress 
making  section.  They're  indispens- 
able anywhere. 


Rush  Your  Order. — To  intro- 
duce this  model  form  to  Canadi- 
an trade,  we  make  the  following 
offer: — 


Caoms  Govered  Display  Model 
Clolh  Covered  Display  Model 


$7.50 
5.25 


Write  for  Catalogue  C. 

"  Use  them  in  your  windows." 

The  Hall-Borchert  Dress  Form 
Co.  of  Canada.  Limited 

158  Bay  Street,  Toronto 
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Window  Advertising  Helped  Whitewear  Sale 


WINDOW  advertising  played  a  prominent  part  in  the  success  of  the  January  whitewear 
sale  conducted  by  the  Regina  Trading  Co.,  Regina,  Sask.,  during  the  early  part  of  Janu- 
ary. The  trim,  shown  in  three  sections,  in  the  accompanying  illustration,  occupied  a 
window  175  feet  long.  That  a  display  of  such  unusual  dimensions  would  attract  atten- 
tion goes  without  saying;  but  the  size  of  the  display  was  the  least  of _  its  strong  points,  perhaps. 
In  point  of  artistic  merit  and  sales-making  force,  the  window  ranks  high  and  the  exploitation  of 
the  cotton  boll  idea  gave  additional  publicity  to  the  sale. 

A  brief  description  will  be  in  order.  The  background,  stretching  the  full  length  of  the  window 
was  of  green  burlap,  with  a  frieze  36  inches  wide,  showing  a  continuous  landscape  painted  in  water 
colors.  In  the  centre  of  the  space  was  a  figure  representing  a  darky  cotton  picker  with  one  hand 
on  the  branch  of  a  tree,  on  which  natural  color  bolls  had  been  wired.  At  the  feet  of  the  cotton 
picker  was  a  basket  heaped  high  with  cotton  bolls.  Branches  of  trees  were  intertwined  with  the 
upper  lattice  work  on  the  background,  and  cotton  bolls  had  been  wired  to  them.  A  show  card 
in  the  window  invited  the  public  to  "come  in  and  have  one" — meaning  a  cotton  boll. 

To  feature  this  sale,  the  firm  had  10,000  of  the  natural  cotton  bolls  shipped  to  them.  Of  this 
supply,  2,000  were  used  in  the  windows,  3,000  were  used  on  decorations  within  the  store,  and  the 
remaining  5,000  were  put  in  cartons  and  one  given  to  each  customer  as  a  souvenior  of  the  white- 
wear  sale.    They  were  eagerly  accepted. 

The  ladies  whitewear  and  white  curtain  departments  were  crowded  during  the  days  that  the 
display  was  left  in  the  window.  Sale  tallies  showed  that  the  turnover  during  the  period  had  been 
more  than  doubled. 

Philip  II.  Morgan,  who  ti'immed  this  display,  is  a  young  decorator  who  has  won  a  deserved 
reputation.  He  took  first  prize  and  diploma  at  the  provincial  exhibition  at  Regina  in  July  last 
year.    A  picture  of  Mr.  Morgan  is  shown  in  the  inset. 
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OVERCOAT    RACK 

.S;ime  price  as  Suit  Rack,  6  feet  high. 

Extra  cost  for  side  rods. 

Polished   steel   or   oxidized. 

For  6  and  8  feet  $1.25  each 

For  9  and  10  feet .. $1.50  each 

Overcoat  Rack  G  feet  high.  '        Suit  Racks  5  feet  high. 


DOUBLE   BAR   POLISHED    STEEL   TUBE    RACKS 

li  feet  long,  4  posts   | 

li  feet  long,  6  posts  , .'; 

8  feet  long,  6  posts ii.50 

10  feet  long,  6  posts  12.50 

$2.50  extra  to  above  prices  for  Oxidized  finish. 


Double   Deck 
Rack 

For  Boys'  Suits  and 
Short  Garments 

This  is  our  regular  Overcoat 
Rack,  6  feet  high,  fitted  with 
side  rods  adjustable  up  or 
down,  or  removable. 

Why  stack  your  Boys'  Suits  in 
corner  of  your  store? 

It  doesn't  cost  much  to  hang 
Boys'  Suits  up,  and  the  Boys 
appreciate  the  attention  given 
to  their  clothing,  same  as  you 
give  the  men's. 

Many  people  have  the  idea 
anything  is  good  enough  for  a 
boy.  But  the  merchant  who 
goes  after  the  Boys'  trade  in 
the  right  way,  makes  many 
lasting  customers,  and  the 
Boys'  trade  is  just  as  easy  as 
any  other  if  the  same  attention 
is  given  to  his  wants. 


No.  33IB,    Suit   Hanger,   $750   per   100 
No.  33B,   Boys'   Suit   Hanger, 

$7.50  per  100 


If  you  are  not  hanging  up  your 
Boys'  Clothing,  let  us  equip 
your  store  before  your  new 
Spring  Clothing  comes  in.  Let 
us  know  the  number  of  suits 
you  have  and  the  floor  space, 
no.  74B,  combination    and  we  suggest  the  best  length 

lit  Hanger,  curved  to  fit  °°  ° 


Suit  Hange; 

shoulder.  Wedged  in  centre.     Ab-    -wo/al?- 
solutely  solid  $15.00  per  100    *-  dCK 


The  Taylor  Mfg.  Co.  -  Hamilton,  Canada 
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ORDER  YOUR 


SPRING  DECORATIONS 


IN  CANADA 


No.    583 — Hydrangea   Spray 


No.    573 — Branch  of  Lilac 
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We  have  a  number 
of  absolutely  new 
designs  that  we  can- 
not show  in  this 
space  and  that  are 
very  suitable  for  de- 
coration. Write  for 
samples  and  prices. 
Order  now  so  as  to 
get  prompt  deliveries 
for  Spring. 


No.  583— Hydrangea 
Spray,  very  handsome 
for  spring  decora- 
tions, made  of  four 
large  clusters  of  flow- 
ers in  colors- while, 
lavender  and  pink, 
size — 40  inches  long. 
Price  $1.85  each. 
No.  573— Branch  of 
Lilac,  made  with  six 
bunches  of  lilac,  nat- 
ural color,  and  very 
handsome  foliage, 

size.  36  inches.  Price 
$1.75  each. 

No.  579—  Crimson 
Rambler  Roses,  made 
of  23  roses  in  colors- 
white,  pink,  red  or 
tea.  and  beautiful 
foliage,  size.  45  inch- 
es long.  Price  $1.75 
each. 


No.  579 — Crimson   Rambler   Roses 
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A       FACT THAT  THE   LARGE   STORES    ARE    USING    OUR    GOODS 


Spring  Millinery  Opening  Window  of  Robert  Simpson  Co.,  Toronto,  where  the  Canadian    Flowers   have   been 

used    with    satisfaction. 


THE  PROOF  OF  SATISFACTION 


REMOVAL  NOTICE 


Our  business  is  increasing  so 
rapidly  we  have  been  forced  to 
arrange  for  larger  space.  We 
have  secured  quarters  in  the 
large  new  building  at  243-245 
Bleury  Street,  Montreal. 

We  extend  a  cordial  invitation  to 
the  Merchants  and  Window 
Trimmers  of  Canada  to  visit  our 
large  new  showrooms. 
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The  Canadian   Flower    Manufacturing    Co. 

243-245  Bleury  Street  -----  MONTREAL 
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Emphasize  Ready-to-wears 

by  displaying  them  on  the  new 
Richardson  Fitting  Form 


CHILD'S  FIGURES 
WITH   LEGS 

Concave   waist    line  to  hold   skirt. 
Heavily  weighted,  stand  alone. 
Black  or  White  Jersey. 

Flesh  Color 


4- 


i-^ 


It  brings  out  the  correct  lines  of 
the  1913  gowns  and  suits,  demon- 
strating the  style  and  fit,  as  well  as 
the  cloth  and  finish.  This  new 
fitting  form  will  adjust  to  any 
pose,  making  it  very  desirable  for 
window  and  case  displays. 

No.  41-AA,  as  cut  -  -  -  -  $7.50 
Same,  without  flesh  colored  bust  6.75 
Same,  without  tilting  device    -    -       5.75 

Sizes  32  to  40 

SHOW  YOUR  GARMENTS  ON  UP-TO-DATE  FIXTURES. 

Our  new  Children's  Form,  No.  87-M,  shows  Dresses,  as  well  as  Shoes  and 

Stockings.     Everything  in  Wax,  Papier  Mache  and  Metal  for  display.  n0,  87-M 

A.  S.  RICHARDSON  &  CO. 

Oldest  and  Best  Manufacturers  of  Wax  Figures  and  Display  Forms  in  Canada 
Showroom—  99    ONTARIO   STREET  TORONTO 


Entire  Form 

Bust  and  Neck 

4  Year     - 

#3.00  each 

- 

$4.00  each 

6  Year     - 

3.25     " 

- 

4.25     " 

8  Year     - 

3.50     " 

- 

4.50     " 

10  Year     - 

3.75     " 

- 

4.75     " 

12  Year     - 

4.00     " 

- 

5.00     " 

14  Year     - 

4.50     " 

- 

5.50     " 

Factory 
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Have  you  a  New  Way  Store 
The  New  Way  Crystal  Wardrobe 
is  the  modern  device  for  displaying 
ladies'  outer  garments.  Made  by 
Grand  Rapids  Show  Case  Company 
(Grand  Rapids,  Michigan) --and  adopt- 
ed by  the  foremost  merchants  of 
Canada  and  the  States. 


Show  Rooms  and  Factories: 
New   York  Grand  Rapids 

Boston  Portland 


Chicago 


mmmmmmmmmmm 


Special  and  Important 

Canadian  friends  and  customers  who 
are  acquainted  with  our  wax  figures  will 
be  pleased  to  learn  that  we  have  added 
several  new  models,  They  are  •  quite  the 
'  handsomest  in  contour  and  complexion  that 
we  have  ever  shown. 

We  shall  be  pleased  to  receive  your 
name  for  a  set  of  splendid  photographs  of 
these  strikingly   beautiful   heads  and  busts. 

J.    R.    PALMENBERGS    SONS 


Kslablished   1852 


710  Broadway, 

Boston  Salesroom 
Ml  Kingston  St.     110  Bedford  St. 


New  York 

Baltimore  Salesroom 
10  &  12  Hopkins  Place 
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D.  ,&  P.  Fixtures  Will  Enhance 
Your  Spring  Displays 

'HpHE  day  of  the  hidden  fixture  is  past — the  day  when 
packing  box  lumber  was  turned  into  crude, 
wobbly  stands  is  no  more.  Modern  stores  employ 
modern  methods  and  find  that  the  display  stand  or 
fixture  must  be  as  attractive  as  the  goods  themselves. 
They  must  lend  an  artistic  touch  to  the  trim  that  other- 
wise would  lack  relief  and  have  that  Hat,  unattractive 
appearance  of  all-goods  windows. 

In  preparing  for  your  Spring  exhibit,  drop  a  line  for 
our  new  catalog,  which  you  will  find  of  great  value. 
Write  to-day. 

MANUFACTURED  BY 

DALE  AND  PEARSALL 

Manufacturers  of  High  Class  Fixtures,  Etc. 
106  FRONT  STREET  EAST        -        -        TORONTO 


KRAMER 

ALL  STEEL  BALING  PRESS 

THERE  ARE  NO  WOODEN  PARTS 

The  ideal  Baler  for  waste  paper,  rags,  straw,  excelsior,  etc. 
Do  not  purchase  a  wooden  baler  when  you  can  use  one  made  of  steel. 
Greater  Strength — Smaller  Floor  Space,  Easier  to  Operate — More  Economical  than  any 

other  Press  on  the  market. 

OVER  2,000  SOLD  IN  ONE  YEAR 

TORONTO  TYPE  FOUNDRY  COMPANY,  LIMITED 


TORONTO 


MONTREAL 


WINNIPEG 


CALGARY 


REGINA 


CONSERVATION 


MEANS 


MONEY 


TO 


YOU 


By  eliminating  the  needless  work  of  your  employees,  you 
save  their  valuable  time.  If  they  have  to  walk  to  the 
desk  every  time  to  make  change  and  have  parcels  wrapped, 
they  are  doing  needless  work. 

Conserve  this  waste  energy  by  installing  a  PERFECT  system 
of  cash  and  parcel  carriers 

Hamilton  Brass  Mfg.  Co.,  Limited,  Hamilton,  Ont. 

MONTREAL  OFFICE :   327  CRAIG  STREET  WEST 
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Take  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


DRY    GOODS    REVIEW 


A  Modern  Force 
in  Business 

A  DYERTISING  has  established  a  new  order  of 
^  ^  things  in  commerce.  It  has  become  a  mighty 
power  in  business  progress ;  a  complex  yet  com- 
prehensive transmitter  of  many  parts  for  the  dis- 
tribution and  selling  of  merchandise  and  service. 


Its  function  is  fivefold: 
To  enlighten  or  educate — to  create  new 
wants  or  to  satisfy  old  ones — to  protect 
and  foster  legitimate  enterprise — to 
establish  a  medium  of  understanding 
between  buyer  and  seller  as  a  basis 
for  mutual  profit  and  advantage — to 
prescribe  an  economical  price  and  the 
maintenance  of  a  fixed  standard  of 
quality. 

None  know  better  than  the  buying 
public  how  well  these  functions  have 
been   fulfilled. 

Modern  advertising  has  given  us  an 
insight  into  various  manufacturing 
process.  The  producer  has  taken 
us,  the  consumers,  into  his  confidence 
and  told  us  just  how  his  mince  meat, 
his  flour,  his  clothing,  etc.,  is  made. 
We  know  why  certain  things  should 
or  should  not  be.  Advertising  has  told 
us — broadened  our  understanding  and 
guided  our  judgment. 
Modern  advertising  has  enabled  us  to 
unlock  the  treasure  house  of  the 
world's  divinest  melodies  through  the 
medium  of  the  player-piano.  The 
motor  car  has  lengthened  the  business 
day  and  brought  the  fragrant  country- 
side to  our  door.  Men  shave  in  com- 
fort in  ten  minutes  where  they  used 


to  take  twenty.  A  magic  bottle  pro- 
vides us  with  cold  drinks  with  the 
weather  at  90  degrees  or  gives  us  a 
warm  beverage  when  Jack  Frost  dips 
at  40  below. 

Modern  advertising  has  elevated  the 
standard  of  business  ethics.  It  protects 
the  manufacturer  from  unscrupulous 
competition  and  the  consumer  from 
base  imitation.  It  conserves  trade — 
extends  business — creates  good  will.  It 
enables  the  corporation,  the  manufac- 
turer or  private  individual  on  trial  to 
take  his  case  directly  to  the  public,  and 
to  secure  the  public's  judgment  on  his 
policy  or  character  based  purely  upon 
their  respective  merits. 
Modern  advertising  has  opened  up 
new  opportunities  to  the  oppressed  and. 
poor  of  far-off  lands.  It  has  turned 
an  unceasing  tide  of  immigration  to 
new  countries.  It  has  developed 
nations,  and  made  the  name  of  the 
New  World  a  promise  of  better  things 
among  the  people  of  the  Old. 
All  this  advertising  has  done  and  will 
continue  to  do.  It  is  the  ever-increas- 
ing influence  for  the  advancement  of 
mankind — the  most  potent,  indeed,  of 
the  many  forces  influencing  human 
action. 


Advice  regarding  your  advertising  problems  is  available  through 
any  good  advertising  agency  or  the  Secretary  of  the  Canadian 
Press  Association,  Room  503,  Lumsden  Building,  Toronto.  En- 
quiry involves  no  obligation  on  your  part — so  write  if  interested. 
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The  Buyer's  Viewpoint 

The  way  in  which  advance  orders  are  being  plac- 
ed, and  the  interest  taken  in  novelties,  as  they  are 
introduced,  promise  well  for  the  coming  Spring  sea- 
son. Heavy  advance  orders  have  been  placed  on 
shadow  laces  and  any  novelty  in  shadow  effect  finds 
a  ready  sale.  And  with  shadows  pointing  the  way, 
a  splendid  vogue  for  light  laces  is  indicated 


Novelties  are  Strong  in  Neckwear 

Merchants  have  a  splendid  line  to  choose  from — Canadian  neckwear   manu- 
facturers  in   close   touch   with   Paris  and   leading   fashion   centres— General 
tendency  is  toward  dainty  effects— Gay  colors  are  returning  and  will  be  shown 
in  many  combinations — Easter  novelties  in  ruffs. 


ONE  of  the  best  cleaned  up  lines  at  the  end  of 
the  year  was  ladies'  neckwear  and  the  heavy 
holiday  business  came  as  the  climax  to  a  sea- 
son that  showed  a  large  increase  in  activity.  From 
orders  now  to  hand,  it  is  evident  that  neckwear  as  a 
selling  asset  is  still  maintaining  its  lead  and  the 
manufacturers  are  looking  forward  to  the  biggest 
season  they  have  ever  had.  Canadian  manufacturers 
of  ladies'  neckwear  keep  in  close  touch  with  Paris 
and  are  frequently  over  there.  They  also  see  all 
that  is  produced  in  the  leading  American  cities  and 
are,  therefore,  able  to  give  their  own  interpretation 
to  the  styles  of  the  moment  with  due  consideration 
for  the  viewpoint  of  the  Canadian  woman. 

The  rush  of  business  before  Christmas  made  it 
somewhat  late  in  January  before  designers  had  any- 
thing that  was  representative  to  show. 

Style  tendencies  are  now  crystalizing  and  the 
advance  pieces  produced  so  far  go  to  show  that,  while 
the  Robespierre  idea  is  not  quite  dead,  it  has  been  so 
modified  and  altered  that  quite  a  new  style  has  been 
evolved  from  it.  Stocks  and  high  collars  show  most 
of  this  tendency  and  as  a  rule  are  cut  down  to  show 
the  front  of  the  neck.  Models  having  more  of  the 
Spring  fashion  influence  are  decidedly  low,  revealing 
much  of  the  neck  and  coming  to  a  more  or  less  pro- 
nounced V  in  front ;  so  much  so  in  many  cases  that 
the  advisability  of  wearing  a  guimpe  is  suggested. 

The  general  tendency  is  towards  dainty,  fluffy 
effects  and  to  large  pieces  that  are  very  pronouncedly 
in  evidence.  Large  bib  and  apron  models  will  pre- 
vail and  there  will  be  any  number  large  jabots  at- 
tached to  collars  and  stocks.  As  the  season  advances 
the  large  flat  collars  will  increase  in  number;  and 


shapes,  that  are  high  in  the  back  and  low  and  Hat  in 
front,  are  among  the  most  interesting  models.  There 
is  an  evident  desire  to  get  away  from  the  plain  back 


Paris  is  showing  novelty  collars  that  contain  a  hint  of 
the  Kobespierre.  The  first  collar  is  of  sheer  batiste 
with  an  over  collar  of  tan  crepe.  The  jabot  is  of 
shadow  lace  in  Paris  shade.  A  new  touch  is  the 
scooping  out  of  the  collar  at  the  back  and  the 
tassels  on  the  points  of  cotton  passementerie.  The 
second  collar  is  of  white  fancy  cotton  fabric  with 
revers  and  turned  up  corners  at  the  back  in  blue. 
The  novelty  feature  is  the  high  frilling  at  the  back 
of  the  neck  and  the  tiny  epaulettes  of  the  same. 
Shown  by  Ladies'  Wear. 
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LEATHER  BAGS 


FOR  THE 


SPRING  TRADE 


No.  759.     $18.00  Doz. 

Black  Seal  Roan  with  Oxidized  Silver  Trimm- 
ings, with  Inside  Card  and  Ticket  Compartment. 


No.  768.     $9.00  Doz. 

Black  Walrus  Roan  Vanity  Bag,  with  Black 
Moire  Lining. 


Attractive 

Styles 

and 

Prices 

That  Will 

Appeal 

Both 

to  the 

Merchant 

and  the 

Consumer. 


See  Our 

Complete 

Line. 

We 

Invite 

Comparison 

of  Our 

Values. 


No.  779.     $15.00  Doz. 

Black  Walrus  Roan,   Neat  Gilt  Frame, 
Leather  Lined. 

MANUFACTURED  BY 


FLETT,  LOWNDES  &  CO.,  Limited 


LEATHER  DEPARTMENT 


142-144  Front  Street  West 


TORONTO 
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to  the  collar  and  revers  of  contrasting  color  tassels, 
cotton  passementerie  ornaments  are  all  used  to  gain 
this  effect.  Double  collars  are  much  seen  and  de- 
signers seem  to  have  seized  upon  this  idea  as  a  new 
one  and  to  have  given  it  infinite  variations. 

DEEP   SHOULDER   POINTS  IN    COLLARS. 

The  most  clearly  defined  novelty  of  the  new  sea- 
son so  far  is  the  collar  with  the  deep  shoulder  points. 
This  type  of  collar  is  extensively  featured  in  Plauen 


New 


collars,     showing     Bohemian     and     Teneriffe 
effects.     Shown  by  Le  Voi  et  Cie. 


and  St.  Gall  goods  and  also  in  real  filet,  Cluny  and 
the  crochet  laces.  This  collar  is  also  produced  in 
silk,  net  lace,  fancy  voile,  ratine,  ratine  crepe,  pique 
and  sheer  batiste.  The  points  come  right  down  over 
the  shoulder  and  the  collar  is  straight-cut  across  the 
back.  Sometimes  this  is  varied  and  there  is  a  good 
deal  of  fancy  shaping  at  the  back. 

A  NEW  MEDICI  COLLAR. 

Another  novelty  in  Plauen  and  St.  Gaii  collars 
is  a  new  Medici.  This  is  somewhat  in  sailor  shape 
but  has  a  small  circular  turnover  to  finish  the  neck. 
Dutch  collars  and  small  Victorian  round  collars  are 
in  good  style  and  collars  of  this  type  are  being  shown 
in  Bulgarian  embroideries  done  on  silk  voile  or  heavy 
net.  Collars  in  mixed  laces.  Venise,  filet,  Paraguay 
and  crochet  arc  all  in  evidence  and  some  late  models 
show  half  of  the  collar  or  motifs  let  of  Oriental  or 
Princess  lace. 


GAY   COLORS  RETURNING. 

The  feature  in  all  collar  lines  is  the  return  of 
gay  color.  Black  and  white  is  still  very  much  seen, 
but  quite  gay  colors  such  as  Nell  rose,  National, 
Paddy  green  and  gold  are  all  used.  In  wash  collars, 
great  use  is  made  of  tan,  pale  blue,  pink  and  mauve ; 
and  cream  and  ecru  laces  are  quite  as  much  used  as 
white.  The  combining  of  two  or  more  colors  and 
two  or  more  materials  is  just  as  much  en  evidence  in 
neckwear  as  in  other  lines.  Brocaded  silks,  printed 
silks,  printed  cottons  and  Roman  striped  ribbons  and 
silks  are  all  used.  Buttons  of  every  kind  and  descrip- 
tion, crystal,  jet.  galalith.  crochet,  covered  and  rhine- 
stone  studs  are  all  in  immense  vogue. 

For  Easter  wear  many  novelties  in  neck-ruffs  are 
promised.  Many  of  these  come  in  Heathcote  Malines 
which  is  practically  weather  proof,  but  marabout  and 
ostrich  will  also  be  used  by  the  neckwear  houses.  The 
novelty  in  marabout  is  the  topped  or  two-toned — that 
is,  the  under  fluff  is  dyed  one  color,  then  the  top  is 
tipped  with  a  contrasting  shade.  Much  experiment- 
ing has  had  to  be  done  before  this  effect  could  lie 
secured. 

Another  big  season  is  on  in  pleated  frills  of  lace 
and  net  and  the  novelty  here  is  the  scalloped  frills. 
These  are  produced  from  scalloped  shadow  laces  and 
come  in  both  white  and  cream.  Claudine  collars, 
shown  a  few  seasons  ago,  are  having  a  revival  and 
are  decorated  with  dainty  effects  in  made  flowers  and 
tiny  silk  berries.  Bows  are  showing  in  profusion  and 
run  from  severely  tailored  styles  to  dainty  affairs  of 
made  flowers,  lace  and  velvet. 


Brighter  Outlook  for  Veilings 

Fine   and    dainty   meshes    favored — Tiny 

chenille   dots   good  —  White   is   leading — 

Some  of  the  season's  high  novelties. 

Decidedly  better  business  will  be  done  in  veilings 
during  the  coming  Spring  and  advance  orders  en- 
courage this  belief.  The  renewed  interest  is  due  in  a 
great  measure  to  the  returning  vogue  of  the  small 
hat.  The  meshes  favored  are  fine  and  dainty  and  the 
latest  success  in  Paris  is  a  hexagonal  tulle  made  up 
into  face  veil?.  Another  high  novelty  is  the  square 
dotted  Russian  mesh  effect,  with  the  small  dot  or 
friquette.  Craquele  and  hair-line  and  other  simple 
meshes  are  good.  Cenerally  speaking  the  tendency 
is  away  from  the  large  bold  patterns  so  long  worn 
and  all  in  favor  of  dainty  designs  and  neat  incon- 
spicuous effects.  Small  chenille  are  in  high  favor 
and  some  of  the  best  patterns  show  them  sparingly 
used. 

A  very  large  proportion  of  the  veilings  sold  are 
complexion  meshes  and  the  white  mesh  with  black 
spots  is  very  much  to  the  fore.  Irregular  meshes  in 
white  have  sprawling  patterns  either  in  black  or  white 
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We  Are : 

i£>ole  agents  for  tfte  dominion 

for 
Societe    Anonyme    des    Etablissements 

Arnold  Reichenbach,  Paris 

Exclusive  Novelties  in : 

Bulgarian  Embroideries, 

Embroidered  Dress  Flounces, 

Real    Crochet    Bandings,    Yokes, 

Collars, 

Real  Filet  Bandings  and  Edgings, 

Beaded  Dress  Trimmings. 

Factories  at 


/ 


Fresnoy-le-Grand  Caudry  Luxeuil  Luneville  St.  Gall 

Curt  Hofer,  Plauen,  Saxony 

All  styles  of  Plauen  Laces  : 

Oriental,  Bulgarian  and  Venice 
Bandings  and  Edgings,  Allovers 
and  Flounces. 

Lace  Collars,  Yokes  and  Medallions 


We  supply  the  wholesale  and  manufacturing  trades  only. 
Write  for  samples.  See  us  when  in   the  city. 


JMer  3Brosi.,  =  -  Toronto 

Main  4489  :-:  28  Wellington  St.  W. 
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Novelty  patterns,  showing  the  tendency  to  neat  effects.    Shown  by  Canada  Veiling  Co. 


floral  motifs,  outlined  in  silk  run  effect  in  white,  if 
the  pattern  is  black,  or  black  if  the  pattern  is  white. 
The  soft,  silky  finish  of  the  Shetland  still  keeps  this 
veiling  in  the  front  rank  and  manufacturers  are  still 
showing  new  designs  in  Shetlands.  White  is  in  big 
vogue,  followed  by  black  and  white,  and  Mark  in  the 
order  named.  White  is  the  big  seller  in  all  veilings 
with  black  and  white,  and  black,  in  second  and  third 
place.  The  color  range  so  far  is  limited,  being  con- 
fined to  navy,  brown,  grey  and  purple. 

Interest  is  specially  turned  to  tulles,  nets,  crepes 
and  chiffons.  Plain  nets  have  many  uses  such  as  for 
guimpes  and  yokes,  pleatings  and  for  "linings  and 
costumes.  Brussels  net  is  of  special  importance,  but 
fancy  nets,  figured  craqueles  and  fancy  filet  nets  are 
all  extensively  used. 

Malines  is  being  ordered  in  quantity  by  the  mil- 
linery houses,  and  is  in  high  favor  for  many  other 
uses.  Crepes  and  crepe  chiffons  are  big  sellers  and  are 
wanted  for  elaborate  gowns  and  millinery  purposes. 
Plain  crepes  chiffons  are  the  big  sellers  but  many 
novelties  in  printed  effects  are  showing.  Prunelle  is 
one  of  the  leading  shades  for  millinery  purposes  and 
in  Malines  for  milling  purposes  this  shade  stands  as 
first  seller  in  novelty  colors. 

@ 

Lindsay,  Out. — E.  C.  Armstrong  is  opening  a 
new  store.  He  will  carry  clothing  and  a  full  line  of 
men's  furnishings.  It  is  expected  that  the  store  will 
be  ready  by  Feb.  15th. 


Paraguay  and  Teneriffe   the 
Novelty 

Paraguay  motifs  introduced  into  shadows 
new — Linen  laces  the  summer  develop- 
ment— Shadow  laces  are  to  have  a  heavy 
distribution — Teneriffe  and  Paraguay  pat- 
terns introduced. 

From  the  point  of  view  of  the  sales  end,  shadow 
laces  lead  and  every  indication  points  to  a  heavy  dis- 
tribution of  these  laces.  Good  business  is  expected 
in  narrow  edgings  for  sleeve  pleatings  and  various 
edging  purposes.  The  18  inch  and  27  inch  flounces 
are  also  likely  to  sell  well  for  flounces,  tunics  and 
drapery  purposes,  and  there  promises,  in  the  better 
trade,  to  be  a  limited  interest  in  wider  flouncings. 
Allover?  are  also  excellent  sellers. 

The  new  idea  is  the  use  of  Teneriffe  &  Paraguay 
patterns  and  these  are  introduced  tellingly  in  shad- 
ows and  many  of  the  newer  patterns  show  these  Para- 
guay motifs.  This  produces  shadows  of  a  distinctly 
different  character  of  lace  to  what  we  have  had,  and 
produces  a  lace  that  is  a  real  novelty  in  appearance. 

Shadows  have  introduced  light  laces  and  the  next 
step  in  advance  promises  to  bring  Orientals  to  the 
front  once  more.  Novelties  in  Orientals  and  variou; 
kinds  of  net  laces  are  showing  in  effects  as  beautiful 
as  they  are  numerous.  In  this  connection,  cracquele 
(Continued   on   page  146.) 


F.  C.  DANIEL  &  Co. 

80-82  WELLINGTON  ST.   -    WEST 

High  Grade  Producers  of 

Ladies'  Neckwear,  Belts,  Aprons,  Middy  Blouses,  Children's  Dresses,  etc. 
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Vq$$  &  is>tuffmamt,  Htmtteb 


Importers  of  Popular  Priced 

Laces 

Embroideries 

Nets,  Dress  Trimmings 

Ladies'  Neckwear 


We  are  also  headquarters  for 

REAL  LACES  and  REAL  LACE 

NECKWEAR 

and    carry    at   all   times    a    complete   line    in    stock 
Latest  novelties  always  on  hand  in 

Lace  Handkerchiefs  in 

Duchess  Point  and  Princess 

ALSO 

Hand  Run    Spanish  and  Maline  Scarfs 


Assortment  of  any  of  these  lines  gladly 
sent    on    memo    to     our    customers. 


12  g>t  $elen  &t  -:-  -:-  jWcmtreal 
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SPRING 
OPENINGS 


The  Biggest  and  most  up-to-date 

OPENING    DISPLAY 

in  Canada 


OF 

The  Newest  Novelties  in  Veilings, 
Laces,  Nets,  Chiffons,  Malines, 
Velvet  Ribbons  and  Embroideries 
will  be  shown  on  24th  February 
and  following  days  by 


Canada  Veiling  Co. 


84-86  Wellington  Street  West 


Dry  Goods  Review 


DRES  S    A C  C  E S S  0 R I E  S 


106 


DRESS    ACCESSORIES 


Dry    Goods   Review 


Good    Goods    Build    A    Trademark 
A  Good  Trademark  Sells  The  Goods 

Pretty  Panel  Effects  in  Pique 


No.  272— Height   2   inches 
$2.10 


No.  273— Height  2  inches 
$2.10 


The  New  Bulgarian  Effect  in  Embroidery 


No.  224— Height  134  inches 
$1.25 


No.  221  —  Height  2  inches 
$1.25 


Delivery  February  20th  to  March  1st. 
Shown  By  Our  Salesmen  Now. 

THE     WILLIAMS,   GREENE     &     ROME     COMPANY,     LIMITED 

BERLIN,  -  ONTARIO 

Factories :  Berlin  Waterloo  Hanover 
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Marabou    and    Ostrich    Stoles 


BEST     VALUES    IN    THE     MARKET 


MARABOU 


1355 
1326 
1274 
1271 
1839 
1822 


5  Rows 

'5 

5 
12 

8 
12 


2%    yds.  long 

254    "     " 
2V4 

2% 
2% 
2% 


special 


$2.50 
$2.85 
$3.25 
$4.50 
$6.50 
$7.15 


1305 
1306 
1277 
1363 
1364 
1365 


OSTRICH 

5  Rows  2  A    yds.  long 

5 

4 

4 

4 

4 


2V4 

2Va 
2M 

2H 

2Va 


$4.50 

$6.50 

$8.50 

$11.15 

$16.90 

$21.90 


Black,  Natural,  Iron 


Black,  Grey,  White 


Hundreds    of    other    styles,    plain    and    fancy,    alway    in    stock. 

SAMPLES  ON   REQUEST 


Germain,  Smith  &  Birks,  Limited 


MONTREAL 
TORONTO 


43  Union  Ave. 
32  King  West 


VANCOUVER 
PARIS 


600  Welton  Bldg. 
22  Rue  Bergere 
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P.  C.  Corsets 

make  comfort 
and  correct  lines 
positive     .:.     •:• 


They  leave  no  room  for  guess 
work  as  to  their  efficiency  in  giv- 
ing absolutely  correct  lines  to  the 
gown  and  no  doubt  as  to  their 
genuine  comfort  giving  qualities. 

Cut  on  scientific  lines,  the  P.  C. 
Corset  gives  with  the  natural 
movements  of  the  human  body, 
yet  gently  moulds  it  into  the 
correct  lines  of  the  prevailing 
styles. 

P.  C.  Corset  Departments  pay. 
Send  to-day  for  sample  order. 


Parisian  Corset  Manufacturing  Co.,  Limited 
QUEBEC 

Ontario  Branch — 126  Wellington  St.   West,  Toronto 


PEWNY'S 

Kid  Gloves 

For  All  Seasons 


V\  7"E  are  Canadian  agents  for  the 
famous  Pewny  Glove  and 
recommend  them  to  you,  if  you 
have  not  already  handled  them  and 
know  their  excellence.  EVERY 
pair  guaranteed.  Build  up  your 
glove  trade  by  selling  your  cus- 
tomers PEWNY  gloves. 

Our  travellers  are  out.  It  will  be  to 
your  advantage  to  see  the  samples 
they  are  showing. 

GREENSHIELDS  LIMITED 

MONTREAL 
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(^onsult  the  Specialists 

Exercise  the  same  care 
in  your  business  that  you 
would  regarding  your  health. 
To  get  expert  treatment  you 
would  consult  a  "Specialist," 

To  get  the  best  results 
from  your  RIBBON  DEPARTMENT 
see  the  "Ribbon  Specialists." 

By  specializing  in  Rib- 
bons we  have  become  known 
from  coast  to  coast  as 

"THE  RIBBON  HOUSE  OF  CANADA" 

We  study  Ribbons  the 
whole  year  round  and  we  can 
keep  your  Ribbon  Department 
in  a  healthy  condition. 
Consult  us. 

Y?e  prescribe  Narrow 
Fancies  and  Fancy-edged  Rib- 
bons for  the  coming  season. 


Walter  H.   Barry  &  Co. 

MONTREAL 


Conforming  to  the  highest  standard 


Novelties  That 
Will  Bring  the 
Trade  to  Your  Door 


and  hold  them  at  your  department  to 
their  benefit  and  yours.  Our  Spring, 
1913,  range  comprises  the  largest  vari- 
ety of  designs  that  we  have  ever  shown, 
and  in  no  more  effective  way  can  we  im- 
press the  real  importance  of  our  values 
than  to  say,  "They  are  Sterling,  pure 
and  simple." 

Our  lines  consist  of  Laces,  Embroid- 
eries, Veilings,  with  many  Novelties — 
"all  Sterling"  in  style,  assortment  and 
value. 

We  carry  in  stock  the  largest  assortment 
of  imported  neckwear  in  Canada. 
Besides  the  advantages  of  novelty,  qual- 
ity and  good  values,  we  offer  ready 
stocks  which  you  can  fill  in  with  dis- 
patch. 

When  in  the  city  call  and  we  will  be 
pleased  to  show  you  our  entire  range. 

The 

terltns 

LACE  and   NOVELTY 
COMPANY 

80-82     Wellington     Street     West 
TORONTO 
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SILKS 

Silk  Fabrics,  Silk  Threads, 
Silk    Ribbons,   Silk   Cords 


In  different  qualities  suitable  for 
all  trades. 

We  are  the  only  manufacturers 
of  Silk  Ribbons  in  Canada. 


STAMPED   EMBROIDERED  LINENS 

<J  Our  Catalogue  for  Spring  and  Sum- 
mer, 1913,  will  soon  be  ready.  Sup- 
plied to  the  trade  only,  on  application. 


Give  our  travellers  a  hearing, 
and  look  at  our  Samples  before 
purchasing.     Extra  good  values. 

Belding  Paul  Corticelli  Ltd. 

Silk  Manufacturers 

Mills:   Montreal,   St.   John's,   Goaticook,  P.Q. 

Salesrooms : 

Montreal,      Toronto,      Winnipeg 

Vancouver,  and  Sydney,  Australia 


Fancy  Parasols 

Spring  1913 

We  invite  your  inspection 
of  our  line  before  placing 
your  orders. 

Ladies',  Misses  and  Chil- 
dren's Parasols  in  the 
largest  and  most  varied 
assortment  we  have  ever 
shown. 

The  Irving  Umbrella  Co. 

LIMITED 

Manufacturers 
79-83  Wellington  Street  West,  TORONTO 


Your  Dressmaking  Department  needs  us  far 
A 
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Write  for 

our 

Catalogue 

with  Special 

Discounts. 


TORONTO   DRESS  PLAITING  CO. 

600  Yonge  Street.  Toronto,   Ont. 


DRESS    ACCESSORIES 
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Shadow  Laces 

and 

=  Malines  = 

For  the  Millinery  Opening 

We  have  a  wonderful  range  of  Shadow  and 
Pleated  Laces  in  exclusive  patterns,  also 
Malines,  Chiffons,  Nets,  etc.  Call  on  us 
when  in  Toronto. 

The  Thompson  Lace  &  Veiling  Co. 

Limited 


76  Wellington  Street  West 


Toronto 


m 


^  Confidence  of  the  Canadian  trade  we  enjoy  is  due  solely  to 
superior  service.  Service  in  buttondom  means  correct  styles 
Avhen  they  are  correct  and  lots  of  them  to  choose  from  at  prices  that 
are  absolutely  right.  Our  spring  range  is  well  worth  your  atten- 
tion, for  it  embodies  everything  that  could  be  desired  in  plain  and 
fancy  buttons  for  service  or  for  trimmings.  Our  travellers  are 
showing  the  complete  range. 


We  make  all  kinds  of  buttons  and 
carry  a  high  class  range  of  import 
samples  in  Dress  and  Furriers'  trim- 
mings of  every  description. 


A.  Weyerstall  &  Company 

BUTTON    MANUFACTURERS 

Branch  Office  Head    Office  :    TORONTO,    ONT.  Branch  Office 

Winnipeg,  Man.  Montreal,  Que. 
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Rhinestone  Beads  and  Buttons 

Rhinestone    Dress    Trimmings 

The   demand   for   Rhinestone   trimmings   and   beads    of   every   description   is   greater 

than  ever. 

If  you  are  not  showing  this  line  on  your  counter  you  are  losing    sales,  and    sales 

mean  profits. 

Be  sure  to  stock  the  S.  D.  line.    Rhinestones,  and  workmanship  of  first  quality. 

Trimmings  put  up  in  12  to  36  yard  lengths.     Buttons,  carded,  1  gross  to  a  box. 

Send  for  samples,  or  better  still,  place  a  small  order  and  get  started. 

We  also  carry  a  complete  range  of  Metal  and  Shell  Hair  Ornaments.     Our  styles  and 

prices  are  right. 

The    SMITH-D'ENTREMONT    CO.,  Limited 

MANUFACTURERS 

1475-1477  Queen  St.  W.  Toronto 

ill 
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Does  SOCCESS  Prove 

in  Politics Sometimes in  Trade 


Always 
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44"   Flouncings 
at  prices  ranging 
down  to  30c. 
a  yard 


The  Success  of  our 

SWESS 
1H®IIP1M 


27"   Flouncings 

sold  daily  as  cheap 

as  1  6c.  a 

yard 


has  even  surpassed  our  most  sanguine  expectations. 

Sustained  ?  Most  assuredly  it  is  and  this  would  be  enough  in 
all  cases  as  a  merit  test.  But  it  is  something  more :  Like  an 
irresistible  tide  it  swells  and  spreads  in  rolls  every  day  mightier. 

Flouncings,  Allovers,  Corset  Covers,  Edgings,  Galoons,  Insertions 

all  can  be  had  immediately  from  the  large  stock  we  keep  at  Montreal. 

Import  Orders  filled  with  greatest  promptness 
St.  Fiden,  St.  Gall    (Switzerland) 


Agent:  J.  H.  Gagnon 
Birks  Bldg.,  Montreal 
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Marabout  Boas  and  Muffs  Our  Specialty 


ALWAYS  IN  STOCK 

20002—6  Rows,  2y2  yards  long   

2000G— 5  Rows,  2%  yards  long,  Extra  Quality 

20007—5  Rows,  2y2  yards  long,  Extra  Quality   

20009—5  Rows,  2%  yards  long,  Extra  Quality 

20010—6  Rows,  2%  yards  long,  Extra  Quality   


20035— Medium  Size   

20036— Large  Size 

20038— Large  Size,  Extra 

20037 — Large  Size,  with  Nine  Tails 


Boas. 
3.25      " 

4.25  " 
4.95  " 
8.25  " 
9.95      " 

Muffs. 
.@  $2.90 
.@  3.25 
.@  4.75 
.0       3.85 


BLACK,  MOLE  AND  NATURAL. 


E.  M.  de  BOECK  &  CO., 


43  St.  Sacrament  St., 


MONTREAL 


SILKS 


WEAVING, 
KNITTING 


EMBROIDERY 


J.  MAYGROVE  &  CO.,  LTD. 

MANUFACTURERS  OF 

Italian,     China    and    Japan    Trams,    Organzines    and 
Sewing's,  Tussahs,   Floches,    Flosses,  Spuns,    Twists. 

Machine     Sewing-     Silks, 

Embroidery  Silks  Flosses, 

and   Lace  Silks. 

MILLS— ABBEY  MILLS,  ST.  ALBANS,  ENG. 

WAREHOUSES— 51-52    ALDERSGATE    ST. 

LONDON,  ENG. 


ARTIFICIAL 

SILK 

for 

WEAVING, 
KNITTING 


EMBROIDERY 
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CANADIAN 


FUR, TRADE  NEWS 


A  Summary  of  Advanced  Fur  Styles 

Luxurious  treatment  will  be  continued — No  marked  changes  are  suggested, 
outside  of    novelties — Length  of  coats  will  not  change — Early  placing    is    re- 
ported— Good  values  are  offered. 


WHOLESALE  ranges  of  import  furs  for  Fall 
1913  have  been  on  the  road  since  the  first 
of  the  year.  Early  placing  is  reported  to  be 
progressing  favorably.  The  sale  of  import  furs  is 
growing  and  the  samples  carried,  especially  in  lines, 
which  compete  with  domestic  manufactured  furs  are 
attractive  values.  For  the  merchant  or  furrier 
whose  business  is  limited  or  introductory  to  $25,  some 
splendid  values  are  seen.  Ranges  are  broad  and  the 
early  assortments  are  influenced  by  the  trend  of 
style  in  more  exclusive  grades. 

For  the  furrier,  value  is  paramount  to  any  other 
feature  of  these  lines.  Prices  of  cheaper  grades — 
coneys,  hare,  English  and  German  marmot  and  the 
varied  list  of  skins  included — are  the  same  as  a  year 
ago.  Some  staple  selected  numbers  are  quoted  from 
$3.75  to  $18.  Leaders  at  $5  and  $7.50  for  medium 
class  trade  are  safe  buying.  Coneys  up  to  $10  a 
piece  are  expected  to  show  an  increase  in  sales  and 
some  sightly  pieces  are  offered  to  meet  the  leading- 
figures. 

Styles  of  cheaper  grades  of  furs  are  not  materi- 
ally changed.  In  the  section  leading  up  to  the 
standard  of  home  manufactured  furs,  early  assort- 
ments are  influenced  by  the  trend  of  style  in  the 
exclusive  grades.  Long  hair  furs  are  selling  well. 
The  indications  of  early  orders  are  that  the  demand 
for  long  hair  furs  in  these  grades  is  continuing  to 
effect  the  sales  of  marmots.  The  latter  is  serviceable 
and,  for  a  satisfactory  selling  grade  derives  much 
of  its  selling  success  from  mink.  Select  marmots 
in  darker  shades  should  continue  to  sell  if  the  value 
and  price  are  right. 

Usual  shapes  in  shoulder  pieces,  with  heads  and 
tails,  stoles,  cravats  and  throws  and  plain  muffs  to 
match  are  seen.  The  broad  or  Dubarry  scarf  is  rep- 
resented  in    more   numbers.     Either  silk   or   satin 


faced  garments  duplicate  shape  and  appearance  of 
high-class  or  exclusive  furs. 

Travelers  are  getting  ready  for  the  February 
trip  with  special  skins.  Prices  are  confirmed  by  the 
London  reports.  The  quality  of  the  skins  is  equal 
to  last  year's  lots  and  grade  fully  as  high.  As  far 
as  Canadian  furs  are  effected,  quotations  on  the  furs 
used  in  quantity  are  not  changed  sufficiently  to  be 
apparent  in  manufacturing.  It  is  the  long-haired 
furs,  which  can  be  expected  to  have  a  larger  de- 
mand. Persian  Lamb,  mink  and  ermine  hold  the 
exclusive  trade. 

The  open  season  for  Beaver  north  of  Edmon- 
ton from  December  15  to  March  10,  1913,  is  likely 
to  result  in  a  larger  showing  of  this  fur  for  commer- 
cial use,  as  the  season  advances.  The  quantity  of 
Beaver  sold  has  always  been  limited  by  supply  rather 
than  style  demand. 

The  sale  of  muskrat  will  again  tax  the  supply, 
as  the  prices  are  the  same  as  last  year,  in  the  grades 
on  which  the  bulk  of  the  business  is  done. 

None  of  the  Canadian  -manufacturers  are  ready 
with  samples  for  Fall,  1914.  Samples  are  being  pre- 
pared, new  styles  added  and  values  confirmed  dur- 
ing the  week.  Ranges  are  expected  to  be  completed 
during  the  month.  Most  of  the  samples  will  be  on 
the  road  by  March  1  at  the  latest.  An  authentic 
version  is  not  advisable  until  samples  are  completed. 

LUXURIOUS     TREATMENT     TO    CONTINUE. 

Styles  are  to  continue  the  luxurious  treatment  of 
furs.  Some  striking  combinations  are  promised  in 
the  novelties.  Value  and  the  limit  of  price  are  not 
going  to  be  any  less.  Outside  the  novelties,  the  styles 
of  matched  sets,  single  pieces  or  coats  do  not  suggest 
any  marked  changes  at  present.  Coats  will  be  from 
40  to  50  inches  again  with  a  tendency  to  40-45  inch 

(Continued  on  page  146) 
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The  Buyers  Viewpoint 

Novelty  the  keynote  in  wash  fabrics — Ratine  in 
new  effects  used  for  trimming  with  cotton  and  wool- 
en materials — White  ratine  the  coming  fabric  for 
dresses  and  suits — Ratine  figures  and  borders  used 
to  decorate  crepes  and  voiles — Eponge  and  chinchilla 
cloths  in  white  and  pastel  effects  showing  for  Spring 
coats — Crepe  weaves  lead  in  silk  fabrics. 


A  Big  Novelty  Season  in  Wash  Fabrics 

Ratine  novelties  largely  employed  for  trimming  purposes — Heavy  sale  of  all 
cord  fabrics — Poplins  well  taken  by  both  cutting  up  and  retail  trade — Jacquard 

figures  newly  introduced. 


TRADE  reports  indicate  that  the  buying  public 
are  well  interested  in  wash  fabrics,  and  that 
there  has  been  a  free  movement  at  retail  in 
such  staples  as  lawns,  batistes,  mercerized  jacquards, 
linons  and  cross-barred  muslins. 

Practically  no  novelties  in  cotton  fabrics  were 
on  sale  at  the  January  sales,  buyers  evidently  deem- 
ing it  good  policy  to  reserve  their  showing  until 
later.  From  orders  placed,  the  Spring  season  of 
1913  is  anticipated  to  be  a  big  one  for  the  sale  of 
cotton  dress  fabrics,  and  the  selling  will  cover  a 
wider  range  than  usual  of  novelty  materials.  This 
element  of  novelty  has  evidently  pleased  the  buyers, 
and  everything  in  the  way  of  a  novelty  has  met 
with  a  fair  demand. 

Ratine  effects  are  evidently  well  placed  on  the 
road  to  success,  not  only  for  trimmings,  but  also 
in  the  plainer  effects  for  dresses  and  suits.  Novel- 
ties in  trimming  effects  show  Jouy  and  Bulgarian 
printed  patterns,  and  another  high  novelty  comes 
in  the  brocaded  matelasse  patterns.  Other  effects 
show  squares  or  diamonds  in  drawn  work  and  filet 
patterns,  and  there  are  any  number  of  striped, 
checked  and  flowered  effects  that  are  being  used  for 
collar  and  cuff  facings,  and  for  vest  effects  in  com- 
bination with  both  wool  and  cotton  fabrics.     Ratine 


touches  come  on  many  fabrics  in  the  form  of  stripes, 
borders  and  allover  figures.  This  is  particularly 
true  of  light  weight  materials  such  as  crepes  and 
voiles,  but  staple  materials  such  as  zephyrs  are  now 
decorated  with  ratine  yarn  stripes  and  borders.  The 
heavy  distribution  promises  to  come  on  cord  fabrics. 
Poplins  are  in  particular  prominence  and  have  been 
ordered  in  big  quantities  both  by  the  cutting  up 
trade  and  by  the  large  retailers  and  jobbing  houses. 
Novelty  is  given  to  poplins  by  the  use  of  silk  stripe 
and  jacquard  and  mercerized  effects.  Mercerized 
cloths  in  the  better  qualities  have  a  lustre  and  finish 
nearly  approaching  to  silk. 

Following  on  poplins,  all  cord  weaves  are  in 
evidence,  and  there  are  many  novelties  in  cotton 
Ottomans,  Bedford  cords  and  cord  weaves.  Piques 
are  selling  well  in  a  wide  range  of  cords,  and  besides 
the  plain  cloth,  jacquard  and  embroidered  effects 
are  strong.  Welts  are  another  cord  fabric  that  may 
be  classed  as  staple  in  both  white  and  colors. 

In  the  desirable  novelty  class  come  the  various 
close  imitations  of  serge  and  whipcord.  These 
materials  so  closely  duplicate  the  woollen  fabrics 
and  are  so  desirable  from  every  point  of  view,  that 
they  are  safe  to  score  a  decided  success  in  the  coming 
Summer  season.     Plain  ratine,  particularly  in  white 
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Under   Existing   Circumstances 


We  would  advise  Merchants  and  Buyers  to  visit 
the  market  early  and  take  every  advantage  of 
our  well  assorted  stocks  now  on  hand  for  Spring 
and  Summer,  1913.  Deliveries  of  Dress  Goods 
are  very  slow,  while  shipments  from  makers  of 
piece-dyed  lines  are  almost  stopped,  owing  to  the 
continued  strike  of  dyers,  with  no  sign  of  settle- 
ment. Every  mail  brings  advice  of  higher  prices 
going  into  effect  without  notice.  This,  with  a 
greatly  increased  business,  is  our  reason  for  ad- 
vising early  buying  for  future  wants  in  all  lines 
for  both  men  and  women's  wear.  We  believe  we 
are  in  the  best  position  to  supply  your  needs  in 
staple  as  well  as  exclusive  styles  at  moderate 
prices. 


DEPARTMENTS 

Men's    Fine    Woollens,   Tailor's    Trimmings 

Ladies'  Costume  Cloths  and   Coatings, 
Household    Linens,  Silk    and   Satin  Linings. 


Canadian   Representatives   for 

Vickerman's  Serges — the  best  serges  brought  into  Canada 
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in  desirable  qualities,  will  be  one  of  tbe  leading 
cotton    fabrics   of  the   coming   Spring. 

Crepes  are  the  high  novelty  and  promise  well, 
now  that  the  crepe  is  produced  in  the  weave  so 
that  washing  does  not  destroy  the  crinkled  effect. 
Fine  sheer  voiles  are  a  leading  material  and  promise 
to  rival  lawns  and  batistes  for  use  in  making  lingerie 
dresses  and  waists.  The  big  demand  is  for  white, 
but  colors  in  all  leading  shades  are  shown.  Because 
of  their  sheerness  and  because  of  their  superior 
draping  qualities,  cotton  voiles  for  popular  selling 
outrank  those  of  wool  or  silk  and,  therefore,  the 
[  range  of  colors  stocked  in  the  fabric  is  an  extended 
one.  Voile  novelties  show  broche  figures  and 
stripes,  and  stripes  of  mercerized  yarn. 

Jacquard  figures  are  newly  introduced  and, 
while  the  showing  for  1913  will  be  largely  confined 
to  high  priced  novelties,  they  point  to  the  way  in 
which  development  for  the  season  of  1914  promises 
to  come.  With  jacquard  effects  coming  into  prom- 
inence and  fashions  favoring  embroideries,  there  is 
a  tendency  to  introduce  embroidered  fabrics  par- 
ticularly in  sheer  materials. 

In  the  staple  end  of  the  trade  a  steady  business 
has  been  done  in  ginghams  to  retail  at  popular 
prices.  Ginghams,  most  buyers  clearly  recognize, 
constitute  the  big  selling  utility  fabric.  The  ten- 
dency this  season  is  towards  small  checks  and  plaids 
and  plain  cloths.  Some  novelties  show  jacquards 
in  combination  with  small  check  patterns.  Discreet 
color  combinations  are  also  highly  favored.  Ratine 
borders  on  plain  zephyrs  is  another  new  effect. 


Prices  on  all  cotton  goods  are  very  firm  and 
any  change  promises  to  be  in  the  direction  of  ad- 
vancing values.  Canadian  and  Old  Country  mills 
are  full  of  orders,  and  deliveries  are  decidedly  slow, 
both  on  the  part  of  the  mills  and  the  Canadian 
Railway   Companies. 


Cords  and  Repps  Leading 
Dress   Fabrics 

Ratines,  eponges  and   soft  wool   cheviots 

for  the   novelty  trade — French   serges   in 

novelty  and  pastel  colors  prominent — An 

early  start  is  being  made. 

With  Easter  Sunday  falling  on  the  last  Sunday 
but  one  in  March,  an  early  opening  of  the  Spring 
season  is  assured  in  the  dress  goods  department.  Al- 
ready there  are  signs  that  in  the  big  city  stores,  open- 
ings will  not  be  long  delayed,  as  advance  windows  to 
create  interest  in  the  new  Spring  materials  are  even 
at  this  early  date  being  put  in.  Of  course,  the  show- 
ing of  high  novelties  is  being  delayed  until  the  gen- 
eral opening  takes  place,  but  the  goods  shown  are 
new  enough  in  design,  color,  and  weave,  to  command 
attention 

Corded  effects  are  so  good  that  they  are  again 
strongly  represented  in  the  Fall  of  1913  collections 
now  in  process  of  formation  for  the  coming  season. 
Bedfords,  repps,  whipcords  and  poplins  are  the  lead- 


The  upper  sample  is  Anderson's  zephyr  with  striped  ratine  border.     To  the  left  below  is  a  lightweight  ratine.     To 
the   right   is   cotton   crepe   decorated   with   ratine   stripes  in   two  colors.     Shown  by  Eclipse  Whitewear. 
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RAJAH     FOULARD 


A  cloth  that  looks  like  silk,   feels  like  silk,  wears 

better  than  silk. 
Rajah    Foulard    will    keep  its  original  appearance 

and  texture  after  washing  and  ironing. 


Ask  Your  wholesaler  for  Rajah  Foulard 


It   is   equal   to   the  £best  imported  foulards,  but  is 

sold  at  a  much  lowerprice. 
Rajah  Foulard  is  27,  28  inches  wide,  and  is  shown 

in  the  newest  French  Silk  Foulard  designs. 


:MADE  AND  GUARANTEED  BY; 


DOMINION    TEXTILE   COMPANY  LIMITED 


TORONTO 


MONTREAL 


WINNIPEG 
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ing  popular  priced  fabrics  purchased  for  Spring 
wear.  These  fabrics  come  in  two-tone  and  short  ef- 
fects, stripes,  and  also  in  jacqnard  figures,  and  the 
leading  colors  are  blue,  brown  and  grey.  High  class 
retailers  and  cutting  up  houses;  that  do  a  better 
grade  business,  are  taking  eponges,  ratines,  and 
light  weight  diagonal  cheviots,  and  cheviots  in  chev- 
ron weave. 

Serges  are  still  a  success  and  line  French  serges 
are  "selling  well  in  a  more  varied  selection  of  colors 
including  white  ;tnd  dainty  pastel  colors  intended  for 
smart  dresses  and- suits.  Though  stripes  are  in  the 
lead,  and  no  doubt  will  continue  to  be  of  importance 
as  long  as  the  long  line  in  dress  is  favored,  there  is 
a.  determined  effort  to  introduce  checks.  Shepherd's 
checks  in  black  and  white,  with  or  without  an  over- 
check  in  color,  are  showing  from  the  two  or  three 
thread  check  up  to  sizes  half  an  inch  and  over 
square. 

Should  the  weather  be  at  all  propitious,  a  big  sale 
of  white  and  cream  serges  and  fancies  will  follow. 
Advancing  prices  are  turning  the  attention  of  certain 
sections  of  the  trade  to  panamas.  This  material 
gives  great  wear  and,  as  the  weave  is  so  simple,  can 
be  cheaply  produced.  Popular  priced  serges  put 
panamas  out  of  the  market  for  some  time,  but  now 
that  prices  are  on  the  up-grade, .panamas  are  stepping 
automatically  back  into  use  in  producing  garments 
that  give  good  service,  and  which  have  to  lie  sold  at 
reasonable  prices. 

For  Spring  wear,  novelty  checkings  in  sponges 
and  light  weight  chinchillas  in  white  pastel  shades 
and  in  pale  grey  mixtures  with  colored  stripes,  also 
in  cheviots  in  mixtures  and  in  pastel  shades,  are  very 
well  thought  of.  Shepherds  checks  are  strongly 
featured  in  decidedly  large  effects. 

Covert  cloths  have  scarcely  made  the  success 
expected  for  them,  but  in  smart  tans  and  greys  will 
be  fairly  well  represented  when  the  season  opens. 
Novelty  materials  for  dressy  wear  are  showing  in 
silk  and  wool  fabrics  on  the  eolienne  and  poplin 
order.  These  materials  are  often  embellished  with 
jacqnard  stripes  and  running  all  over  patterns. 

Another  novelty  in  silk  and  wool  effects  comes 
in  the  form  of  matelasse  clothes.  These  clothes  are 
a  revival  of  a  fabric  that  has  not  been  a  popular 
seller  since  the  early  eightys.  Matelasse  is  used 
for  the  coat  and  a  matching  material  is  chosen  for 
the  accompanying  skirt. 


Silk  Business  Extra  Good 

THE  December  sale  of  silks  was  so  large  that 
very  little  stock  was  left  on  hand  for  January 
reduced  price  sales.  Indeed,  better  bargains 
were  obtainable  early  in  December  in  the  majority 
of  stores  than  at  the  present  time.     Therefore,  stocks 


are  in  an  unusually  clean  state  in  the  silk  department. 
This  being  so,  it  is  oidy  to  be  expected  that  Spring 
orders  are  unusually  large,  notwithstanding  the  fact 
that  prices  all  round  are  decidedly  firmer.  Not  only 
are  orders  large,  but  they  are  not  confined  solely  to 
one  make  or  weave  of  silk,  but  quite  a  number  of 
weaves  and  novelty  effects  are  being  ordered  out. 

Crepe  weaves  lead  in  the  novelty  class,  and  not 
only  are  crepe  weaves  taken  but  novelties  showing 
jacquard  figures  and,  to  a  more  limited  extent, 
novelties  embellished  with  patterns  in  color,  are 
being  taken 

Soft  satins  are  still  the  standby  of  the  department. 
Here  too,  jacquards,  particularly  in  small  neat 
effects,  are  very  prominent.  In  the  strictly  high 
grade  novelty  class,  brocades  in  two-tone  or  two  color 
effects  in  allover  damask  and  in  Chinese  patterns 
are  good. 

Very  clinging  effects  in  long  line  drapery  are 
much  favored  and  this  brings  charmeuse  or  satin 
fabrics  having  the  draping  qualities  of  charmeuse 
into  high  favor.  Soft  satins  such  as  messaline  and 
satin  de  chine  will  be  wanted  for  foundations  and 
slips  under  the  many  transparent  materials  that  are 
coming  to  the  front. 

in  the  very  high  grade  class  trade  there  is  some 
talk  of  novelty  printings  in  foulards.  Foulards  of 
this  class  will  be  confined  to  the  trade  that  always 
buys  foulard  no  matter  what  silk  material  is  in 
favor.  The  place  of  foulards  in  the  popular  trade 
will  be  taken  by  the  tub  silks  now  on  the  market. 
Tub  silks  are  shown  in  big  variety  and  have  been 
well  taken  up  by  the  makers  of  tailored  waists  and 
dresses.  Silks  of  Habutae  weave,  showing  hair  line 
or  narrow  stripes  in  black  or  color,  have  had  a  big 
sale. 

Silk  sponges,  both  plain  and  printed,  are  out 
for  Spring  and  are  largely  used  for  trimming 
purposes. 


Democracy  in  Dress 

London.  Jan.  28. — London  is  becoming  more 
democratic  every  day.  The  latest  evidence  of  this 
is  a  notice  posted  at  the  Savoy  Theatre,  where  all  the 
town  is  going  to  see  Actor-Manager  Harley  Gran- 
ville Barker's  production  of  "Twelfth  Night"— which 
reads:  "In  no  part  of  this  theatre  is  evening  dress 
indispensable." 

This  is  the  first  theatre  in  London  to  recognize  the 
fact  that  the  general  public  dislike  obligatory  dress- 
ing for  the  best  seats.  Five  years  ago  no  one  would 
think  of  sitting  in  the  stalls  unless  in  full  dress.  Now 
it  is  only  during  the  opera  season  at  Covent  Garden 
that  the  failure  to  have  evening  dress  is  followed  by 
refusal  of  admission.  Of  course,  certain  people  al- 
ways dress  for  the  theatre  the  same  as  they  do  for 
dinner,  but  there  is  a  large  floating  population  who 
like  to  pop  into  a  show  when  the  fit  seizes  them. 
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The  highest  development  of 

MERCERISATION  in  COTTON  GOODS 


"  MARQUISE." 

For 

Cotton  Venetians,  the 

nearest    approach    in 

appearance     to     the 

finest  Silk  Satins. 


"MARCHIONESS." 

A  lustrous  and  per- 
manent finish  for  Cot- 
ton French  Twills. 


"  SUNBRITE." 

The  latest  textile 
achievement  for  Cot- 
ton Italians,  Satteens, 
Twills,  Venetians  and 
Umbrella  Cloths. 


"APPRET 

DE  LAINE." 

A  soft,  permanent 
finish  for  Black  Cot- 
ton Italians,  the  near- 
est imitation  of  Bot- 
any Wool  Linings. 


"LAMATTE." 

A  silky  finish,  com- 
bined with  a  soft, 
glovy  handle,  for 
Black  and  Coloured 
Italians  and  Satteens. 


is      shown      in 

those  which  bear 

the 


(Copyright) 


GUARANTEE 


The  advance  in 

ANILINE 

Black  and  Color 

DYEING 

has  been  synchronous 

with  that  of  the 

MERCERISATION 


"  DAZZLEINE." 

For   Cotton 
Umbrella  Cloths. 


CAWLEY'S 

"  BRILLIANCY." 

For  fast  Black 

Mercerised 

Satteens. 


u  radium: 

A  bright  finish,  soft 
in  handle,  and  with 
great  strength  of 
cloth.  For  fast  Black 
Cotton   Satteens. 


11  POPLA." 

The    best    finish    for 

Mercerised  Black  and 

Coloured  Poplins. 


"  FORTESSE." 

For  Cotton  Satteens, 
a  new,  rich  and  bril- 
liant finish,  giving 
the  maximum 
strength  with  a  per- 
fectly fast  Black. 


There  are  many  different  Finishes, 
adaptable    for     all     purposes. 
Patterns,  along  with  full  particu- 
lars, can  be  obtained  from 


The  Bradford  Dyers'  Association,  Ltd. 

39  WELL  STREET,  BRADFORD,  ENGLAND 
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TV 


Two  of  the  leaders 
in 


Dresden       I  Priestley*' 

:  :  Cord   Dress  Fabrics 


One  of  the 

leaders 
for  the 
coming  : 
season 


r 

all 
) shades 


FOR 

SPRING  1913 


Electros  like  these 

furnished  free  for 

your  newspaper 

advertising. 


Begonia 

Whip 
Cord 


In  all  the  Leading  Shades. 


Greenshields   Limited,  Montreal 

Sole   Agents  in  Canada  for  Priestleys'  Dress  Fabrics. 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobber* 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 
Montreal  and   Toronto 


"Oriental"   Spool   Silk 

A  trial  order  will  convince  you  that  we 
have  the  largest  assortment  of  shades 
in  100  yards  and  50  yards.  Ask  for  our 
shade  card  containing  216  shades. 

Special  Shades  will  be 
dyed     upon    request. 

Handsome  Cabinets  for  displaying 
stock  will  be  furnished  at  half  manu- 
facturing cost  price. 

Oriental  Silk  Co. 

52  Nazareth  St.  Montreal 
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"How  do  you  spell  SHOWERPROOF?  "         "C-R-A-V-E-N-E-T-T-E,  of, course!  " 


DUST- 
PROOF 

AS 
WELL 

AS 

SHOWER- 
PROOF 


'jffizp&ne&k'  SHOWERPROOFS 


The     "CRAVENETTE"    CO.    LTD.,    affix  .fiasiSSi^ 

their  stamp  only   to  such   feoods   as  are  suit"  i%7Q)@M=-^ 

r  lypROOFEOBY. 

able    in    quality    for    showerproof    purposes.  frNE'gneaafffrg; 


Therefore       this      stamp      i  s     a      guarantee, 

not     only     of     showerproof    properties,     but 

also   of   the   quality   of   the   material. 

Facsimile  of  Stamp 
TO  :SE  OBTAINED  FROM  THE  PRINCIPAL  IMPORTERS.  INCASE  OF  ANY  DIFFICULTY,  PLEASE  WRITE  TO 

THE  CRAVENETTE  CO.,  LTD.,  BRADFORD,  YORKSHIRE 

Showcards  or  Booklets  if  desired  may  be  had  by  applying  through  the  Wholesale  Importing  House 


An  Exact 
Reproduc- 
tion of 


Copyright. 


patente: 


HAND 
MADE 
LACE 


^^W'^ 


Manufactured  solely  by  Birkin  &  Co.,   Nottingham,  England 

Also  Manufacturers  of  High  Class  Washing 

Valenciennes     and     Exclusive    Novelties    in 

Dress  Laces,  Allover  Nets,  Etc. 

Canadian  Agent:  A.  B.  FISHER, 

400  Empire  Building,  64  Wellington  Street  West,  TORONTO 
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The  Buyer's  Viewpoint 

A  good  season  is  promised  in  curtains.  Vene- 
tians are  strong  in  the  better  grades.  Novelties  in 
scrims  are  being  introduced. 


Developing  the  Contract  Department 

It  can  be  made  a  profitable  adjunct  to  carpet  and  housefurnishings  depart- 
ments— Efficient  head  is  needed — Knowledge  of  periods  and  drapes  necessary 

to  properly  carry  on  the  work. 


THE  contract  department  in  a  medium  sized 
dry  goods  store  should  be  self  sustaining. 
When  properly  handled,  as  an  adjunct  to  carpets  and 
house-furnishings,  a  satisfactory  profit-paying  de- 
partment can  be  built  up.  Good  business  suggests 
that  the  work  be  put  in  charge  of  an  efficient  man. 
The  duties  are  so  manifold  that  an  exprienced  sales- 
man is  necessary.  There  is  no  doubt  but  that  suffi- 
cient work  can  be  found  to  keep  an  energetic  work- 
man busy.  Fixed  charges  and  a  proper  appraise- 
ment, credited  to  the  respective  departments  are 
necessary.  A  uniform  scale  includes  time  and  a  fair 
remuneration  for  the  materials  used,  and  work  done. 
Estimated  costs  cover  the  time,  work  and  extras. 

In  the  average  store  and  in  the  merchants  own 
interests,  the  drapery  and  upholstering  department 
is  open  for  more  development  than  almost  any  other 
section.  This  applies  in  both  wholesale  and  retail 
branches  of  domestic  trade.  Lack  of  suggestion  and 
the  stock  carried  or  available  have  not  helped  except 
to  increase  stock  unnecessarily.  Very  often  the  in- 
ability to  match  materials  has  made  it  impossible  to 
accept  contracts  or  carry  out  numerous  ideas.  With 
no  one  in  actual  charge  of  contract  work,  the  result 
has  been  conflicting  prices  from  the  same  sources. 
Often  the  work  is  done  for  nothing  and  charged  to 
advertising.  However,  merchants  are  realizing  the 
opportunities,  as  communities  and  business  grows  and 
people  give  more  attention  to  beautifying  the  home. 

SUITABLE  MAN  FOR  POSITION. 

A  suitable  man  is  usually  available  in  most  towns 
or  cities.  He  has  a  small  business,  upholstering,  mak- 
ing mattresses  or  helping  to  do  some  of  the  decorat- 


ing work  in  the  homes.  For  such  a  man,  the  con- 
tract department  is  a  matter  of  space  combined  with 
the  promise  of  work,  which  is  really  part  of  the  ordi- 
nary routine  of  the  store.  He  is,  of  course,  suffici- 
ently expert  as  a  workman  and  salesman  to  convince 
people  that  the  requirements  of  color  blending,  cor- 
rect materials  and  proper  fitting  or  hanging  are  un- 
derstood. A  fixed  guaranteed  salary  is  usually  at- 
tractive because  his  present  business  has  slack 
seasons. 

The  revenue  of  the  contract  department  is  already 
self-producing.  It  includes  charges  for  carpet  sew- 
ing, putting  down  carpets  and  linoleums  and  making- 
special  shades.  Estimates  are  given  for  draperies 
and  hangings.  Upholstering,  laying  hardwood 
floors,  fitting  patented  weather  strips,  making  flags 
and  looking  after  awnings  are  kindred  departments. 
Permanent  or  semi-permanent  decorations  for  both 
private  or  public  buildings  are  tendered  for  and 
work  done  in  a  high-class  way.  Any  contract  work 
on  walls,  windows,  doors,  arches,  ceiling  or  floor  of 
any  room  is  attended  to.  Catering  for  summer  house- 
hold or  cottage,  necessities,  sport  or  outdoor  occasion 
is  a  specialty.  Vacuum  cleaner  work  and  demon- 
strations are  other  duties  for  which  charges  are  made. 

Success,  in  an  organized  contract  department  is 
the  result  of  confidence  to  charge  enough  of  time 
and  materials,  to  give  a  profit.  When  the  simplest 
design  is  suggested  or  an  elaborate  scheme  is  carried 
out,  quotations  are  part  of  the  business.  Customers 
are  assured  the  contract  department  is  able  to  carry 
out  the  ideas  because  some  one  is  responsible.  Those 
who  ask  for  color  harmony  or  some  practical  ideas 
are  convinced  that  getting  the  work  done  is  feasible. 
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Better  Service 
Better  Values 


mm   * 


"The  Sleep  of  Childhood 


JJ 


is  yours  under 


Swan  Brand  Comforters 


They  are  the  class  of  goods  that  give  your  cus- 
tomer a  kindly  feeling  toward  your  store. 

You  can  sell  them  with  every  confidence.  The 
goods  stand  up  to  any  test,  and  we  stand  behind 
them. 

Our  travelers  are  going  out  now  in  Ontario,  the 
North-West,  and  Maritime  Provinces.  It  will 
pay  you  to  wait.  The  beauty  of  the  designs  we 
are  carrying  this  year  almost  satisfies  us,  and 
we  are  exacting. 

Place  Early— It  Will  Pay  You. 

The  Toronto  Feather  &  Down 
Company,  Limited 

"Where  the  Reliable  Goods  Come  From" 
35   BRITAIN   STREET,     TORONTO 

EASTERN  AGENTS: 

J.   F.   HUGHES  &  CO.,  Corner  St.   Catherine  and 

University   Streets,   MONTREAL,   Que. 


The  Wall  Paper 
Department 

Should  Always  Be  a 

Leading  Feature  of 
the  General  Store 


will  accomplish  this,  for 
they  constantly  draw  new 
patrons,  assert  the  pro- 
gressive spirit  of  the  store, 
and  win  the  esteem  of 
their  Dealer  by  their 
quick  selling  and  money- 
making  qualities. 

Let  Us  Help  You 

Stauntons  Limited 

Wall    Paper  Manufacturers 

941  Yonge  St.,  Toronto 
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Opportunities  for  developing  the  department  are  as 
marked  as  changes  in  decorating  or  the  growth  of 
business  during  the  past  few  years.  The  resulting 
argument  is  "that  customers  can  select  match  mater- 
ials, and  have  the  work  done  without  any  further 
trouble.  Resides  profits  and  the  extra  merchandise 
sold,  the  best  reasons  in  favor  of  making  a  contract 
department,  what  it  should  be,  is  the  influence  of 
every  day  commercialism.  The  homes  of  to-day  de- 
mand neat  and  effective  drapes  and  housefurnishings. 
Everything  must  be  as  dust-proof  and  sanitary  as 
possible  and  kept  so. 

Otherwise,  merchants  are  foregoing  the  first  pos- 
sibilities of  the  store  departments  besides  the  sale  of 
merchandise.  There  is  no  cause  to  do  contract  work 
at  a  minimum  price  as  part  of  the  sale  or  advertising 
services  of  the  store.  The  day  is  passing  for  the  con- 
tract department  to  depend  on  the  display  manager. 
His  efforts  at  suggestive  display  are  not  augmented 
by  ability  in  the  store  to  carry  out  ideas.  Heads  of 
other  departments  are  usually  too  busy  either  with 
buying  or  selling  to  give  their  particular  section  the 
attention  it  deserves.  These  same  salesmen  are  often 
afraid  to  charge  enough  for  the  work  because  their 
ideas  of  time  required  are  not  based  on  working  con- 
ditions. 

The  required  investment  and  costs  are  not  pro- 
hibitive in  comparison  with  the  results  and  returns. 
With  the  growth  of  the  alteration  departments,  ex- 
tra costs  of  contract  work  are  not  entirely  increased 
expense,  A  salesman  and  at  times  one  or  two  assist- 
ants from  other  departments,  with  the  necessary 
equipment  can  handle  both  branches  in  the  average 
store.  Machines  cost  in  the  neighborhood  of  $250. 
Salaries  are  divided  according  to  departments. 

A  study  of  periods  and  the  trend  of  drapery  be- 
comes necessary  with  the  growth  of  the  department 
but  simplicity  is  a  good  rule  to  adopt.  Simple  drapes 
are  made,  which  sell.  These,  of  course,  are  changed 
each  season — not  in  keeping  with  any  trend  but  as 
good  advertising.  Each  season  brings  its  own  edu- 
cation of  the  demands  of  prospective  customers. 
These  treatments  include  velour  curtains,  lined  or 


unlined  window  lambrequins,  arch  drapes  in  stiff  or 
un^tiffened  styles.  The  uses  of  velours,  tapestries  or 
denims  are  suggested  in  chairs,  cosy  corners  and  seats 
of  stock  patterns.  Bedroom  sets  in  lace  or  cretonne 
are  matched.  Special  orders  are  booked  to  measure- 
ment. 

To  most  customers,  simple,  effective  and  non-ex- 
pensive modern  decorative  treatment  appeals.  Pres- 
ent day  treatment  is  in  keeping  with  common  sense 
ideas  expressed  in  "the  home  comfortable  rather  than 
beautiful."  The  suggestion  of  American  or  Colonial 
homes  is  a  lead  in  estimating  on  more  expensive  or 
period  work.  Suitable  drapes  for  different  windows 
are  defined  by  fabrics  in  the  assortment  of  stock  and 
their  intended  purpose.  Each  salesman  has  the  last 
word  in  fixings  in  a  successful  department..  As  a 
source  of  profit  a  contract  department  is  a  necessary 
complement  in  any  drapery  work.  The  first  ex- 
amples of  work  will  verify  this  if  the  workmanship 
is   right. 

Larger  stocks  and  closer  attention  to  weaves,  tex- 
tiles and  period  designing  may  be  part  of  a  general 
campaign.  Tn  many  stores  to-day  the  field  is  prac- 
tically untouched  in  comparison  with  the  apprecia- 
tion of  beauty  and  sales.  This  comes  with  the  inter- 
est of  customers  as  the  merchant  appeals  to  their 
sense  of  art.  The  present  option  is  to  take  advantage 
of  conditions  and  information  and  combining  them 
under  one  head,  as  a  means  of  improving  the  store 
service.  The  closer  the  store  or  contract  section  ex- 
presses the  extent  of  the  many  operations,  hitherto 
unorganized  the  greater  the  success.  Results  are 
part  of  the  general  prosperity  of  the  country.  Peo- 
ple building  or  furnishing  homes  aim  to  enjoy  the 
necessities  which  have  previously  been  luxuries. 

Contract  departments  and  combined  sub-sections 
under  an  efficient  head  are  usually  a  profitable  ven- 
ture. Any  contracts  tendered  for  are  on  a  business 
basis.  Tf  figures  quoted  are  underbid  the  opposition 
are  often  doing  the  work  for  glory.  Tf  so  they  are 
welcome  to  the  trouble.  More  profitable  work  is  al- 
ways available  for  in  organized  contract  depart- 
ment. 


MERCHANTS  MAKING  GOOD  USES  OF 
THE  EUREKA  ELECTRIC 

Dry  Goods  men  all  over  the  country  are  applying  the  EUREKA  Vacuum 
Cleaner  to  good  advantage  in  giving  their  departments  that  CLEANLY, 
SANITARY,  INVITING  APPEARANCE.  For  example,  Smallman  & 
Ingram,  Ltd.,  London,  Ont.,  use  one  in  their  Millinery  and  Garment  depart- 
ment. Besides,  its  use  there  creates  a  demand  for  it  in  the  House  Furnishing 
Section  of  your  store.  Note  the  wheels  on  end  of  nozzle  which  makes  it  easy 
to  operate.  As  an  up-to-date  merchant,  you  cannot  be  without  it.  Retails  at 
$45.00. 


BERLIN 


Write  The 

Onward  Manufacturing  Co. 


ONTARIO 


HOJSE FURNISHINGS 
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Oriental  Eug* 

TO  THE  TRADE 

My  very  fine  assortment  of  genuine  Oriental 
Rugs  for  Spring  trade  is  now  awaiting  your 
order.  With  the  increasing  prosperity  of  this 
country,  people  are  building  better  homes  and 
are  being  educated  to  use  high-grade  Oriental 
rugs  on  their  hardwood  floors.  Are  you  taking 
advantage  of  this  growing  demand  by  stocking 
Real  Smyrna,  Persian,  Caucasian,  East  Indian? 
My  large  range  includes  these  high-grade  makes 
and  are  selected  from  a  knowledge  of  Canadian 
requirements  resulting  from  sixteen  years'  busi- 
ness in  Canada. 

As  a  result  of  my  splendid  Eastern  connections, 
I  am  able  to  offer  you  higher  grade  rugs  at  a 
good  profit  to  you. 

Levon  Babayan 

Wholesale  only 

77  Bay  Street  Toronto,  Ont. 

Constantinople,     Smyrna,     Tiflis,     London 
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Store  Management-Complete 


16  Full-Pafte 
Illustrations 


272  Page* 
Bound  in  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  BOOK 

BY 

FRANK 
FARRINGTON 

A  Companion  Book  to 

Retail  Advertising 
Complete 

$1.00  POSTPAID 

"Store  Management- 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
but  the  largest  profit 
may  be  realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample: 

CHAPTER  V.-THE 
STORE  POLICY- What  it 
should  betohold  trade. 
The  money-back  plan. 
Taking  back  goods. 
Meeting  cut  rates. 
Sellinf  remnants.  De- 
livering goods.  Sub- 
stitution Handling 
telephone  calls. 
Courtesy.  Rebating 
railroad  fare.  Courtesy 
to  customers. 

JUST  PUBLISHED 


Stnd  us  $  1 .00.    Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  Maclean  Publishing  Co. 

TORONTO 


GREENSHIELDS 


LIMITED 


Canada's  Largest 
HOUSE   FURNISHING   DEPARTMENT 

is  at  your  service  with  all  the  latest 
novelties  and  conceptions  known  to 
the  Carpet  and  Drapery  Trade,  includ- 
ing : 

SEAMLESS  AXMINSTER  SQUARES 
FRINGED  WILTON  SQUARES 

SAXONY  WILTON  SQUARES 

TAP  AND  BRUSSELS        SQUARES 
LINOS    AND    FLOOR    COVERINGS 

Spring  Line  of  Quilts 
All  Prices,  Qualities  and  Sizes 

Cretonnes 

Single  and  double  width,  single  print 
and  reversible,  all  the  latest  patterns  and 
colors,  75  patterns  to  choose  from. 

Silk  Velours  and  Coverings  with  trimmings 
to  match  all  colors. 

Lace  Curtains  in  latest  novelty  patterns. 

Bed  Spreads — Lace  and  Chintz. 

Bungalow  Nets  and  Madras. 


"The  Department  is  on  the  4th  Floor" 
With  Prices  on  the  Level. 


Fall  1913  Line  of  Comforters 

Sole  Selling  Agents  for  Relida  Comforter  Co., 
London,  England 

Fall  1913  Line  of  Blankets 

is  now  ready.      Bought  at  old  prices. 
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The  Buyer's  Viewpoint 

Simple  dress  models  in  the  leading  silks  have  a 
)ig  advance  sale.  Popular  priced  corsets  show  little 
change.  Women  adhere  to  the  natural  straight  line 
flexible  figure.  Buyers  find  junior  dresses  bring 
added  business  and  new  blouses  fuller  and  made  with 
shoulder  and  back  yokes. 


City  Stores  Make   Early  Suit  Displays 

Spring  models  make  their  appearance  in  January — Big  interest  in  the  window 
displays  of  high  class  suits— A  wealth  of  new  style  features — Lines  of  coat  con- 
tinue straight — Raised  waist  line  a  feature, 


SINCE  the  beginning  of  the  New  Year,  there 
has  been  a  rapidly  increasing  activity  in 
ready-to-wear  lines.  This  applies  particular- 
ly to  suits,  for  the  Spring  suit  is  always  about  the 
first  garment  purchase  a  woman  makes.  The  fact 
of  Easter  coming  early  this  year  is  being  given  as 
the  reason  for  the  making  of  very  early  advance 
displays,  but  the  real  idea  seems  to  be  to  get  the  suit 
business  in  as  early  as  possible  before  the  more  sum- 
merlike models  crowd  the  way. 

There  is  an  increasing  tendency  towards  the  early 
opening  of  the  suit  season  in  the  larger  centres.  This 
is  to  allow  the  woman  who  spends  January  and 
February  in  Florida  or  California  to  select  a  suit  at 
home,  or  to  allow  the  woman  who  is  tired  of  her  Win- 
ter model  to  buy  a  suit  containing  the  latest  style 
points  that  she  can  wear  on  bright  sunny  days.  For 
the  suits  shown  now  unquestionably  appeal  strongly 
to  the  smartly  dressed  woman  and  to  the  woman  who 
lias  acquired  the  fashionable  figure  by  proper  corset- 
ing and  by  the  wearing  of  properly  cut  clothes  under 
her  dress. 

Therefore,  the  suits  shown  are  high-priced  and 
make  no  appeal  to  the  woman  who  dresses  econom- 
ically, but  their  attraction  consists  in  the  newness 
of  style  and  attractiveness  of  materials.  Suits  of  this 
class  are  used  for  display  purposes  and  servo  to  inter- 
est the  average  customer  in  the  various  points  of  the 
new  season's  styles. 


The  cut-away  coat  varying  from  a  discreet  round- 
ing of  the  corners  to  very  extreme  numbers  are  all 
represented.  One  feature  of  these  new  models  is 
their  very  simple  appearance  but  this  first  impres- 
sion is  not  borne  out  by  actual  examination  as  there 
is  a  wealth  of  new  style  features.  The  lines  of  the 
coat  continue  to  be  straight,  with  big  revers.  long 
sleeves  and  the  raised  waist-line  is  a  feature.  The 
shoulder  line  is  often  dropped  and  eccentric  cutting 
is  often  indulged  in.  Paris  has  been  using  vests  a 
good  deal  this  Winter  and  here  and  there  a  model  is 
seen  with  the  vest  effect  well  developed.  This  idea 
is  felt  to  be  not  quite  an  appropriate  one  for  Spring 
and  most  buyers  have  left  it  alone.  Tt  has  led  to 
the  use  of  a  heavy  silk  cord  or  a  fold  of  pique  to 
edge  the  collar  opening. 

One  model  shown  in  grey  rep  was  so  good  thaf 
it  merits  description.  The  coat  had  long  cut-away 
lines  that  met  the  V  shaped  collar  opening  and  at 
the  point  of  contact  was  placed  the  two  large  strap- 
ped button  holes  of  grey  satin.  There  was  no  collar 
attached  to  the  coat  but  the  vest  of  grey  satin,  that 
peeped  both  above  and  below  the  fastening*  filling 
up  the  V-shaped  openings,  was  finished  by  a  large 
rolling  collar  of  satin  overlaid  by  one  of  lace  edged 
with  a  fold  of  black  net.  The  buttons  on  the  vest 
were  of  crystal  centred  with  jet  and  large  jet  and 
crystal  buttons  closed  the  coat. 
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MADE  SINCE   1902 


The    exclusive   selling   agency    of  the   Pullan   Garment 
granted   where    we   are   not    already   represented 


Early  Easter  Means  Early  Sales 


We  are  well  pre- 
pared for  early 
business. 

In  placing  your 
Spring  orders  you 
cannot  afford  to 
overlook  this  un- 
usual attractive 
line  of 

Suits 

and 

Coats 

at  the  very  moder- 
ate prices  which 
means  so  much  to 
the  successful 
ready-to-wear  de- 
partment. 


SUITS  &  COATS 

TO  RETAIL  FOR 

$12.50  to  $35.00 

YOU  KNOW 

that  suits  and  coats  retailing  for  $  1 2.50  to 
$35.00  are  the  most  popular  and  profitable 
garments   you    handle. 

BUT  DO  YOU  KNOW 

that  our  suits  and  coats  at  these  prices  have  few 
equals  in  popularity  and  profit? 
Our  whole  line  for  Spring  consists  of  a  wide 
range  of  popular-priced  models,  notable  for  their 
exceptional  style,  quality  and  value. 


The   visiting  trade  is    cordially  invited  to  inspect  our  new  Spring 

NoVeltieS.  Write  for  Our  Spring  Catalogue 

M.  PULLAN  &  SONS 

An   Exclusive   Cloak,    Suit   and   Skirt   House. 

Pullan   Building,  Bay  and   Wellington   Streets,    TORONTO. 

Montreal   Office,    Lindsay   Building. 
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To  be  truthful,  the  pleated  skirt  that  is  either  all 
pleated  or  with  pleats  as  an  introduction  has  made 
very  little  headway  so  far.  The  new  feature  in  skirts 
seems  to  he  the  demand  for  a  touch  of  drapery.  This 
touch  is  slight  but  the  effect  is  marvelous.  There  are 
just  a  few  pleats  put  into  panel  or  seam  and  the  re- 
sult is  a  softening  of  the  severely  straight  outline 
that  is  very  becoming.     The  greater  number  of  the 


Two-piece  street  dress.  The  belted 
Russian  blouse  is  of  soft  finished 
black  satin,  unlined,  and  shows  how 
models  of  this  kind  are  cut  down  at 
the  neck  to  make  them  suitable  for 
summer  wear.  Collar  and  cuffs  of 
lace  finish,  neck  and  sleeves.  The 
plain  straight  cut  skirt  is  of  black 
and  white  striped  satin.  This  smart 
and  practical  model  promises  to  be 
very  prominent,  as  it  lends  itself  to 
development  in  plain  and  fancy  or 
two-tone  color  combinations.  Shown 
by  Laurel  Mfg.  Co. 


skirts  treated  in  this  manner  are  two-piece  and  the 
new  idea  is  making  progress. 

Ratine  is  the  novelty  material  and  there  are  a 
few  high  grade  suits  developed  in  velour  de  laine  and 
velour  cords.  For  popular  selling,  Bedford  cord  has 
first  place,  cord  weaves  vertical,  lengthwise  and 
diagonal  are  good,  and  serge  is  just  as  popular  as 
ever. 

Another  novelty  that  the  trade  is  taking  kindly 
to  is  the  suit  with  the  skirt  of  one  material  and  the 
coat  of  another.     Thus  a  skirt  of  black  and  white 


check  will  he  topped  with  a  coat  of  black.  Decidedly 
startling  in  comparison  with  the  dull  colors  and  the 
black  and  white  combinations,  that  have  ruled  so 
long,  was  a  sharply  cut-away  coat  of  red  ratine  with 
the  skirt  developed  in  the  same  material  in  white. 
Difficult  to  be  classed  as  they  are  more  in  the 
costume  than  the  suit  class,  are  the  Russian  blouse 
models,  one  of  these  models  developed  in  violet  and 
black  two-toned  satin  was  caught  in  at  the  waist  line 
by  a  girdle  of  black  moire.  The  skirt  was  half  of 
the  violet  side  and  half  of  the  black  and  the  neck  of 
the  coat  was  finished  by  a  ruff  of  black  net  and 
shadow  lace  caught  in  front  under  revers  of  (he 
moire. 


A  Big  Coat  Season  Assured 

Buyers  interested  in  the  new  coats — A  big 

variety  of  popular  priced  and  high  grade 

models    showing  —  Shorter    lengths    and 

novelties  are  having  a  brisk  season. 

With  dresses  selling  so  freely,  the  logical  deduc- 
tion is  that  a  big  season  may  be  expected  in  the  newr 
%  length  and  novelty  coats.  For  popular  selling 
serges,  Bedford  cords  and  mixtures  in  black  and 
white,  and  tan  and  white,  are  good  and  serges  will 
be  developed  in  novelty  shades  such  as  Alice  blue 
and  possibly  in  Nell  rose  as  well  as  yellow  tans.  The 
straight  cut  model,  loose  about  the  waist,  and  giving 
a  narrow  effect  below,  is  the  one  favored.  The  col- 
lars have  large  revers  and  the  low  closing  is  accomp 
lished  by  two.  three  or  five  buttons.  The  collars  are 
either  of  silk  and  the  revers  of  the  coat  fabric  or  all 
is  of  the  silk.  Striped  silks,  brocades,  moires,  and 
newer  still,  gay  colored  printed  silks  are  used. 

A  very  attractive  coat  seen  was  of  black  and  while 
Shepherd's  check  in  medium  striped  plaid  with  an 
over  check  of  Paddy  Green  and  the  collar  and  cuff 
facing  was  of  novelty  tartar  plaid  silk.  Another 
coat,  a  higher-priced  model,  was  of  white  and  black 
striped  ratine,  lined  with  Nell  rose  satin  de  chine. 
The  collar  and  the  revers  were  of  black  satin  piped 
with  Nell  rose  and  inlaid  into  the  cloth.  A  coat  of 
Copenhagen  blue  has  a  collar  of  black  satin  in  the 
new  shape  with  long  points  on  the  shoulders.  There 
are  no  revers  but  a  band  of  satin  slants  down  to  the 
waist  line  and.  along  this  band,  the  closing  is  accomp- 
lished by  means  of  loops  over  a  close  row  of  large 
white  galalith  buttons. 

The  more  expensive  coats  are  developed  in 
satins,  moires,  matelasses.  eponge,  plain  and  bro- 
caded and  in  pastel  mixture  cloths. 

Draped  models  are  shown  in  silk  brocades,  char- 
meuse.  crepe  meteor,  faille  and  moire.  These  coats 
are  cut  kimona  fashion  and  have  sleeves  attached 
low  below  the  shoulder  line.     Some  of  them  have 
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You  should  look  for 
The    KetVVeV^XV    Label 


Kenyon  Coats  have  been  standard  over  50  years  and  are  known  by  name  and  repu- 
tation to  almost  every  man  or  woman  likely  to  be  your  customer.    Write  for  Swatches. 

C.  Kenyon  Company 


Fifth   Avenue   Building,   23rd   Street  and   5th  Avenue 


New   Chicago  Salesrooms 
Congress  and  Franklin  Streets,   Now  Open 


New  York 


Boston 
SOI    Washington  Street 
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deep  yokes,  extending  shawl  shape  down  the  back 
and  rounding  well  below  the  shoulder  point  at  the 
sides. 

From  such  models  it  is  not  a  far  cry  to  dolman 
effects  and  cape  wraps.  And  some  are  showing  so 
cut  that  the  hand  can  be  slipped  out. 


-@- 


The  Touch  of  Drapery  New 
Influence 

Both    waists    and  skirts  slightly  draped — 

Big  interest  in  Russian  blouse  and  Direc- 

toire  two-piece  dresses — Interest  shown  in 

lines  of  dresses  for  street  wear. 

The  demand  for  a  touch  of  drapery  is  the  new  in- 
fluence in  dress  line  and  this  liking  is  affecting  both 
waist  and  skirt.  This  touch  of  drapery  is  only  a 
slight  addition,  but  it  makes  a  complete  change  in 
the  simple  straight  lines  of  the  one-piece  dress  that 
softens  the  outline  and  is  very  attractive.  When  the 
gown  is  of  soft  satin  crepe  meteor  or  brocade,  the 
draping  is  accomplished  by  pleating  the  silk  up  into 
scant  folds  under  a  buckle  covered  with  the  silk.  For 


street  dresses  this  draping  is  accomplished,  catching 
the  pleats  under  the  panel  or  gore.  This  drapery  is 
invariably  placed  low  and  does  little  more  than  soft- 
en the  line. 

On  this  market  the  big  interest  is  taken  in  lines 
of  dresses  suitable  for  street  wear.  In  woollen  goods, 
serge  leads,  as  not  much  interest  has  followed  the 
attempt  to  introduce  wool  poplin.  Though  this  is 
the  case,  the  advancing  price  of  wool  goods  may  make 
a  return  to  panama  possible.  Serges  come  not  only 
in  navy  and  black  but  there  is  considerable  demand 
for  Alice  blue,  tan  and  other  new  shades.  In  better 
priced  lines  the  new  eponges  are  strong  and  Bedford 
cords  and  striped  mixtures  are  used. 

In  dressier  gowns,  crepe  de  chine  and  crepe  meteor 
are  good,  and  brocade,  soft  satins  and  failles  are 
used.  A  new  departure  that  has  its  influence  on 
development  is  the  development  of  the  two-piece  idea 
in  the  shape  of  Russian  blouse  and  Directoire  ooat 
effects. 

Pleated  inserts  are  used  at  side  or  back  seams  to 
give  extra  width  and  new  waists  show  simulated  vests, 
blouse  effects  and  fancy  collars.  Belt  and  sash  ideas 
are  used  to  finish  the  waist. 

Straight-line  tailored  dresses,  developed  much  in 
the  same  styles  as  in  cloth  only  in  the  new  ramie 
linens  and  in  plain  and  fancy  ratines,  piques,  cords 
and  other  staple  and  novelty  cottons,  will  be  in  evi- 
dence. There  is  little  difference  between  the  styles 
now  put  out  and  those  that  will  sell  in  linens  and 
heavy  cottons. 

Lingerie  models  are  still  with  us  and  promise  to 
take  on  a  new  interest  because  of  the  use  of  the  nov- 
elty effects  in  cotton  crepes  and  voiles.  Peasant  styles 
are  strong  and  Russian  and  straight  tunic  models 
are  showing,  while  the  waist  is  developed  from  pieces 
of  flouncing,  matching  bands  and  one  or  more  kinds 
of  lace. 

In  sheer  models,  laces  and  nets  are  featured  as 
well  as  fancy  crepes  and  voiles.  Batiste  flouncings 
in  Chinese  and  in  lacy  effects  are  used  in  the  produc- 
tion of  popular  priced  dresses. 


Lingerie  Waists  are  Good 

Merchants    delay    advance    orders     until 

style  questions    are   really  settled — There 

will,    however,    be    a    big    demand — The 

style  features. 


The  outlook  for  the  lingerie  waists  seems  to  be 
decidedly  good  in  spite  of  the  fact  that  travelers  who 
went  out  early  came  back  with  a  poorly  filled  order 
book.  It  was  not  the  standing  of  waists  that  was  in 
fault  but  the  fact  that  they  were  shown  before  the 
merchant  was  ready  to  buy  them.  Manufacturers,  it 
Continued  on  page  141. 
130  | 


READY-TO-WEAR     GARMENTS 


Dr)/  Goods  Revievj 


Our  representatives  are  on  the  road  to  an 
early  start  with  the  most  complete  line 
of  'INFANTS',  CHILDREN'S  and 
MISSES'  Coats  for  Fall. 

We  have  been  specializing  in  this  line  for 
a  quarter  of  a  century.  Therefore,  FAIR- 
SEX  garments  are  unequalled  in  style 
and  value. 

Do  yourself  and  your  business  justice  by 
seeing  the  FAIRSEX  line  and  comparing 
values. 

If  our  representative  has  not  called  upon 
you,  kindly  drop  us  a  line  and  we  will 
instruct  him. 


THE  HUTNER  CLOAK  CO. 


THE  ONLY  SPECIALISTS  IN  INFANTS',  CHILDREN'S  AND  MISSES' 
COATS  IN  THE  DOMINION  OF  CANADA 


52-56  Spadina  Ave., 


TORONTO 
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Paris  Guarding  Advance  Styles  Closely 

Eastern    influences  strong — Fashions  taken  from   Chinese,  Persian    and  Slav 
sources — Oriental  ideas  bring  Poiret  models  again  to  the  front — Some  incon- 
gruities observed  in  early  showings. 


Paris,  February  3. 

I 'J1  is  with  considerable  diffidence  that  the  trend 
of  fashion  is  to  be  written  about  so  close  to  the 
time  when  the  Parisian  model  houses  will  hold 
their  Spring  openings,  but  the  season  will  not  wait, 
and  for  practical  purposes  many  hints  may  be  glean- 
ed from  the  late  Winter  styles  and  from  the  gowns 
and  millinery  prepared  for  the  fortunate  ones  who 
are  to  spend  the  opening  months  of  the  year  in  the 
sunny  south. 

Though  the  Balkan  trouble  is  retarding  business 
throughout  Europe  and  1  (ringing  anxious  moments 
to  the  manufacturers  and  moneyed  interests,  it  is 
remarkable  that  the  big  dressmaking  houses  of  the 
Rue  de  la  Paix  were  never  so  busily  employed,  and, 
therefore,  new  models  that  are  clearly  recognized  as 
the  products  of  the  clever  fingers  and  brains  of  the 
acknowledged  masters  of  design  are  appearing  every 
day.  Therefore,  there  is  plenty  to  interest  the  army 
of  foreign  buyers  who  are  now  on  this  side  in  search 
of  guidance  in  buying  for  their  own  particular  mar- 
kets. 

No  one,  of  course,  can  tell  just  what  the  model 
houses  intend  showing  at  the  February  openings,  for 
sartorial  secrets  are  very  strictly  held  at  this  season  of 
the  year.  There  is  a  btisy  activity  behind  the  closed 
doors  of  the  designing  rooms  and  it  would  really 
seem  that  this  year  even  a  greater  degree  of  caution 
than  usual  was  being  observed.  There  is  the  usual 
talk  about  total  changes  to  come  about  when  the 
new  models  are  shown,  and  the  usual  advance  stock 


of  predictions,  always  rife  at  this  period,  to  the  effect 
that  the  showing  of  the  new  models  will  mark  a  com- 
plete change  in  fashion  ideas.  This  to  a  certain 
extent  is  always  true  when  the  proper  allowance  is 
made  for  the  gradual  unfolding  and  evolution  of  a 
new  fashion  type.  For,  though  the  displays  made  at 
the  opening  of  each  season  contain  the  root  of  what 
afterwards  prove  to  be  distinct  departures,  it  is  quite 
certain  that  the  making  of  fashions  is  always  in  the 
nature  of  a  process  of  evolution,  because  of  the  large 
preparation  in  the  way  of  new  colors,  trimmings  and 
materials  entailed  and  the  active  co-operation  that 
must  be  given  by  many  classes  of  manufacturers. 

ECCENTRICITIES  NOT  EXPECTED. 

While  something  distinctive  and  new  may  be 
expected  at  the  February  openings,  those  best  in- 
formed say  that  the  appearance  of  any  mode  so  radi- 
cal as  the  jupe  culotte  is  not  to  be  expected.  The  flat 
failure  scored  by  the  trouser  skirt  and  the  emphatic 
ridicule  heaped  upon  it,  is  still  fresh  in  the  minds 
of  Parisian  designers.  This  fact  is  safe  to  repress 
any  attempts  towards  the  bringing  forward  of  freak- 
ish and  exaggerated  eccentricities,  and  the  new 
modes  from  whatever  source  the  inspiration  for  them 
may  be  drawn  will  be  expressed  in  wearable  and 
lady-like  styles. 

ORIENTAL    MOTIFS    ARK    STRONG. 

Judging  from  present  light,  the  strongest  fashion 
inlluences  are  pointing  the  way  towards  Oriental 
sources  of  ideas  in  the  shape  of  Chinese,  Turkish  and 


Styles  which  show  the  influence  of  the  Balkan  War  on  prevailing  modes.  The  male  figures  shown  in  panels  represent: 
A  Servian  officer,  a  Montenegrin  soldier,  a  Turk  infantryman,  and  a  Bulgarian  private.  Note  the  direct  adaptation 
in  the  Parisian  costumes  shown  alongside. 
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Dry    Goods    Review 


GUARANTEED 

ALL-WOOL  SERGE 

SUIT  $8.50 

IIS  BLUE  AND  BLACK 


This  is  one  of  the  biggest  values  we  have  ever  had  the  pleasure  of 
offering  the  Canadian  trade.  It  is  one  of  our  Spring,  1913,  leaders, 
and  no  live  merchant  can  afford  to  overlook  it.  The  coat  is  fitted 
with  herring  bone  satin  serge  linings,  and  fitted  with  hair  cloth 
bust  form  and  shields,  which  eliminates  over  20  per  cent,  of  the 
cost  of  alteration.  This  saving  alone  is  wortk  while,  considering 
even  without  the  very  special  price  we  have  attached  to  the  line. 

A  line  to-day  will  bring  a  sample  of  each  to  you  per  return  express. 
You  owe  your  department  a  thorough  inspection  of  this  line.  It  is 
only  one  of  the  many  other  such  values.  Call  at  our  show  rooms 
when  in  Toronto. 

ONLY  A    LIMITED  NUMBER 
PLACE    YOUR  ORDER    TO-DAY 


VERY 
SPECIAL 


$8.50 


JXade 


tfZacU, 


The  Patrician  Cloak  &   Suit  Co.    % 

Samuels  Building,  King   and    Spadina,  TORONTO 
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READY-TO-  W  EAR     GARMENT  S 


"KAYBRO" 

House  Dresses 


are  a  boon  to  home  dressmakers. 
They  brighten  the  work  of  the  house- 
wife by  enabling  her  to  buy  her 
house  dresses  ready-made  at  much 
less  than  the  price  she  now  pays  for 
having  them  made  and  at  about  the 
same  price  they  cost  her  if  she  made 
them  herself. 


They   eliminate   work 
and    please    the    wearer 
dainty   appearance   and 
ness. 


and   worry, 
with    their 

serviceable- 


will  build  you  a 
per  m  a  n  ent 
business  for 
house  dresses, 
and  at  the  same 
time  encourage 
your  patrons  to 
buy  their  bet- 
ter clothing 
from  you. 

Show  a  com- 
plete range  of 
these  dresses 
this  Fall  and 
note  the  result. 
They  are  pro- 
fitable and  sure 
sellers. 

No  values 
equal  "Kaybro." 


No.    133 


Write  for  Samples  to-day 

MacKay  Bros.,  Limited 

182  Spadina  Avenue 
TORONTO 


Indian  motifs.  Along  much  the  same  line,  but  new- 
er and  fresher  in  the  very  wide  field  opened  out  by 
the  conflict  in  Eastern  Europe,  which  is  bringing  in 
the  types  of  dress  in  the  Slav  states  into  daily  notice 
and  which  also  indirectly  turns  attention  to  ancient 
Greek  and  Byzantine  sources.  In  addition,  there  is 
still  a  tendency  in  some  of  the  leading  houses  to 
favor  mid-Victorian  styles,  and  it  must  be  remem- 
bered that  there  are  strong  influences  that  tend  to 
keep  the  fabrics  of  this  period"  in  particular  in  the 
front  rank. 

The  influences  pointing  to  Oriental  ideas  are 
focusing  attention  strongly  upon  the  models  produc- 
ed by  Paul  Poiret.  Since  this  clever  couturiere  first 
captured  the  attention  of  the  world  of  fashion  with 
his  daring  Oriental  creations,  he  has  never  once 
turned  from  his  self  appointed  role  as  the  exponent 
of  the  cult  of  the  natural  figure  and  the  straight  line. 
He  has,  moreover,  proved  himself  a  past  master  of 
the  art  of  putting  his  ideas  tellingly  before  the  pub- 
lic, and  has  never  failed  yet  in  striking  the  proper 
moment  at  which  to  emphasize  his  designs  and  put 
his  special  ideas  in  the  spotlight. 

This  he  has  done  so  persistently  and  unswerving- 
ly that  now  that  it  has  been  found  impossible  to 
persuade  women  away  from  the  ideal  of  the  slender, 
straight  line  figure,  back  to  the  more  artificial  type, 
it  would  seem  to  be  only  logical  to  suppose  that 
Poiret's  ideas  in  dress  will  again  become  a  dominat- 
ing influence,  and  it  is  certain  that  the  greatest 
interest  will  be  taken  in  the  models  he  prepares  for 
the  February  openings. 

So  far  Paul  Poiret  has  contributed  to  present 
styles  the  straight  Chinese  coat,  Russian  draped  coats 
and  Bulgarian  lingerie  frocks.  His  evening  models 
are  specially  interesting,  they  are  so  frankly  Oriental 
ni  color,  line  and  material. 

The  Russian  style  has  obtained  a  great  hold  dur- 
ing the  winter  in  Paris  and  for  Spring  Russian  mod- 
els are  produced  cut  down  in  a  V  instead  of  fastening 
over  in  double-breasted  fashion.  This  type  of  coat 
is  frankly  bloused  either  in  front  or  all  round,  and 
has  a  wide  loose  belt,  and  there  is  a  general  looseness 
and  lack  of  form  defining  fit. 

The  Russian  blouse  coat  is  well  suited  to  find 
expression  in  wide  flouncings,  or  bordered  cottons, 
and  is  very  attractive  when  made  up  in  plain  and 
fancy  silken  fabrics. 

The  Chinese  coat  is  cut  in  one  plane,  loose  and 
straight  and  emphasizes  the  tendency  to  hang  off 
above  the  narrow  skirt  that  is  one  of  the  new  fashion 
features. 

The  Bulgarian  dresses  are  frankly  of  peasant 
origin  and  show  the  straight  lines  and  bloused  over 
waist  often  with  an  over-tunic  in  printed  voile  with 
an  odd  little  square  apron  of  ratine  edged  with  a 
cotton  fringe. 
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Spring  Suits 

THE  1913    WW  LINE 


Our  191 3  offerings  to  the  Canadian  ready-to- 
wear  trade  are  marked  by  no  small  degree  of 
uniqueness  of  design  and  cloth. 

The  prevailing  modes  of  the  old  and  new 
world  are  reflected  throughout  the  entire  range 
of  W-W  Suits  in  such  a  striking  fashion  that 
there  is  little  wonder  it  is  being  well  received 
everywhere  it  is  shown.   The  values  are  right. 

The  New  Coats 

too,  are  of  unparalleled  value  and  are  making  a 
hit  with  the  trade  at  large.  The  new  fabrics 
and  styles  we  are  showing  are  fashion 
approved. 

A  thorough  inspection  of  the  Wilson-Wald- 
man  Suits  and  Coats  will  convince  you  that 
our  claim  is  not  unfounded. 

Send  for  samples  to-day. 


758 


$15.00 


Made  in  fine  quality  Whipcord  or 
Bedford  Cord,  in  leading  shades. 


The  Wilson- Waldman  Costume  Co. 


58  Front  Street  West 


TORONTO 
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R  E  A  DY-TO-  W  E  A  R     (1ARMENT  S 


Children's   Dainty  Dresses 


^PHE  infant — the  tiny  tot — the  school 
*-     girl — the  young  miss — are  all  well 
looked  after  in  our  extensive  Spring  and 
Summer  range  of  garments. 

Why  not  drop  us  a  card  and  let  us  send 
you  a  sample  selection  at  our  expense. 
We  have  satisfied  many  merchants  in 
this  way,  and  will  do  so  for  you  if  we 
may. 

Send  a  card  NOW. 


Home  &  Watts,  Limited 


19  Duncan  Street, 


Toronto 


MORGAN  &  TAYLOR,  LTD. 

LONDON,  ENGLAND 


Ref.    50 


Smart  Clothing  for  Sporting 
and  Outdoor  Wear 

Made  Expressly  to  Canadian  Requirements. 

This  month  we  illustrate — 

No.  50 — Men's  Chamois  Waistcoats  in  finest 
quality  skins,  light  and  serviceable. 

No.  106 — Ladies'  Sports  Coat  in  finest  selected 
Velvet  leather  with  a  warm  Fleece  Lining. 
Hat  to  match.     Ref.  No.  107. 


These  garments  are  in  such  great  demand,   that  to  ensure  delivery,   you 
should  place  your  order  at  once  with 

SEWARD  BROS.,  251  St.  James  St.  Montreal 

Telephone   Main   4179 


Ref.    106 
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Merchants  who  desire  the  smartest 
advance  styles  in  dresses,  should 
stock 

"FEICK"  DRESSES 

for  Spring  and  Summer  trade. 
These  neat,  stylish  garments  will 
prove  good  sellers,  for  they  are 
made  to  please  the  particular  cos- 
tumer. 

Manufactured  of  high-grade  ma- 
terials from  our  own   and  metro- 
politan designs,   and   executed  by  - 
skilled     operators,     these     dresses 
will  simply  sell  themselves. 

We  will  be  pleased  to  furnish 
samples  of  the  newest  styles  and 
materials  on  request. 

THE    FEICK    MFG.    COMPANY 

BERLIN  -:-  -:-  ONTARIO 


THE  OCEAN  BATHING  SUIT  CO. 

29-35  WEST  HOUSTON  STREET 
NEW  YORK 


Manufacturers  of 

Ladies',  Misses',  Men's  and  Boys' 

BATHING  SUITS 

AND  SUPPLIES 
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\l  E  A  0  Y  -  T  O  -  W  E  A  \l     <  J  A  R  M  E  NTS 


A   QUEENLY 

SHOWING 
of  1913  Styles 

THE    SMARTEST    YET 


We  have  never  excelled  our 
Spring  1913  range  of  Blouses, 
Whitewear,  etc.,  and  if  un- 
solicited praise  counts  for  aught 
we  have  never  equalled  it  in 
past  seasons.  This,  however, 
is  for  you  to  say  after  you 
have  inspected    it   thoroughly. 

The  styles  here  shown  re- 
present a  few  of  the  leaders 
from  our  new  and  complete 
range.  Write  for  samples  and 
get  in  touch  with  values  that 
will  surprise  you  at  their  im- 
mensity. Let  our  representa- 
tive show  you  through  the 
lines. 


Mail  or  phone  orders  will 
be  filled    promptly. 


ALLEN  MANUFACTURING  CO.,  LIMITED 


105  Simcoe  St. 


Long  Distance  Phone 
ADELAIDE  966 
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REMOVED       f 


TO 


245-251   SEVENTH  AVENUE 

NORTH-EAST    CORNER  OF  24th  STREET,  NEW  YORK 

BRODY   &  FUNT 
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Trade  Mark  Registered— TUB  SUITS 
Canadian  Representative':  M.  SLABOSKY       Merchants  Bank  Bldg.,  Montreal 


COR.     ST.     CATHERINE     and     UNIVERSITY     STS. 
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Lingerie  Waists   Are  Good 

Continued   from  page  130.) 

would  seem,  have  got  to  face  the  changed  conditions 
that  force  merchants  to  delay  placing  orders  until 
styles  are  more  settled.  The  merchant  has  got  to 
supply  the  demand  for  the  style  element  and  it  is  up 
to  the  manufacturer  to  fall  into  line  with  this  de- 
mand. 

There  are  many  bright  models  put  out  that  show 
new  features  and,  for  this  reason  alone,  waists  should 
be  a  success.  Fine  sheer  voiles  and  the  new  crepes 
are  extensively  used  and  the  favorite  lingerie  models 
have  taken  on  new  lines.  Many  models  are  made 
with  yokes  into  which  tucks  or  shirrings  are  placed 
and  there  is  more  fullness.  Also  the  smart  blouse  is 
beginning  to  blouse  over  at  the  waist  band. 

Semi-tailored  models  are  very  strong.  They  fast- 
en up  the  front  with  fancy  touches  and  have  fancy 
buttons,  often  showing  a  touch  of  color.  Fancy  col- 
lars, too,  are  much  in  evidence  and  they.  too.  show 
color  as  they  are  made  of  crepe  or  voile  in  delicate 
shades  and  are  either  hemstitched  along  the  edges  or 
edged  with  lace.  Sometimes  ribbon  ties  are  used  also 
as  a  finish.  Where  the  high  neck  has  the  preference, 
yokes  and  guimpes  are  used  with  high  straight  collars 
attached.  Sleeves  are  either  full  length,  or  3/( .  with  a 
gradual  preference  manifesting  itself  in  favor  of  the 
'■'\  length  as  the  one  most  sensible  for  Summer  wear. 


So  long  as  suits  are  worn  there  will  always  be  a 
demand  for  the  completing  piece — the  waist — and 
even,  though  dresses  are  extra  good,  the  general  util- 
ity of  the  lingerie  waist  will  always  assert  its  influ- 
ence. 

© 

News  Items 

Mr.  Way.  of  London.  Out.,  late  with  Way  & 
Watson,  is  now  advertising  manager  and  ready-to- 
wear  buyer  for  "The  Arcade."  Hamilton. 

Brantford,  Ont. — J.  M.  Young  &  Co.,  are  making 
extensive  improvements.  In  January  a  clearance 
sale,  stock-takin»  and  building  operations  were  going 
on  at  the  same  time.  In  preparing  for  Spring  a 
new  metal  ceiling  is  being  put  in  the  store.  De- 
partments are  to  be  rearranged  and  the  building  re- 
painted.    A  new  lighting  system  is  being  installed. 

Toronto.  Out.— Mr.  W.  J.  Thompson,  of  Thomp- 
son. Ltd.,  ex-mayor  of  Saull  Ste.  Marie,  is  in  (lie 
city  this  week.  He  reports  business  very  good  in  his 
town.  All  the  dry  goods  men  he  states  are  well  sat- 
isfied with  their  past  year's  trade,  their  sales  being 
considerably  ahead  of  the  previous  year.  Mr.  Thomp- 
son as  may  be  remembered  won  the  fifty  dollars  prize 
a  few  years  ago  for  contributing  the  best  article  to 
I  be  "Review"  on  "Managing  a  Ready-to-Wear  De- 
partment." 


Miller 

CHOIR    GOWNS 

For  Easter  Services 


•  Are  the  choirs  of  your  town  properly  gowned,  or  do  they  present  an 
array  of  (dashing  colors,  to  which  the  attention  of  the  audience  is  attracted 
rather  than  to  the  sermon?  The  Miller  Choir  Gown  is  an  equalizer  that 
adds  decorum   ami   dignity  to  the  service.     No  choir  should  be  ungowned. 


Mill  e  r    Brand    Duck 


Clothing  leads  the  world. 


Use    your    influence    in 
having  every  choir  prop- 
erly gowned  for  the  Easter     We    make    everything'    in 
No  stock — good     Service   and   Professional 
Clothing,  etc. 


services 
profit. 


THE  MILLER  MANUFACTURING  COMPANY,  Limited 

251-253   MUTUAL   STREET,   TORONTO 

141 


FUE^ySHINGS 


IT  is  sometimes  possible  to  trace  the  influence  of 
masculine  styles  in  women's  wear,  but  less  often 
can  anything  in  men's  wear  be  attributed  to  female 
influence.  There  are  exceptions  to  this  rule  of 
course,  and  one  of  the  latest  evidences  is  found  in  a 
line  of  stylish  vests  worn  in  Paris.  Vests  with  flow- 
ered patterns  are  shown,  quite  apparently  the  result 
of  the  wide  favor  of  brocaded  goods  for  women's 
wear.  A  contemporary  describes  one  extreme  vest 
shown  in  Paris  which  was  decorated  with  a  rose 
design  of  most  startling  size.  The  material  used  in 
this  case  was  Chinese  velvet.  To  say  the  effect  was 
extreme  would  be  putting  it  rather  mildly.  It  is  not 
at  all  likely  that  the  idea  of  flowered  vests  will  grow 
general,  but  the  wearing  of  such  apparel  by  advanced 
dressers  can  be  accepted  as  an  indication  of  the  trend 
in  the  French  capital.  Predictions  are  heard  in  Lon- 
don that  fashionable  dressers  are  striving  hard  to 
introduce  higher  and  gayer  effects  into  male  styles. 
In  fact,  some  state  that  the  next  season  will  see  radi- 
cal changes  in  that  direction.  Considering  these 
various  indications,  one  is  inclined  to  believe  that 
developments  in   London    and    Paris  will   be  well 

worth  watching. 

•    •    • 

BUSINESS  has  been  exceptionally  good  in  men's 
clothing  lines  so  far  this  year.  Manufacturers 
and  supply  houses  report  that  the  volume  of  orders 
has  been  large  and  that  all  indications  point  to  a  very 
brisk  Spring  trade.  Demand  from  Western  point- 
has  been  especially  good.  There  is  every  reason  for 
assuming  that  the  year  will  be  one  of  prosperity. 
Conditions  generally  throughout  the  country  are 
good.  In  every  branch  of  industry  there  i=  plenty 
of  work  and  a  marked  development  is  being  shown. 
This  means  that  good  wages  and  steady  wages  will 
be  paid.  A  tendency  is  shown  at  the  present  time 
fo  order  some  lines  of  men's  wear  unusually  early, 
due  it  i"  thought  to  two  causes.  One  is  the  fact  that 
the  open  weather  prevailing  in  most  parts  of  the 
country  has  made  the  approach  of  Spring  seem 
closer.  The  second  reason  is  found  in  the  propor- 
tions of  last  year's  trade.  Anticipating  an  even 
greater  demand  this  year,  merchants  are  anxious  to 
get  their  orders  filled  earlv. 


IF  men  had  been  content  in  past  generations  to 
allow  things  to  remain  as  they  found  them,  we 
would  still  be  little  advanced  above  the  savage.  It 
has  been  the  striving  for  greater  things,  both  by  the 
individual  and  the  world  at  large  that  has  brought 
us  to  the  present  state  of  civilization. 

In  the  same  way  it  is  the  man  who  is  not  satis- 
fied to  allow  business  to  remain  at  the  same  point 
that  makes  the  greater  success.  An  aim  to  achieve 
something  better  is  a  commendable  quality  in  every 
man. 

However,  it  is  also  well  that  a  person  learn  to  tell 
the  difference  between  ambition  and  discontent.  The 
germs  of  each  are  somewhat,  akin,  although  one  is 
commendable  while  the  other  is  decidedly  not.  To 
aim  honestly  for  something  better  is  ambition,  while 
to  be  unduly  dissatisfied  with  present  conditions  and 
surroundings,  is  discontent. 

Take  for  instance  your  own  business.  Aim  to 
increase  sales  over  previous  records,  to  gather  into 
the  fold  a  greater  number  of  customers,  to  make  a 
larger  profit,  and  to  generally  extend  your  business. 
Aim  for  Greater  results.  That  is  ambition. 
•    •    • 

F.  C.  Simmons,  an  American  wholesaler,  has 
given  an  interesting  article  to  the  press  on  Federal 
Regulation  of  "Big  Business.    He  says  in  part: 

"Whatever  we  do  in  our  attempts  at  solving  the 
'big  business'  problem  will  be  done,  in  the  beginning, 
in  a  more  or  less  tentative  manner.  We  are  bound 
to  make  mistakes,  and  perhaps  some  serious  ones, 
because  we  lack  a  guide  to  point  out  to  us  the  best. 
All  sensible  men  will  join  in  the  belief  that  organiza- 
tion and  government  should  learn  from  their  blund- 
ers, and  not  make  the  same  fool  mistake  twice.  The 
main  thing  just  now  is  to  make  a  start,  and  if  'big 
business,'  say  of  a  certain  size,  which  may  have  to  be 
arbitrarily  determined,  is  subject  to  federal  control, 
it  is  quite  apparent  that  a  great  many  things  that 
have  been  done  in  the  past  and  never  should  have 
been  done  will  not  again  be  done  in  the  future. 

"Federal  regulation,  in  my  opinion,  is  sure  to 
come :  at  any  rate,  T  am  sure  we  are  going  to  give  it  a 
trial,  and  it  is  only  a  question  of  time  when  it  will 
come." 
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Mufflers 


Manufactured  by 


H.  W.  PLANT  &  CO. 

Leicester,  England 


In  All   Colors 

The  demand  for  these  mufflers  is  now  enormous, 
and  they  have  "  come  to  stay."  They  are  made  of 
pure  wool,  are  extremely  serviceable  and  very  stylish. 
They  retail  at  popular  prices,  and  the  smallest 
store  can  make  large  sales  in  them.  Don't  be  mis- 
led, but  stock  the  best,  viz.,  the  Aeroplane  Mufflers. 

Sole  Selling  Agents  to  the  Wholesale  Trade 

SEWARD  BROTHERS 

251  St.  James  Street         -         Montreal,  Que. 

Phone  Main  4179 


TRADE  MARK  REGISTERED 


The  Biggest  Values 
in  Men's  Gloves  on 
the  Canadian   Market 


The  Big-Four  Gloves  and  Mitts  are 
for  hard  wear  exclusively — and  they 
(ill  the  bill  in  a  way  that  makes 
t  hem  the  most  profitable  for  both  the 
retailer  and  the  wearer.  They  stand 
abuse  that  others  fail  under,  ami 
give  the  best  satisfaction  in  comfort 
and  appearance. 

The  above  cut  illustrates  one  of  the 
"Big  Four"  leaders  and  one  that  will 
pay  you  handsomely  to  handle. 

Union   Made — Fully   Guaranteed 

Durham  Glove  Co.,  Limited 


BOWMANVILLE, 


ONTARIO 


TRADE  MARK  REGISTERED 
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"Perrin"  on  a  man's  glove 
means  more  than  a  name 

It  represents  the  highest  standard  in  glove 
mating,  the  real  mannish  glove  for  men 
and  the  top  notch  of  glove  in  value. 

There's  a  trade  in  your  locality  that  appre- 
ciates, yes.  demands  right  gloves  and  will 
deal  with  the  store  where  these  demands 
can  he  supplied.  Have  von  the  right  glove 
— "Perrin's?" 

Our  range  of  lined  kid  gloves  is  very  com- 
plete— over  one  hundred  styles  to  select 
from.  Sort  up  your  present  stock  and 
place  your  orders  for  101:1-14  now.  Our 
consumer  advertising  will  help  you. 
]>e\vare  of  imitations. 


PERRIN     FRERES     &     CIE 


28  VICTORIA  SQUARE 


MONTREAL 


Condensed    Adverti sements 

An  advertisement  under  this    heading    will    cost    you    two  (2)  cents    a    word    for  each    insertion,  and    your 

advertisement   will    go   to    5,000    merchants   each    month. 


AGENCIES  WANTED 

FOR  SASKATCHEWAN— Agencies  for  stove 
fixtures  and  fittings  of  ;ill  kinds.  Also  fix- 
tures for  Department  Stores.  Office  Buildings, 
Banks.  Schools.  Churches  anil  Theatres.  We 
(■over  Saskatchewan  three  times  a  year,  and 
work  the  larger  cities  all  the  time.  North- 
West    Specialty   Company.   Saskatoon. 

FOR  SIDE  LINES  IN  GENT'S  FURNISH- 
ings  or  othei  special  lines.  By  responsible 
and  experienced  men.  401  Rogers  Block.  Van- 
couver, B.C. 

AGENCIES     WANTED  FOR    MANITOBA. 

Saskatchewan  and  Alberta.  Specialty  lines  to 
the  retail  dry  goods  trade.  Address  .1  R. 
Galbraith,   P.O.    Box    7(15.    Winnipeg.  (tf) 


Canadian    Representatives    Wanted 

AGENT    WANTED    IN   CANADA   TO   REPRE- 

sent  a  British  firm  making  fine  shirtings 
under  a  well-known  trade  mark.  Applicants 
must  have  exceptionally  good  standing  with 
the  best  men's  wear  furnishers.  Address 
"Canada."  W.  Porteous  &  Co.,  Glasgow,  Scot- 
land. 


FOR  SALE 


FOR  SALE— DEPARTMENTAL  STORE  ON 
main  line  of  C.P.R.,  population  twelve  hun- 
dred. Government  has  promised  to  make  this 
the  railroad  centre  of  eastern  Saskatchewan. 
Survey  for  G.T.P.  into  the  town  now  in  pro- 
gress; C.N.R.  promised.  Population  of  town 
will  double  in  two  years.  The  only  depart- 
mental store  on  the  main  street,  and  only 
one  other  opposition  in  the  town.  Sales  last 
year  almost  eighty  thousand  dollars,  have 
been  over  a  hundred  thousand.  Under  good 
management  can  be  brought  back  to  that 
figure.  Business  owned  by  a  wholesaler.  Ten 
thousand  will  handle.  Terms  on  balance  can 
be  arranged  to  suit  purchaser.  Building 
leased  at  low  rental  or  bought  on  reasonable 
terms.  Stock  about  twenty-five  thousand. 
Price  eighty-five  cents.  Apply  Gallagher  ,V- 
Co..    Moosoinin,    Sask. 


AGENT  WANTED 


WANTED  A  MAN  OF  ABILITY  WITH 
push,  reliable  ami  experienced,  and  a  business 
producer,  as  agent  for  one  of  the  iargest 
Irish  manufacturers  of  household  and  em- 
broidered linens  of  all  kinds:  also  white  and 
colored  dress  linens.  Apply  .1.  M.  Linens.  Dry 
Goods    Review.    !SS    Fleet    St..    London.    Eug. 


MISCELLANEOUS 


CoPELAND-CIIATTERSON  SYSTEMS— 
Short,  simple.  Adapted  to  all  classes  of  busi- 
ness. Copeland-Chatterson-Co.,  Limited,  Tor- 
onto and  Ottawa.  (tf) 
THE  MONEY  YOU  ARE  NOW  LOSING 
through  not  having  a  National  Cash  Register 
would  pay  its  cost  in  a  short  time.  Write 
us  for  proof.  The  National  Cash  Register 
Co.,  285  Yonge  Street,  Toronto. 
COUNTER  CHECK  BOOKS— WRITE  US 
to-day  for  samples.  We  are  manufacturers 
of  the  famous  SURETY  NON-SMUT  duplicat- 
ing and  Triplicating  Counter  Check  Books, 
and  Single  Carbon  Pads  in  all  varieties. 
Dominion  Register  Co.,  Ltd..  Toronto. 
DOUBLE  YOUR  FLOOR  SPACE.  AN  OTIS- 
Fensom  hand-power  elevator  will  double  your 
floor  space,  enable  you  to  use  that  upper  floor 
either  as  stock  room  or  as  extra  selling  space, 
at  the  same  time  increasing  space  on  your 
ground  floor.  Costs  only  $70.  Write  for  cata- 
logue "B."  The  Otis-Fensom  Elevator  Co., 
Traders  Bank  Building,  Toronto.  (tf) 
MOORE'S  NON  -  LEAKABLE  FOUNTAIN 
Pens.  If  you  have  Fountain  Pen  troubles  of 
your  own,  the  best  remedy  is  to  go.  to  your 
stationer  and  purchase  from  him  a  Moore's 
Non-Leakable  Fountain  Pen.  This  is  the  one 
pen  that  gives  universal  satisfaction  and  It 
costs  no  more  than  you  pay  for  one  not  as 
good.  Price  $2.50  and  upwards.  W.  J.  Gage 
&  Co.,  Limited,  Toronto,  Sole  Agents  for 
Canada. 

FIRE  INSURANCE.  INSURE  IN  THK 
Hartford.  Agencies  everywhere  in  Canada. 
WANTED — Orders  for  finest  hand-made  Irish 
Crochet  Laces.  Insertions.  Bicot-edges.  Read- 
ings. Motifs.  Collars.  Yokes.  D'OyleyS,  etc 
M.  Hughes.  Scotch  Street  Bridge.  Armagh, 
Ireland. 


ELLIOTT-FISHER  STANDARD  WRITING 
Adding  Machines  make  toil  easier.  Elliott- 
Fisher,  Limited  513  No.  83  Craig  St.  W.,  Mont- 
real, and  Room  314,  Stair  Building,  Toronto 
WAREHOUSE  AND  FACTORY  HEATINO 
Systems.  Taylor-Forbes  Company,  Ltd.  Sup- 
plied by  the  trade  throughout  Canada. 
YOU  CAN  BUY  A  REBUILT  TYPEWRITER 
from  us.  We  have  about  seventy-five  type- 
writers of  various  makes,  which  we  have  re- 
built and  which  we  will  sell  at  $10.00,  $15.00 
and  $20.00  each.  We  have  also  a  large  stock 
of  better  rebuilts  at  slightly  higher  figures 
Write  for  details.  The  Monarch  Typewriter 
Co.,  Ltd.,  46  Adelaide  Street  West,  Toronto. 
Canada.  (tf) 

COUNTER  CHECK  BOOKS— ESPECIALLY 
made  for  the  dry  goods  trade.  Not  made  by 
a  trust.  Send  us  samples  of  what  you  are 
using— we'll  send  you  right  prices.  Our  holder 
with  patent  carbon  attachment,  has  no  equal 
on  the  market.  Supplies  for  binders  and 
monthly  account  systems.  Business  Systems, 
Limited,    Manufacturing   Stationers,    Toronto 


PRINTING 


PRICE     TICKETS     FOR     WINDOW    SHOW 

goods.    Black  lettering  on  white  cards  marked 

«C'«f°nCn    HP'  I1-   $1'2?'    $1'50'    $1'75'    *2'    *2'50' 
$d,  $3.50.  $5.     Dozen     in    set,   per  set.   15  cents 

postpaid,   or   two  sets  for  25  cents  while  they 

last.      Technical    Book    Dept,    MacLean    Pub- 

lishing  Co.,   143  University   Ave.,   Toronto. 


TECHNICAL  BOOKS 


THOUGHTS  ON  BUSINESS,  BY  WALDO 
POUDRAY  WARREN— a  collection  of  over  200 
business  editorials  from  leading  newspapers 
of  Canada,  England  and  United  States;  ap- 
proved by  prominent  business  men  every- 
where. Cloth,  $1.25.  Technical  Book  Deni 
MacLean  Pub.  Co.,  143  University  Ave  To- 
ronto. '(tf) 


When  writing  advertisers,  kindly 
mention  having  seen  the  ad.  in  this 
paper. 


DRY    GOODS    R  E  V  I  E  W 


Unique    Form  of  Advertising 

Montreal. — The  "Personal  Service  Department" 
is  being  prominently  featured  in  their  newspaper 
advertising  by  Goodwins,  Limited,  one  of  Montreal's 
departmental  stores.  This  department  is  devoted  to 
out-of-town  patrons,  or  would-be  patrons,  whereby 
they  can  be  advised  or  have  their  purchases  looked 
after  by  one  specially  designated  for  that  purpose 
and  who  is  known  under  the  title  of  "Dorothy  Drew." 

The  references  to  this  department  have  been  of 
a  varied  nature,  but  the  one  here  given  in  story  style 
and  entitled  "Fairy  Tale  for  the  Far  Away  Lands" 
seems  to  tell  the  story  in  a  very  interesting  and 
rather  unusual  manner..  It  occupied  a  space  three 
columns  wide  by  about  seven  inches  long  in  a  full 
page  advertisement  and  read  as  follows: 


FAIRY  TALE  FOR  THE  FAR  AWAY  LANDS. 

Once  upon  a  time,  when  Ceorge  the  Fifth  was  teigning  in  England,  far  away  in  his  vo.il  Dominions, 
in  a  great  city  at  the  mouth  of  a  rriqhty  river,  was  a  large  grey  stone  home,  which  covered  an  enormous 
area  of  ground,  and  reared  itse'f  aloft  lo  a  great  height  towards  the  heavens.  Ab^ut  this  house  on  the  three 
sides  thereof,  mere  b'aclf  pnsts,  and  on  each  post  a  cluster  of  5  great  domes  of  tight,  which  made  the  square 
bright  and  beajiiful  by  night,  tihile  by  day  the  tan  Was  reflected  in  many  enormous  glittering  Windows, 
inset  in  the  stone  Watts.  On  each  of  (he  three  sides  of  the  house  Were  great  portals  constructed  of  fine  wood, 
gtass  and  glittering  braiS.  Before  each  portal  faced  a  sentinel  of  exceedingly  great  stature  and  clad  all  in 
grey.  This  sentinel,  kjwe-.cr.  d.d  nst  retard  the  passer-by  from  entrance,  but  rather  hastened  to  assist,  in  any 
pcss.b'.e  way.  th:tt  Dii  hing  to  enter  or  depart.  All  thes*  three  portals  opened  on  a  halt  of  noble  proportions, 
where  the  scene  of  brilliancy  was  da::lins  to  the  eye,  spread  out  as  far  as  sight  could  travel  m  every  direction 
tVere  objects  of  beauty  of  every  passib'c  U.nd  and  description.  Gorgeous  raiment  of  wonderful  texture,  spark- 
ling glass,  tkilfufly  wrought  silver  and  fine  gold,  sitlr*  from  the  Orient,  damask  and  fine  linen  from  the 
Emerald  hie,  even  volumes  from  the  pens  of  all  the  sages  of  those  days,  everything  to  delight  the  eye  and 
the  mind  of  mortal  man.  At  a  [ong  marb'e  table  on  one  side  of  the  hall  Was  spread  out  an  an  ay  "f  luscious 
fruits,  sweets  and  syrupi  ol  ambrttiat  nectar.  At  the  extreme  end  of  the  great  hall  Was  a  marb'c  staircase  of 
great  width  and  dignity,  whiih  led  the  Iravelle'  to  higher  realms  of  splendor,  and  also  cunninch*  dV  'atd  little 
rooms,  which,  when  the  traveller  entered,  shot  swifty  and  silently  up  01  down,  as  he  so  expressed  his  Wish. 

Alt  about  the  Cr-o)  hall  were  many  courteous  attendants,  who  at  a  word  would  hasten, to  bring  to 
the  traveller  therein  any  rbizet  which  might  special "y  strike  his  fancy,  but  if  that  which  he  desired  wai  not 
visible,  the  travel'-r  had  b:t  to  mention  it  aid  from  a  hidden  store  it  was  produced.  The  name  of  ''« 
House  of  Enehanlmtnl  via  ca'led  COODWIXS  LIMITED,  and  the  citizens  of  the  greil  cj$  th  -.. 
daily  to  partc'.e  of  the  pleasure  and  profits  to  be  found  within  its  walls,  and  the  fame  of  it  sp-caj  far 
abroad  in  other  cities,  to^n  end  vi'lagcs  on  the  lonely  prairies,  to  the  shores  of  the  Pacific  ard  of  \\  At 
lantic.  The  people  mtzrveUei  and  longed  with  great  desire  to  share  in  the  delights  of  the  Home  of  Enchant- 
ment Then  one  day  the  Powers  of  the  House,  constantly  planning  and  devismg  schemes  for  the  greatest  good 
to  the  largest  number,  said  one  to  another.  "Let  us  ha-  ■  one  among  us  who  shall  represent  all  these  peopl. 
removed  from  us  in  the  Far  Away  Lands.  Unto  this  parson  let  their  desires  be  made' known  by  writing  and 
she  shall  With  a'l  speed  and  sk't'l  and  care  select  thcthmg  these   far-away   mortals    Wish   to     possess,     and 

forthway  dispatch  it  to  their  distant  homes.  If  theydesire  council  or  information  as  to  what  the  House  of 
Enchantment  contains  so  shall  they  make  it  known  also  by  writing,  and  straightway  shall  such  tidings  be  sent 
lo  them  bv  this  their  representative. 

And  thus'tt  a-dj  carried  out  as  devised  by  the  Great  Powers  in  Council,  and  the  name  of  the  represen- 
tative of  the  Far  Away  Peoples  wa.  fnown  to  all  men  as  "Dorothy  Drew."  and  her  abiding  place  Was  Per- 
ianal Service  Depoilnwnl  m  the  House  of  £nchqntment,  Goodwins  Limited,  and  from  a'l  parts  of  the  land 
came  the  messages,  some  of  eruitiiry.  some  of  doubt,  some  •>{  requests  for  objects  dc'snred.  and  to  all  lui  l\ 
messages  went  a  :urc  swift  response  carrying  help  and  satisfaction.  And  a  great  content  spread  ever  that 
land,    rind    the   people    therein    dwelt    happy    ever    after. 

AFTER-  WORD 
All  this  tali  is  absolutely  true  except  the  last  pa;agrapb.  which  is  a  prophecy,  but  oh!  you  People  of 
For  Away  Lands  anywhere  and  escrywhere  in  our  Fair  Dominion,  don't  you  see  your  opportunity  to  make 
these  dreams  come  true  also. 


n 
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One  of  a  series  of  personal  service  advertisements. 

News  Items 

Brandon,  Man. — The  Peabody  Manufacturing 
Co.  may  establish  a  plant  here. 

Berlin,  Ont. — The  death  has  occurred  of  Miss 
M.  E.  Glick,  milliner.  The  business  has  been 
closed. 

Humboldt,  Sask. — W.  S,  Baldwin  is  holding  a 
retiring  sale,  with  the  intention  of  clearing  out  a 
stock  of  $18,000. 

Welland,  Ont.— The  Empire  Cotton  Mills  an- 
nounce that  they  will  proceed  with  the  erection  of 
a  large  addition  to  their  plant. 

Camrose,  Alta. — Alf.  Price  has  resigned  his  posi- 
tion in  the  men's  furnishing  department  of  R.  B. 
Price's  store  and  will  open  a  men's  wear  store  for 
himself. 

Owen  Sound,  Ont. — The  project  to  establish  a 
whitewear  factory  is  now  an  assured  thing.  Mr. 
Labar.  the  head  of  the  projected  concern,  has  prac- 
tically completed  arrangements. 
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"WESTFIELD"  BRAND 

SCOTCH    KNITTED 

WOOLLEN  VESTS 


Made   in  a  large  variety  of  designs  and  colorings 


TITHE  success  of  these  Vests  has  been  in- 
^J/  stantaneous,  but  is  not  to  be  wondered 
at  in  view  of  their  extreme  serviceability. 
They  have  been  made  expressly  with  a  view 
to  the  rigor  of  our  Winter  and  being  of  pure 
wool  they  are  very  warm  without  being 
heavy  or  cumbersome.  These  Vests  are 
"par  excellence"  for  FIT,  STYLE  and 
ELEGANCE. 

These  have  now  become  a  staple  line,  and 
no  up-to-date  store  can  afford  to  be  without 
a  stock. 


Sole     Selling    Agents  lo     (he    Wholesale    'Urade 

SEWARD    BROTHERS 

251  St.  James  Street  Montreal,  Que. 

PHONE  MAIN  4179 
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Buyers'    Guide 


PROFITABLE  LINES 

for  your  Notion  Department  Collar  Fins,  Beauty  Pins, 
Ladies'  Cuff  Links,  Bead  Necklaces  and  Ear-rings  to 
retail  at  popular  prices.    Write  today  for  samples. 

R.  A.  PHILLIPS 

The  Notion  and  Jewelry  Home 
77  YORK  STREET,        TORONTO 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicago,  111. 


fel£|§fATERSpN 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 


A  Summary  of   Advance  Fur  Styles 

(Continued  from  page  113) 

lengths  on  account  of  the  weight  and  style  trend. 
Coats  are  semi-fitting  with  straight  outlines  and  side 
vents.  Long  roll  shawl  collars  are  selling,  although 
in  the  We°t  a  large  notch  collar  is  preferred.  High 
price  garments  favor  the  contrasting  of  furs  or  grain 
of  the  pelt,  as  a  style  feature.  For  the  medium  trade 
Hudson  seal  coats  to  retail  at  $1.25  to  $1.50;  rats 
from  $75  to  $100;  Russian  pony  in  black  or  natur- 
al and  electric  seal,  all  follow  the  same  outlines. 
Mink  dyed  marmot  coats  have  been  gaining  in  favor 
this  year  and  should  be  prominent  again  on  account 
of  style  effectiveness  and  price. 

In  smaller  furs  and  matched  sets,  manufacturers 
are  holding  off  and  samples  are  pending  the  decision 
of  designers.  The  fur  season,  as  a  whole,  has  not 
been  as  satisfactory  as  might  be  on  account  of  the 
open  Winter.  Manufacturers  feel  that  buyers  are 
not  disposed  to  consider  new  lines  until  the  season's 
clearance  is  finished.  Prices  on  some  lines  are  being 
reduced  to  an  unusual  extent  and  the  introduction 
of  new  numbers  is  not  likely  to  meet  with  a  favorable 
response  until  later. 

The  most  remarkable  reductions  in  fur-lined, 
fur  collar  coats  are  being  offered.  Garments  as  high 
as  $85  are  quoted  at  one-third  that  figure.  Shells 
are  mostly  strapped,  and  rat  and  squirrel  plates  are 
included.  Marked  reductions  are  noted  on  ermines, 
and  price«.  which  moan  clearance  have  been  put  on 
the  novelties  to  effect  a  final  exit. 


Paraguay  and  Teneriffe  the  Novelty 

(Continued  from  page  102) 

grounds  are  to  thp  fore  and  this  cracquele  effect  is 
also  applied  to  shadow  effects. 

Flounces,  tunics,  side  draperies,  Russian  blouses, 
etc.,  promise  a  large  use  for  18  and  27  inch  net  top 
flounce*.  Wrist  frills  and  frills  outlining  drapery 
and  bands  for  trimming,  will  also  have  a  great  vogue. 
Therefore,  the  narrower  frills  and  bands  in  various 
widths  will  be  wanted. 

In  the  heavier  laces,  the  lighter  makes  of  Venise 


are  very  much  to  the  fore — that  is,  Venise  forms  the 
main  part  of  the  lace,  but  various  other  motifs  are 
part  of  the  combination.  Paraguay  is  the  newest 
but  Bohemian  crochet  and  other  stitches  are  to  the 
fore.  Not  only  in  Venise  but  in  all  other  laces,  the 
soft  drapery  finish,  that  is  given,  is  a  feature  of  the 
new  season. 

Though  the  light  laces  now  showing  will  harmon- 
ize sufficiently  well  to  trim  the  crepes  and  voiles,  lin- 
en laces  are  expected  to  come  to  the  front  to  trim  the 
linen,  ratine  and  cotton  suitings  Real  filet  is  put 
forth  but  there  is  always  more  or  less  doubt  about 
the  free  acceptance  of  filet,  and  it  is  expected  that 
Clunys  will  again  appear  as  a  leading  selling  lace. 
Real  Cluny  is  a  favorite  with  the  majority  of  women, 
as  well  because  of  its  washing  and  wearing  qualitias. 
as  because  of  the  handsome  designs  and  patterns  in 
which  it  is  produced.  Crochet  laces  are  always  in 
evidence,  and  are  strong  both  in  the  real  hand  work 
and  in  the  machine  made  imitations. 


-®- 


News  Items 

Battleford,  Sask.— M.  G.  Larnon  &  Begley  have 
dissolved  partnership.  The  latter  will  remain  in 
charge  of  the  business. 

Lunenburg.  N.S. — The  Huhley  Co..  Limited, 
have  taken  over  the  dry  good<  and  clothing  busi- 
ness of  G.  A.  Hubley. 

Alex.  W.  Blue,  of  the  firm  of  Walter  Blue  &  Co., 
Sherbrooke.  Quebec,  died  January  4,  after  an  illness 
of  several  months.  Mr.  Blue  was  one  of  the  most 
prominent  citizens  of  Sherbrooke. 

R  L.  Smith,  buyer,  manager  and  advertiser 
for  the  Robinson  Co.,  Ltd..  Hamilton,  left  for 
Europe  early  in  the  year  on  his  semi-annual  buying 
trip.  He  intends  visiting  London,  Paris,  and  buying 
centres  in  Switzerland  and  Germany. 

Montreal. — The  premises  of  the  Bass  Fur  Co..  516 
St,  Paul  Street,  were  visited  by  fire  Jan.  22,  and 
about  $40,000  damage  done  to  building  and  stock. 
The  stock  of  James  W.  Grant,  wholesale  furrier,  in 
the  adjoining  building  was  also  somewhat  damaged 
by  smoke  and  water. 
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Not  an  Enterprise  for  the  "Quitter" 

f  "If  there  is  one  enterprise  on  earth,"  says  John  Wanamaker,  "that  a  'quitter'  should  leave 
severely  alone,  it  is  advertising.  To  make  a  success  of  advertising  one  must  be  prepared  to  stick 
like  a  barnacle  on  a  boat's  bottom. 

Tf     "He  must  know  before  he  begins  it  that  he  must  spend  money — lots  of  it. 

K  "Somebody  must  tell  him  that  he  cannot  hope  to  reap  results  commensurate  with  his  expendi- 
ture early  in  the  game. 

f  "Advertising  does  not  jerk;  it  pulls.  It  begins  very  gently  at  first,  but  the  pull  is  steady.  It 
increases  day  by  day  and  year  by  year,  until  it  exerts  an  irresistible  power." 
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WHERE  KNOWLEDGE  IS    POWER 
'TIS  FOLLY  TO  BE  IGNORANT 


Particularly 

if    that    knowledge    can  be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over 
400  pages,  COO  illustrations;  covers,  to  the  smallest  detail,  the 
following  subjects  Window  Trimming,  Interior  Decorating, 
Window  Advertising.  Mechanical  and  Electrical  Effects,  in  fact 
everything  of  interest  to  the  modern,  up-to-date  merchant  and 
decorator.      Price,    postpaid    $3.50 

Window  Trimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  We.tr  Display,  with  con 
illustrations,  showing  every  move  in  trims  pictured.  A 
complete  course  in  Men's  Wear  Trimming.  Handsomely 
bound  in  cloth.     Price,  prepaid   $1.25 

Sales  Plans 

A  collection  of  333  successful  ways  of  get- 
ting business,  including  a  great  variety  of 
practical  plans  that  have  been  used  by  retail 
merchants  to  advertise  and  sell  goods.  Sent 
prepaid    to   any   address.      Cloth    binding.  .$2.i ">|) 


Retail. 

Co«Plt,e 


Card  Writers'  Chart 


nil 


A  complete  course 
iu  the  art  of  mak- 
ing display  a  Q  tl 
price  cards  and 
signs.  Beautifully 
printed  in  six  col- 
ors and  bronze.  In- 
cludes specially  rul- 
ed practice  paper. 
Sonic  of  the  sub- 
jects treated  arc: 
First  P  r  a  c  t  i  c  e  , 
Punctuation.  Com- 
position, Price 
('  a  nls,  Directory 
Cards,  Spacing, 
Color  Combinations, 
Mixing  Colors.  Or- 
namentations. Ma- 
terials Needed,  etc. 
Price  post  paid. 
$1.50 


Retail 

Advertising 

Complete 

This  book  covers 
every  known  me- 
thod of  advertis- 
ing a  retail  busi- 
ness; and  an  ap- 
plication of  the 
ideas  it  expounds 
cannot  help  but 
result  in  increas- 
ed business  for 
the  merchant  who 
applies   them. $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  card- 
board and  fit  into  the  book  loose  leaf. 
This  system  lias  the  advantage  of  en- 
abling the  student  in  practice  to  work 
without  a  cumbersome  book  at  his 
elbow. 

Besides  the  fifty  lesson  plates,  this 
bunk  contains  over  seventy  instructive 
illustrations  pertaining  to  this  interest- 
ing subject,  and  over  three  hundred 
reproductions  of  show  cards  executed 
by  the  leading  show  card  artists  of 
America.  Bound  in  green  cloth.  Sent 
postpaid  for   $2.50 


1000  Ways  and  Schemes  to  Attract  Trade 

A  book   that   swells  sales  and  increases   profits.     There  has  never  before   been   published  a   1 k 

like  this.  It  gives  brief  descriptions  of  over  1.000  ideas  and  schemes  that  have  been  tried  by  the 
most  successful  retail  merchants  to  bring  people  to  their  stores  and  to  sell  goods.  If  you  try  a 
scheme  every  day.  there  will  lie  in  it  enough  separate  and  numbered  suggestions  to  last  you 
nearly  three  years  without  repeating  a  single  one.  A  few  of  the  ideas  in  one  chapter:  An  Anniver- 
sary Scheme  with  Excellent  Points — A  Sign  That  Made  Money  for  its  Maker — Advertising  Dodge 
and  Clever  Salesman — A  Contest  that  Boomed  Trade — (Jiving  Unique  Publicity  to  a  New  Depart 
ment -—  A  Baby  Day  that  Drew  a  Crowd-  Money  .Makers  in  .Many  Different  Lines — Plan  for  Intro- 
ducing a  New  Brand  of  Goods  that  Proved  a  Winner — Artistic  Ways  of  Displaying  Goods— Days 
Devoted  to  a  Particular  Class  of  Customers — Many  Window  Trims  Out  of  the  Ordinary — In  tliis 
chapter  are  seventy-four  separate  and  distinct  ideas  that  have  been  successfully  carried  out  by 
as  many  different  merchants.  There  are  18  more  chapters  and  934  more  schemes  just  as  good  as 
these,  208  Pages  !)Vix7,  and  180  Illustrations.  Printed  on  the  best  white  paper  and  hound  in  a 
handsomely    ornamented    cover.      Price    postpaid,    $1.00. 

All  book*  sent  postpaid  on  receipt  of  price. 

MacLEAN   PUBLISHING  CO.,  Technical   Book  Dept. 

143-149  University  Ave.  TORONTO 


DRY    GOODS    REVIEW 


More  Profit  in 
Dress  Shields 


There  will  be  increased  profit  to  every 
retailer  selling  Dress  Shields  who  takes 
advantage  of  the  increased  selling  power 
given  to  Kleinert's  Dress  Shields  by 


I 


Dress   Shields    Chart 

The  whole  force  of  Kleinert's  National 
Advertising  will  direct  women  to  ask  to  see 
this  chart  at  your  Notion  Counter. 

If  you  haven't  received  the  Chart  with 
suggestions  for  making  it  a  real  money- 
maker for  your  store,  send  at  once  for  a  copy. 

It  is  free  to  anyone  who  sells  Kleinert's 
Dress  Shields. 


I.  B.  Kleinert  Rubber  Co. 

Toronto,   Canada 
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There  Are  a  Few 

cover  positions  for  1913  still  available.  If  you  desire  this 
important  position  for  any  particular  date  let  us  know  now 
so  you  will  not  be  disappointed. 

The  outside  back  cover  on  Canada's  only  semi-monthly  dry 
goods  paper  is  a  position  worth  while.    Write  for  particulars. 
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The  Outlook  is  Promising 

DESPITE  the  fact  that  the  fur  trade  has  experi- 
enced a  distinct  lull  since  the  last  few  weeks  of 
the  1912  season,  the  impression  prevails  that  the 
outlook  is  promising.  A  statement  issued  previous 
to  the  Hudson's  Bay  Company's  sale,  will  be  interest- 
ing, in  this  connection. 

"It  must  also  be  remembered,"  it  reads,  "that  the 
fur  trade  as  a  whole  is  after  all  limited,  be  the  fashion 
and  weather  ever  so  much  in  its  favor,  and  it  has 


often  happened  before  that  after  the  early  trade  was 
good,  as  was  the  case  last  year,  and  the  finish  weak; 
or,  it  commenced  later  and  lasted  longer.  It  was, 
perhaps,  hardly,  fair  or  reasonable  to  expect  that 
business  should  continue  all  through  to  the  end  of 
the  year  as  it  had  been  previously. 

"So  fas  as  the  new  season  is  concerned,  the  busi- 
ness of  the  past  few  weeks  may  be  looked  upon  as  a 
blessing  in  disguise,  as  had  it  been  otherwise  prices 
at  the  opening  of  the  year  would  probably  have  been 
on  such  a  basis  as  to  cause  considerable  care  and 
anxiety;  as  it  is,  there  has  been  ample  opportunity 
for  quiet  reflection,  with  the  result  that  reasonable 
prices  and  confidence  on  the  part  of  buyers  may  be 
looked  for  at  the  present  sales." 

The  dullness  which  has  been  experienced  is  due 
very  largely  to  the  extremely  mild  weather  which 
has  prevailed  in  most  parts  of  the  country.  As  the 
mild  weather  has  resulted  in  the  temporary  postpone- 
ment of  sales,  merchants  can  reasonably  look  forward 
to  greater  activity  than  usual  during  the  coming 
year. 


Sales  Force  Efficiency 

ONE  of  the  must  difficult  problems  that  the  dry 
goods  merchant  faces  is  the  maintenance  of 
sales  force  efficiency.  There  is  so  vast  a  drop 
from  the  height  of  salesmanship  perfection  to  the 
depths  of  incompetence  where  so  many  belong  who 
essay  the  role  of  salesman,  that  the  success  of  a 
business  depends  to  no  inconsiderable  degree  on  the 
point  between  the  two  extremes  that  the  staff  average 
is  low,  the  business  will  not  prosper  no  matter  how 
well  it  may  be  managed  otherwise  or  how  high  the 
standard  of  the  stock  carried  may  be. 

The  average  of  salesmanship  in  the  average  big 
store  is  probably  not  very  high.  Among  other  qual- 
ities required  to  make  a  good  salesman  is  ambition; 
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and  it  is  not  often  possible  to  infuse  the  spark  of 
ambition  into  the  whole  staff.  Clerks  who  lack  the 
desire  to  get  on  in  life  seldom  have  the  desire  to  run 
up  a  big  sales  total  or  to  be  consistently  courteous  and 
obliging  to  customers.  With  a  certain  number  of 
clerks  of  the  non-ambitious  type  scattered  through 
the  staff,  the  possibilities  of  creating  big  increases 
in  business  are  seriously  curtailed. 

In  an  article  appearing  in  this  issue,  reference 
is  made  to  the  methods  followed  in  many  of  the 
largest  stores  to-day.  Each  salesman  is  provided 
with  a  weekly  sales  record,  showing  what  sales  he, 
or  his  predecessor  made  during  the  corresponding 
week  of  the  previous  years,  figures  being  thus  given 
to  show  the  salesman  what  he  has  to  beat :  for  in 
these  stores,  increases  are  regarded  as  absolutely 
essential  and  the  salesman  who  cannot  keep  up  his 
end  is  soon  replaced.  It  is  a  hard  rule  and  under  it 
only  the  fittest  survive,  but  it  surely  creates  a  high 
average  of  salesmanship.  The  weak  chains  in  the 
link  are  soon  detected.  At  the  same  time,  it  gives 
a  capable  clerk  full  opportunity  to  show  his  ability. 
When  a  salesman  is  showing  results,  his  good  work 
cannot  be  overlooked. 
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Set-Back   For  Catalogue  Houses 

THE  mail  order  houses  are  not  having  things  all 
their  own  way  in  the  United  States  since  the 
Parcels  Post  law  went  into  effect.  One  of  the  great 
advantages  that  the  catalogue  houses  expected  from 
Parcels  Post  law  went  into  effect.  One  of  the  great 
printed  catalogues  at  parcel  post  rates.  Such  in  fact 
was  a  ruling  made  by  the  American  Postal  authorities 
at  the  first  of  the  year.  The  result  would  have  been  the 
flooding  of  the  mails  with  printed  matter  and  natur- 
ally the  ruling  caused  consternation  in  retail  circles. 
Efforts  were  made  to  show  the  Postal  Department  the 
injustice  of  the  ruling  with  the  result  that  it  was  fin- 
ally reversed. 

Under  the  new  ruling,  printed  catalogues  must  be 
entered  as  third-class  matter  and  cannot  be  carried 
under  parcels  post  rates.  In  cases,  however,  where  it 
is  desired  to  send  with  merchandise  printed  matter 
referring  to  it,  the  parcels  post  rate  will  apply.  Thus, 
if  a  washing  machine,  say,  is  being  shipped,  it  will  be 
possible  to  send  along  literature  dealing  with  washing 
machines  at  the  low  rate. 

This  ruling  is  an  important  one.  It  has  removed 
a  certain  meaure  at  least  of  the  disability  under  which 
retailers  are  laboring. 


vention  of  Fire  Losses,  before  a  meeting  of  the  Manu- 
facturers' Association  at  Toronto.  A  report  of  this 
address  has  already  appeared  in  The  Review,  so  that 
it  is  unnecessary  to  recapitulate  any  of  the  facts  pre- 
sented or  the  points  made.  Suffice  it  to  say  that  the 
address  was  in  the  nature  of  a  forcible  indictment  of 
the  attitude  that  the  public  displays  toward  the  ques- 
tion of  fire  prevention  and  particularly  that  of  manu- 
facturers and  merchants,  who  as  classes  are  careless 
and  indifferent.  The  figures  that  were  given  were 
startling  but  incontrovertible  and  they  left  an  in- 
delible impression  on  the  minds  of  all  who  were 
present. 

This  is  a  problem  which  affects  the  retail  mer- 
chant very  closely.  Not  only  should  better  methods 
be  evolved  for  fire  protection,  but  the  whole  question 
of  fire  prevention  should  be  gone  into  and  the  careless 
practices  now  allowed  rigidly  eliminated.  Not  until 
then  will  merchants  be  relieved  of  the  danger  which 
constantly  confronts  them  of  being  wiped  out  by 
conflagrations. 

The  movement  now  under  way  should  be  given 
the  hearty  support  of  the  merchants. 

— o — 


To  Check  Fire  Losses 

THE  business  men  of  Toronto  are  organizing  to 
check  fire  losses  and  waste.  This  step  is  being 
taken  as  a  direct  result  of  an  address  delivered  by  the 
secretary  of  the  American  Association  for  the  Pre- 


The  Passing  View 

Winter  is  starting  to  arrive  about  the  time  that  it 

usually  leaves  off. 

*  *         * 

Business  to  date  has  been  good  despite  the  handi- 
cap of  unfavorable  weather  conditions  and  the  finan- 
cial stringency  which  has  been  felt. 

Merchants  should  lend  their  assistance  whole- 
heartedly to  the  movement  to  check  fire  losses.    The 

retailer  is  the  chief  sufferer  in  this  respect. 

*  *         * 

The  hat  of  large  proportions  covers  a  multitude 
of  sins  in  the  way  of  careless  hair-dressing.  With 
small  hats  the  vogue,  women  will  have  to  be  more 
careful  in  the  arrangement  of  their  hair.  Ergo, 
there  will  be  a  larger  demand  for  hair  goods. 

The  Balkan  war  has  stamped  itself  most  strik- 
ingly on  Spring  styles.  The  influence  is  felt  in  every 
direction — materials,  colors,  and  styles,  not  only  gar- 
ments and  millinery  but  in  accessories,  toilet  articles 
and  hair  dressing.  A  rare  mingling  of  Servian,  Bul- 
garian and  Turk  ideas  have  gone  into  Spring's  pic- 
turesque styles. 

*  *        * 

A  contemporary  refers  to  the  fact  that  Abraham 
Lincoln  tried  his  hand  twice  at  the  management  of  a 
retail  store  and  failed  most  completely  on  both  occa- 
sions. Lincoln  was  too  fond  of  studying  law  books 
to  concentrate  on  the  details  of  a  retail  business.  All 
of  which  goes  to  prove  that  it  is  not  the  easiest  thing 
after  all  to  run  a  store  successfully  as  some  seem  to 
think. 
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This  Invitation 
is  for  You 


If  you  are  in  Montreal 
during  Millinery  Opening — 
call  at  230  Notre  Dame  Street 
West  and  see  us. 

3&    3&    3& 

You  will  find  on  view  a 
splendid  range  of  ribbons, 
silks  and  velvets.  We  would 
like  you  to  look  them  over. 

3&    36    3& 

If  you  can't  come — may 
we  send  samples  ? 

S&    3&    S& 


THE  W.  R.  BROCK  COMPANY  (limited) 

MONTREAL 


Specialization  Leads  to  Large  Sales 

Aggressive  methods  of  Fort  Erie  firm  result    in    a    splendid  business  in  knit 
goods  —  Five  per  cent,  is  spent  in  advertising  —  New  styles  created — System 

for  keeping  close  track  of  sales. 


JOHN  DALTON  &  Son.  of  Fort  Erie,  Ontario, 
conduct  their  knit  goods  department  on  so 
aggressive  a  scale  that  they  have  worked  up  a 
splendid  connection.  Several  reasons  could  be  giv- 
en for  their  success  but  perhaps  the  chief  one  is  that 
they  specialize.  By  closely  watching  the  trend  of  de- 
mand they  have  a  good  idea  of  values  and  of  what 
the  public  want.  Using  this  information  in  the 
purchase  and  display  of  their  goods,  they  offer  to  the 
public  just  what  the  public  wants. 

Fort  Erie  is  advantageously  situated,  as  it  is  pos- 
sible to  cater  to  the  American  trade.  By  specializing 
along  lines  which  appeal  to  American  customers,  a 
good  trade  is  done.  Dalton  &  Son  keep  in  close 
touch  with  American  styles  but  they  do  not  stop 
at  handling  lines  of  proven  popularity.  They  go 
a  step  further  and  create  a  demand  for  styles  on  their 
own  account.  That  a  wideawake  retailer  can  create 
styles  has  often  been  demonstrated,  but  never  more 
effectually  than  in  the  case  of  John  Dalton  &  Son. 
Last  season  they  introduced  innovations  in  the  form 
of  new  styles  and  shades  which  took  so  well  that  big 
sales  were  made.  As  a  result  of  the  demand  thus 
created,  many  other  stores,  including  some  of  the 
largest  establishments  in  Buffalo,  took  up  the  same 
styles. 

A  strong  feature  of  the  policy  of  the  firm  in  ques- 
tion is  that  they  believe  in  handling  the  best  quality 
goods. 

SPEND  5  PER  CENT.  FOR  ADVERTISING. 

A  good  share  of  the  credit  for  the  success  of 
Dalton  &  Son  is  ow7ing  to  the  fact  that  they  are 
good  advertisers.  They  spend  annually  5  per  cent, 
of  receipts  in  advertising.  This  percentage  may 
seem  large — in  fact,  it  is  considerably  larger  than 
even    the   most   progressive   of   retail    firms    usually 
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allow — but  it  has  been  found  a  profitable  venture. 
The  large  sums  thus  expended  in  publicity  are  more 
than  made  up  by  the  returns  secured  in  the  shape  of 
new  business. 


G>' 


Quotation  card  used  by  John  Dalton  &  Son. 
KEEP  CLOSE  TAB  ON  SALES. 

Still  another  feature  which  has  figured  in  the 
building  up  of  a  big  business,  is  the  excellent  sys- 
tem which  has  been  evolved  to  provide  records  of 
sales.  In  all  departments  of  the  store,  an  exact 
record  of  purchases  and  sales  is  kept  by  days,  weeks, 
months  and  years.  In  this  way,  stock  is  ordered  in 
just  as  it  is  needed  and  frequent  turnovers  are  the  re- 
sult. 

The  system  now  used  by  the  firm  is  not  yet  as 
perfect  as  they  hope  to  make  it.    Revisions  arc  being 


Stock  records  used  by  John  Dalton  &  Son. 


Card  index  of  customers'  purchases. 

made  and  further  improvements  are  contemplated 
The  Review  hopes  at  some  time  in  the  near  future, 
to  be  able  to  present  a  complete  description  of  their 
completed  system.  In  the  meantime,  it  may  be  ex- 
plained briefly  that  cost  and  stock  record  cards  are 
kept  as  well  as  sales  forms.  On  the  cost  cards,  num- 
bers are  given  which  serve  as  a  key  to  the  stock  card. 
The  system  of  giving  a  certain  number  to  each  line 

(Continued  on   page  0) 
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Suggestions  to  far-sighted  Business  Men 

The  man  who  looks  ahead,  gets  ahead 


VHvet 


with  Worr all's  guaranteed  Fast  Color  and  Chiffon  Finish. 
made  up  in  the  new  continental  style. 

Business  for  Autumn  will  be  exceptionally  good  in  Velvets 
— Plains,  Cords,  Brocades,  Shots  and  Fancies. 

Naturally  you  want  your  full  share  of  it,  but  wanting  alone 
won't  get  it. 

As  a  good  executive  you  know  that  you'll  have  to  plan  and 
work  and  right  now  is  the  time  to  plan — to  prepare — to  get 
ready. 

When  business  comes  with  a  rush,  you  will  be  that  "ready" 
man  who  will  get  his  full  share — who  will  let  no  opportunity 
pass  by. 

Success  comes  to  the  man,  as  you  know,  who  not  only  sees 
the  chance,  but  is  able  to  seize  it. 

Our  representative  will  call  on  you  shortly  to  extend  the 
opportunity  of  taking  "La  Vogue"  Velvet,  which  assures 
any  retailer  increased  business. 

Sole  Agents  for  Canada 

Brophy,  Parsons  &  Rodden,  Limited 

25  VICTORIA  SQUARE,  MONTREAL 


Maintaining  Sales  Force  Efficiency 

Individual  sales  sheets  are  issued  weekly  in  some  of  the  largest  stores,  show- 
ing sales  record  for  corresponding  week  of  previous  year — Salesmen  are  ex- 
pected to  show  increases  in  this  way — Buyers  are  able  to  keep  close  tab  on 

business  in  department. 


THE  great  object  of  every  buyer  is  to  maintain 
the  standard  of  his  stock  sufficiently  high  to 
produce  increases  in  business.  To  do  this,  he 
finds  it  necessary  not  only  to  have  the  best  values, 
but  a  capable  sales  staff  as  well. 

Efficiency  is  the  demand  of  the  present  age  and 
in  the  store,  departmental  efficiency  means  increased 
sales.  The  buyer  is  supposed  to  show  steady  increas- 
es. Weather  may  prove  unfavorable,  styles  may 
change  suddenly  and  unexpectedly,  trade  conditions 
may  be  bad,  competition  may  be  particularly  keen ; 
but  in  spite  of  all  such  contingencies,  the  buyer  is 
expected  to  show  periodical  increases.  In  many  of 
the  biggest  stores,  buyers  are  subjected  to  the  sternest 
rule.  If  reverses  are  experienced  two  or  three 
months  handrunning,  loss  of  the  buyer's  position  is 
the  penalty.  The  fact  that  the  buyers  manage  to 
weather  all  storms  and  keep  their  departmental 
records  above  criticism  in  the  great  majority  of  cases 
is  a  tribute  to  the  efficiency  of  buyers  in  general. 

The  status  of  the  buyers  has  been  dealt  with 
at  some  length  in  articles  which  have  appeared  in 
recent  issues  but  one  phase  of  the  question  will  al- 
low of  further  discussion — the  steps  which  buyer* 
can  take  to  protect  themselves  against  losses  through 
inefficient  sales  help. 

It  will  be  acknowledged  that,  no  matter  how 
good  the  values  offered  in  a  department  may  be,  the 
lack  of  capable  sales  people  will  prevent  increases 
in  business  and  even  create  losses.  It  has  been 
found  in  the  large  departmental  stores  that  a  few 
incapable  members  will  demoralize  the  complete 
sales  force.  If  there  are  four  or  five  good  salesmen 
in  one  department  and  two  idle  or  incompetent  ones, 
the  showing  of  the  capable  members  will  gradually 
shade  off  instead  of  showing  an  improvement.  A 
bad  example  is  usually  catching.  Of  course,  it  some- 
times works  the  other  way.  The  capable  members 
of  the  staff  inspire  their  less  efficient  fellows  to 
greater  efforts.  There  is,  however,  an  undoubted 
danger  in  having  on  the  sales  staff  members  who  are 
not  up  to  the  mark.  Buyers  require  the  assistance 
of  a  thoroughly  competent  staff  before  they  can 
count  absolutely  on  getting  satisfactory  results. 

A  double  duty  thus  faces  the  buyer.  He  must 
keep  his  stock  right  up  to  the  minute  and  his  val- 
ues right ;  and  he  must  keep  his  sales  forces  as  near 
to  100  per  cent,  efficiency  as  the  laws  of  human  limi- 
tations will  allow. 

SUPPLY  INDIVIDUAL  SALES  SHEETS. 

A  method  followed  in  some  of  the  biggest  stores 
is  to  supply  sales  record  sheets  to  each  member  of 
the  sales  staff  weeklv.  showing  the  record  for  the 


same  week  the  previous  year.    These  sheets  would  be 
printed  somewhat  as  follows: 

Sales  average:  1912 

1911.  1912 

$41 .  25  Monday 

$34 .  23  Tuesday 

$19 .  10  Wednesday 

$28 .  23  Thursday 

$33.25  Friday 

$76 . 50  Saturday 

$232 .  56  Total 

Department    (Signature)    No 

Note. — Each  member  of  staff  is  expected  to  make 
a  better  showing  than  last  year.  Please  enter  up  total 
of  business  done  each  day  in  blank  spaces.  Return 
to  department  head  at  end  of  week. 


The  advantages  of  the  plan  will  be  apparent  to 
all.  With  this  record  before  him,  the  salesman  has 
a  definite  goal  to  attain.  He  must  do  better  than 
last  year.  If  certain  days  during  the  week  un- 
avoidably fall  behind  the  previous  year's  total,  the 
knowledge  serves  as  a  spur  for  the  remainder  of  the 
week.  Even  the  most  sluggish  and  lackadaisical  of 
clerks  will  feel  impelled  to  do  his  best  when  he 
knows  that  his  showing  is  not  comparing  well  with 
his  last  year's  performances.  Loss  of  position  will 
loom  up  as  a  possibility,  if  he  i«  falling  persistently 
behind. 

A  number  of  stores  go  a  step  further  and  allow 
salespeople  a  certain  percentage  of  sales  over  and 
above  the  total  of  the  previous  year.  Necessarily 
the  percentage  is  very  small  but  even  at  that  it  serves 
as  an  added  inducement  to  "hustle." 
® 


Specialization  Leads  to  Large  Sales 

(Continued  from  page  4) 
lias  been  found  a  good  one.     Decimals  are  used  for 
each  additional  variety  of  a  given  line. 

Sales  records  are  kept  and  from  the  total  of  each 
line  sold,  it  is  possible  to  determine  the  value  of  the 
goods  sold.  By  subtracting  this  from  goods  on  hand 
the  previous  month  and  adding  the  purchases  of  the 
current  month,  also  taking  into  account  returns,  they 
are  able  to  determine  the  value  of  stock  on  hand  in 
each  line  at  the  beginning  of  each  month.  The 
grand  total  tells  the  amount  of  stock  on  hand  at  any 
time  and  it  is  possible  to  find  every  night  the  ap- 
proximate total  of  stock  on  hand. 

Other  systems  are  used  such  as  index  cards  of 
itemized  purchases  to  customers  to  which  reference 
can  be  made  in  writing  circulars;  quotation  index, 
purchasing  directory,  etc. 
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Art  Needlework  All  Year  Round  Line 

Travelers  out  with  needlework  novelties  sending  in  good  orders— Revival  of 
cross  stitch  embroideries  partly  due  to  the  Balkan  influence — New  develop- 
ment in  punched  work — Buttons  an  important  line. 


THE  Spring  season  in  art  needlework  is  be- 
coming of  more  importance  each  year,  for 
in  this  department  there  is  no  longer  just 
one  season.  A  steady  trade  has  been  built  up  prac- 
tically all  the  year  round.  This  is  partly  the  result 
of  the  natural  growth  of  population  and  partly  be- 
cause of  the  attention  given  to  the  production  of 
novelties.  Needlework  novelties  to  make  a  success 
must  be  capable  of  being  put  to  some  useful  pur- 
pose for  either  household  or  personal  decoration. 
And  must  as  well  be  artistic,  effective,  and  must  call 
for  no  undue  effort  for  its  accomplishment. 

In  the  majority  of  stores,  the  art  needlework 
department  has  either  been  removed  up  stairs  or 
there  is  a  down  stairs  and  an  up  stairs  section.  This 
is  because  most  stores  engage  saleswomen  capable 
of  giving  lessons  ami  teaching  both  familiar  and 
new  stitches  as  they  appear.  Morning  and  after- 
noon classes  are  held  and  they  are  always  well  at- 
tended. Merchants  are  well  aware  of  the  value  of 
these  classes  both  in  disposing  of  materials  and  in 
making  the  store  a  more  attractive  shopping  place 
for  women  customers. 

Punched  work  is  always  popular  and  the  latest 
development  will  be  welcomed.  This  consists  of  a 
combination  of  punched  work  darning,  outlining 
and  solid  embroidery  introduced  occasionally  to 
emphasize  some  particular  spot.  The  work  is  sim- 
plicity itself.  A  fine  linen  scrim  is  used,  woven  alike 
in  both  directions  with  three  fine  threads  together 
forming  regular  groups,  and  it  is  by  these  meshes 
that  the  open  punched  background  is  worked. 

The  outlines  of  the  pattern  is  stamped  on  the 
scrim  and  with  fine  linen  thread  the  spaces  to  be 
open  are  punched,  though  it  is  more  the  pulling 
tight  of  the  thread  than  the  weight  and  size  of  the 
needle  that  causes  the  open  effect,  and  the  mesh  of 
the  scrim  takes  the  place  of  dots  as  the  guide.  The 
heavy  spaces  are  darned  over  with  a  moderately 
coarse  twisted  thread  taking  the  stitches  over  two 
threads  of  the  canvas  and  running  a  thread  in  every 
row.     After  the  darning  is  completed  these  heavy 


spaces  are  outlined  and  any  heavy  embroidery  need- 
ed to  complete  the  pattern  is  put  in. 

Take  a  sofa  pillow,  for  instance,  ornamented  with 
a  band  in  a  conventional  floral  design  having  the 
background  of  the  band  in  the  punched  work,  and 
with  the  petals  and  leaves  darned  in  and  outlined, 
and  for  emphasis  the  centers  are  worked  in  large 
dots  made  solid. 

Though  this  embroidery  can  be  done  in  white 
there  is  no  reason  why  color  should  not  be  intro- 
duced either  into  the  embroidery  the  darning  or 
the  outlining,  and  by  its  judicious  use  some  very 
telling  effects  can  be  obtained.  Balkan  fashions  are 
turning  attention  strongly  towards  the  use  of  cross- 
stitch  embroideries,  for  stitching  little  colored  crosses 
on  coarsely  woven  material  has  always  been  a  means 
of  development  for  elementary  embroidery  designs. 
In  Hungary,  Albania  and  Roumania  not  only  is 
the  household  linen  elaborately  adorned  with  cross- 
stitch  embroidery,  but  elaborate  all-over  patterns  are 
worked  on  cotton  crepes  and  marquisettes  for 
guimpes,  waists  and  for  borders  on  scarfs  and  aprons. 
These  cross-stitch  patterns  are  worked  in  wonderful 
color  combinations.  Patterns  and  color  effects  could 
be  worked  for  collar  and  cuffs  and  for  other  trim- 
ming purposes. 

In  the  new  lines  just  opening  up  porcelain  but- 
tons are  strong.  These  novelties  are  just  china  and 
are  decorated  in  floral  patterns.  China  and  crystal 
are  combined,  and  some  very  attractive  novelties  are 
produced  in  this  manner. 

Household  linens,  furnishings  for  the  nursery, 
and  clothes  for  children  are  all  decorated  with 
cross-stitch.  The  designs  are  simple  and  are  quickly 
worked,  and  when  colors  are  well  chosen  the  results 
are  very  satisfactory.  Cross-stitch  is  particularly 
good  when  shades  of  blue  are  used  in  developing 
the  design.  For  instance,  a  runner  had  a  row  of 
Viking  ships  in  full  sail  across  the  ends  worked  in 
two  shades  of  blue.  Books  of  patterns  can  be  pro- 
cured showing  cross-stitch  alone  and  worked  in  with 
other  stitches. 
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Early  Samples  Will  Renew  Confidence 


Ranges  shown  to  date  are  accepted  as  promising  good  fall  business — As  far  as 
is  possible  to  predict  the  outlook  is  bright — Merchants  should  show  an  interest 

in    quality. 
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HE  fur  trade  is  holding  off  before  confirm- 
ing new  styles.  Some  samples  are  already 
shown.  The  confidence  of  furriers  will  be 
ii'-cstablished  during  the  opening  of  the  new  season. 
Last  year's  experiences,,  the  troubles  of  the  trade, 
weather,  cost  of  labor,  fur-pelts  and  findings  and 
early  clearance  of  many  lines  at  unusual  prices  have 
been  unfortunate.  Although  there  has  been  no 
Winter,  such  as  is  associated  with  fur  selling,  sales 
and  novelty  business  done  have  proved  conclusively 
that  fashions  for  furs  are  stronger  at  the  present  time 
than  ever.  People  buy  style  and  the  whole  trend  of 
success  has  been  increasing  in  proportion.  This  is 
an  optimistic  outlook  for  the  furrier. 

Manufacturers  have  little  complaint  at  the  close 
of  the  season  as  far  as  clearance  is  concerned.  The 
volume  of  business  in  repeats  has  not  been  satisfac- 
tory. Aggressive  sales  methods  were  necessary. 
More  expensive  articles  have  been  sold  during  the 
season.  The  vogue  for  furs  is  more  extensive  and 
people  demand  styles  notwithstanding  the  weather. 
Sales  are  not  entirely  a  matter  of  necessity.  The 
growth  of  population  has  kept  the  staple  sales  to 
medium  class  trade. 

Fur  demand  is  as  diverse  as  assortments  are  var- 
ied. From  fashion's  dictates  and  sales  it  is  seen 
that  the  trend  of  style  is  equally  in  favor  of  short- 
hair  and  long-hair  furs.  The  former  shows  the 
effects  of  other  styles  in  dress  and  of  fashions'  pref- 
erence, styles  and  outlines.  Mink,  ermine,  mole,  rat 
and  marmots  continue  to  supply  garments  for 
dressiness  and  style.  Short-hair  furs,  in  both  natur- 
al and  dyed  in  soft  taupe,  Isabella  and  brown,  have 
been  alike  in  favor  for  novelty  garments.  Long- 
hair furs  are  brought  out  in  black  or  many  natural 
animal  effects.  For  utility  and  exclusive  fashion, 
sable,  fox,  wolf,  raccoon  and  many  of  the  cheaper 
furs  are  limited  in  supply,  rather  than  demand. 


The  tendency  for  large  pieces  and  medium 
length  coats  is  already  seen.  Some  of  these  three- 
quarter  length  coats  are  loose-fitting  at  the  shoulders 
with  sleeves  of  kimona  style.  Some  of  these  gar- 
ments flare  somewhat  at  the  bottom  while  others 
are  close-fitting  from  the  hips  down.  Furriers  com- 
ment on  this  style  and  say  that,  except  for  novelty 
and  a  few  high-class  furs,  this  style  of  garment  is 
only  to  tone  up  the  ranges.  Slender  women  can 
wear  this  garment.  While  buyers  may  favor  shorter 
coats  for  both  style  and  service  the  general  out- 
lines for  medium  trade  will  be  similar  to  this  sea- 
son's garments. 

Combinations  of  furs  are  to  be  more  attractive 
from  a  style  and  novelty  standpoint.  The  use  of  one 
fur  as  trimming  for  another  is  more  often  seen 
especially  in  coats.  This  is  evident  also  in  the  use 
of  heads  and  tails  of  one  fur  on  another  and  the 
touch  of  small  fur  of  a  corresponding  nature  on 
scarfs,  shoulder  pieces  or  muffs.  Another  idea  for 
trimming  which  is  favored  is  to  set  skins  in  opposite 
way.  This  is  good  in  mole,  Hudson  seal  and  short- 
hair  furs  to  a  greater  extent  than  last  season.  This 
treatment  is  effective  in  draped  coats  or  wide 
throws. 

At  the  present  time  everything  is  indicated  as 
many  styles  are  still  in  abeyance  and  ranges  are  not 
completed.  The  finish  of  this  fur  season  is  slow. 
Until  the  demand  for  cheaper  furs,  which  always 
comes  with  the  clearance  season  is  past  no  hurry  is 
evident.  Manufacturers  are  not  going  ahead  with 
confidence  until  merchants  are  likely  to  be  inter- 
ested. Both  style  tendencies  and  prices  reported  at 
the  last  London  sales  are  yet  to  be  confirmed  on 
quantities  and  in  numerous  important  style  features, 
before  the  season  progresses  with  any  assurance. 

The  whole  problem  of  fur  merchandising  has  to 
be  considered  in  buying  next  season's  furs.     Noveltv 
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is  the  important  feature  and  this  as  usual  is  only 
confined  by  the  trade,  which  each  furrier  can  inter- 
est. For  the  medium  trade  the  trend  of  style  is 
largely  defined  by  value  and  the  nature  of  the  fur. 
Value  and  plain  styles,  in  which  the  richness  of  the 
furs  and  'their  treatment  is  evident,  are  always  the 
deciding  tests.  In  view  of  the  sale  of  real  furs  and 
the  corresponding  profits,  the  furs  carried  over  or 
jobbed  are  often  the  result  of  carelessness.  Poor 
buying  is  the  main  cause.  Many  merchants,  be- 
cause they  put  price  before  anything  else,  are  offer- 
ing furs,  which  anybody  can  see  are  not  stylish  or 
attractive  as  garments,  suitable  for  girls  or  women. 

The  finish  or  dressiness  is  lost,  although  cut  and 
style  outline  may  be  correct.  Very  often  buyers 
overlook  the  feature,  which  makes  or  unmakes  the 
sale  of  a  piece  or  garment.  Their  limits  of  style  and 
price  are  just  sufficient  to  curtail  their  departments' 
success.  At  lower  prices,  or  at  prices  often  paid  for 
that  matter,  the  character  of  each  fur  is  lost  because 
of  factory  appearance  or  lack  of  exclusiveness.  No 
buyer  can  explain  this  difference  to  another  and  to 
carry  the  contrast  of  value  is  generally  impossible. 
But  any  buyer  should  be  able  to  discern  finish,  as 
well  as  the  selling  advantage  of  the  color  or  thick- 
ness of  any  pelt. 

In  selling  furs  the  result  of  contrasting  stock 
numbers  is  just  as  important  to  the  customer  as  the 
initial  appearance  of  samples  in  travelers'  ranges  is 
to  careful  buyers.  Without  this  precaution,  many 
numbers  are  placed  on  the  merchant's  rack  or  coun- 
ters, which  to  many  furriers  are  not  furs  at  all.  No 
doubt  a  quantity  may  he  sold  but  in  the  average  the 
results  are  not  because  of  enthusiasm,  which  selling 
real  furs  gives. 

Each  merchant  has  to  differentiate  between  furs 
and  so-called  furs.  To  decide  on  the  height  of 
novelty  and  make  stock  to  meet  all  the  contingencies 
of  weather  or  losses  through  clearance  is  a  matter  of 
protection.  But  future  profits  are  the  result  of  care- 
fully sizing  up  next  season's  ranges.  Securing  the 
best  value  is  choosing  the  select  furs  at  correspond- 
ing prices  either  in  one  range  or  combined.  A 
clean  stock  in  which  comparative  furs,  as  well  as 
prices  are  considered  is  essential  to  a  greater  turn- 
over. The  extent  to  which  each  buyer  is  willing  to 
do  this  depend?  on  his  executive.  Furs,  more  than 
all  departments  are  interesting  because  of  the  differ- 
ence in  selling  merit,  which  is  seen  in  two  furs 
under  the  same  stock  numbers  and  price.  Each 
buyer  or  salesman  finds  much  to  learn,  as  he  studies 
this  difference — which  in  the  end  means  successful 
sales.  Naturally,  every  merchant  wants  the  best 
values  and  selecting  them  is  largely  a  matter  of  tak- 
ing advantage  of  competitive  conditions.  A  safe 
way  is  to  judge  the  stock,  placed  on  order  from  the 
customers  standard  and  the  relative  influence  of 
one  number  on  another.  Buying  furs  i>  a  live 
proposition  for  a  (lever  buyer. 


Advances    are    Not   Marked 

The  reports  of  the  London  fur  sales  are  to  hand 
ibis  week.  Advances  on  the  staple  /urs  are  not 
marked  compared  with  last  year's  quotations.  Mink, 
ermine,  skunk  and  raccoon  are  higher,  while  foxes 
are  the  same  as  last  March.  Muskrat  is  important 
because  of  the  supply.  A  large  sale  is  expected  for 
this  season  and  the  apparent  firmness  of  prices  is 
for  select  skins.  For  manufacturing,  the  prices  are 
practically  the  same  on  many  of  the  long  hair  furs. 
The  report  of  C.  M.  Lampson  &  Co.'s  sales  on  th& 
17th  to  the  24th  ,ult.  is  appended.  Prices  of  furs 
for  the  year  are  based  on  these  quotations : 

Muskrat,  Western  and  North-west: 

Sprino;  and  Winter  5%  higher  than  last  January. 

Fall                                 same  as 
Muskrat,  other  kinds: 

Spring  &  Winter  10*  higher  than  " 

Fall                          5%          "  "  " 

Muskrat,  Southern,             same  as 

Muskrat,  Black,          30'-   higher  than  " 

Beaver                       7%*          "  "  " 

Wolverine                   75%          "  "           March 

Bear,  Black,                50%          "  "  " 
Opossum,                     50% 

Cat,  Civet,                   30%         "  "  " 

Raccoon,                     25%         "  "  " 

Skunk,                         25%          "  "  " 

Badger,                       25%         "  "  " 

Otter,                          15%         "  "  " 

Ermine,                       15%          "  "  " 

Mink,                           10%          "  "  " 

Fox,  White,                30%          "  "  " 

"     Blue,                    20%          "  "  " 

"      Silver,                           same  as         " 

"     Red                                    "  "  " 

"      Cross                                   "  "  " 

"     Grey,                                 "  '  "  " 

"     Kitt,                                   "  "  " 
arten, 

Sable,  Russian,                          "  "  " 

Fisher,                                         "  "  " 

Wolf,                                           "  "  " 

Cat,  Wild,                                  "  "  " 

"      House,                               "  "  " 

Hair  Seal.  Drv,                         "  "  " 

Squirrel.                                       "  "  " 

Lynx,                            40%  lower  than  " 

Chinchilla,                           same  as 
Opossum,  Australian,  10%  higher  than     "     October 

Wallaby,                      10%  lower  than  "           " 

Salted  Fur  Seal,  Alaska,     same  as    December.  1911 

"        "       "     N.  W.  C.      "  "  "            " 
"     C.  Horn      " 
"       "     C.  ofG.H.    " 


Larger  Margin  Needed  on  Knit  Goods 

Knit  goods  department  should  be  brought  to  show  50  per  cent,  on  costs  through- 
out all  ranges — A  fair  percentage  of  overhead  expense  should  be  charged  on 

these  lines. 


FOLLOWING  the  discussion  in  the  January 
Special  number  of  Dry  Goods  Review  on 
profits  on  underwear  and  hosiery,  a  series 
of  questions  was  asked  the  influential  merchants, 
who  specialize  on  these  lines.  The  idea  of  these 
questions  was  to  get  a  consensus  of  opinion  rather 
than  for  verification  of  conditions  claimed.  Many 
different  replies  were  elicited  to  questions  asked, 
which  gives  a  stronger  indication  of  opinion  than 
any  other  comparison. 

The  questions  follow: — 

Do  underwear  and  hosiery  departments  pay  a 
satisfactory  profit  at  present? 

What  is  the  limit  of  costs  and  corresponding 
retail  prices? 

Can  these  lines  be  bought  to  show  50  per  cent, 
on  costs,  throughout  the  ranges? 

Can  you  suggest  a  means  of  doing  this  by  mer- 
chandising? 

What  percentage  of  overhead  expenses  should 
be  charged  to  these  departments? 

Can  customers  be  educated  to  buy  at  other  than 
standard  prices? 

If  not,  why? 

What  retailing  prices  are  necessary  to  meet  pre- 
sent advances? 

These  are  typical  answers: — ■ 

1.  Yes,  one  of  the  best  in  the  house. 

2  and  3.  We  have  no  difficulty  in  securing  this 
average  advance,  throughout  the  whole  range. 

4.  It  all  depends  on  the  buying.  If  lines  are 
bought  right,  there  is  no  trouble  in  securing  this 
advance  and  meeting  any  healthy  competition. 

5.  We  regulate  overhead  expenses  by  space 
occupied. 

6.  We  avoid  worrying  customers  by  endeavoring 
to   compare   values   at   irregular   prices,   seeing   that 


our  values  are  always  the  best  possible. 
1.  No. 

2.  33  1-3  to  50  per  cent,  advance  on  cost. 

3.  In  some  cases  only  but  these  lines  should  all 
be  produced  to  stand  50  per  cent,  and  still  sell  at 
popular  prices. 

4.  Either  by  buying  a  lower  line  to  sell  at  a 
price  or  else  by  getting  more  for  same  line. 

5.  Pro  rata  to  volume  of  sales.  For  instance, 
the  larger  the  sales  of  a  department  the  more  it 
can  afford  to  pay. 

6  and  7.  Yes,  this  is  where  salesmanship  comes 
in. 

8.  To  average  50  per  cent. 

One  merchant  writes: — 

"We  sell  a  well  known  brand  of  hosiery  and 
underwear.  During  the  past  season  we  enjoyed  a 
little  better  profit  than  in  other  seasons,  owing  no 
doubt  to  buying  at  prices  that  gave  us  a  chance  to 
make  more  profit.  Buying  underwear  at  the  out- 
side limit  of  prices  is  too  close  a  margin  of  profit, 
considering  the  increased  cost  of  living,  merchan- 
dise and  retailing.  We  endeavor  to  buy  a  line  of 
hosiery  and  underwear  to  average  50  per  cent,  on 
cost.  AVe  find  no  trouble  in  selling  the  line  of  un- 
derwear we  carry,  costing  four  dollars  and  a  half  a 
dozen  for  sixty  to  sixty-five  cents  a  garment. 

"We  believe  customers  can  be  educated  to  buy  at 
other  than  standard  prices.  Firs!  a  merchant 
should  select  what  he  thinks  is  the  best  line  for  him. 
Previously  we  always  sold  underwear  costing  $9  a 
dozen  for  a  $1  a  garment.  This  Fall  we  bought  a 
line  of  natural  to  sell  at  $1  and  another  in  white  to 
sell  at  $1.25  costing  $8  and  $9  respectively. 

"We  attribute  the  sales  of  our  hosiery  and  un- 
derwear to   the   prominence   given    to   lines   in   our 
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store  and  show  window.-.  We  find  customers  appre- 
ciate our  forethought  in  placing  these  goods  where 
people  can  select  for  themselves.  This  is  especially 
so  if  the  salesladies  are  busy  and  some  of  the  male 
clerks  have  to  look  after  purchases. 

"Our  sales  are  steadily  increasing  in  our  hosiery 
and  underwear  sections.  AVe  attribute  this  to  the 
complete  stock  of  sizes  always  carried  and  the  merits 
of  the  goods  we  sell." 

The  conclusion  is  that  on  a  satisfactory  turn- 
over, underwear  and  hosiery  are  two  of  the  best 
paying  departments  in  the  house.  The  consensus 
of  opinion  is  that  on  a  departmental  basis  and  with 
proper  expenses,  on  a  straight  turnover,  these  sec- 
tions are  not  paying  a  satisfactory  profit  at  present. 
But  the  average  merchant  does  not  charge  the  same 
per  centage  of  costs  against  these  departments,  as 
against  others.  Overhead  costs  are  allotted  to  those 
sections,  which  are  best  able  to  stand  the  expense  in 
ratio  to  the  stock  and  space.  This  does  not  elimin- 
ate the  virtue  of  higher  prices  all  round. 

Success  of  hosiery  and  underwear  selling  is  not 
on  a  departmental  basis,  but  as  an  adjunct  to  the 
store  stocks,  as  a  whole.  As  in  an}*  other  section, 
the  percentage  of  ultimate  profit  depends  on  the 
stock  carried  and  the  turnover.  Therefore  the  suc- 
cess of  selling  these  lines  is  defined  by  the  size  of 
the  store  and  in  the  advantage  of  buying  connec- 
tions because  of  the  volume  of  business.  The  growth 
of  business  and  the  standard  of  present  day  profits, 
overhead  expenses,  turnover  and  the  average  of  sale< 
are  not  sufficient  in  most  stores  to  give  these  sections 
a  departmental  status.  Each  merchant  must  draw 
his  own  conclusions  as  to  the  satisfactory  result  of 
the  business  done. 

The  problem  may  be  solved  in  different  ways 
according  to  the  standard  of  the  business  or  the 
lines  handled.  A  competitive  condition  exists,  which 
has  to  be  met  in  the  interests  of  good  business. 
Nine  stores  out  of  ten  do  not  have  sufficient  turn- 
over to  reach  the  necessary  standard.  If  the  invest- 
ment can  be  reduced  and  the  turnover  correspond- 
ingly increased,  the  total  profits  are  all  that  can  be 
desired. 

Orders  placed,  the  profits  advanced  and  the 
sales  based  on  initial  placing  do  not  effect  ideal  con- 
ditions to-day.  They  do  not  meet  the  changing  de- 
mands of  business.  Travelers  admit  that  75  per 
cent,  of  placing  is  received  on  the  first  orders.  In 
other  words  25  per  cent,  of  the  business  done  is  re- 
peats. Stock  turns  once  as  the  carried  over  lines 
eliminate  the  advantage  of  repeats.  This  justifies 
the  claim  that  with  an  average  of  33  1-3  to  50  per 
cent,  on  cost  and  a  fair  chai'ge  for  overhead  ex- 
penses, the  smaller  merchant  cannot  afford  to  pay 
as  much  or  give  such  values. 

Changing  cost  prices,  averaging  discounts  or 
shortening  datings,  is  a  broad  question   depending 


on  manufacturers  costs.  The  different  phases  can 
be  argued  in  the  merchants  interests,  but  competition 
reduces  the  standard  in  the  end.  The  jobbers  and 
manufacturers  discount  might  be  changed  in  the 
attempt  to  get  values  at  closer  quotations.  While 
policy  suggests  this  change  as  has  happened  in 
other  departments,  values  offered  to-day  cannot  be 
produced  to  sell  at  the  limit  of  prices  that  the  pro- 
posed changes  would  permit.  The  option  is,  there- 
fore, a  new  limit  of  prices  with  new  values  to  be 
improved,  as  the  country  increases  in  population. 
This  is  as  the  manufacturer  sees  it. 

Another  argument  is  advanced  by  the  manu- 
facturer that  values  are  right.  Canadian  currency 
and  standard  selling  prices  do  not  favor  merchants 
here  taking  advantage  of  the  many  grades  offered. 
Here  30c  is  a  poor  price  and  the  selling  is  confined 
to  fewer  prices.  In  England  these  lines  sell  because 
one  grade  and  one  price  do  not  conflict  with  an- 
other and  because  of  the  variety  of  retailing  prices 
possible.  Selling  at  3  pairs  for  $1  is  not  so  close. 
The  range  of  selling  price  is  figured  on  a  large 
ratio  because  corresponding  grades  and  lesser 
prices  are  submitted.  Therefore  the  ranges  sam- 
pled by  the  mills  are  diversified  enough  to  allow  for 
the  standard  of  profit  aimed  at. 

Continued  in  next  issue. 


THE  HALL-MARK  OF  Rejriitered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  A  ND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkabli 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had   from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 
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The  Buyer's  Viewpoint 

Separate  coats  meeting  with  a  ready  sale.  Big 
line  of  wearable  novelties  in  coats  prepared  by 
the  manufacturers.  Drapery  just  to  break  the 
line  the  new  idea  in  dresses.  Combination  mo- 
dels showing  in  silks,  serges,  ratine  and  fancy 
cottons.  The  Balkan  blouse  the  new-comer  in 
suits.  Big  season  in  popular  priced  dresses  for 
children  in  progreas. 


Biggest  Problem  Before  Garment  Trade 

From  both  manufacturers'   and   merchants'  viewpoint — Style  has  become  of 
paramount  importance — Merchants  must  keep  in  close  touch  with  all  style 

developments. 


THERE  can  be  no  shadow  of  a  question  that 
the  Canadian  garment  industry,  as  a  whole, 
has  entered  upon  a  period  in  which  gradual 
expansion,  has  been  replaced  by  rapid  development, 
and  so  quickly  are  things  moving,  that  in  many 
quarters  the  adoption  of  more  elastic  and  more  mod- 
ern methods  and  ideas  are  needed. 

The  past  few  years  have  seen  a  wonderful  de- 
gree of  development,  and  in  that  period  the  Cana- 
dian ready-to-wear  industry  has  progressed  from  one 
only  capable  of  supplying  staple  needs  to  one  where 
the  question  of  style  becomes  of  paramount  import- 
ance. This  progress  has  reached  such  a  point  that  in 
the  larger  centres  advance  fashions  are  accepted  as 
easily  and  almost  as  quickly  as  in  the  leading  cities 
of  the  States,  and  all  throughout  the  Dominion  the 
question  of  style  is  becoming  of  vast  importance. 
A  case  in  point  is  the  fact  that  the  new  Balkan  mod- 
els are  being  placed  on  the  Canadian  market  and 
the  New  York  market  simultaneously  at  the  present 
time. 

To  such  a  pitch  has  this  featuring  of  new  styles 
been  brought  that  a  new  version  of  the  old  dry 
goods  saying  of  "goods  well  bought  are  half  sold"  is 
in  process  of  manufacture,  for  in  all  quarters  of 
garmentdom  you  hear  repeated  "It  is  the  style  that 
sells  the  garment."  Which  really  is  only  a  half 
truth  for,  though  tbe  woman  buys  by  style,  she 
looks  to  the  merchant  to  see  to  it  that  she  secures 


the  proper  grade  of  materials,  tailoring  and  finish 
to  give  reasonable  wear. 

This  keeping  close  to  the  style  proposition  is 
presenting  many  difficulties,  particularly  to  the 
manufacturer  who  has  his  business  organized  to 
take  advantage  of  a  big  run  on  a  limited  number  of 
garments.  We  all  know  that  manufacturing  profits 
are  largest  when  made  this  way,  but  at  present  it 
would  seem  as  though  the  conditions  of  the  market 
were  against  this  method  of  working. 

The  doing  of  a  novelty  business  is  difficult,  nay 
almost  impossible  to  combine  with  a  big  run  upon 
one  style  in  a  market  that  is  limited  like  that  of  the 
Dominion.  But  it  is  the  novelty  business  that  nets 
profit  for  the  merchant  and  which  the  merchant  is 
loudly  demanding.  "Give  me  style  is  the  cry!  I 
must  have  the  new  styles  in  a  practical  form  to  com- 
pete!" This  condition  is  the  penalty  paid  for  oust- 
ing the  dressmaker  and  for  extending  the  trade  by 
means  of  better  sizing  so  that  the  greater  proportion 
of  women  can  now  be  fitted  in  the  garment  depart- 
ment. 

The  advance  in  the  style  question  and  the  greater 
perfection  in  fitting  has  brought  the  woman  who 
has  money  and  taste  as  a  customer  into  the  ready-to- 
wear  department.  Women  of  this  class  have  ideas 
and  demand  individuality  and  taste,  and  as  they 
are  willing  to  pay  for  what  they  want  they  are  most 
desirable  customers  and  naturally  both  manufactur- 
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MADE  SINCE   1902 


The    exclusive  selling  agency   of  the  Pullan   Garment 
granted   where   we  are  not    already   represented 

Three  Splendid  Suit  Values 

Send   for  Sample  Garments. 

You  will  be  immediately  convinced  of  their  exceptional  value. 


We  have  just  added  several  unusually  attractive  suits  and  coats.     These  novelties 
reflect  the  proper  style  tendencies  that  are  now  so  popular  in  New  York. 

Open  Orders  Carefully  Selected.       Write  for   Your  Cop})  of  Our  Spring  Catalogue. 

M.  PULLAN  &  SONS 

An   Exclusive   Cloak,   Suit  and   Skirt  House. 

Pullan   Building,  Bay  and   Wellington  Streets,   TORONTO. 

Montreal   Office,   Lindsay   Building. 
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er  and  merchant  is  striving  to  frame  up  conditions 
to  suit  them. 

Therefore,  the  big  problem  in  many  factories  is 
the  keeping  in  close  touch  with  the  big  fashion  cen- 
tres so  as  to  watch  intelligently  and  to  intelligently 
anticipate  Dame  Fashions'  next  move.  Then  the 
problem  is  to  tone  down  and  translate  what  is  ex- 
treme into  garments  that  have  distinctive  style,  and 
which  are  at  the  same  time  practicable  and  wearable. 
To  do  this  and  to  so  organize  his  plant  as  to  make  it 


Lingerie  gown  of  embroidered  crepe,  showing  how  the  new 
drapery  effects  are  managed.  Girdle  and  sash  are  of 
velvet,  which  may  be  either  black  or  colored. 

pay  the  proper  proportion  of  profit  is  the  present 
task  set  before  the  Canadian  garment  manufacturer. 
To  the  merchant  also  the  above  paragraph  ap- 
plies with  full  force,  for  he  must  know  the  reasons 
back  of  contemplated  style  changes  before  he  can 
either  buy  or  sell  garments  intelligently.  And  in 
this  connection  it  would  not  be  amiss  to  point  out  to 


the  man  who  is  doing  business  in  the  smaller  cen- 
tres that  he  would  often  fare  better  than  he  does 
now  if  he  would  place  more  confidence  in  the  judg- 
ment of  the  manufacturer  from  whom  he  buys  his 
garments. 

The  manufacturer  maintains,  as  a  rule,  a  style 
department.  He,  or  his  deputy,  makes  frequent 
trips  abroad  in  quest  of  fashion  news  first  hand.  Al- 
so he  has  many  sources  at  his  command  from  which 
he  obtains  advance  style  information.  Therefore,  he 
knows  conditions  and  is  able  to  anticipate  the  chang- 
es that  are  likely  to  come  about.  These  sources  are 
of  necessity  closed  to  the  smaller  merchant,  and 
moreover,  he  has  not  the  necessary  time  to  keep  post- 
ed. This,  however,  does  not  apply  to  his  customers, 
who  are  one  and  all  students  of  one  or  more  of  the 
many  good  fashion  journals  now  published  so  cheap- 
ly and  so  widely  circulated. 

To  the  man  who  has  a  ready-to-wear  department 
in  a  smaller  centre  and  who  is  wishful  to  see  it  grow 
and  develop,  the  advice  is  given  to  place  more  reli- 
ance upon  the  manufacturer.  Remember,  neither 
of  you  arc  in  business  for  just  one  day,  and  hopes  of 
future  business  are  just  as  important  as  the  trans- 
action now  passing.  Therefore,  calculate  from  last 
year's  sales  the  business  you  may  hope  to  do  in  the 
coming  season,  and  while  buying  a  selection  that 
you  are  sure  will  sell  devote  only  half  or  a  quarter 
of  the  sum  you  calculate  on  spending  and  allow  the 
manufacturer  to  fill  up  the  balance  as  needed.  This 
will  mean  that  you  will  have  later  styles  on  hand 
suitably  developed  for  the  needs  of  your  trade,  and 
you  will  have  less  stock  to  job  off  at  the  end  of  the 
season,  as  to  make  the  saleability  of  the  garments 
you  buy  a  personal  matter  with  the  manufacturer. 

The  Review  would  like  to  impress  upon  all  re- 
Jaliers,  both  large  and  small,  the  immense  import- 
ance played  in  developing  along  modern  and  ad- 
vanced lines  of  constantly  visiting  the  large  market 
centres.  There  are  many  big  merchants  in  the  older 
provinces  who  only  come  down  to  Toronto  or  Mont- 
real twice  a  year,  and  who  should  be  down  there 
every  month.  Such  visits  pay  four-fold.  In  the 
months  between  seasons  it  is  a  poor  buyer  who  can- 
not make  his  expenses  four  or  five  times  over  on  the 
profit  obtained  out  of  clean-up  and  job  lines.  When 
the  season  is  opening  and  progressing  the  merchant 
who  is  on  the  spot  all  the  time  has  the  live  merchan- 
dise that  builds  profit  and  reputation  at  first  hand. 
Moreover,  he  sees  how  business  is  done  in  the  big 
city  stores  and  such  knowledge  broadens  his  views 
and  makes  him  keen  and  progressive. 


Here  we  are  at  the  middle  of  February.  Not 
much  time  left  to  clear  out  what  is  left  of  strictly 
winter  lines. 
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"STAR" 


BRAND 


DRESSES  *jm 

Clever  Productions 
of  Natty  1913  Models 

Linking  styles  that  have  no  superior  in  the 
trade,  workmanship  that  is  honest  and  values, 
the  equal  of  which  cannot  be  found — that's 
"Star  Brand." 

Not  to  one  number  only  does  this  apply  nor 
yet  to  one  dozen,  but  to  the  entire  1913  range 
of  "Star  Brand"  Dresses. 

Our  dresses  have  that  winning  touch  of 
style  which  dubs  them  quick  sellers  and  acts 
as  a  trade  puller  the  moment  they  are  seem 
Ask  to  have  our  traveller  call  on  you.  Samples 
sent  on  request. 


The  Star  Whitewear  Mfg.  Co. 


BERLIN, 


ONTARIO 


"STAR" 


BRAND 
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Latest  Ideas  in  Whitewear 

The  tendency  of  the  selling  as  developed 

in    January    sales — The    adoption    of    the 

brassiere  brings  changes — Sheer  materials 

are  now  used  for  lingerie. 

January  whitewear  sales  are  over  and  on  the 
whole  have  been  successful;  and,  particularly  during 
the  last  week  of  the  sale,  large  quantities  of  white- 
wear  have  been  disposed  of.  Careful  planning  ahead 
is  the  only  means  of  securing  success  and  where  this 
planning  has  been  done  and  the  goods  have  been 
shown  in  an  accessible  manner  the  result  has  been 
fully  up  to  anticipations. 

January  sales  are  something  more  than  a  bargain 
event.  At  this  period,  it  becomes  easy  to  ascertain 
the  trend  of  the  novelty  idea,  and  to  ascertain  by  ac- 
tual sales  how  and  what  garments  are  in  demand. 

There  is  no  denying  the  fact  that  women  are 
wearing  less  underclothing  now  than  used  to  be  the 
case,  but,  as  if  to  make  up  for  any  lack  in  quantity, 
the  standard  of  quality  is  much  higher.  Women  no 
longer  wear  heavy  flannels  and  over  them  a  chemise, 
then  a  corset  and  corset  cover,  and  two  or  even  more 
petticoats  over  flanelette  drawers.  This  plan  of  dress- 
ing is  totally  out  of  the  scheme  of  narrow  skirts  and 
the  lingerie  worn  is  neither  so  bulky  nor  so  clumsy. 
On  the  other  hand,  the  lingerie  worn  is  the  sheerest 
materials  and  so  well  cut  as  to  follow  closely  the  lines 
of  the  figure.  There  is  more  choice  too  in  the  matter 
of  trimming  and  fancy  cotton  laces  and  fine  Cluny 
and  Torchon  are  rivaling  the  once  universal  Valen- 
ciennes. Embroideries  are  freely  used  and  will  al- 
ways be  so  for  nothing  equals  embroidery  trimmings 
for  washing  and  wearing.  Therefore,  embroidery 
will  always  be  used  extensively,  particularly  in  the 
production  of  the  cheaper  lines,  but  the  embroideries 
most  wanted  will  be  in  novelty  patterns  and  in  fine 
dainty  designs. 

The  introduction  of  the  brassiere  is  influencing 
whitewear  selling.  In  the  effort  to  reduce  the  num- 
ber of  undergarments,  women  are  using  the  brassiere 
as  a  corset  cover  and  are  wearing  drawers  and  skirt 
or  they  are  wearing  the  new  pantaloon  combinations 
under  the  corsets  and  either  a  skirt  or  silk  bloomers 
as  well.  This  means  that  both  drawers  and  skirt- 
are  selling  in  larger  quantities  than  for  some  time 
back.  But  in  case  of  both  garments  a  more  exacting 
fit  is  demanded. 

The  drawers  are  of  narrow  width  and  so  cut  that 
there  are  no  gathers  or  band  but  are  simply  bound 
back  and  made  so  that  the  top  slips  a  little  lower  than 
the  waist  line.  Where  the  manufacturer  makes 
brassieres,  he  is  putting  on  the  market  drawers  and 
brassieres  made  to  match  that  is  both  are  trimmed 
in  the  same  manner  and  with  the  same  embroideries 
and  laces. 


Skirts  are  gored  to  fit  and  the  draw  string  is  elim- 
inated as  far  as  possible.  The  flounce  part  is  put  on 
just  below  the  knee  with  an  insertion  or  beading  and 
is  perfectly  plain  and  slashed  up  each  side.  These 
sections  are  trimmed  with  insertion  and  edging  and 
motifs  of  lace  or  embroidery  are  set  in  as  extra  adorn- 
ment. Sometimes  the  slashes  are  tied  together  with 
ribbons  and  there  is  no  underlay.  In  models  not  so 
extreme,  a  pleated  panel  of  embroidery  or  material 
lace  trimmed  fills  up  the  interval  and  allows  for  more 


Girl's  Norfolk  Middy  dress.  The 
pleated  skirt  is  of  black  and  white 
shepherd's  cheek,  and  the  belt,  cuffs 
and  turnover  collar  are  of  the  same 
used  on  the  bias.  The  blouse  is  of 
scarlet  flannel  laced  up  with  a  black 
silk  lace.  Shown  by  Home  &  Watts, 
Ltd. 


freedom.  Many  skirts  have  an  18  inch  embroidery 
flounce  pleated  so  as  to  hang  in  straighter  line,  but 
in  all  cases  the  .effort  is  to  preserve  the  straight  line 
and  all  brimmings  are  applied  accordingly. 

The  pantaloon  combination  is  lightly  fitted  to  the 
figure  in  the  side  front  and  back  seams  so  as  to  take 
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Have  You  Seen  Princess 
Spring  Suits  and  Coats 


EXCLUSIVENESS  OF  ATTIRE 


THE  "Princess"  range  of  Suits  and  Coats 
for  Spring,  1913  are  distinctly  classy  in 
appearance,  correct  in  cut  and  of  unusual 
value. 

They  possess  a  wealth  of  style,  yet  are  not 
loud.  They  are  neat,  well-made,  garments 
that  attract  only  to  bring  about  a  sale — 
unlike  the  freakish  garments  common  to 
second  grade  clothing,  that  disgust  the 
refined  taste. 

If  our  representative  fails  to  call  on  you 
or  if  you  are  booked  for  the  last  of  his  trip, 
we  will  be  pleased  to  give  you  our  immedi- 
ate attention  if  you  drop  us  a  card.  Be  sure 
to  see  the  "Princess"  range  this  season.  It 
will  please  you. 


The  Princess  Manufacturing  Co. 

Limited 

TORONTO  ONTARIO 
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The  open-fronted  semi-tailored  models  are  the 
big  sellers  in  waists  and  this  applies  as  well  to  the 
popular  voile  and  crepe  waists  as  to  the  tailored 
waists  made  of  crepe  de  chine,  Japanese  silk,  bro- 
cade and  soft  satin.  The  new  feature  comes,  in  the 
collar.  Instead  of  the  button  through  soft  collar 
which  up  to  date  has  been  the  usual  finish  for  this 
class  of  waist  collars  are  now  made  softly  rolling 
and  with  wide  points  reaching  over  to  the  shoulder. 
In  voile  white  is  the  seller  in  other  fabrics  both  color 
and  white  is  taken. 

The  predictions  made  previously  as  to  the  big 
sale  of  voile  waists  is  being  amply  fulfilled.  The 
big  sale  as  before  said  is  on  the  styles  that  open  in 
front.  Many  models  are  handsomely  embroidered 
and  the  turnover  collar  is  either  scalloped  or  but- 
ton-holed. Voile  lingeries  are  also  good  and  good 
business  generally  is  being  done  in  lingerie  waists. 

Chiffon  waists  lead  in  fancy  models,  the  chiffon 
being  chosen  to  tone  in  with  the  material  of  the  suit 
or  skirt  with  which  it  i?  worn.  Shadow  and  heavier 
laces  are  used  for  trimming  and  many  models  have 
the  vest  or  guimpe  of  all-over  lace  with  high  collar 
attached.  The  touch  of  color  comes  in  the  collar 
which  is  generally  of  some  bright  hued  silk.  Great 
use  is  made  of  rhinestone  studs  and  fancy  buttons 
for  trimming  purposes. 

Imported  models  show  the  use  of  printed  chiffons 
and  crepe  de  chine,  in  Oriental  and  .Tony  patterns. 


-@- 


Preparation  for  Coat  Season 

Models    varied    and     attractive    both     in 

popular  priced  and  in  high  priced  lines — 

Cutaway     effect      emphasized     in     many 

models — Big  range  of  blazers  shown. 

Manufacturers  are  busy  with  later  models  in 
coats  for  the  Spring  and  Summer  season  and  when 
buyers  come  down  for  the  openings  there  will  be  a 
wealth  and  diversity  of  attractive  styles  to  choose 
from.  Materials  are  as  varied  as  styles  but  all  are  in 
unison  in  predicting  a  good  coat  season. 

Some  of  the  best  liked  and  most  strikinc;  models 
are  in  striped  Bedford  cords  in  black  and  white. 
These  are  made  up  in  such  a  manner  that  the  stripes 
are  decorative.  Many  of  the  newer  models  have 
shaped  bands  or  straight  flounce  pieces  outlining 
and  emphasizing  the  cut-away  effect.  Late  models 
show  the  material  filled  into  this  band  giving  the 
new  figure  line  which  is  full  above  the  knee  and 
tight  below. 

A  model  of  this  class  shown  was  of  white  Bed- 
ford cord  with  collar  and  cuff  of  black  satin  and  the 
buttons  were  of  jet.  Handsome  cotele  silk  coats 
have  the  collar  and  facings  of  lace  overlaying  bright 
colored  satin.  Coque  de  roche  and  cerise  are  two  col- 
ors used  for  this  purpose. 


Delightful  little  coats  are  developed  in  soft  fin- 
ished Bedford  cord,  ratine  or  serge  in  navy  tan  or 
white.  These  coats  hug  the  figure  from  the  knee 
down  but  above  are  straight  and  loose  and  the  sleeve 
is  cut  in  one  with  the  back  of  the  coat.  The  coat 
is  lined  with  bright  hued  silk  or  a  fancy  tartan 
plaid  and  the  fronts  are  turned  back  under  a  set  on 
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Eeal  Filet  lace  tunic,  Eussian  blouse  style. 

color  making  soft  pleated  revers.  Similar  models 
are  developed  in  shepherd's  checks  in  black  and 
white,  blue  and  white,  and  tan  and  white. 

A  big  ranee  of  blazers  and  Norfolk  blazers  is  be- 
ing shown  in  Lhama  cloths,  ratines  and  other  mixed 
wool  and  cotton  fabrics.  These  come  in  stripes, 
Mackinaw  checks  and  in  plain  blues,  scarlets  and 
white  with  collar  cuffs  and  belt  in  contrasting  color. 
Scarlet  will  have  collar  cuffs  and  wide  belt  of  hunt- 
er's green,  National  will  have  facings  of  white,  and 

(Continued  on  page  27) 
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The  Guiding  Sign  to 

a  Successful  1913 
Suit  and  Coat  business 

THE  WILSON- WALDMAN 
SPRING  RANGE 


When  you  come  to  the  cross-roads  of  indecision 
and  you  cannot  afford  to  experiment  with  un- 
certain brands  of  ready-to-wear,  you  are  always 
sure  of  gaining  success  if  you  take  the  W-YV 
line. 

It  will  prove  to  be  a  sure  road  to  a  successful 
and  profitable  suit  and  coat  business. 

Don't  wait  for  it  to  come  to  you,  but  send  to- 
day for  samples  and  learn  the  advantage  of 
carrying  a  line  that  is  built  on  real  value,  style, 
quality,  price  and  service.  Look  it  over  when  in 
the  city. 

The 


758 


$15.00 


Made  in  fine  quality  Whipcord  or 
Bedford  Cord,  in  leading  shades. 


Wilson  -Waldman  Costume  Co 

58  FRONT  STREET  WEST,  TORONTO 
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R  E  A  I)  Y  -TO-  W  EAR     GARMENTS 


Coat  of  novelty  cloth  in  semi-mannish  effect  cut 
to  give  long  waisted  effect.  Note  the  new 
shaped  panel  used  to  give  the  close  fit  appear- 
ance around  the  feet.  Shown  by  M.  Pullan  & 
Sons. 


New  spring  model,  semi-mannish  effect,  cut  in 
two  sections  and  joined  to  give  the  new 
elongated  waistline.  The  cloth  is  a  cut  cord  in 
putty  shade,  with  under  stripe  of  reseda,  and 
the  collar  and  cuffs  are  edged  with  Oriental 
silk  in  red  and  green.  Shown  by  Princess 
Mfg.   Co. 
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€[fOur  new  designer  is  producing  the  finest  range  of  child- 
ren's, girls,'  juniors'  and  misses'  dresses  ever  shown  to  the 
trade.  Snappy  in  style,  perfect  in  fit  and  serviceable  to  the 
wearer,  made  under  the  best  sanitary  working  conditions, 
by  the  best  help  obtainable.  They  are  in  ages  6  months  to 
18  years  and  prices  from  $4.50  to  $90.00  per  dozen  and  a  vast 
assortment  of  materials. 

•If  Just  tell  us  you  are  interested  and  we  will  do  the  rest. 


19  Duncan  Street 


Home  &  Watts,  Limited 

TORONTO 


I 


I 


Have  you  seen  our  Fall  range? 


which  we  are  now  showing  throughout  the 
Dominion. 

If  not,  do  not  fail  to  see  them  before  placing  your 
( >rd  er. 

If  you  have  already  handled  Fairsex  garments  you 
know  their  merits,  if  not  ask  your  friends  how  many 
of  Fairsex  garments  they  have  handled  last  season 
and  if  any  are  left  on  their  racks. 

We  have  been  specializing  this  line  for  a  quarter  of 
a  century,  and  it  stands  to  reason  that  Fairsex  gar- 
ments excel  all  other  lines. 


,fij^-:#*fo 
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CD 


HUTNER  CLOAK   CO.     m 

Specialists  in  Infants',  Misses'  and  Children's  Coats  v»/ 

52-56  SPADINA  AVE.  TORONTO 


fa-„>r<:'!.a-:v-j-^."f^ ■>.A.'.>,-Ji.'-.-J 


SEgSSSSESESKSX.-  - — 


Balkan  Effects  the  Leading  Feature 

Manufacturers  surprised  at  the  size  of  the  demand  for  Balkan  blouse  models — 
New  skirts  more  or  less  draped,  very  narrow  and  discreetly  slashed — The  un- 
tailored  effect  good  in  the  new  styles — Big  business  expected  on  three-quarter 
and  shorter  coats — Models  include  sports  coats,  Johnny  coats  and  draped  and 
banded-in    model  —  Big   range  of  novelty   fabrics   in   silk,    wool    and    cotton 

displayed. 


New  York  Feb.  17. 

SINCE  Balkan  and  Eastern  European  fashions 
jumped  into  prominence  a  few  week*  ago, 
style  tendencies  for  Spring  are  crystalizing 
rapidly,  and  it  must  be  confessed  that  the  outlook 
points  toward  a  season  that  is  extreme  in  cut  color, 
and  trimmings.  The  Balkan-Turkish  controversy 
is  opening  out  a  wealth  of  new  style  inspirations, 
and  Paris  has  drawn  from  this  source  the  idea  for  a 
new  silhouette.  And  as  this  new  figure  line  is  in 
■conformation  with  the  untrammeled,  uncorseted  fig- 
ure it  is  meeting  with  a  ready  acceptance.  The  new 
figure  line  combines  the  low,  belted  waist-line  of  the 
Montenegrin  with  the  tunic  of  the  modern  Greek, 
and  with  the  complex  drapery  of  the  Turk.  The 
color  is  not  too  bizarre  and  inclines  to  daring  and 
varied  lined  combinations. 

Manufacturers  of  womens'  garments,  noting  the 
new  tendency,  put  out  a  few  numbers  in  the  Balkan 
blouse  style  designed  to  serve  the  needs  of  the  misses 
and  small  womens'  trade.  They  were  astonished  at 
the  immediate  response  made  in  the  matter  of  sale-, 
and  also  at  the  demand  from  buyers  for  larger  sizes. 
Instantly  designers  were  set  to  work  to  produce  the 
necessan  modifications  to  lii  the  style  to  the  needs 
of  the  more  mature  figure,  and  the  result  is  seen  in 
the  many  smart  models  now  showing.  These  mod- 
els are  all  at  one  on  the  one  point,  viz..  that  the 
blouse  section  shows  no  curve  whatever,  bu!  hangs 
perfectly  straight  from  the  arms  to  the  waistline. 
So  indispensable  is  this  absence  of  curve  that  when 
the  material  needs  it,  weights  are  used  to  produce 
this  effect.  Another  feature  of  this  new  style  is  the 
girdle  or  straight  narrow  peplum  stretched  tightly 
around  the  hips. 

Blouse  coats  of  all  kinds  are  looming  large  from 
the  modified  blouse  with  slight  fulness  drawn  into 
a  belt  and  finished  with  a  straight  peplum  to  the 
extreme  Russian  model  with  the  long  full-gathered 
skill.  Many  of  these  blouse  models  show  the  "un- 
tailored  effect"  strongly  and  the  high  class  models 
all  show  an  absence  of  stiffness  that  suggests  the 
term  untailored.  Models  of  this  class  are  produced 
in  silk  fabrics,  soft  woollens  and  in  the  new  crepes, 
cotton  velvets  and  ratines. 

In  popular  priced  =nit>.  cut-away  models  with 
vestee  effects  ami  with  collar  and  cuffs  made  of 
printed  <ilk  or  ratine  in  the  new  Oriental  and  Bul- 
garian patterns  are  good.     But  even  here  the  vo^ip 


of  the  blouse  is  coming  on  strongly,  and  the  com- 
bination of  the  blouse  with  the  cut-away  peplum 
is  increasing  in  favor.  Odd  cutting  of  the  seams 
with  the  upper  part  of  the  coat  shirred  into  the 
lower  is  much  featured. 

Another  new  coat  model  is  the  Chinese  coat 
which  is  shaped  much  like  the  fox-coat.  Some 
coats  show  vestee  effects,  and  revers  like  those  on  a 
man's  tuxedo. 

Skirts  are  decidedly  narrow,  many  models  mea- 
suring under  l1/*  yds.  Plain  skirts  have  as  a  rule 
some  hint  of  drapery  and  when  models  are  elaborate 
they  are  both  draped  and  slashed.  The  newest  skirt 
is  draped  in  front.  The  skirt  opens  at  the  bottom 
just  enough  to  show  the  ankle  and  the  fastening  is 
hidden  among  the  folds  at  the  front.  Other  models 
are  slashed  at  one  or  both  sides,  but  the  slashes  are 
discreet  and  not  over-done.  This  fashion  in  slashing 
opens  the  way  for  big  business  in  the  hosiery  and 
shoe  section  as  the  stocking  must  be  sheer  and  for 
dressy  wear  either  tone  in  with  or  match  the  color 
of  the  gown. 

Evidently  manufacturers  believe  thai  present 
styles  favor  the  sale  of  separate  coats  and  no  end  of 
models  are  being  shown  from  the  simple  blazer  to 
'°'i  and  "s  garments  of  moire,  faille,  bengaline  and 
satin  in  plain  printed  and  brocaded  effects.  Many 
of  those  coats  are  lined  with  high  colors  or  with 
Oriental  and  Bulgarian  effects  and  the  same  silk-  are 
featured  for  trimming  collars  and  cuffs  and  coat 
makers  have  been  quick  to  take  up  the  new  elongat- 
ed waistline  models,  and  coats  cut  witli  a  belt  placed 
several  inches  lower  than  the  waist,  or  having  a  deep 
tuck  across  or  with  the  garment  divided  into  two 
-oct  ions  and  joined  so  as  to  give  the  low  waistline 
effect  and  also  drawn  into  a  bias  band,  have  made 
their  appearance  and  been  favorably  received. 

The  Oriental  note  is  strong  in  the  new  dress 
lines,  and  rich  color  effects,  beautiful  fabrics  and 
much  drapery  are  the  new  features.  Russian  and 
Bulgarian  styles  are  being  wrell  exploited  and  many 
dresses  have  either  the  blouse  effect  or  the  Bulgari- 
an long  waistline. 

Draped  skirts  are  noted  on  all  handsome  after- 
noon and  evening  costumes,  particularly  the  low 
effects  caught  up  in  front.  All  drapery,  however, 
is  arranged  so  as  to  give  the  narrow  effect  around 
the  feet. 
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You    will    be    pleased 
with  "Patrician"  Styles 


Following  closely  the  trend  of  Paris  fashions  and  their  adaptions 
to  styles  suitable  to  the  American  and  Canadian  trade,  we  have 
compiled  the  new  range  of  Suits  and  Coats  for  Spring,  1913,  that 
bids  well  for  first  place  in  the  Easter  trade.  The  Spring,  1913, 
styles  will  please  you,  but  they  will  not  overshadow  the  values 
that  are  always  a  pronounced  feature  of  Patrician  garments.  The 
line  is  bigger  and  better  than  ever. 

We  extend  a  hearty  invitation  to  you  to  call  on  us  when  in  the 
city  to  look  through  our  range. 

Open  orders  very  carefully  selected,  and  always  satisfy  our  patrons. 


tfuxde,         , 


The    Patrician  Cloak 
&  Suit  Co. 

Samuels  Building,  King  and  Spadina, 

TORONTO 
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READY-TO-WEAR     (IARMENTS 


For  materials  as  well  as  the  way  in  which  they 
are  to  be  made  up  novelty  rules  and  few  previous 
seasons  have  produced  such  a  wealth  of  novelty  fab- 
rics. First  place  must  be  given  to  the  printed  silks 
and  silk  and  cotton  fabrics  printed  in  Bulgarian, 
Servian  and  Turkish  patterns  and  colors.  Though 
gay  the  colors  used  are  really  subdued,  being  the 
softened  tones  employed  in  Oriental  carpets  and 
rugs.  The  craze  for  these  trimmings  has  developed 
very  rapidly  and  the  sale  is  so  great  that  manufac- 
turers are  having  difficulty  in  keeping  up  the  supply 
and  Persian  effects  and  floral  printings  in  soft  dull 
shades  are  being  taken  as  substitutes  where  the  more 
fashionable  Balkan  patterns  cannot  be  obtained. 

All  the  new  textiles  are  soft  and  souple.  In 
woollen  fabrics  the  new  materials  are  either  of  a 
spongy  nature  or  display  a  crepe  surface  interwoven 
with  threads  forming  a  brocaded  design.  Mate- 
lasses,  serge  diagonals  and  serge  damasse,  will  all  be 
used.  Also  there  are  shown  plain  and  moire  wool 
poplins  and  bordered  goods  of  serge  and  plaid  pop- 
lin. Etamine  is  to  be  used  and  wool  corduroy  velvet 
is  a  feature.  A  distinctly  new  idea  is  a  pattern  of 
rough  loops  of  thick  wool  woven  on  a  sheer  around. 
Some  of  these  designs  are  in  Bulgarian  colors  and 
patterns,   while   others   reproduce   in    tapestry   tones 


fruits,  trees,  roses  and  Nuremburg  carved  wood  toy 
figures. 

Crepes  lead  in  the  silk  section,  and  much  interest 
is  centered  in  the  Bulgarian  designs  in  printed 
crepes.  Plain  and  brocaded  crepes  are  in  big  de- 
mand, and  moire  poplins  are  new.  Duvetyn  is  a 
new  soft  velvety  fabric  that  is  sure  to  be  a  success, 
and  greneta  is  a  new  Oriental  silk  printed  in  floral 
designs. 

Cotton  novelties  and  silk  and  cotton  novelties 
are  more  attractive  than  ever  and  will  be  strong 
rivals  this  season  to  the  more  important  textiles. 
Among  high  class  silk  and  cotton  novelties  are  suede 
de  chamois  and  novelty  eponges  in  many  weaves 
and  colorings.  A  novelty  is  eponge  matelasse.  This 
fabric  will  be  extensively  used  for  the  coat,  while  the 
skirt  will  be  of  plain  or  striped  eponge.  Cotton  velour 
is  used  to  border  eponges.  and  there  are  many 
striped  novelties  in  Bedford  cords. 

It  should  be  noted  that  there  is  a  decided  color 
revival  and  that  the  tendency  is  towards  vivid  col- 
ors. Rose  is  a  leading  shade  in  a  rich  garnet  of  won- 
derful tones  from  beauty  shades  down  to  all  true 
rose,  shrimp  and  yellowish  pinks.  Tomato  reds, 
strawberry  shades  and  fuchsia  shades  are  all  dis- 
played.     Greens   are  coming  strongly   to   the   front 


THE  OCEAN  BATHING  SUIT  CO. 

29-35  WEST  HOUSTON  STREET 
NEW  YORK 

Manufacturers  of 

Ladies',  Misses',  Men's  and  Boys' 

BATHING  SUITS 

AND   SUPPLIES 
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and  all  shades  are  showing  from  rich  emerald  and 
Turkish  greens  to  the  indefinite  "slush''  shades. 
Sulphur,  champagne  and  twine  tones  are  strong  and 


Balkan  blouse  model.  The  material  is 
navy  blue  Bedford  cord,  and  the 
collar  nf  cerise  satin,  shows  the  ves- 
tee  and  collar  cut  in  one  and  rolled 
over.  The  band  edging  the  opening 
is  of  black  satin.  The  skirt  is  very 
narrow,  and  is  slashed  up  the  side, 
and  so  cut  as  to  reveal  the  ankle. 
There  is  a  stitched  yoke  to  the  skirt, 
giving  a  vest  effect  under  the  cut- 
away peplin.  The  drawing  hardly 
gives  the  extreme  straight  lines  of 
the  blouse  part  of  the  coat.  Shown 
by  Hart  Manufacturing  Co. 


in   fact  all  the  blues,  reds,  yellows,  and  greens  are 
listed  as  leading  colors. 


1913 
NOVELTY 
DRESSES 


With  a  staff  of  designers  and 
operators  second  to  none  in  the 
trade  and  our  entire  force  lined 
up  behind  the  exclusive  produc- 
tion of  dresses  for  women, 
misses  and  girls,  why  should  we 
not  offer  values  that  are  beyond 
competition? 

And  when  our  whole  organiza- 
tion of  style  hunters  is  devoted 
to  securing  the  last  word  in 
styles  for  our  line,  can  you  think 
of  any  plausible  reason  why  our 
values  are  not  backed  up  by 
exclusive  trade  pulling  style? 
Think  this  over  and  send  for 
samples. 


The 

Ladies'  Novelty   Mfg.  Co. 

Limited 
126  Wellington  Street  W.      TORONTO 

W.  E.  Robinson,  Pres.  H.  D.  Somerville,  Man.,  Dir. 
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Dainty  Costumes  Described 


i 7  A 

v  /dm 


Left. — Frock  of  Chinese  blue  serge  in  blouse  and  peplum  effect,  and  giving  the  long  waist-line. 
The  skirt  has  two  pleats  on  each  side  of  the  front,  and  the  collar  and  cuffs  are  of  white  cloth. 

Centre  figure. — Draped  coat  of  softest  cotele.  satin  lined  with  cerise  and  with  turnover  collar  and 
cuffs  of  the  same. 

Right  figure. — Suit  of  dull  pink  ramie  linen  with  Balkan  blouse  coat  fulled  into  a  deep  band 
of  embroidery  worked  in  heavy  dots  in  white.  The  collar  is  Medici  in  shape  and  the  coat  has  a 
military  fastening  of  cords  and  covered  buttons.  The  long  tunic  end  in  front  under  the  centre 
panel  of  the  skirt. 
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Preparation  for  Coat   Season 

(Continued  from  page  18) 

a  Mackinaw  check  in  yellow  and  tan  shade-  will  be 
trimmed  with   reseda  green. 

Top  coats  in  plain-tailored  and  semi-tailored 
effects  showing  the  seam  across  the  waistline  paneled 
at  the  back  and  built  upon  more  or  less  mannish 
lines  are  very  popular.  These  coats  are  shown  in 
Bedfords.  serges,  mixtures,,  ratines,  cut  cords,  and  a 
variety  of  novelty  cloths.  Revers,  facing  and  cuff 
trimmings  are  as  varied  as  the  cloths  and  moire. 
Satin,  faille  fancy  cord  silks,  and  Persian  and  floral 
printed  silks  are  all  used. 


Child's  raincoat  in  mannish  style,  with 
Baglan  shoulders.  Shown  by  the 
National  Rubber  Co.,  Montreal. 


New  York  Showing  Draped 
Skirts 

New  York.  Feb.  17. 
Designers  who  have  visited  New  York  during 
the  past  week  or  so  are  commenting  upon  the  num- 
ber of  draped  skirts  offered  in  plain  or  brocaded 
satin,  crepe  de  chine,  crepe  meteor,  moire,  ratines 
and  in  novelty  cotton  goods.  While  there  are  ex- 
treme styles   not   suitable   for   anv   out    of  the   wav 


High  das-  trade  models  that  show  the  lengthened 
gore  gathered  or  pleated  up  into  the  front  and  back 
panel  are  decidedly  practical.  Canadian  business  has 
been  strictly  confined  to  plain  tailored  model.-,  many 
of  which  show  pleat.-  introduced  at  die  sides  of  the 
front  and  back  panels.  The  materials  selling  are 
serges,  Bedford  cords,  poplins,  checks  and  mixtures. 
A  large  business  is  being  done  on  wash  skirts 
and  cords,  poplins,  piques  and  ratines  are  the  selling 
weave.  Styles  follow  the  lines  laid  down  for  skirts 
developed  in  woollen   fabrics. 


Children's  Dresses  Sell  Well 

Popular    priced    lines    in    big    demand — 
Childrens'  raincoats  are  a  good  selling  line. 

Manufacturers  of  popular  priced  lines  in  chil- 
dren's wash  dresses  are  exceedingly  busy,  for  the 
demand  for  smart  and  sensible  styles  to  sell  from 
75c  up  to  $2.50  is  larger  than  ever.  Two-piece  middy 
dresses  are  big  sellers,  but  for  general  wear  the  long 
waist  attached  to  a  pleated  skirt  i.-  most  in  evidence. 
Ginghams,  chambrays  and  cotton  suitings  in  plain 
colors  are  used  in  the  development  of  this  class  of 
dress.  Checks  and  stripes  are  trimmed  with  plain 
cloth,  in  self  or  contrasting  colors,  and  contrast  i- 
sought  in  trimming  the  solid  colored  suitings!  Trim- 
mings are  simple,  and,  as  a  rule,  a  stitched  down 
yoke  or  collar  effect  finishes  the  neck. 

The  combination  of  two  materials — one  plain 
and  the  other  striped  or  checked — is  the  feature  in 
better-priced  lines.  For  instance,  the  Norfolk  will 
be  of  plain  material  with  the  skirt  of  the  checked  or 
striped  fabric,  and  the  cuffs,  collar  and  belt  will 
match  the  skirt. 

White  Norfolk  blouses  are  shown,  with  skirts 
and  trimmings  of  cadet,  navy  and  red,  and  a  good 
combination  is  provided  when  tan  is  used  for  the 
blouse  and  golden  brown  for  the  skirt  and  trim- 
things.  Straight  line  Russian  blouse  cresses,  in 
plain  fabrics,  trimmed  with  contrasting  color,  are 
taking  well  in  better-priced  lines. 

A  comparatively  new  line,  and  one  that  should 
appeal  because  of  its  practicality,  is  the  making  of 
raincoat.-  in  children's  size.-.  The  early  models  were 
on  the  cape  order,  and  capes  are  still  included  in 
the  line,  but  now  that  manufacturers  are  finding 
children's  raincoats  a  profitable  development  smart 
little  coats,  containing  practically  the  same  style 
features  as  developed  in  those  designed  for  mothers' 
wear,  are  showing.  Children's  raincoats,  in  cash- 
meres, poplins  and  other  proofed  cloths,  in  all  shades 
from  fawn  to  greenish  tan.  in  strictly  tailored  effects 
and  showing  the  Johnny  collar  and  the  Raglan 
shoulder,  are  included  in  the  new  line. 
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Background  Suggestions  for  Windows 

The  advantages  of  permanent  backgrounds — Mirrors  can  be  used  with  good 

effect — Curtains    make  attractive  backgrounds  for    all    varieties    of  displays — 

Suitable  dimensions  for  windows. 


Editor  of  Dry  Goods  Review. 

What  would  you  suggest  for  a  background  and 
ceiling  for  a  dry  goods  clothing  window?  The  back 
and  ceiling  are  painted  white.  The  window  is  about 
24  feet  long  and  5  feet  deep:  height  at  hack  5  feet; 
height  of  glass  in  front  O1^  feet.  We  would  like 
something  llmt  would  not  have  to  be  changed  often. 


MOST  merchants  prefer  a  permanent  hack 
with  character,  which  improves  the  store 
and  adds  dignity  to  the  establishment.  Such 
a  background  is  not  to  be  hidden,  and  reduces  (lie 
necessity  for  built-in  settings  except  for  special 
events.  The  investment  pays  for  itself  in  extra  sales 
and  the  savings  of  semi-permanent  expenditure. 

Usually  display  managers  prefer  to  have  the 
background  to  the  ceiling  without  a  slant  top.  Mirror- 
in  oak  or  mahogany  are  an  ideal  background,  where 
expense  is  not  a  harrier.  Mirrors  reflect  light  and 
the  windows  are  always  bright.  One  objection  is 
claimed  in  that  they  reflect  things  better  unseen 
and  as  well  duplicate  the  merchandise.  But  they 
arc  unsurpassed  for  a  background  when  used  with 
panel  plates  of  plain  or  patterned  glass  to  the  top. 

Mahogany  or  oak  panelling  6  to  6]/2  feet  high 
with  clear  or  patterned  glass  to  the  ceiling  give  satis- 
faction as  a  rich  setting  and  do  not  interfere  with 
interior  lighting.  Natural  oak  grained  paneling  and 
glass  is  a  good  combination,  as  there  is  nothing  to 
detract  from  the  goods  on  view.  These  light  back- 
grounds overcome  the  shadows  of  buildings  opposite. 
This  is  necessary  to  show  darker  goods,  which  would 
be  lost  to  view  in  the  rear  on  account  of  the  reflection. 

In  more  permanent  work,  manufacturers  carry 
out  panel  veneer  to  represent  any  known  woods  or 


finish.  These  panels  are  applied  to  the  background 
or  a  light  frame  and  front  and  back  is  finished  in 
the  same  way.  Some  of  these  designs  are  equal  in 
appearance  and  finish  to  real  wood.  Any  design  in 
paneling  or  any  surface  is  covered.  Matched  designs 
represent  any  period  of  architecture,  which  is  de- 
sired, and  tlic  introduction  of  pilasters  and  moulding 
is  a  simple  matter. 

This  finish  is  obtained  by  means  of  a  thin  veneer 
applied  under  great  pressure.  Men's  wear  stores  and 
several  up-to-date  dry  goods  houses  have  adopted  this 
style  of  window  background. 

Another  style  of  background  is  made  of  plain 
beaver  hoard,  paneled  in  equal  widths  about  3  feet 
and  strapped  with  3  inch  straps.  This  can  be  finished 
in  any  color  desired  in  any  of  the  natural  wood  stains, 
such  as  chrome  and  mahogany.  Mission  and  brown 
or  oak  and  tan,  while  and  gold,  or  pastel  shades  or 
combined  colors,  make  a  good  setting  if  the  relieving 
color  adds  sufficient  warmth. 

Wall  paper  and  scenic  panels  are  treated  in  the 
same  manner.  The  numerous  panels  which  can  he 
woi'ked  out  is  limited  only  by  the  variety  of  wall 
paper  showings  and  the  window  trimmer's  ingenuity. 

Tf  possible,  a  window  should  he  at  least  6  feet*or 
8  feet  dee]».  The  elevation  of  the  store  decides  the 
height  of  the  background  proper.  Between  6  and  6% 
feet  is  a  good  height,  provided  the  floor  of  a  window 
is  not  more  than  a  foot  above  the  sidewalk.  The  pers- 
pective of  the  customer  should  embrace  the  tops  of 
drapes  or  heads  of  figures  on  a  line  with  the  top  of 
the  paneling.  This  is  important,  where  minors  are 
used. 

Colored  glass  is  always  avoided  because  of  the 
light  reflected  on  goods,  which  are  easily  marred  by 
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Every  Window  Trimmer 
Needs  Our  New  Circulars 

4456  Square  Inches — 250  Illustrations 

THESE   new   Spring  circulars  are   the  most  important  that  have  ever  been 
issued  for  the  window  dresser.      Ever}    trimmer   should   look   carefully 
over  these  circulars  before  designing  his  Spring  displays.    They  contain 
a  great    many   entirely    new   ideas  as  to   Spring  displays.      If    you  have  not 
received  these   circulars,  send   for   them   at  once.      Here  are  some  of  the  new 
ideas  they  contain: 

T^l  -.  ^,-j  1  T  Tf-i  j4-o  When  Schack's  Floral  Units  were  introduced  last  year,  they  immediately  created 
-  ■■•"■*•  wJL  Ullllo  a  senSation.  They  have  been  used  all  over  the  country  by  leading  stores  and 
proved  the  most  popular  innovation  that  has  ever  been  introduced  in  window  decoration.  Our  new  circulars 
show  about  forty  of  these  Floral  Units,  most  of  which  were  designed  for  the  coming  season  and  never  have 
been  shown  before. 

mfM^r*1Cl1  mfl CI HaQ  ^eal'ly  100  different  designs  in  Special  Paper  Shades  are  shown  in  the  new 
LJjJCi^lctl  JlldUvo  circulars.  These  shades  are  of  every  size,  shape,  description  and  price.  You 
will  need  some  of  these  shades  for  your  Faster  displays.    They  cost  little  and  make  a  line  showing. 

"l^^-wj.  QT-vfj  t~10*  T^l0"WPt*<5  This  Spring  we  have  the  finest  line  of  flowers,  foliage  and 
1>ICW  kJJJl  ills  riUWv^O  plants  we  have  ever  offered.  Many  new  and  striking  designs 
have  heen  added  to  our  already  large  stock.  No  matter  what  you  want  for  your  Spring  windows  we  can 
supply  you,  and  you  will  find  our  prices  are  always  extremely  reasonable. 

T?  I~lf*lr    {^"flT'Q't'Cl  1     ^ock  Crystal  is  a  new  Schack  product.    It  produces  a  more  artistic  and  satis- 

IVULJV  \jlj  Ol<tl  factory  appearance  as  a  finish  for  masonry  and  other  architectural  effects 
than  any  material  that  has  been  used  for  this  purpose  before.  Inexpensive  and  easy  to  handle.  Our  new 
circular  shows  many  ways  in  which  the  Rock  Crystal  can  he  used. 

P^niPf  lVTcif*llf*  ^n  ^le  new  e^reu'ars  are  illustrated  a  number  of  new  Papier  Mache  specialties 
-^  **r^ *^-*-  -1-V-Kl.wU.C  for  Spring.  These  have  been  designed  especially  to  be  used  in  combination 
with  our  special  stands  and  flowers.     They  will  make  strong  decorative  features  for  windows  or  interior. 

Q-f-f ir»p  SH'ft'nQ  'n  our  new  circulars  we  list  Lattice  Strips.  These  are  prepared  especially 
J^dlllLC  ijllipo  for  tjie  use  0f  window  dressers  and  can  be  used  in  many  ways  to  secure 
decorative  effects.  The  circulars  also  show  how  these  strips  may  be  used  to  make  a  great  variety  of  orna- 
mental stands. 

Rlfrh  "Rsiflr  We  have  a  fine  line  of  the  best  selected  Birch  Bark  fresh  from  the  northern 
-*"*  V^H  JJq.1  JV  WOods.  Our  new  circular  contains  many  ideas  for  using  Birch  Bark  in  making 
handsome  combinations  with  flowers,  etc.  This  is  only  one  of  the  hundreds  of  specialties  we  are  ottering 
for  Spring. 

T  ^4-  TTo  Cpfi/1  "Vmi  ^IcimnlpC  We  will  be  glad  to  send  you  a  free  sample  of  any  of 
L/Cl  ^^  c,cnu  x  wu  J<mipiCo  our  flowers  or  Leaves  so  you  can  compare  them  in 
price,  quality  and  appearance  with  those  of  any  other  dealer.  If  you  will  give  us  a  chance,  we  will  con- 
vince you  that  our  goods  are  the  best  to  use  and  the  cheapest. 

r±±   '    Tq    T-Tol  T%    "Voil     Send  us  tl)e  dimensions  of  your  windows  and  a  rough  sketch  of  the 
■L/C?  I    ^^    J.J.C1JJ      X  KJKX    kind  0f  decorations  you  have  in  view,  and  we  will  promptly  send  you 

an  estimate  of  the  cost  of  decorating,  or,  just  give  us  an  idea  of  what  you  want  and  our  Special  Decorator 
will  tret  you  up  a  design  without  charge  and  submit  an  estimate.  We  are  always  glad  to  advise  and  help 
decorators,  and  make  no  charge  for  this  service. 

Send  for  our  new  illustrated  Eastern  Circular  D.  dc  W.     You 
will  find  It  a  great  help  in  designing  your  Spring  displays. 

The  Schack  Artificial  Flower  Co.  1739 HHiciGo"66  Ave 

29 


Dry  Goods  Review 


THE    ART    OF    DISPLAY 


Trims  that  sell  the  g'ouils  displayed:  1,  Suits,  blouses  and  petticoats.  2  ,  Gloves,  neckwear  and  umbrellas. 
Background  velour  and  pillars  banked  with  wistaria,  T.  H.  Smith  Co.,  New  Westminster,  B.C.;  dressed 
by  W.  J.  Plows.  3,  Ready-to-wear,  showing  evening  gowns  and  accessories,  fancy  scarfs,  blouses, 
underskirts,  and  millinery.  Background  tan  felt,  wall  paper  panels,  with  gold  frames.  Floor  white 
felt.     For  F.  C.  Preston  &  Co.,  Haileybury,  by  J.  C.  Church. 


this  means.  Designs  in  paneled  glass  to  the  top  are 
simple  and  monograms  or  conventional  designs  are 
best. 

The  entrance  to  a  background  is  either  a  sliding 
doorway  <>r  a  door  on  hinges.  Full  height  of  the 
paneling  and  from  3  to  6  feet  wide,  according  to  tne 
plan  is  usually  best.  Sufficient  space  is  allowed  for 
figures  and  display  properties  or  large  merchandise 
to  pass.  Trimmers  disagree  on  the  method  of  at- 
taching these  doors.  Some  prefer  hinges,  because 
the  paneling  in  the  back  is  not  broken.  This  plan 
also  has  disadvantages,  as  the  door  swinging  open 
when  the  window  is  being  dressed  interferes  with 
aisle  and  table  space  in  the  rear  of  the  background. 
For  this  reason,  unless  the  door  opens  against  shelv- 
ing, the  other  plan  is  better.  To  complete  trim  is 
less  trouble  with  a  sliding  door  or  a  panel  that  lifts 
out  because  it  is  part  of  the  background.  The  door 
can  be  closed  to  within  a  few  inches  when  stock 
displays  are  being  built  up.  These  are  all  prob- 
lems solved  to  personal  satisfaction  by  each  trim- 
mer. 

One  of  the  richest  and  most  satisfactorv   back- 


ground for  all  kinds  of  goods  is  a  curtain  hung  on  a 
one-inch  brass  rod  and  rings.  Velour,  tapestry, 
broche,  Arab  nets,  sateen  or  any  plain  ground  ma- 
terial, with  or  without  self  design  makes  a  setting, 
which  conforms  with  any  display.  This  curtain 
is  made  with  l1/!'  or  2-inch  shirred  heading  and 
drawn  by  a  tape  to  the  necessary  fullness  and 
length  of  the  window.  The  only  proviso  is  that 
sufficient  pins  are  used  to  hold  the  curtain  hint  with 
the  pole,  which  must  not  sag. 

Usually  the  ceiling  is  white  or  natural  varnish 
finish.  For  the  Hoors  a  hard  wood  polished  veneer 
or  hard  wood  stir  and  wax  is  applied.  Linoleums 
in  plain  shades  with  a  conventional  border  or  plain 
carpets  in  Wilton,  Axminster,  or  Brussels  are  used. 
Felt  or  denim  in  plain  shades  are  easiest  cleaned  and 
kept  so  their  cost  also  allows  for  an  occasional 
change  to  white.  Tan  or  plain  green  in  soft  shades, 
nearest  to  nature  are  least  conspicuous  and  service- 
able. A  small  floral  or  conventional  design  in 
lighter  green  or  black  is  permissible. 

Lighting  fixtures,  lambrequins,  and  many  of 
the  fixtures,  pedestals,  and  dividers  are  a  necessarv 
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Store  Fronts 

That  Pull  Business 

For  You 


That's  what  we  make — that's  our  business — that's  what  we  originated,  and 
that's  what  we  can  install  in  your  store,  no  matter  where  you're  located. 


In  our  factory,  78  Duchess  St.,  we  make  KAWNEER 
STORE  FRONTS— the  Fronts  that  have  been  the 
actual  cause  of  re-establishing  thousands  of  mer- 
chants. A  KAWNEER  STORE  FRONT  puts  new 
life  into  retail  stores — stirs  up  business  that  now 
you  barely  touch.  Every  dollar  you  send  for  a  new 
KAWNEER  FRONT  will  bring  back  more  than  any 
other  element  you  can  place  in  your  busi- 
ness. This  is  not  a  nice  theory  worked  out  on  paper 
— it's  a  fact  based  on  the  experience  of  merchants 
all  over  the  country.  And  it's  true  in  both  big  and 
little  towns — big  and  little  stores. 

6,500  Kawneer  Fronts  in  1912 

More  than  6,500  retail  stores  were  put  on  new 
foundations  in  1912  by  KAWNEER.  "Skeleton- 
ize" your  business — look  at  it  from  the  position  of 
an  outsider.     Go  out  and  size  up  your  store  front. 


Would  it  make  you  buy  from  your  store  if  you 
were  a  shopper?  Consider  the  condition  of  your 
business — give  it  good,  sane  thought — then  write  us. 

Our  Booklet,  "Boosting 
Business  No.  21." 

To  show  you  in  a  plain,  concise  way  just  what 
KAWNEER  is — what  it  has  done  for  merchants 
and  what  it  will  do  for  you,  we've  printed  "Boost- 
ing Business  No.  21 ' '  for  you.  It  shows  many  photo- 
graphs of  history-making  store  fronts — Fronts  that 
are  working — Fronts  that  are  making  money  for 
the  merchants  behind. 

Just  send  in  this  coupon.  Your  copy  will  be  sent 
by  return  mail  and  it  won 't  obligate  you  in  the 
least.  We  want  to  show  you  what  we've  done  to 
develop  store  fronts. 


Kawneer  Manufacturing  Company 


Francis  J.  Plym,   President 

78   Duchess   Street 


TORONTO 


ONTARIO 
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Kawneer  Manufacturing  Co., 

78  Duchess  Street,  Toronto,  Canada. 

Kindly  send  "  Boosting  Business  No.  21  " 
without  obligation  to  me. 

Name 

Street 

City  or  Town 
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Smart  grouping  of  dress  goods,  silks  and  millinery — exclusive  drapes  on  half-shell  and  slant-top  bolt  forms. 
An  effective  table  unit  is  shown  in  the  centre — a  display  in  which  the  materials  are  prominent — suitable 
for  March  showings.     Courtesy  of  The  Robt.  Simpson   Co.,  Ltd.,  Toronto,  by  E.  P.  Burns. 


complement.  Study  of  surrounding  conditions  is 
essential  before  the  most  satisfactory  results  are  ob- 
tained. 

Display  managers  usually  carry  the  same  idea 
across  the  front  in  special  settings.  The  kind  of 
background  depends  on  the  goods  to  be  displayed 
and  the  amount  of  appropriation.  In  mosl  eases 
window  trimmers  combine  their  originality  with 
numerous  suggestions  seen  in  other  windows.  The 
number  of  possible  settings  depends  on  the  window 
decorator's  own  ability.  For  variety  he  has  all  the 
way  from  flora]  and  lattice  settings  to  massive  de- 
signs in  imitation  stone.  Any  of  the  designs  can  be 
made  of  veneer  or  similar  material-   in   massive  or 


unit  effects.  The  former  are  preferred  at  the  time- 
Any  suggestion  to  be  offered  is  guided  by  the  season 
of  the  year  and  goods  to  be  placed  on  view. 

® 

London,  Ont. — Gray's  dry  goods  are  holding 
a  removal  sale.  Stock  is  being  cleared  out  prepara- 
tory to  occupying  the  new  five-storey  building  of  the 
company. 

Quebec,  Que. — G.  A.  Vandry,  president  and  gen- 
eral manager  of  Paquet  Co.,  has  resigned. 

Otttawa,  Ont.  -  -  K.  B.  McDonald  succeeds  the 
McDonald  Clothing  Co.,  and  will  continue  the  busi- 
ness under  the  old  firm  name. 


Easter  window  display  with  scenic  background,  showing  neckwear,  novelties,  ribbons  and  smart  accessories.  The 
panel  is  5x8  feet,  and  finished  with  a  green  silk  plush  frame.  Easter  lilies  and  sweet  peas  are  used.  Cost 
$13.     For  R.  McKay  &  Co.,  Hamilton,  by  H.  Robinson. 
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Have   You  Received  Our 
Handsome  New  Catalogue? 


One  hundred  and  thirty  pages  with  over  four  hun- 
dred elegant  illustrations,  showing  the  latest  designs 
in  fixtures,  wax  figures,  drapery  forms  (draped  and 
undraped,  and  in  actual  use  in  windows  of  leading 
Canadian  stores). 

We  have  tried  to  send  a  catalogue  to  every  merchant 
and  window  trimmer  in  the  country,  but  if  you  have 
not  received  yours,  write  to-day  and  we  will  forward 
it  at  once.  There  are  ideas  for  all  in  this  new  cata- 
logue, suggestions  galore.     Write  now. 


MANUFACTURED  BY 

DALE  AND  PEARSALL 

Manufacturers  of  High  Class  Fixtures,  Etc. 
106  FRONT  STREET  EAST     -      -      TORONTO 


ADS  and  SALES 


By  HERBERT  N    CASSON 

A   Study    of   Advertising    and    Selling   from   the 

Standpoint  of  the  New  Principles 

of  Scientific  Management 

Something  in  it  for  Every  Advertiser,   Advertising  Manager, 

Corporation,  Salesman,  Sales  Manager,  American 

Business  Man. 

CONTENTS 


Chapter 

I.  Can  thePrincipIes  of  Effici- 
ency be  Applied  to  Sales  ? 
Efficient  Salesmanship 
A    Sales   Campaign — How 
to  Start  It 

Face  to  Face  Salesmanship 
V.  The   Evolution   of   Adver- 
tising 
VI.  The  Weak  Side  of  Adver- 
tising 


II. 
III. 


IV. 


Chapter 

VII.  The    Principles    of    Effici- 
ency Applied  to  Advertis- 
ing 
VIII.  The  Building  of  an  Adver- 
tisement 
IX.  An  Analysisof  Current  Ad- 
vertising 
X.  The  Future  of  Advertising 
XI.  Public  Opinion 
XII.  The  Professional  Outsider 


PRICE,    $2.0;0    NET 

Postage,  13  cents  additional 

TECHNICAL  BOOK  DEPARTMENT 

MacLean  Publishing  Co., 
143-149  University  Avenue,  Toronto 


TRADE  WINNERS 

The  Colonial  Pedestal  and  Millinery  Hat  Stands. 


Millinery 
Hat  Stands 

24  in.    to 
60  in.  High 

$36.00   per 
dozen. 

F.O.B. 

Balto. 


Pedestal 

24  in.  high 
with  a  9  in. 
top. 

$36.00  per 
dozen. 

F.O.B. 

Balto. 


No.  100 
Photo  in 
Base. 

No.  200 
Cast  Face 
in  Base. 

No.  400 
Floral   De- 
sign in  Base. 
Detachable 
Bases. 


The    Bases 
of  Pedestals 

to  match 
Hat  Stands 

also 
detachable. 


No.  101 


No.   100 


All  stands  are  finished  in  the  highest  quality  Gold  Bronze.  They 
are  genuine  business  getters,  enabling  you  to  make  a  rich  display  and 
give  your  stock  the  appearance  of  the  highest  valuation,  always  the 
desirable  thing  to  do. 

High   Art  Fixture    Co. 

222  N.  Gay  Street,  -  -  Baltimore,   Md. 

Our  Specially  :  Millinery  Hal  Stands. 
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McKinnon's  Limited,  Weyburn,  Opening  Display 

THREE  representative  windows  arranged  for  the  inaugural  of  McKinnon's  new  store,  Wey- 
burn, Sask.,  are  shown.  The  display  comprised  ten  large  groupings  in  which  good  taste 
and  artistic  arrangement  are  seen.  These  windows  show  ready-to-wear  and  exclusive 
drapes  of  stylish  silks  and  dress  materials,  before  an  original  setting  and  high  polished  back- 
ground. 

Each  drape  is  a  masterpiece  and  the  posing  of  figures,  class  of  goods  on 
view,  blending  of  color  and  the  attention  to  detail  is  unusual.  The  background  is 
a  massive  scenic  design  with  autumn  foliage  in  rich  shades  to  match.  This  frame- 
work stands  on  a  6-inch  platform,  which  extends  about  three  feet.  In  making  this  setting  the 
design  was  first  covered  with  white  cotton  and  then  glue-sized.  This  was  tinted  with  Alabastine, 
soft  tan  or  buft  at  the  bottom  to  light  yellow  at  the  top.  Between  the  pillars  and  surmounted 
with  panels  are  scenic  screens  made  from  wall  tapestries,  in  which  the  tones  match  the  general 
color  scheme.  Each  smaller  upright  was  capped  with  a  gold  chopping  bowl,  brass  or  fancy 
jardiniere.     The  floor  is  covered  with  white  felt. 

The  facilities  of  lighting,  furnishings,  permanent  background  design  and  groupings  are 
modern.  Everything  is  high  class  in  keeping  with  the  splendid  new  building,  which  is  now 
the  home  of  McKinnon's,  Ltd. 

Arranged  by  F.  L.  Kickley.  These  displays  were  done  in  record  time.  Two  weeks  before 
the  opening  of  the  window,  floors  had  not  been  laid.  The  result  in  the  windows  reflects  the  suc- 
cess which  attended  this  opening  event  in  all  departments  of  this  beautiful  store. 
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The  Economy' 
4900 

HfCDS45C<HTS 


The 
Economy 
Circular 

Rack 

No.     387X,     Oxi 
rlized    Copper, 

$10.50. 
Blnck     Enamel, 

$9.00. 

(Both    prices    in 

elude    Card 

Holder) . 


The  Care  and  Display 
of  Ready-to-Wears 


are  most  import  ant  in  conducting  a  ready-to-wear 
department.  Suits,  coats  and  dresses  must  be 
properly  arranged  in  stock  to  facilitate  quick 
service  and  to  keep  them  in  the  best  possible 
condition.  The  circular  rack  here  shown  revolves 
readily  and  enables  the  merchant  to  keep  a  stock 
of  45  garments  always  ready  to  be  shown  easily. 
For  displaying  these  goods  either  in  the  window 
or  department  this  No.  41AA  Tilting  Form  is 
unequalled — conforming  to  the  latest  dictates  of 
fashion — can  be  tilted  to  any  angle. 

No.  41  AA,  as  cut   $7.50 

Same  as  No.  41  AA,  without  flesli  colored  bust...  $6.75 

Same  as  No.  41  AA.  without  tilting  device   $5.75 

Sizes   32   to   40. 


387X 


A.  S.  RICHARDSON  &  CO. 

Oldest  and[Best  Manufacturers  of  Wax  Figures  and  Display  Forms  in  Canada 
Showroom-  99  [ONTARIO    STREET  TORONTO 

Factory      — 101 


ONE  IN  TEN 


Do  you  know  that  one  in  every  ten  customers  who  enter  your  store 
trades  with  you  because  you  are  Mr.  So-and-So,  and  that  the  other  nine  deal  with 
you  because  you  give  them  Al  service  in  prompt,  careful  attention,  and  good  value 
for  their  money.  "Perfect"  Cash  and  Parcel  Carriers  will  help  to  cement  this 
90%  to  your  store  stronger  than  ever.  They  cut  out  needless  waits  for  change 
and  parcels. 

WRITE  FOR  FULL  PARTICULARS. 

Hamilton  Brass  Mfg.  Co.,  Limited,  Hamilton,  Ont. 

MONTREAL  OFFICE :   327  CRAIG  STREET  WEST 


l 

INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES    FORCE  BY 
SUBSCRIBING  FOR     :     :     :     : 

the  Dry  Goods  Review 

FOR   YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates 

STORE     MANAGEMENT— COMPLETE 

16  F..li-Pa6e  ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 

A  Companion  book  io   Retail  Advertising  Complete 

$1.00     POSTPAID 

"Store  Management — Complete"  tells  all  about  the 
management  of  a  store  so  that  not  only  the  greatest  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 

CHAPTER  V.-The  Store  Policy— What  it  shonM  be 

to  hold  trade.  The  money-bick  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.     Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1.00.  Keep  the  book  ten  days  and  if  it  isn't 
worth  the  price  return  it  and  get  your  money  back. 

272  Pages  Technical  Book  Dept.,  MacLean  Publishing  Co. 

Bound  in  Cloth  TORONTO 


JABRIG) 


The  Buyers  Viewpoint 

Printed  novelties  the  new  feature  in  silks.  Bul- 
garian Oriental  and  Tony  patterns  have  come  rapid- 
ly to  the  front  for  trimming  purposes.  The  new 
modes  very  favorable  to  silk  fabrics.  Crepes  plain, 
printed  and  brocaded,  stand  first.  Soft  satins  and 
cord  weaves  also  highly  favored.  The  Spring  line  of 
cotton  novelty  fabrics  is  a  large  one.  Big  range  to 
.ell  at  50c. 


Developing  Styles  Favor  Silk  Fabrics 

Crepes  and  soft  satins  still  the  vogue — Brocade  figures  and    matelasse  effects 

are  coming  strong. 


THE  promised  style  changes  that  are  coining 
about  will  make  no  difference  to  the  present 
vogue  of  silks,  as  they  are  all  in  favor  of  the 
crepes  and  soft  satins  in  lead  at  the  present  moment. 
The  big  influence  promises  to  come  in  a  further 
development  in  favor  of  tapestries  and  printed 
novelties  in  Bulgarian  and  Jouy  effects,  which  are 
really  an  eighteenth  century  development  from 
Oriental  sources.  These  prints  come  in  dull  rich 
shades  in  strong  purple,  green,  yellow  and  red  com- 
binations, and  the  ground  fabric  comes  in  ribbed 
and  eponge  cloths. 

Printed  crepes  and  chiffons  are  being  taken  up 
by  the  extreme  trade  in  these    new    colorings  and 


effects  in  white  and  dull  shades,  suited  to  form  a 
desirable  background  for  the  rich  colors  of  the 
pattern. 

Crepe  weaves  certainly  hold  first  place,  and  par- 
ticularly crepe  de  chine  is  in  very  short  supply. 
Crepe  de  chine  is  favored  for  dresses  and  waists,  and 
high-priced  underwear  is  made  from  this  material. 

The  Canadian  cutters  up  have  selected  crepe 
meteor  as  a  suitable  fabric  for  the  development  of 
better-priced  dresses,  and  this  crepe  promises  to  be 
more  prominent  here  than  crepe  de  chine. 

In  the  trade  that  will  pay  the  price  charmeuse 
is  a  high  favorite,  but  for  popular  priced  selling  soft 


Eatine  novelties  shown  by  W.  E.  Brock,  Toronto. 
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satin,*  are  used  as  a  substitute,  and  large  orders  have 
been  placed  on  duchesse  satin  de  chines  and  mess-a- 
lines in  all  leading  street  and  pastel  colors,  and  in 
stripes  and  changeables. 

Brocade  figures  and  matelasse  effects  are  coming 
on  strong.  They  are  being  shown  as  the  high  trim- 
ming and  coating  novelty,  but  the  full  development 
will  not  come  until  another  season  arrives. 

Failles,  coteles  and  cord  weaves  are  being  chosen 
for  dressy  suits  and  for  coats  for  evening  carriage 
wear. 


Novelty  Cloths  in  Wash 
Fabrics 

Ratines,  crepes  and  voiles  selling  in  better 

qualities — Oriental  borders  and  patterned 

voiles   favored. 

Now  that  the  season  is  opening,  the  wealth  of 
novelty  cloths  and  effects  included  in  the  range  of 
wash  fabrics  becomes  more  apparent.  One  reason  is 
that  the  trade  is  more  willing  to  take  better  priced 
lines,  and  the  wash  fabric  line  to  sell  from  50c  to 
$1.00  will  be  a  full  one. 

Cotton  ratines  are  in  high  favor,  and  prices  show 
a  wide  range.  Ratines  come  in  varied  weights,  and 
in  plain  colors  and  in  novelty  and  pin  stripes. 
Ratine  yarns  are  also  used  to  ornament  crepes,  and 
large  use  is  made  of  them  in  producing  solid  borders 
on  all  the  leading  cotton  weaves.  From  the  selling 
standpoint,  cord  weaves  stand  first.  Poplins  have 
had  an  immense  sale,  and  the  welts  and  piques  have 
been  well  taken  up. 

Crepes  have  done  better  than  anticipated,  and 
are  strong,  particularly  in  high-priced  goods,  as  all 
manufacturers  seem  to  have  brought  out  their  high- 
priced  novelties  in  crepe  weaves.  Cheaper  lines  of 
crepons  and  crepes,  suitable  for  making  up  into  cot- 
ton undergarments,  are  in  increasing  request,  as 
garments  made  from  these  fabrics  are  very  suitable 
for  summer  wear,  as  they  require  no  ironing. 

Voiles  are  staple,  but  buyers  are  particular  about 
the  weave.  The  cloth  must  be  sheer  and  firm,  and 
must  be  produced  from  firmly  twisted  yarn.  Though 
voiles  have  in  some  degree  given  way  to  crepes,  they 
are  still  big  sellers  for  making  tip  into  dressy  and 
yet  not  too  expensive  gowns. 

The  cutting  up  trade  has  taken  a  big  yardage  of 
this  material,  and  plain  colors  and  printed  voiles  are 
also  selling  well.  Practically  every  staple  and 
novelty  shade  can  be  had  in  cotton  voile.  Fashion 
is  again  favoring  borders,  and  patterned  voiles,  with 
Oriental  borders,  should  be  good  property  this 
season. 


Deliveries  and  the  keeping  of  the  goods  in  stock 
are  proving  a  most  difficult  matter  with  the  jobbing 
houses,  as  mills,  both  in  Canada  and  in  Europe,  are 
running  up  to  their  full  capacity,  and  have  orders 
booked  well  ahead. 

© 


Peterboro',  Out. — Fire  damaged  the  dry  goods 
store  of  T.  C.  Elliott  this  morning  to  the  extent  of 
$2,000,  which  is  fully  covered  by  insurance.  Hot 
ashes  from  the  furnace  set  fire  to  a  quantity  of  in- 
flammable material  in  the  basement  and  despite  the 
efforts  of  the  store  bucket  brigade  threatened  to  ex- 
tend into  the  upper  portion  of  the  store. 


John  S.  Brown  &  Sons,  Ltd. 


BELFAST 


IRELAND 


Manufacturers  of  the  Celebrated 

"SHAMROCK"  Brand  Linens 

Mr.  Conduit  from  Belfast  is  on   his  Indent  Journey 
for  Autumn,  1913. 

Stock  Orders  receive  careful  attention  at 

CANADIAN  WAREHOUSE 

84  Wellington  Street  W. 

TORONTO 


KINGS 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

Montreal  and   Toronto 
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The  Buyer's  Viewpoint 

A  good  season  is  promised  in  all  lines.  The 
feature  of  the  department  is  the  likelihood  of  ad- 
vances in  the  prices  on  rugs  and  carpets  owing 
to  the  advance  in  the  cost  of  raw  materials. 


Verdures  are  Proving  Highly  Popular 

The    tendency  in  covering  and    curtain   materials — Novelties  come   in   tinsel 
effects — Small  conventional  designs  are  shown  in  rugs  and    floor  coverings — 

The  price  question. 


THE  tendency  for  the  coming  year  in  covering 
and  curtain  materials  seems  to  he  very  strong 
along  the  lines  of  verdures.  Perhaps  the 
strongest  novelties  come  in  tinsel  effects,  which  ap- 
pear in  almost  all  stripe  and  floral  designs.  All  are 
set  designs  and  with  the  tinsel  effect,  which  is  woven 
right  into  the  cloth,  and  forms  part  of  the  body  of  the 
cloth,  produce  at  once  very  novel  and  very  attractive 
draperies.  These  come  in  many  shades  and  color- 
ings, but  in  all  French  colorings  are  strongest. 
Grounds  are  for  the  most  part  of  light  colors,  many 
being  shown  in  light  greens,  fawns,  tans,  and  all 
the  softer  shades.  The  delicate  French  tinting  pro- 
duces a  very  dainty  effect,  and  renders  a  very  attract- 
ive tapestry. 

Designs  in  many  cases  are  small  and  rather  of  an 
antique  nature.     In  other  tapestries,  however,  large 


designs  are  shown,  which  to  be  shown  properly  re- 
quire a  display  of  the  whole  width  of  the  cloth. 

In  coverings,  French  verdures  in  rather  lighter 
shades  are  again  strong.  These,  of  course, 
run  on  from  season  to  season  without  a 
great  deal  of  change  and  always  command 
large  sales.  This  Spring,  however,  there  is 
a  strong  tendency  for  verdures  to  run  to  lighter 
grounds,  and  also  for  smaller  designs  to  come  more 
strongly  to  the  front.  For  dining-room  upholster- 
ing, fruit  and  flower  designs  will  again  be  sold  ex- 
tensively. These,  too,  running  to  a  little  lighter 
shades  than  in  former  seasons. 

As  usual,  the  bread  and  butter  stuff  will  again 
be  the  French  verdures,  but  the  special  novelty  for 
1913  will  consist  in  the  tinsel  effects  in  stripe  and 
I  lower  designs. 


Samples  of  draperies  for  Spring,   1913. 


Shown  by  courtesy   of  Geo.   H.  Hees,  Sons  &  Co. 
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In  the  samples  shown,  Fig.  1  represents  a  ver- 
dure with  a  light  ground  and  Jaspe  strip  running 
through  same.  The  patterns  and  colorings  are  taken 
from  the  old-fashioned  English  chintz  design,  the 
combination  of  colors  blending  in  perfectly.  Figs. 
2  and  3  represent  Portugese  metal  work.  Sample 
2  is  designed  with  tan  colored  ground  and  the  flower 
brought  out  in  brighter  colors.  The  blending  of 
colors  makes  this  especially  suitable  for  libraries  and 
living  rooms  more  particularly. 

In  Fig.  3  a  larger  design  is  displayed.  Here  the 
background  is  of  light  grey  with  the  pattern  in  colors 
of  blue  and  deep  crimson  with  metal  background  pre- 
dominating. Lighter  tones  and  colorings  in  this 
make  it  especially  suitable  for  drawing  rooms  and 
reception  rooms. 

In  both  samples  2  and  3  tinsel  effects  show  up 
Aery  plainly,  giving  the  goods  a  very  attractive  ap- 
pearance. 

© 


Small  Designs   in   Rugs 

In  rugs  and  floor  coverings  fawns,  greens  and 
blues  in  light  shades  and  small  conventional  designs 
are  commanding  greater  sales  as  the  season  advances. 


Oriental  nigs  too,  are  going  out  well.  In  the  better 
rugs  the  tendency  seems  to  be  to  favor  Oriental  de- 
signs much  more  strongly  than  the  plain  conven- 
tional designs. 

An  advance  in  prices  of  all  carpels  and  rugs  is 
expected  soon  on  account  of  increased  cost,  both  of 
material  and  manufacture. 

Linoleums  have  been  moving  out  very  rapidly. 
Demand  has  been  heavy  for  all  lines  from  the  cheap- 
est floor  oil  to  most  expensive  inlaids.  Little  change 
is  noted  in  these  for  this  Spring.  Many  new  designs 
have  been  introduced,  but  for  the  most  part  they 
are  of  the  same  nature  as  displayed  last  season. 


Calgary,  Alta. — A.  R.  Marshall  has  succeeded 
L.  B.  McMurdo  in  the  men's  furnishing  business. 
The  old  stock  will  be  cleared  out  and  the  interior 
of  the  store  remodeled.  Mr.  Marshall  is  going  East 
on  a  buying  trip. 

A  Vancouver  despatch  says:  "Made  in  Van- 
couver" clothing  to  the  value  of  $500,000  was  ship- 
ped to  Eastern  points  during  the  year  1912,  accord- 
ing to  conservative  estimates  by  local  manufactur- 
ers. 


THE  WELL  EQUIPPED  MILLINERY 
OR  GARMENT  DEPARTMENT 

These  departments  must  have  an  appearance  in  keeping  with  the  rich  merchandise  dis- 
played. You  cannot  afford  to  have  one  speck  of  dust  meet  the  eye  of  your  customer.  You 
can  overcome  the  problem  by  the  use  of  a  EUREKA  ELECTRIC  VACUUM  CLEANER. 
The  Maison  Boyle,  Toronto,  a  high-class  garment  store,  uses  the  EUREKA.  Costs  only 
%c  per  hour  to  operate.     Note  the  wheels  on  the  nozzle,  which  makes  it  easy  to  operate. 

Write  The 

Onward  Manufacturing  Co. 

BERLIN  -:-  -:-  -:-  ONTARIO 


Oriental  Rugs 

Persian,  Turkish  and  Indian  Rugs 
and  Large  Carpets 

To  wholesale  buyers  : 

My  range  of  Oriental  Rugs  should  be  full  of  interest  to  the  prospective  wholesale 
buyer  who  wants  the  genuine.  It  is  well  assorted  with  finest  qualities  in  the  best  color- 
ings.    I  will  be  pleased  to  show  you  through  the  complete  line  if  you  call  when  in  the  city. 

Mail   orders  receive   prompt   attention. 


L.  Babayan, 


Direct  Wholesale 
Importer 


77  Bay  St.,  Toronto,  Ont. 


The  Buyer's  Viewpoint 

Small  smart  shapes  showing  caplike  or  elon- 
gated lines  the  latest,  The  use  of  mixed  brilliant 
colors  a  big  feature.  Ribbons  play  an  import- 
ant part  and  many  novelties  are  shown.  Feathers 
in  novelty  effects  with  two-tone  straight  ostrich 
mounts  strong.  Blondine  takes  the  place  of 
paradise  and  aigrette.  Fine  mixed  flowers  used 
in  Bulgarian  colors.  Flowers  mounted  in  feather 
effects.     Jet  ornaments  new. 


Simplicity  is  the  Keynote  to  Styles 

Models  are  small  and  are  smart  rather  than  picturesque— Artistic  combination 
of  brilliant  colors  with  unique  posing  of  flowers  gives  distinctive  touch — Flow- 
ers are  being  featured. 


THE  new  French  models  that  are  being  intro- 
duced to  the  trade  showing  what  are  the 
ideas  influencing  the  leading  French  de- 
signers are  smart,  rather  than  picturesque.  The 
majority  are  small  and  close-fitting  and  none  so  far 
shown  are  above  medium  size.  Though  there  is 
more  trimming  used,  simplicity  is  the  key  note,  but 
the  feature  which  gives  the  new  millinery  its  dis- 
tinctive touch  is  the  artistic  combination  of  brilliant 
colors  together  with  the  unique  posing  of  flower  and 
feather  effects.  Contrasting  effects  between  the  body 
of  the  hat  and  the  facing  are  often  noted.  Another 
new  idea  is  the  draped  crown  of  ribbon  ending  in 
high  mounts  at  the  back  or  side.  Thus  a  hat  of 
white  tagel  was  faced  with  morie  tagel  in  bronze 
shade.  The  crown  was  completely  covered  with  large 
loops  of  white  picot-edged  ribbon  brocaded  in  the 
new  brass  shade  and  bronze.  These  loops  radiated 
from  an  ornament  of  bronze  straw  placed  well  to- 
wards the  back,  and  from  which  also  sprang  a  tall 
mount  of  clustered  ribbon  ends,  each  end  cut  to  a 
point. 

A  simple  little  model  with  slit  and  narrow  brim 
of  black  hemp  is  remarkable  for  the  variety  of 
shades  combined  in  its  floral  trimming.  The  soft, 
draped  crown  is  of  black  satin  encircled  by  a  draped 
band  of  crepe  and  there  is  a  mount  of  blondine 
placed  right  at  the  centre  back  while  in  front  is  a 
conventional  floral  design  in  mixed  flowers  in  Bul- 
garian colors. 

Milliners  are  making  every  effort  to  popularize 


The    Hat  on  the   Cover 

Though  the  hat  on  the  cover  is  decidedly 
extreme  in  itself,  it  is  typical  of  the  latest 
fashion  influence.  Paris  is  always  up  to  the 
moment,  and  takes  her  ideas  from  events  at 
large  which  form  the  absorbing  topics  of  the 
moment.  This  is  one  secret  of  her  suprem- 
acy as  it  means  that  the  fashion  changes  are 
a  chronicle   of  political  and   social   history. 

The  war  situation  in  the  Balkans  is  of 
closer  interest  in  Europe  than  on  this  con- 
tinent. At  present  it  is  the  warring  of  small 
interests,  but  back  of  the  struggle  between 
Servian,  Bulgar,  Greek  and  Turk  looms  the 
shadow  of  a  contest  that  may  set  all  Europe 
in  a  blaze.  With  characteristic  levity,  Paris 
sports  on  the  edge  of  the  crisis  and  goes  for 
her  fashion  inspiration  to  the  seat  of  the 
trouble. 

The  hat  on  the  cover  is  therefore  typical 
as  it  is  copied  from  the  military  head  gear 
of  the  officers  in  the  Bulgarian  army  and  in 
freakish  contrast  thic  hat  is  developed  in 
tulle  and  of  tulle  also  is  the  military  plume 
that  so  smartly  adorns  it. 


flowers  and  are  using  them  in  new  ways.  In  imita- 
tion of  feather  effects  come  the  bandeaux,  plumes 
and  mounts  and  to  make  for  added  popularity  the 
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You  naturally  want   to   buy   the 

best   in 

Jfltllmerp  #oote 

for  Spring 


I IE 


II ' 


You  will  find  it  to  your  advantage 
to  have  your  milliner  see  us  when 
visiting  the  market  this  season. 

You  will  make  generous  Profits  on 
goods  purchased  from  us. 

You  will  find  HATS,  NOVEL- 
TIES, etc.,  with  us  that  are 
absolutely  correct  in  style  and  ex- 
clusive. 


31 1 


Our  Address: 


Nordheimer   Building 


77  York  Street,  Toronto 

Continental  jUanufacturersi'  intricate 

Htmtteb 
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new  Bulgarian  <  dor  touch  in  millinery  is  given  by 
the  use  of  mixed  flowers. 

Small  toques  arc  draped  from  front  to  lack  and 
the  lines  extended  with  high  loops  at  the  back.  Wide 
moire  ribbon  arranged  lengthwise  with  a  high  loop 
at  the  back  is  a  popular  trimming.  High  mounts  in 
original  colorings  in  mixed  floral  effects  are  arrang- 
ed at  the  back,  front,  or  side,  and  the  crowns  of  hats 
are  encircled  by  bandeaux  in  varied  shades  which 
serve  to  add  a  distinctive  touch. 

Two-tone  plumes  in  such  combinations  as  flame 
and  taupe,  brass  and  bronze,  pale  and  deep  tur- 
quoise, blue,  pink  and  grey.  Nell-rose  and  navy  are 
very  much  used.  Emerald  green  and  orange  is  a 
new  combination  more  pleasing  in  floral  mounts 
than  in  feather  combinations.  Combination  in  col- 
ors, rule  in  feathers  as  well  as  in  flowers  find  even 
where  the  mount  or  plume  is  in  one  color  it  is  held 
in  place  by  a  banding,  buckle  effect  or  other  orna- 
mental effect  in  brilliant  Balkan  colors.  Huge 
mounts  of  blondine  are  attached  to  either  the  back 
or  front  of  small  hats.  In  many  cases,  band  effects 
are  added  which  curl  about  the  crown  with  the  rag- 
ged edges  curling  over.  These  bandeaux  effects  are 
also  featured  in  tipped  ostrich  with  huge  fox  tail 
plumes  to  stand  up  at  either  back,  front  or  side. 
Novelty  mounts  in  straight  ostrich  arc  numerous 
and  range  from  quills  to  large  fancy  pieces.  Small 
Hussar  brush  fancies  arranged  three  in  a  group — 
red,  yellow  and  Balkan  blue  are  shown  and  with 
these  feather  effects  a  band  of  Bulgarian  trimming 
about  the  crown  is  usually  the  only  trimming. 
Paradise  and  aigrette  are  showing,  but  the  price 


comes  too  high  now  for  popular  use  and  therefore 
various  feather  substitutes  are  being  introduced.  Two 
of  the  most  satisfactorv  are  blondine  and  goura. 
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Toque   showing  elongated   line.   Shown    by    Debenham  's,   Ltd. 

There  is  a  decided  tendency  to  cover  crowns  with 
Malines  or  crepe  and  often  the  whole  shape  is  cover- 
ed. 


Two   attractive  models  which  are  along  accepted  lines. 
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The  smartest  shapes  now  in  vogue  may  be  seen  to-day  on 
the  display  floors  of  our  Chicago  headquarters.  Exclusive 
patterns  in  ribbons  and  yard  goods;  flowers  in  new  materials 
and  colorings  —  ostrich  fancies  —  novelties  and  trimmings  are 
ready  for  your  inspection.  We  are  headquarters  for  all  forms  of 
millinery  merchandise. 

|Our  New  York  headquarters,  \\\  W.  32nd  Street,  are  nowlopen, 
offering  a  complete  showing  of  Gage  Trimmed  and  Tailored  Millinery. 
Gage  Untrimmed  Shapes,  and  Gage  Millinery  Merchandise.  Your  in 
spection  is  invited.! 

//  unableto  come  ti  mirket  immediately,  write  for  our  Gage  Supplement"  containing\  illustration! 
of  popular  priced  hats  and  correct  ideas  in  Untrimmed  Shapes,      Sent  to  dealers  on  request. 


GAGE  BROTHERS  &  CO.,  Chicago 


A  Good  Flower  Season  is  Assured 

News  from  New  York  confirms  this — Close  fitting  hats  are  now  in  favor,  al- 
though larger  models  will  come  back  when  summer  arrives — Turbans  entirely 
of    flowers  shown — The  popular  colors. 


New  York,  February  16. 

ONE  millinery  model  repeated  in  many  forms 
is  made  in  a  wire  frame.  A  wire,  band  of 
hemp  covering  all  but  a  space  which  may  be 
termed  the  crown.  This  is  made  of  satin  over  the 
wires,  of  Malines  of  lace  or  other  material  which  is 
again  repeated  in  the  facing.  This  idea  of  having  a 
limp  or  pliable  crown  is  seen  on  the  larger  hats  as 
well.  One  of  purple  hemp  had  a  medium  sized 
crown,  the  top  of  which  was  purple  satin  with  just 
enough  fullness  to  set  nicely,  but  not  full  enough  to 
in  any  way  suggest  a  tam,  the  brim  and  crown  have 
the  appearance  of  being  in  one,  the  crown  rising 
out  of  the  brim  and  having  no  clearly  denned  base. 

Soft  crowns  are  most  certainly  the  season's  chief 
characteristic  and  this  of  course  makes  Malines  very 
good  as  well  as  chiffons  and  satin  that  make  pretty 
crowns. 

Just  as  in  dress  and  waist  fabrics,  the  broche  or 
figured  effects  lead,  so  do  they  for  hat  garnitures. 

The  modish  chiffons  are  all  figured,  usually  in 
small  conventional  clusters  or  in  all  over  designs 
made  up  of  a  small  set  motif  in  Persian  or  other 
Eastern  colorings.  Chiffons  such  as  are  described  are 
prettiest  when  drawn  plainly  over  the  shape  (which 
is  often  straw)  and  nothing  is  any  more  effective 
than  ribbon  for  trimming  such  a  hat. 

Malines,  which  is  used  in  many  way-,  is  often 
used  in  layers  of  distinctive  shades,  the  result  being 
bewildering.  Malines  is  niched  and  used  around  the 
top  (not  edge)  of  the  same  hats,  just  as  fur  is  now 
being  used  and  in  black  or  brown,  the  effect  from 
afar  is  almost  the  same.  Turbans  of  draped  Malines 
which  may  be  edged  with  self  color  shoestring  braid, 
are  trimmed  with  fancy  stitch  and  neumadi  effects 
or  with  grasses  or  small  flowers. 

While  it  is  a  hand  made  hat  season  to  a  great 
extent  it  must  not  be  imagined  that  the  blocked 
shape  is  passe. 

Tailored  and  semi-dress  and  certain  types  of  dress 
hat  demand  the  block  shape  and  certainly  this  sea- 
son sends  us  some  very  smart  close  fitting  hats,  but 
even  here  the  soft  crown  intrudes,  although  it  is  of 
straw.  To  be  sure,  there  are  many  blocked  crowns, 
but  the  smartest  of  this  year's  crop  have  a  dent,  or 
some  irregularity  which  is  most  pleasing. 

For  this  reason  tagels,  hemps,  soft  Milans,  Leg- 
horns, Tuscans  and  the  softer  weaves  are  the  season 
straw  favorites.  As  brims  are  for  the  most  part  too 
narrow  to  be  curved  or  twisted  to  any  great  extent, 
the  changes  are  shown  in  the  turned  up  brim  or 
coronet  and  the  straight  brim  by  the  pneumatic 
tube  effects.     Mushrooms  are  few  and  far  between, 


most  brims  rolling  or  turning  off  the  head  when,  of 
course,  there  is  a  brim  at  all,  which  is  not  always. 
The  result  of  these  innovations  in  shapes  is  rather 
pleasing,  the  general  effect  being  much  softer.  Of 
course,  in  the  tailored  and  other  block  variety  we 
get  less  monotony  of  treatment,  such  hats  having  the 
elongated  line  accentuated  by  wing  or  bow  effects 
projecting  out  and  slightly  upward.  This  motif 
is  spoken  of  as  the  propeller  or  aeroplane  trimming, 
and  "aeroplane  bows"  are  as  commonly  referred  to  as 
the  Gaby  bow  was.  The  Gaby  turban  has  a  rival  in 
one  similar,  but  known  as  the  Bunny  and  "bunny 
bows"  are  so  called  from  their  resemblance  to  the 
long  ears  of  a  rabbit. 

Naturally  the  many  varieties  of  bows  on  the 
market  stimulate  the  ribbon  trade.  Soft  taffeta  self 
tone  figured  effects,  two  face  ribbons,  picot  edges 
and  other  novelties,  are  being  used,  not  only  for  large 
bows,  but  for  tight  stick-ups  that  are  used  to  vary 
the  fancy  feature  idea.  These  are  often  made  of 
several  colors  all  tightly  twisted  or  inter-pleated. 

There  is  a  tendency  toward  smart  pert  looking 
wings  which  look  as  if  they  had  just  alighted  on  the 
edge  of  a  brim.  In  fancy  feathers  these  light  tailored 
effects  win  the  day,  and  they  have  a  way  of  project- 
ing from  crowns  or  being  caught  at  brim  edges  in 
a  most  unusual  manner.  These  fancies  are  in  beau- 
tifully colored  pastel  effects  or  in  black  01  white. 

Ostrich  is  unusually  strong  and  willow  is  selling 
well  in  fancies,  but  not,  of  course,  in  the  same  class 
as  the  French  plumes.  The  curled  effects,  curiously 
dyed  and  in  exaggerated  lengths  are  very  good.  Two 
feathers  being  often  used  together,  one  forming  a 
curling  base. 

Opinions  differ  as  to  flowers.  Apparently  they 
will  be  used  in  the  smaller  effects  and  in  combina- 
tions. Small  cockades  are  made  to  take  the  place 
of  the  feather  uprights.  The  flowers  themselves 
were  never  lovelier  and  all  is  needed  is  fashion's  seal 
of  approval.  Very  lovely  are  the  detached  flowers, 
barren  of  foliage  that  are  to  be  used  singly  on  the 
gown  or  hat,  and  for  this  picturesque  idea,  the  under 
brim  is  regarded  as  the  proper  place — the  flower 
being  flat  against  the  brim. 

The  craze  for  shaded  effects  is  felt  in  the  flower 
trade,  many  of  the  loveliest  flowers  being  shaded, 
or  in  distinctly  different  colors,  not  necessarily  re- 
productions of  the  real,  although  for  the  most  part 
flowers  are  more  natural  looking  just  now  because 
the  smart  shades  are  all  clear,  instead  of  the  semi- 
tones and  dull  ash  effects  popular  for  so  long. 

There  are  many  gorgeous  flaming  orange  flowers 
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Messrs.  Strachan,  Burden  &  Plaskett 

LIMITED 
76  WELLINGTON  ST.  W.,  TORONTO 

FLOWER    AND    FEATHER    SPECIALISTS 

Having  finished  our  Spring  shipping  we 
will  have  special  lines  to  clear  at  very 
attractive  prices  during  opening  week. 

We  show  the  largest  range  of  flowers  in 
Canada,  at  all  prices. 


Halifax™  Vancouver 


To  every  Merchant  or  Buyer  attending  the  Millinery  Open- 
ings, March  3rd. 

We  extend  a  cordial  invitation  to  visit  our  sample  rooms:  Car- 
law  Building,  28  Wellington  Street  West,  Toronto,  and  our 
mammonth  warehouse  in  Montreal. 

Greenshields  Limited 

Wholesale  Dry  Goods 
MONTREAL 

Ribbons,  Silks  and  Millinery  Accessories. 

EVERYTHING    IN    DRY    GOODS 
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seen  and  this  shade  of  course  has  wonderful 
possibilities,  and  carries  out  the  paradise  colorings, 
which  have  been  so  much  in  vogue  this  Winter. 

It  has  been  a  black  season  this  Winter  one,  nine 
out  of  ten  women  one  meets  is  wearing  a  black  hat, 
but  the  Easter  bonnet  will  not  lack  color  from  all 
indication.  The  second  openings,  which  are  more 
to  be  relied  on  take  place  early  in  February  and 
will  be  duly  covered  for  your  delectation. 


Some  Imported   Models 
Described 

French  styles  illustrate  how  new  materials 
are  being  used — Milan  popular  in  a  num- 
ber of  colors — Some   popular    models  are 
both  quaint  and  smart. 

TO  illustrate  how  the  new  materials  are  used  a 
description  of  some  of  the  French  models  is 
given.  A  Lewis  hat  is  an  exceedingly  smart 
boat-shaped  toque  of  tabac  brown  Milan  with  the 
crown  draped  with  exactly  the  same  shape  of  satin. 
A  brass  and  tabac  ostrich  plume  stands  straight  up 
in  front  with  the  stem  back  to  the  crown  and  the 
heavy  full  head  nodding  over  in  front. 


MANU- 
FACTURERS 
OF 

OSTRICH 
PARADISE 
OSPREYS 

MARABOU 

DOMINION  OSTRICH  FEATHER  COMPANY,  Limited 

96-100  SPADINA  AVENUE.  TORONTO 
Montreal  Agents :    S.  E.  PORTER  &  CO.,  Birk's  Building 


A  Reboux  model  of  white  Milan  is  draped  with 
pale  pink  tulle  and  has  an  immense  cluster  of  pink 
roses  mounted  at  the  back.  This  model  shows  ex- 
treme length  of  line  and  is  bent  into  a  point  both  at 
the  front  and  at  the  back. 

Very  quaint  and  very  smart  is  a  close-fitting  cap 
ribbon  with  fancy  black  edge  and  with  white  feathers 
placed  on  either  side. 

A  very  smart  sailor  is  of  gold  satin  with  a  ban- 
deaux   around   the   crown    of   mixed   fine    flowers. 
Poised  on  the  side  of  the  crown  is  a  pair  of  Mercury 
wings  in  gold  color. 

A  hat  of  catawba  hemp  has  at  the  base  of  the 
crown,  a  narrow  fold  of  silk  and  a  wreath  of  pink 
roses  tied  at  the  left  side  with  a  bow  of  pink  velvet 
ribbon.  A  Leghorn  model  has  the  round  crown 
covered  with  Jouy  printed  crepe  and  a  band  of  pale 
turquoise  velvet  ribbon  around  the  crown  and  fin- 
ished at  the  back  with  a  large  flat  bow  and  long 
streamers.  On  the  right  side  there  is  a  large  pink 
rose. 

Very  smart  is  a  toque  of  black  moire  tagel  with 
the  under  brim  draped  with  folds  of  soft  sea-green 
satin.  On  the  left  side  which  rolls  up  high  is  placed 
a  mount  of  uncurled  ostrich  white  tipped  black  and  a 
large  jet  ornament. 

A  very  smart  new  sailor  has  for  the  trimming  a 
band  of  tapestry  blue  faille  ribbon  with  a  fancy  cord 
edge  in  white.  This  ribbon  girdles  the  crown  and  is 
brought  down  on  to  the  edge  of  the  brim  far  back  to 
the  side  and  tied  on  a  flat  bow.  On  the  two  ends  are 
worked  in  silk  chain  stitch  a  silk  rose  in  natural 
colors. 

A  delightful  Kurzman  model  has  a  high  tam 
crown  of  white  straw  with  a  close-fitting  brim  of 
brown  straw.  Laid  around  the  outer  brim  is  a 
wreath  of  shaded  orange  and  red  nasturtiums  and  at 
the  back  is  a  high  mount  of  nasturtiums  and  leaves. 


-®- 


Port  Arthur,  Ont. — Henderson  Bros.,  clothing 
and  men's  furnishers,  have  sold  out  to  the  "Square 
88  Co." 


Spring   Millinery   Opening 

H  We  have  a  large  stock  of  latest  shapes  in  Hair  Braids,  Milans 
and  Hemp  at  very  lowest  prices. 

1  Wire  shapes  (large  assortment)  at  $1 .  50  per  doz. 

H  Place  your  orders  early  and  we  will  give  you  a  good  assortment. 


©nnftiresiD 

388  Notre  Dame  Street  West 
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Models  Which  Typify  Spring  Styles 

The  hats  shown  below  are  typical  of  the  vogue  in  Spring  Millinery.  Small  sizes 
are  the  general  rule,  the  two  outside  models  demonstrating  accurately  popular 
shapes  and  dimensions.     Correct  fashions  in  trimming  are  shown. 

Left. — A  hat  of  bronze  moire  tagel.  The  plume  is  of  blondine  with  bird  and 
breast  effect  in  eastern  colors.    The  front  trimming  is  distinctly  typical. 

Centre. — A  hat  of  white  hemp  with  brim  faced  with  black  chip.  Ornament  of 
crown  of  jet  centres  pleated  trimming  of  white  moline.  Nacre  roses  in  tapestry 
colors  in  blue,  purple  and  gold  are  used. 

Right. — This  toque  is  of  navy  blue  tagel  with  a  Russian  coronet  of  American 
beauty  velvet.  A  cluster  of  mixed  fine  flowers  emphasizes  the  high  point  of  the 
coronet. 
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MELLES  &  CO.,  Limited 

3   Cripplegate   Buildings,  Wood  St.,  LONDON,   ENGLAND 

Branch  Establishments 
Manchester,      Liverpool,      Edinburgh,      Glasgow,       Montreal,      Toronto,     Vancouver 


^ues&Co.^ 


MANUFACTURERS   AND    IMPORTERS   OF 

HATS,     FLOWERS, 
FEATHERS,  ORNAMENTS 

AND 

MILLINERY    NOVELTIES 


TRADE     MARK 


SPRING  OPENING, 

Toronto,  Monday, 

March  3rd. 

Latest  productions  for  the  coming  season 

Paris  and  London  Pattern  Hats 

inspection  of  which  is  respectfully  invited. 


GERMAIN,  SMITH  &  BIRKS,  Limited 

SELLING  AGENTS 

MONTREAL— 43  Union  Avenue— ARTHUR  ROY,  Representative 
TORONTO- 32  King  Street  West— J.  S.  WHYTE,  Representative 
VANCOUVER— 432  Cordova  St.— J.  K.  MARSHALL,  Representative 
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The  Buyer's  Viewpoint 

In  creasing  interest  in  ribbons.  About  3  in.  the 
best  selling  width.  Much  of  the  new  Spring  mil- 
linery ribbon  trimmed.  Failles,  moires  and  cords 
in  the  lead  and  picot,  embroidered  and  novelty  edges 
strong. 


Neckwear  Outlook  is  Decidedly  Good 

Big   variety  of  attractive   styles  showing — High  colors   succeeding  black  and 
white — »Weather  has  helped  to  create  a  big  demand. 


CONDITIONS  are  excellent  in  ladies'  neck- 
wear, and  sales  are  large,  for  the  neckwear 
selling  is  of  such'  a  nature  as  to  lend  the  need- 
ed dressy  touch  to  even  the  plainest  gown.  The 
weather,  too,  has,  up  to  date,  been  decidedly  favor- 
able to  the  selling  of  ladies'  neckwear  for  it  has  been 
too  mild  to  make  the  wearing  of  wraps  and  furs  close 
up  to  the  neck  a  necessity.  Therefore,  some  form  of 
fancy  collar  has  been  worn,  and  another  idea  that 
has  been  fostered  by  the  milder  weather  has  been  the 
wearing  of  large  lace  collars  with  suits  and  dressj 
coats. 

Travellers  out  on  the  road  are  doing  remark- 
ably well  with  the  new  models.  Tbe  line  is  wonder- 
fully varied  and  though  there  is  a  distinct  flavor  of 
tbe  Robespierre  idea  left,  it  is  so  modified  and  alter- 
ed as  to  be  practically  a  new  mode.  All  kinds  and 
shapes  of  new  collars  either  flat,  round  or  raised  al 
the  hack  and  flat  in  front  are  showing.  Some  collars 
are  narrow  and  straight  across  the  back  with  deep 
points  coming  right  onto  the  shoulders.  This  is  a 
very  favorite  form  and  one  that  promises  to  take 
extremely  well.  .Many  wcw  collars  show  that  design- 
ers are  paying  more  attention  to  the  back  of  the  col- 
lar and  fancy  shaping  and  tassels,  ornaments  and 
buttons  are  all  made  use  of  in  the  effort  to  break 
away  from  a  too  plain  back.  Double  collars  are  de- 
signed with  tbe  top  collar  of  a  contrasting  shape,  and 
in  this  way  the  soft  roll  that  is  so  fashionable  is 
obtained. 

Many  collars  have  the  little  vestee  in  front  and 
the  collar  is  cut  so  as  to  -bow  the  throat  and,  so  as  to 
roll  over.  Very  good  effects  are  gained  by  cutting 
these  collars,  with  one  side  of  one  color  and  the  oppo- 


site of  white,  or  by  using  plain,  colored  and  striped 
materials.  The  finishing  of  the  edges  is  such  in  this 
case  as  to  permit  either  side  being  worn  as  the  right 
one. 

One  point  that  is  imperative  in  the  present  sea- 
son's neckwear  is  that  tbe  collar  does  not  meet  in 
front.  Either  the  new  vestee  effect  or  revers  are 
used  or  there  is  a  wide  topped  jabot  to  fill  in.  Much 
brighter  colors  are  being  freely  used,  such  as  Nell- 
rose,  Paddy  green,  National,  blue  and  gold.  Roman 
-tripes  and  printed  Joiiy  silks,  and  silks  printed  in 
Bulgarian  colors  and  designs  will  form  the  novelty 
for  Easier  trade. 

Jabot  effects  are  shown  in  wonderful  variety  both 
in  flat  and  in  fluffy  styles,  but  all  are  large  and  are 
made  of  fine  nets  and  laces.     Tbe   new  bib  effects 


1.  Collar  of  white  ratine  with  over  collar  of  blue  cot- 
ton crepe.  The  jabot  is  circular  pleated  and  lace 
trimmed,  and  has  a  band  up  centre  of  ratine  and 
crepe,  with  row  of  covered  buttons.  Shown,  by 
E.  D.  Fairbairn  &  Co.  2.  Collar  of  ecru  tinted 
net  and  shadow  lace,  showing  the  new  long  points 
on  the  shoulder.  Revers  of  Nell  rose  satin  and  wide 
pleated  jabot  of  ecru,  net  and  lace,  the  revers 
decorated  with  rhinestone  studs.  Shown  by  R.  D. 
Fairbairn  &  Co. 
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are  good  with  the  trade  that  will  pay  the  price  of  a 
large  neckpiece. 

Summer  neckwear  is  developed  largely  in  the 
new  crepes  and  ratines  and  follows  closely  on  the 
lines  laid  down  for  silk  lines.  Summer  neckwear, 
perhaps,  is  a  mis-nomer  as  washing  neckwear  -ell- 
all  the  year  round  now. 


Parasols  Come  in  Brilliant 
Colors 

Handles  enameled  to  tone  in — India  shape 
the  best  seller — Tub  and  pagoda  the  high 
novelties  —  Shots  and  two-tones  good — 
Ribbon  velvet  and  fringes  used  for  trim- 
ming purposes. 

Owing  to  weather  conditions,  last  season  was.  to 
say  the  least  of  it,  an  off  season  in  parasol  selling. 
This  condition  always  leads  manufacturers  to  make 
more  careful  preparations  for  the  new  season,  and 
to  the  production  of  more  striking  and  saleable  nov- 
elties. This  year  hopes  are  strong  for  a  better  sea- 
son because  of  the  return  into  fashionable  favor  of 
small  and  medium-sized  hats. 


Many  extreme  novelty  shapes  are  seen  in  im- 
ported expensive  models.  These  models  are  useful 
to  point  the  way,  hut  will  not  figure  in  the  saleable 
novelty  class. 

From  orders  placed  so  far.  the  India  shape  will 
be  largely  popular,  while  the  more  exclusive  busi- 
ness will  be  done  on  the  newer  tub  and  pagoda 
shapes.  There  is  very  little  of  the  fussy  and  frilly 
effects  shown,  but  the  covers  come  in  rich  silks  in 
the  new  brilliant  colorings  and  such  colors  as  Nell- 
rose,  purple,  Paddy  green,  National,  Saxe  gold  and 
rich  reseda  are  featured.  Two-tones  and  shots  are 
also  much  in  evidence,  and  such  blendings  as  black 
and  purple,  black  and  gold,  black  and  Nell-rose, 
black  and  National,  black  and  green  are  to  be  widely 
used.  Wide  borders  in  contrast  are  new  and  navy 
with  Nell-rose,  National  with  gold  and  National  with 
Paddy  green  are  made  up  into  striking  models. 
Other  trimming  effects  are  gained  by  the  use  of  rib- 
bon velvets  and  velvet  ribbons  are  particularly  good 
when  used  to  bring  out  the  lines  of  the  India  or  tub 
shapes.  Narrow  silk  fringes  are  also  used  and  a  pret- 
ty effect  is  gained  when  a  high-colored  border  is 
toned  down  by  being  veiled  by  a  narrow  black  silk 
fringe.  Borders  of  striped  and  floral  patterned 
silks  are  also  used.  A  new  idea  that  is  very  decor- 
ative is  the  use  of  gold  braces  in  making  the  frames 
of  the  tub  and  pagoda  shapes.  This  gives  a  touch 
of  high  color  that  is  very  effective  in  the  shadow  of 
the  interior  of  the  parasol. 

Handles  are  long  and  straight  and  generally 
carved  so  that  they  will  be  four-sided.  Enamelled 
handles  are  carrying  all  before  them  and  besides  the 
ebonine  finish  enamels  that  tone  in  with  the  silk 
of  the  cover  are  much  used.  Another  high-class  fin- 
ish is  the  acid  etching  applied  to  natural  woods. 
Shirred  silk  circles,  discreet  looped  bows,  and  silk 
tassels  finish  the  majority  of  handles. 

Later  on  when  Summer  goods  are  selling  para- 
sols of  embroidered  linen  will  appear. 

Children's  parasols  are  always  a  big  feature  of 
the  Summer  selling,  but  as  a  rule  there  is  little 
change  from  year  to  year.  China  silks,  and  mercer- 
ized cotton  materials  in  white,  pink,  or  sky  are  the 
big  sellers,  and  there  is  always  a  run  in  small,  dainty 
pink  or  blue  flowered  materials.  White  linen  is  also 
used,  trimmed  with  Swiss  bands  and  edgings. 

So  great  has  been  the  success  of  the  suit  case 
umbrella  that  the  suit  ease  parasol  has  been  put  on 
the  market.  This  parasol  comes  in  the  India  shape 
and  the  handle  unscrews  so  that  it  can  be  folded 
back  to  pack  into  a  trunk  or  suit  case. 


India  shape  parasol  with  folding  handle.  The  parasol  is 
covered  with  Paddy  green,  and  the  handle  is  enameled  to 
tone  in.    Shown  by  the  Irving  Umbrella  Co. 


Cobalt,  Out. — The  Temiskaming  and  Hudson 
Bay  store  is  holding  a  going-out-of-business  side. 

Montreal,  Que. — Marks,  the  Haberdasher,  14S 
Peel  Street,  is  planning  to  extend  and  improve  his 
store. 
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NECKWEAR 


FOR 


EASTER 


OUR 

SPRING 

LINE  SHOWS 

ALL  OF  THE 

LATEST 

IN  THE 

NEW  YORK 

STYLES 


No.  9248 

$2.25  doz. 

NEAT  BOW 

OF  FINE 

WHITE 

SHADOW 

LACE,  AND 

BAND  OF 

SILK  IN 

ASSORTED 

COLORS 


IT  IS  THE 

RESULT  OF 

YEARS  OF 

EXPERIENCE 
AND  WILL 

OUTVIE  ANY 

SIMILAR    PRICED 

PRODUCTIONS 

IN  STYLE 

AND  VALUE 


No.  9210.   $4.50  doz. 

COLLAR  AND 

JABOT  OF  WHITE 

PIQUE  AND 

FINE  WHITE 

NET  WITH 

LACE   INSERTION 

AND  EDGING 


MANUFACTURED  BY 


FLETT,  LOWNDES  &  CO.,  Limited 

142-144  Front  St.  W.  .:.  .:.  TORONTO 
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Our 

New  Designs 


FOR 


Spring  and  Easter 


IN 


Venise  Allovers  and  Collars 
Oriental  Allovers  and  Laces 
Flouncings,  Veilings,  Nettings 
Malines,  Chiffons, 
Scarfs  and  Silk  Knitted  Shawls 


Comprise  the  latest  and  most  exclusive  patterns  and  novel- 
ties being  worn  at  this  time  in  all  the  fashion  centres  of  the 
world  and  include  the  new  Bulgarian  Effects.  Buyers 
who  have  given  this  line  their  early  consideration  and  have 
already  received  their  shipments  are  now  re-ordering  this 
merchandise.  We  would  be  pleased  to  have  you  look  over 
these  lines,  as  you  will  find  all  good  saleable  articles  and 
moneymakers. 

We  are  now  showing  these  lines  at  our  Show  Rooms 
to  visiting  buyers  and  would  be  pleased j  to  >go 
through  them  with  you.     This  should  interest  you. 


Our  salesmen  are  now  covering  all  parts  of  Canada,  showing  our  entire 
Spring  line.  If  you  fail  to  see  them,  we  will  be  pleased  to  send  you  a 
selection  (express  prepaid)  for  your  approval.  If  you  do  not  come  to 
Toronto,  you  can  look  over  these  lines  at  our  branch  offices : — Montreal, 
18  St.  Alexis  St.,  Room  13,  Mr.  L.  J.  Trunbe  and  Mr.  J.  J.  Guild.  Winni- 
peg, Room  248  Chamber  of  Commerce  Bldg.,  Mr.  Leo  Rosenbaum.  Van- 
couver, Commercial  Hotel,  Mr.  J.  Barnard. 
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An  Interesting 
Showing 

"Embroideries  that  sell" 
"Laces    of    distinction" 


There's  a  satisfaction  in  knowing  that  what 
you  are  buying  will  sell.  This  applies  especi- 
ally to  any  kind  of  novelty  goods  and  the 
merchant  or  buyer  who,  before  placing  the 
Spring  and  Summer  order,  looks  through 
our  immense  showing  will  be  satisfied  that 
our  goods  are  not  only  easy  to  select,  but 
will  be  easy  to  sell.  After  all,  the  selling 
is  the  main  point  to  consider. 

Our  range  of  Waist  Patterns,  Corset  Covers 
and  Dress  Patterns  in  Embroidery  is  well 
worth  your  early  consideration.  We  are  also 
showing  a  very  complete  range  of  exquisite 
embroideries  and  laces  and  novelty  styles  in 
neckwear  and  accessories,  including  plait- 
ings,  jabots,  yoke  and  ruchings,  etc. 

Call  when  at  the  millinery  openings. 

Values  the  Best  in  Canada. 


Ol 

/  LIMBED, 

{^Toronto 
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Shadow  Laces  Still  Lead         Fine  Meshes  in  Veilings 


Will  sell  well  all  through  the  season — Par- 
aguay and  Teneriffe  effects  new. 

I. aces  arc  selling  freely.  The  counter  trade  is 
good  and  there  is  a  constant  demand  from  the  manu- 
facturers of  neckwear  and  the  cutting-up  trade.  In- 
terest still  remains  centred  in  light  laces,  with  shad- 
ows the  best  sellers,  and  it  is  safe  to  predict  that  the 
vogue  of  shadows  will  last  over  to  the  end  of  the 
season.  Where  something  different  is  demanded. 
manufacturers  are  offering  Orientals  and  net  top 
laces.  Silk  run  Malines  is  also  favored  for  the  popu- 
lar-priced trade. 

Venise  is  always  a  good  counter  lace  and  there 
are  many  uses  to  which  tins  lace  can  he  put.  There- 
fore, there  is  always  a  market  for  bands  and  edges 
and  allovers  of  this  lace. 

Speculation  is  still  going  on  as  to  what  will  be 
the  leading  Summer  lace,  and  from  an  inspection 
of  the  fabrics  selling  the  possibilities  seem  to  all  be 
in  favor  of  a  linen  lace.  Should  linen  laces  have 
the  call,  Clunys  will  again  sell.  Hand-made  filet 
lace  ds  another  candidate  and  as  filet:  is  a  peasant  lace 
present  style  tendencies  lend  it  some  support.  Buy- 
ers seem  a  little  doubful  about  filet  and  point  out  that 
this  lace  seldom  has  an  extended  vogue. 


White    the    big    seller — Complexions    also 

strong — Navy,  brown  and  grey  the  colors 

wanted — Tulles   and    crepes  for  millinery 

purposes  in  big  demand. 

The  fact  that  the  small  hat  is  the  leading  feature 
in  imported  millinery  makes  the  position  of  veilings 
for  Spring  selling  more  secure,  and  the  trade  is  look- 
ing forward  to  a  better  season  than  has  been  ex- 
perienced for  some  time  back.  "When  the  small  hat 
is  worn  a  veil  is  a  necessity  for  to  gain  the  necessary 
smart  effect  the  hair  must  be  kept  in  place  and  neat 
and  trim.  There  is  no  question  either  about  the 
vogue  of  neat  effects  and  fine  meshes,  for  some  of 
the  best  liked  veilings  are  practically  fine  hexagon- 
al nets.  Neat  fine  meshes  are  combined  with  small 
chenille  dots,  the  dots  favored  being  as  small  as 
possible.  Russian  meshes  with  the  woven  dots  are 
good  and  so  are  square  effects  in  mesh  and  dots. 
Some  beautiful  effects  that  are  sure  to  find  favor 
are  shown  in  fine  shadows. 

Complexions  are  in  high  favor,  ami  to  a  certain 
extent  are  being  taken  in  flesh  and  black.  White, 
however,  leads,  with  black  and  white  in  second 
[•lace.  The  other  colors  selling  are  navy,  brown, 
grey  and  a  few  prunelle  shades.     Shetlands  arc  in 


tWti 


is!  k 


;;?>^ 


1.  Katine  and  heavy  embroidery  flounce  and  band  on  a  crepe  "round.  Shown  by  Sterling  Lace  &  Novelty  Co. 
2.  Silk  run  Malines  band  shown  by  F.  G.  Daniel  &  Co.  3.  Shadow  all-over  shown  by  Sterling  Lace  &  Novelty 
Co.     4.  All-over,  showing  Paraguay  effect  in  shadow  lace.     Sterling  Lace  &  Noveltv  Co. 
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Fashion's   Auxiliary 

The  human  figure  varies  so  wide- 
ly that  prevailing  fashions  would 
be  worthless  unless  they  were 
aided  by  good  figure-defining 
corsets. 

"P.  C." 

Corsets 

being  modelled  on  the  latest 
scientifically  approved  plans  in- 
variably associate  style  with  com- 
fort. The  different  models  reflect 
the  1913  styles  adapted  to  the 
various  figures,  giving  the  proper 
lines  and  allowing  true  fit  of  the 
garments.  Figure  on  P.  C.  cor- 
sets for  a  good  profit  and  entire 
satisfaction. 

Parisian  Corset  Manufacturing;  Co.,  Limited 
QUEBEC 

Ontario  Branch— 126  Wellington  St.   West,  Toronto 


Your  Dressmaking  Department  needs  us  for 
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Write  for 

Plaited 
Skirts 

made  to 
order. 

P| 

our 

Catalogue 

with  Special 

Discounts. 

TORONTO 

DRESS  PLA1 

[TING  CO. 

600  Yonge  Street.  Toronto,   Ont. 

ON   TOP! 


Reiser,  JforSter 
&Co. 

ST.  GALL,  SWITZERLAND 

FOR 

EMBROIDERIES 


We  are  giving  special  atten- 
tion to  the  Canadian  market, 
and  buyers  should  see  this 
great  line  and  compare  values 
and  prices. 

We  feature  Voile  Frontings 
a  n  d  Flonncings  h  e  a  v  i  1  y 
worked. 


WRITE  OR  PHONE  OUR  AGENT 

Mr.  E.  W.  UNWIN,  410  McKinnon  Building 
TORONTO 

Main   3071 
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Marabou    and    Ostrich    Stoles 


BEST     VALUES    IN    THE     MARKET 


1355 
1326 
1274 
1271 
1839 
1822 


MARABOU 

5  Rows         2%    yds.  long 


5 

5 

12 


12 


2% 
214. 

2'A 
2'A 

2H 


$2.50 
$2.85 
$3.25 
special  $4.50 
$6.50 
$7.15 


Black,  Natural,  Iron 


OSTRICH 

1305  5  Rows  2V\    yds.  long 

1306  5   "  2lA     "   " 
1277   4   "  2%     "   " 

1363  4   "  2U     "   " 

1364  4   "  2H     "   " 

1365  4   "  2U     "   " 

Black,  Grey,  White 


$4.50 

$6.50 

$8.50 

$11.15 

$16.90 

$21.90 


Hundreds    of   other    styles,    plain    and    fancy,    alway    in    stock. 

SAMPLES  ON   REQUEST 


Germain,  Smith  &  Birks,  Limited 


MONTREAL 
TORONTO 


43  Union  Ave. 
32  King  West 


VANCOUVER 
PARIS 


600  Welton  Bldg. 
22  Rue  Bergere 
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Do  You  Buy 


1 


IS? 


We  beg  you  to  answer. 
Your  answer  to  us  will  prove  profitable  to  you. 

Our  SWHSS  I 


* 


are   steadily    gaining   ground   and   forging    to    the    very   front   of    the 

Canadian  Market 

Why? Well To    such   interrogation   all    of    those  who    are    our 

Customers  could  make  a  reply  both  positive  and  illuminating 
for  those  who  have  not  yet  done  business  with  us. 

Obey  the  Command  of  your  Own  Interest 

Place  with  us  your  IMPORT  ORDERS  or  buy  from  the  large  stock 

we  keep  at  Montreal. 

a  T3E!@MA  &  €©0 


St.  Fiden,  St.  Gall    (Switzerland) 

Agent:  J.  H.  Gagnon,  Birks  Bldg.,  Montreal 
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Stylish  Veilings 
Attractive  Laces 


We  carry  a  complete  range  of  the  Season's  money  makers:- 

VEILINGS  NETS 

LACES  CHIFFONS 

MALINES  SCARVES 


The  Thompson  Lace   &  Veiling  Co. 

Limited 

76  Wellington  Street  West        -  Toronto 


Barry  Ribbons  for  Every  Purpose 


Whatever  your  needs  in  Ribbons 
they  can  be  supplied  by 


The  Ribbon  Home  of  Canada 


For  the  coming  season 
Fancy-edged  Ribbons  will  be 
in  strong  demand.  We  have 
a  very  complete  assortment, 
of  patterns  and  colorings. 

Write,  Wire  or  Call  at 
our  warerooms  when  in  Mont- 
real. Your  wants  will  be 
carefully  attended  to. 


it 


Walter  H.  Barry  &  Co. 

Ribbon  Specialists"  Montreal 
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as  high  favor  as  ever  and  particularly  in  white  these 
soft-finished  veilings  are  hig  sellers. 

Tulles  promise  to  have  a  big  run  for  millinery 
purposes  and  are  selling  freely  in  black,  white  and. 
in  all  the  leading  colors.  Crepes  also  are  good  and 
are  showing  both  in  plain  and  in  printed  patterns. 


Ribbon   Sales  Show  an  Ad- 
vance 

Ribbon  more  freely  used  on  the  new  mil- 
linery —  The  demand  is  for  narrower 
widths — Failles,  moires  and  cords  the  best 
sellers — Bulgarian  and  embroidered  novel- 
ties lead. 

The  position  of  ribbons  is  improving  and  it  be- 
gins to  look  as  though  something  like  an  old-time 
ribbon  season  was  pending.  Ribbon  sales  are  creep- 
ing and  the  advance  orders  placed  are  decidedly 
larger  than  for  the  past  few  seasons.  Of  course, 
something  has  to  be  allowed  for  the  growth  of  trade. 
but  when  this  is  done  sales  show  that  more  confi- 
dence is  felt  in  the  position  of  ribbons.  It  is  equally 
certain  that  more  ribbon  is  used  on  the  new  millin- 
ery and  that  ribbons  alone  and  ribbons  and  flowers 
mixed  are  extensively  used  to  trim  the  new  hats. 
Trimmings  are  high  or  shoot  back  at  acute  angles 
and  nothing  answers  this  purpose  like  loops  of  rib- 
bon. Another  feature  that  lends  color  to  a  millin- 
ery vogue  in  the  coming  Spring  is  that  narrower 
widths  in  ribbon  are  being  used  showing  that  a  to- 
tally new  idea  has  been  sprung.  About  3-in.  wide 
is  the  best  general  selling  width.  Picot  and  fancy 
edges   are  strong,  but  the  high   novelty   comes   in 


Bulgarian  patterns  and  colors.  Embroidered  novel- 
ties are  strong  and  many  novelty  ribbons  show  em- 
broidered bouquets,  while  others  have  running  em- 
broidered edges.  Velour  ribbons  in  large  patterns 
and  in  rich  dark  shades  are  good  and  some  new  rib- 
bons have  velour  patterns  somewhat  in  the  form  of 
the  Jouy  prints. 

Failles,  moires,  and  cords  are  the  leading  rib- 
bons. Taffetas  are  represented  by  the  warp  prints 
in  large  patterns  on  rich  changeable  grounds.  Vel- 
vet ribbons  are  extensively  used  both  for  millinery 
and  for  sash  and  trimming  purposes. 

Ribbons  reflect  the  growing  taste  for  brighter 
colors  and  such  shades  as  Nell-rose,  Emerald,  Na- 
tional and  gold  are  well  represented. 

In  counter  ribbons  particular  attention  is  be- 
ing given  to  wash  ribbons.  The  demand  is  big  as 
practically  all  undergarments  are  ribbon  run. 
Manufacturers  are  introducing  brocaded  wash  rib- 
bons in  small,  dainty  patterns  and  the  colors  selling 
are  sky,  pink,  helio  and  white. 


Big  Demand  for  Embroidery  Novelties 

A  steady  improvement  is  iaking  place  in  the 
position  of  embroideries  and  each  week  brings 
more  confidence  in  their  vogue,  but  as  before  re- 
marked in  The  Review,  the  demand  is  chiefly  for 
novelty  effects.  The  chief  quality  asked  for  is  fine- 
ness and  softness  of  finish  and  the  quality  of  clinging 
when  draped.  Crepes  and  voiles  are  most  employed 
and  stand  higher  than  batistes  and  lawns.  The  high 
novelty  is  voile  neige — that  is,  snowflake  voile.  The 
voiles  indeed  are  very  fine  and  sheer  but,  all  through 
the  range,  preference  is  given  to  cloths  made  of 
finelv  twisted  yarns. 
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Ribbon|novelties  printed  and 
novelty    edged  effects. 
Shown  by  W.   H.   Barry 
&  Co. 
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HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


BUSTER     BROWN'S     SISTER 
STOCKINGS. 

Buster  Brown's  Sister  Stockings 
are  being  stocked  by  nearly  every 
wholesale  distributing'  house  in  the 
Dominion.  The        manufacturers, 

Chipman  Holton  Knitting  Co.,  Ham- 
ilton, have  been  asked  on  numerous 
occasions  during  the  past  three  or 
four  years  for  such  a  line.  They  did 
not,  however,  wish  to  put  this  qua- 
lity on  the  market  until  satisfactory 
delivery  could  be  assured. 

Every  retailer  in  the  country,  who 
handles  Buster  Brown  can  profitably 
stock  Buster  Brown 's  Sister  Stock- 
ings for  girls,  as  soon  as  he  sees 
them.  They  are  an  ideal  stocking  for 
girls  and  meet  a  demand. 

Highest  quality  Egyptian  mercer- 
ized yarn  is  used  in  this  stocking. 
The  new  line  is  111  fine  rib,  light 
weight  with  great  elasticity,  and  the 
appearance  of  silk.  The  quality  and 
lustrous  silky  finish  is  equal  to  Ger- 
man lines.  Both  the  leg  and  foot  are 
seamless.  Colors  are  guaranteed. 
Black,  tan,  white,  sky  and  pink  are 
sampled  and  all  shades  carried  by  the 
leading  wholesales.  Buster  Brown's 
Sister  Stockings  are  made  in  sizes  4 
to  10  inches.  Sizes  up  to  8  retail  at 
25c  pair  and  8V2  to  10  at  35c  a  pair. 
They  are  attractively  put  up  V2  dozen 
to  a  box  and  each  pair  is  suitably 
labeled. 

The  success  of  branded  lines  of 
"Sunshine  Hosiery"  is  well  known  in 
the  trade.  In  Buster  Brown's  Sister 
Stockings  another  equally  satisfac- 
tory line  for  the  merchant  is  added 
as  the  quality  shows.  As  a  relative 
grade  to  other  numbers  this  quality 
will  have  an  unprecedented  sale. 
Success  equal  to  nnv  of  the  many 
leading  makes  of  Chipman  Holton 
Co.  hosierv  is  already  assured. 


WILL     ERECT     EIGHT-STOREY 
BUILDING. 

Montreal,  Que.  —  Fashion-Craft 
Manufacturers,  Limited,  wholesale 
clothiers,  Montreal,  have  purchased  a 
block  of  land  on  St.  Dominique,  De- 
montigny  and  Cadieux  Streets,  with 
an  area  of  30,000  square  feet,  and 
will  erect  an  eight-storey  building  to 
provide  for  the  expansion  of  their 
business.  They  have  outgrown  the 
present  factory  at  the  corner  of  St. 
Lawrence  Boulevard  and  Ontario 
Street. 


The  four-storey  building  at  the 
north-east  corner  of  St.  Catherine 
and  Mountain  Streets,  Montreal,  oc- 
cupied by  the  James  Ogilvy  Company 
previous  to  the  erection  of  their  pres- 
ent building  on  the  opposite  corner, 
was  offered  for  sale  by  auction  early 
in  February,  but  was  withdrawn  at  a 
bid  of  $52.50  per  foot,  or  a  total  of 
$468,667.50.  The  present  owners  are 
Regal  Realties,  Limited,  who  pur- 
chased the  property  last  March  for 
$450,000.  In  the  event  of  no  suitable 
offer  being  received  they  will  retain 
possession  of  the  store  and  rent  it. 

Montreal,  Que. — Belding  Paul  Cor- 
ticelli,  Limited's,  annual  meeting  was 
held  February  3rd,  when  the  first 
year's  operations  of  the  company 
were  reviewed  by  President  Frank 
Paul  and  net  profits  of  $134,470  were 
reported. 

The  sales  for  the  twelve  months 
ended  November  30  aggregated  $1,- 
435,493,  which  was  quite  up  to  the 
management 's  expectations.  A  sur- 
plus of  $6,366,  or  equal  to  about  1 
per  cent.,  on  the  common  stock  was 
reported,  after  reductions  had  been 
made  for  depreciation,  sinking  fund, 
debenture  interest  and  preferred  divi- 
dends.   , 

The  policy  of  the  management  in 
clearing  out  all  the  old  stock  on  hand, 
while  attended  by  temporary  loss. 
leaves  the  company  in  excellent  shape 
to  start  the  year's  business.  An  im- 
provement in  the  ribbon  branch  of 
the  industry  was  also  forecast  by 
the  president. 

The  Board  of  Directors  was  re- 
elected as  follows :  Messrs.  Frank 
Paul,  president;  Wm.  McMaster. 
vice-president ;  W.  M.  Doull.  Fred 
Birks.  A.  Haig  Sims,  C.  A.  Reynolds 
and  B.  G.  Winans. 


PLANS  FOR  NEW  COMPANY. 

Mercury  Mills  Limited,  Hamilton. 
are  making  their  announcement  to 
the  trade.  The  new  company  person- 
nel is  Pres.  John  Penman,  Vice-Pres. 
and  Gen.  Mgr.,  R.  Thomson.  See.  and 
Treas.,  H.  G.  Smith.  A.  C.  Marsh  is 
in  charge  of  the  knitting  departments 
and  Mr.  Smith  will  devote  particular 
attention  to  hosierv.  They  intend  to 
sell  direct  to  the  retail  trade  and 
will  have  agencies  in  Winnipeg,  Ed- 
monton, Vancouver  and  the  Mari- 
time provinces,  with  headquarters  in 
Toronto  and  Montreal. 

Entirelv  new  equipment  is  planned. 
For  the  present  sufficient  hosierv  and 
underwear  maehinerv  is  being  install- 
ed to  handle  a  "rowing  turnover.  The 
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new  firm  will  make  men's  two-piece 
underwear  and  specialize  on  latest  im- 
proved combinations  and  full-fash- 
ioned underwear.  Ribbed  and  flat 
goods  in  all  the  better  grades  will  be 
handled.  Latest  improved  machines 
to  manufacture  cashmere,  silk  and 
cotton  hosiery  are  now  being  install- 
ed. 

A  new  factory  is  to  be  built  in  the 
Spring.  The  firm  have  purchased  six 
and  a  half  acres  of  land  in  Hamilton 
and  plans  are  being  prepared  for  the 
new   building  and   plant. 

The  members  and  management  of 
the  new  company  are  well  known  to 
the  knit  goods  trade  of  Canada.  Their 
connection  with  the  industry  in  the 
past  and  the  production  of  lines  es- 
pecially suitable  for  this  market  as- 
sures their  success.  The  demand  for 
better  goods  is  growing  and  the  firm 
realize  the  opening  and  development 
for  a  high-class  line  of  hosiery  and 
underwear  for  an  increasing  popula- 
tion. 


Dale  &  Pearsall,  Toronto,  manu- 
facturers of  D.  &  P.  brand  of  wax 
figures,  display  forms  and  store 
equipment  are  presenting  their  first 
catalogue  to  the  trade. 

The  new  catalogue  contains  130 
pages  of  up  to  date  display  facilities 
for  modern  business.  The  cover  is 
embossed,  white  and  blue  and  the 
booklet,  which  is  7  x  10  inches  is 
highly  illustrated.  It  shows  the  pro- 
ductions of  this  firm,  who  specialize 
on  wax  figures  and  high  class  goods 
only  in  metal  and  papier  mache.  Sev- 
eral striking  examples  of  windows  of 
different  prominent  stores,  dressed  by 
leading  display  managers,  picture 
the  forms  and  figures  in  actual  use. 
The  latest  drapes  are  suggested  to 
demonstrate  the  excellence  and  prac- 
tical use  of  display  forms  for  1914. 
Many  of  these  are  original,  as  this 
firm  lead  in  creating  designs  de- 
manded by  fashions,  whims  and  the 
live  decorator.  Every  need  in  the 
art  of  window  trimming,  which  is  ap- 
proved by  experts  is  included. 

Dale  &  Pearsall  have  established  a 
reputation  for  quality  and  careful 
and  experienced  workmanship.  They 
have  a  thorough  equipment  in  an  en- 
larged factory7  and  a  large  staff  of 
skilled  mechanics  is  employed.  The 
standard  of  high-class  work  and  guar- 
anteed quality  with  prompt  delivery 
is  always  maintained.  Orders 
through  the  catalogue  or  by  person- 
al inspection  receive  the  same  care- 
ful attention. 
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AN  ATTRACTIVE  CALENDAR. 

Montreal. — A  very  attractive  cal- 
endar is  being  distributed  by  the  Dr. 
-Jaeger's  Sanitary  Woollen  System 
Co.  It  is  a  reproduction  of  a  paint- 
ing depicting  a  scene  in  the  Far  East 
with  a  shepherd  watching  over  his 
sheep  and  in  the  background  a  wool 
laden  camel.  A  feature  of  this  cal- 
endar that  will  make  it  popular  is 
that  there  is  no  advertisement  on  the 
front,  the  back  being  utilized  for  this 
purpose. 


Modern  store  service  demands  the 
branching  out  into  many  lines  which 
while  not  directly  concerned  with 
dry  goods  retailing  are  valuable  to 
the  store  giving  them  because  of  the 
extra  profit  and  because  they  draw 
customers  to  the  store  and  mark  it 
as  up  to  date. 

The  store  that  gets  in  touch  with 
the  Toronto  Dress  Plaiting  Co.,  600 
Yonge  St.,  is  prepared  to  have  buttons 
covered  for  customers  with  material 
of  any  kind  to  match  any  suit  or 
gown.     Buttons  can  be  covered  in  any 


size  from  16-line  up  to  60  in  plain 
and  oval  shapes,  and  in  any  combina- 
tion of  materials  or  colors  and  with 
plain  or  beveled  bone  rims. 

This  firm  also  undertakes  the  scal- 
loping that  is  so  fashionable  a  fin- 
ish for  ladies  dresses  and  the  collar 
and  cuffs  and  centre  finish  of  hand- 
embroidered  blouses.  Scalloping  fin- 
ishes many  articles  of  dress  for  in- 
fants and  small  children,  and  also 
has  an  extensive  use  for  finishing 
household  linens,  such  as  embroider- 
ed towels,  runners,  doileys,  luncheon 
sets,  etc.  Hemstitching  is  also  un- 
dertaken and  such  materials  as  chif- 
fon, net,  tulle,  silk  lawn  and  other 
light  weight  fabrics  are  tucked  in  any 
size  and  space  required. 

There  is  a  growing  fashionable  de- 
mand for  plait ings  both  accordion  and 
knife,  and  any  material  can  be  plait- 
ed from  1  inch  to  48  inches  wide. 

The  Toronto  Dress  Plaiting  Co.  is 
in  constant  touch  with  New  York  and 
European  fashion  centres  and  as  soon 
as  any  new  trimming  method  be- 
comes sufficiently  established  the  ne- 


cessary machinery  will  be  added  to 
their  plant,  and  they  will  be  prepared 
to  fill  orders  for  the  same. 


There  has  been  a  remarkable 
growth  in  the  sales  of  the  new 
"O.B."  Suspenders  in  Canada.  This 
suspender,  which  is  made  in  France, 
was  introduced  into  Canada  five 
years  ago  by  S.  E.  Porter,  who  was 
then  a  member  of  the  firm  of  Reid  & 
Porter,  and  is  now  owner  of  S.  E. 
Porter  &  Co.,  sole  selling  agents  for 
Canada.  Mr.  Porter  states  that  in 
the  first  year  this  line  was  offered  to 
the  trade  here  he  had  great  difficulty 
in  selling  60  dozen,  while  during  the 
past  year  his  books  show  a  turnover 
of  more  than  4,000  dozen  pair.  He 
anticipates  that  this  year  the  busi- 
ness will  be  at  least  trebled,  as  or- 
ders are  coming  in  from  every  pro- 
vince in  the  Dominion,  and  wherever 
the  suspenders  have  been  sold  repeat 
orders  are  the  rule.  This  is  not  to 
be  wondered  at  when  it  is  considered 
that  they  sell  at  a  popular  price  of 
fifty  cents, 
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Condensed  Advertisements 

AGENTS  WANTED 

WANTED  —  A  MAN  OF  ABILITY  WITH 
push,  reliable  and  experienced,  and  a  business 
producer,  as  agent  for  one  of  the  largest 
Irish  manufacturers  of  household  and  em- 
broidered linens  of  all  kinds;  also  white  and 
colored  dress  linens.  Apply  J.  M.  Linens,  Dry 
Goods    Review,    Toronto,    Ont. 

FURS,  TIES,  MUFFS,  COATS.  IMPORTANT 
London  manufacturing  Furriers  require  re- 
liable Agents  in  all  large  Canadian  towns. 
Sound  live  connection  indispensable.  Liberal 
commission.      Fullest    details,    strictest    confi- 


dence.    "Furriers,"  at  Horncastles,  Cheapside, 
London,   England. 


AGENCIES  WANTED 

ENGLISH  FIRM  OF  MANUFACTURERS  OF 
Hair,  Hair  Goods,  Hair  Nets,  as  used  by  high- 
class  hair-dressers  and  stores,  desire  to  ar- 
range a  Canadian  agency  on  commission  with 
established  sound  house  who  has  a  good  con- 
nection in  the  trade,  for  Toronto,  Montreal 
and  district.  Arrangement  for  stock  to  be 
kept  in  Canada  world  be  made.  For  further 
particulars,  write  to  Box  97,  Dry  Goods 
Review.   88   Fleet   street,    London,   England. 

FOR  SASKATCHEWAN  —  AGENCIES  FOR 
store   fixtures  and   fittings   of  all   kinds.     Also 
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fixtures  for  department  stores,  office  buildings, 
banks,  schools,  churches  and  theatres.  We 
cover  Saskatchewan  three  times  a  year,  and 
work  the  larger  cities  all  the  time.  North- 
west  Specialty   Company,   Saskatoon. 


MISCELLANEOUS 


MR.  EMPLOYER  WHO  WANTS  A  STENO- 
grapher.  The  Remington  Employment  De- 
partment will  save  you  the  waste  of  time  in- 
volved in  interviewing  a  number  of  appli- 
cants. Tell  us  your  requirements  and  we  will 
immediately  send  you  a  stenographer  com- 
petent to  satisfy  your  needs.  We  make  no 
charge  for  our  services.     144  Bay  St.,  Toronto. 


MEN'S    WEAR    SECTION.  Dry  Goods  Review 


Take  The  Dealer  Into 
Your  Confidence 


approach  him,  post  him  about  your  plans  and  your  merchandise  through 
his  trade  paper  before  you  advertise  to  his  customers.  He  will  appreciate 
this  action  on  your  part  and  you  will  get  his  co-operation.  Don't  try  to  force 
him.  Get  his  good  will  and  you  will  have  a  selling  power  behind  your 
product  that  you  will  never  get  by  any  other  means. 


Remember 


that  many  of  his  customers  knew  him  even  before  they  knew  you,  and  they 
will  most  likely  take  his  word  as  to  the  quality  and  superiority  of  merchan- 
dise offered.    In  a  word,  get  the  dealer  on  your  sales  force. 


Add  $5.00  to  Your  Weekly  Salary 


DO  you  want  to  increase  your  salary  by  at  least  $5.00?    If  you  do,  we  can  help  you. 
We  want  to  engage  the  services  of  a  large  number  of  wideawake,  energetic  repre- 
sentatives.   No  matter  what  size  your  town  may  be,  there  is  plenty  of  opportunity 
for  a  circulation  representative  of  the  Mac  Lean    Publishing  Co.    to  earn    $5.00   every 
week,  in  addition  to  his  present  salary. 

The  work  is  pleasant  and  does  not  require  experience.  You  can  devote  your  spare  hours 
to  it  without  interfering  with  your  present  occupation.  If  you  are  enterprising  and 
intelligent,   you   will   make   the   work   very  remunerative. 

Leaving  aside  the  cash  profit,  the  handling  of  MacLean's  Magazine  by  our  methods  is 
a  proposition  which  will  appeal  to  anyone,  because  it  teaches  salesmanship. 

The  MacLean  Publishing  Co., 

143-149  University  Avenue,  -  TORONTO,  Ont. 
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Art   Clothes 


Ready 4o~wear 

1VTATIONALLY  known  as  the    premier  Made-to-Measure  Tailor- 
^         ing  Line,  Art  Clothes  now  enter  the  Ready-to- Wear  field. 


T?OR  Fall,  1913,  dealers  who  carry  a  certain  amount  of  stock  are 
offered  a  Ready-to- Wear  Service  as  a  permanent  addition  to  the 
Art  Clothes  Special  Order  Tailoring  Department. 


A  RT  Clothes,  Ready-to- Wear,   which  will  shortly  be  shown  from 
coast  to  coast,  are  strictly  hand-tailored  with  the  same  care  and 
attention  to  details  for  which  the  Special  Orders  are  famous. 


Q  TICKING  to  one  line  and  boosting  it  is  the  secret  of  retail  success 
in  selling  clothes.  There  is  no  room  for  two  lines  in  stores  which 
sell  Art  Clothes.  Representatives  showing  Art  Clothes,  Ready-to- 
Wear,  are  now  on  their  way.  A  post  card  will  bring  one  of  them  in 
your  direction.    Send  it  in  now. 


viMiTBD'  (Canada 
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MEN'S    WEAR    SECTION. 


Dry  Goods  Review 


1 

1 

Features  of  this   Department 

— ' 

Turned  Stock  Forty  Times  Last  Year. 

Unique  Advertising  Built  Big  Business. 

Should  Take  Stock  on  Cost  and  Selling. 

Developments  of  the  Streamer  Idea. 

Essentials  of  Clothing  Salesmanship. 

Tobey  Holds  a  "Peach-of-a-Sale." 

Small  Sale  Led  to  Profitable  Transac- 

tions. 

Novelty  Neckwear  to  the  Front. 

Silhouette  Work  in  Card  Writing. 

How  Stout  Men  Should  Dress. 

— ii ii — 
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Turned  Stock  Forty  Times  Last  Year 

The    phenomenal    record  of   "Way  &   Joy  of  Hamilton — They  are   now  com- 
pleting a   new  store  which  will  be  modern   in   every  respect — Splendid   pro- 
vision for  window  displays — The  policy  of  progressive  firm  defined. 


WAY  &  Joy,  Hamilton,  are  remodelling  a  new 
store  at  the  corner  of  James  &  Bebecca 
Sts.  The  plan  will  be  ready  for  business 
by  Feb.  15th.  Hamilton  is  one  of  the  foremost 
clothing  towns  in  the  Dominion  and  business  in 
men's  clothing  and  furnishings  is  tending  north. 
The  number  of  new  and  successful  houses  doing  an 
exclusive  trade  and  which  are  situated  in  this  dis- 
trict is  striking  evidence  of  this  trend. 

Way  &  Joy  have  been  in  three  locations,  all 
within  a  block  of  each  other.  Their  first  stand  was 
near  the  Royal  Hotel  in  a  small  store  with  a  corres- 
ponding stock.  As  a  result  of  attention  to  business 
and  up-to-date  and  careful  buying,  the  stock  was 
moved  in  April,  1910  to  a  larger  store  at  56  James 
St.  North.  They  are  still  growing  as  the  new  store 
combines  two  stores  in  one  and  is  situated  on  a 
prominent  corner. 

TURNED    STOCK   FORTY   TIMES. 

Way  &  Joy  turned  their  stock  40  times  last  year. 
They  are  inclined  to  attribute  this  showing  to  good 
fortune  and  modestly  thank  their  patrons  for  the 
support.  The  amount  of  business  done  is  not  the 
result  of  large  stock  or  of  quantities  but  of  confi- 
dence and  salesmanship  with  the  correct  goods  at  the 
right  time.  In  the  past,  a  ready-to-wear  and  special 
tailoring  business  with  a  full  line  of  accessories,  add- 
ed as  the  business  grew,  have  been  handled.  In 
the  new  store  it  is  hoped  this  trade  will  be  increased. 
It  is  maintained  by  this  house  that  a  satisfactory 


turnover  and  satisfied  clientele  no  longer  depend  on 
the  quantity  but  in  the  class  of  trade  merited  by 
exclusiveness  and  efficient  service.  In  the  new  store, 
while  new  departments  are  added  and  stock  in- 
creased, the  assortments  are  only  broader  in  propor- 
tion to  the  extra  amount  of  business  anticipated. 
The  successful  policy  of  the  firm  will  be  strictly  ad- 
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Panelled  window,  background  in  artistic  de- 
sign, finished  in  veneer  wood  with  pilasters 
to  match.     Way  &  Joy  store,  Hamilton. 

hered  to.  They  will  feature  good  taste  and  conform- 
ity to  the  dictates  of  personality  in  dress  combined 
in  the  class  of  stocks  carried. 

Both  partners  in  the  firm  are  well  connected  with 
the  clothing  trade.  The  partnership  formed  in  the 
small  store  was  preceded  by  experience  in  leading 
clothing  and  men's  furnishing  shops.  H.  C.  Way 
was  associated  with  Begg  &  Shannon,  of  Hamilton, 
for  some  time.  J.  P.  Way  has  an  extensive  busi- 
ness experience  and  reputation  as  a  live  salesman, 
energetic  buyer  and  haberdasher.  Both  are  well 
informed  in  their  respective  branches.  Their  suc- 
cess as  careful  business  men  has  proved  an  example 
of  foresight  in  a  business  as  well  as  social  connec- 
tion. 


Window  layout,  entrance  and  show  case,  with  the    vestibule,  sliding  doors  and  supporting  pillars  panelled  with 

mirrors.     Way  &  Joy  new  front,  Hamilton. 
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The  new  store  is  to  be  up-to-date  in  every  respect 
and  will  embody  many  of  the  practical  ideas'  of 
modern  storekeeping.  The  two  stores  give  about 
2,000  square  feet  of  selling  space  with  ample  coun- 
ter and  stock  room  about  32  x  50  feet.  There  will 
be  two  entrances  with  the  corner  window  forming  an 
apex  between  the  front  and  side  doors.  The  front 
is  all  glass  and  brass  with  ventilated  sash  and  white 
art  glass  transoms  of  unusual  depth  on  account  of 
the  height  of  the  ceiling.     The  window  is  continued 


ceiling  lamps  are  new  to  the  trade  and  instead  of  di- 
rect rays,  upward  or  downward,  the  reflectors  give 
a  combination  of  both,  which  is  a  soft  mellow  light 
adapted  for  men's  wear  stores.  The  case  unit  display 
idea  is  to  be  followed  and  especial  attention  to  this 
form  of  display  in  the  window  will  be  depended  on 
to  result  in  increased  sales  and  continue  to  build 
up  the  business. 

Clothing,    men's   furnishings     in      well    known 
branded  lines  and  high  class  tailoring  are  featured 
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Modern  store  front  installed  by  Way  &  Joy,  Hamilton,  showing  James  and  Eebecea  St.  elevations.  The  artistic  transom 
lights,  with  green  marble  base,  panel  door  and  expanse  of  glass  are  features. 


about  12  feet  on  the  side  street.    The  doors  are  bevel- 
led panelled  glass  with  monogram. 

Window  backgrounds  are  the  same  design  front 
and  back  and  are  of  approved  construction.  They 
are  panelled  about  3  feet  wide  and  7  feet  high  and 
finished  at  top  with  a  neat  moulding.  Clear  glass 
plates  finish  to  the  top.  The  window  interior  is 
highly  polished  mohogany  made  of  veneer  board 
and  panelled  with  3  inch  straps  to  match.  The 
ceiling  is  also  panelled  and  a  battery  of  electric 
lights  is  being  installed  along  the  outside  top.  These 
are  placed  about  18  inches  apart  and  the  latest  re- 
flectors to  diffuse  the  proper  light  are  being  used 
according  to  fireproof  regulations. 

The  interior  is  to  be  done  completely  in  mission 
or  weathered  oak  finish.  The  dividing  wall  has  been 
removed  and  the  floor  layout  is  to  comprise  the  latest 
wall  cases  for  neckwear  shirts  and  hats,  counters  and 
silent  salesmen  with  display  fixtures  are  all  matched. 
The  rack  clothing  system  is  used  as  it  ha$  been  found 
most  practical.  The  wall  fixtures  and  cases  are 
planned  in  an  "L"  with  consecutive  arrangement 
for  good  stock  keeping  and  merchandising.  The 
office  fitting  rooms  and  special  order  department 
are  to  be  conveniently  arranged  in  their  relation  to 
the  main  stock.  The  ceiling  is  heavily  beamed  in 
Colonial  style  and  panelled  with  heavier  board  in 
natural  chrome  shade.  Walls  are  ingrain  with  a 
neat  conventional  border. 

For  indoor  lighting  double,  white  globe,  semi- 
diffusing  lamps  on  chains  are  suspended  in  two 
rows  and  the  necessary  case  and  counter  lights  and 
reflectors   are   provided.      The   construction    of   the 


by  this  firm.  Customers  have  the  option  of  ready- 
to-wear,  semi-ready  or  made-to-measurement  or  the 
choice  of  materials  for  special  orders. 

Tbe  slogan  "Tailors  to  men,  who  know,"  appears 
in  every  form  of  advertising  which  is  promoted.  One 
season  style  and  good  style  once  or  repeated  at  the 
customer's  order  is  the  simple  story  of  success  in 
buying  salesmanship  and  advertising.  The  attrac-' 
lion  of  something  new  always  and  of  suggestive 
salesmanship  through  introduction  is  recognized  as 
important  in  living  up  to  the  motto  of  the  store.  A 
close  study  of  the  customer's  wants  and  of  individual 
customers  is  always  suggestive  of  new  ideas  and  a 
quick  grasp  of  opportunties. 

The  new  stock  for  the  "Opening"  is  placed  and 
shipment  ordered  in  time  for  an  early  start  for 
Spring  business.  The  lines  represented  show  the 
foresight  of  the  firm,  as  buyers  in  their  interpreta- 
tion of  tbe  Spring  season's  styles  or  value  of  com- 
parative lines.  Combined  stock  and  store  will  equal 
any  of  the  high-class,  exclusive  men's  wear  stores 
of  its  size. 

Way  &  Joy  are  looking  forward  to  continued 
patronage  as  in  the  past,  which  has  enabled  them  to 
bring  their  business  to  the  present  high  standing. 
They  feel  that  with  the  new  store  and  a  well  selected 
stock  they  will  be  in  a  position  to  continue  their 
epoch  making  growth  through  good  service.  They 
also  hope  to  extend  the  spirit  of  enthusiasm  which 
prompted  them  to  serve  customers  through  the  re- 
building twice  in  a  part  of  the  store  with  a  board 
door  and  the  inviting  signs,  "Way  &  Joy  are  here, 
come  in  and  see  them." 
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Unique  Advertising  Built  Big  Business 

The  experience  of  Tom  Murray,  men's  wear  dealer  of  Chicago — An  old  Cana- 
dian boy  who  has  "  made  good  "  with  a  vengeance  in  the  mid-west  metropo- 
lis— Used  back  of  his  head  to  good  purpose. 


TrilC  following  article,  which  tells  the  story  of 
the  success  achieved  by  one  wideawake  mer- 
chant through  distinctive  advertising,  ap- 
peared in  Hearst's  Magazine.  Edward  Mott  Woolley, 
the  author,  is  well-known  as  the  writer  of  highly  in- 
teresting articles  on  business  experiences.  The  arti- 
cle appended  will  have  a  particular  interest  as  the 
subject  of  the  sketch,  "Tom"  Murray,  is  a  Canadian 
by  birth. 

"This  is  Tom — meet  me  face  to  face." 

Of  course  some  advertising  experts  will  tell  you 
that  theoretically  the  back  of  a  man's  head  is  not 
good  advertising.  Why,  indeed,  should  a  photo- 
graph of  a  merchant's  occipital  regions  make  his 
business  famous  and  his  purse  fat?  There  is  no  sell- 
ing argument  in  such  a  picture,  is  there?  And 
really,  why  should  anybody  have  wanted,  in  the  be- 
ginning, to  meet  the  back  of  Tom  Murray's  head  face 
to  face? 

Tom  Murray  lives  in  Chicago.  You  don't  need 
to  tell  this  to  Chicago  people.  There  isn't  a  man, 
woman  or  child  in  that  town  who  hasn't  seen  this 
curious  picture — and  all  of  them  big  enough  to  want 
things  at  all  have  experienced  a  mighty  yearning  to 
get  around  on  the  other  side  of  that  confounded 
photo  and  see  what  the  anterior  of  it  looks  like. 
Without  caring  a  continental  about  the  theory  and 
practice  of  advertising,  Chicago  people  have  a  most 
extraordinary  and  persistent  longing  to  meet  Tom — 
who  runs  a  downtown  clothing  store  and  haberdash- 
ery. 

To  be  consistent  is  a  rare  accomplishment.  To 
stand  out  from  the  common  lot  is  an  achievement 
attained  by  the  few.  To  get  people  by  the  arm  and 
march  them  around  to  your  store,  unresisting,  is  a 
trick  that  seems  to  many  a  merchant  like  the  black 
art  of  a  conjurer. 

And  yet  it  is  not  so  difficult  a  thing  as  it  some- 
times seems.  At  least,  men  are  doing  it  here  and 
there  about  the  country  with  apparent  ease.  Tom 
Murray  is  only  a  type.  Not  all  merchants  want  to 
be  Tom  Murrays  in  Tom's  peculiar  and  original 
sense,  but  many  of  them  would  like  to  be,  and  can 
be,  more  efficient  as  advertisers.  Inefficient  adver- 
tising, like  inefficient  salesmanship  and  labor,  floods 
the  market. 

Tt  was  his  original  brand  of  advertising  that 
made  this  Chicago  merchant's  name  and  store  known 
to  everybody  in  the  mid-Western  metropolis.  He 
was  born  in  Canada  and  raised  in  a  small  town, 
working  in   a  local   store  and   earning  twenty-five 


dollars  a  year — yes.  a  year! — "finding"  himself.  He 
had  no  boost-off. 

Nobody  heard  much  about  Tom  until  he  opened 
a  little  furnishing  store  in  Chicago  in  1897.  But 
after  he  bought  a  sign  with  "Tom  Murray"  on  it, 
he  began  to  wonder  what  he  might  do  to  make  that 
commonplace  cognomen  immortal. 

It  came  about  in  quite  a  natural  way.  The  Sher- 
iff of  Cook  County  was  chasing  Tom  rather  hard — 
sheriffs  have  a  way  of  chasing  commonplace  peo- 
ple.    Chicago  men  insisted  on  buying  their  shirts 


View  of  Tom  Murray — both  front  and  back — and  some 
samples  of  his  card  advertising. 


and  collars  elsewhere,  and  a  big  stock  of  suspenders 
and  neckties  as  well  was  going  begging. 

So  he  sat  down  one  night  and  thought  pretty 
hard.  Then  he  reached  for  a  blue  pencil  and  wrote 
in  bold  chirography  on  a  piece  of  cardboard: 
"Closed,  But  Not  by  the  Sheriff."  It  was  signed 
"Tom." 

The  first  and  last  words  in  this  ad.  were  very 
large,  while  those  in  the  middle  were  tiny.  When 
the  card  appeared  in  the  window  next  morning,  a 
crowd   gathered  around    it  instantly.     Then   some- 
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TUB  TUBULARS 

All  New  Novelties  For  1913 


we  show  fifty 
different  ideas 
and  in  all  good 


Be  sure  you  see 
our  line  before 
placing  your 
::      orders       :: 
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THE  HOUSE  FOR  NOVELTIES 

Washable  Tubular  Neckwear  is  the  right  kind  for  you  to 
buy — order  early  and  then   you   will  not  be  disappointed. 

E.  &  S.  CURRIE,   LIMITED 


NECKWEAR  MANUFACTURERS 


TORONTO 
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body  tried  the  door  to  see  if  it  were"  locked.  Yes,  it 
was. 

Now,  a  most  important  question  immediately 
arose  out  there  in  the  growing  crowd.  If  Tom 
Murray  wasn't  closed  by  the  sheriff  then  why  in 
thunder  was  lie  closed?  This  puzzle  spread,  and  the 
crowd  grew  so  dense  that  a  special  detail  of  police 
was  sent  to  control  it. 

At  the  psychological  moment,  Tom  took  down 
the  sheriff  card  and  put  up  another,  explaining  that 
the  store  had  been  shut  until  a  nice  big  jam  of  peo- 
ple assembled,  ready  to  buy  collars,  suspenders, 
neckties,  ad  lib. 

Afterwards,  Tom's  famous  photo  of  the  back  of 
his  head   appeared   as  a   decoration   in   the   various 
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Tom  Murray  believes  in  posters  for  advertising,  as  this 
illustration  evidences. 


traction  conveyances,  and  people  who  didn't  already 
know  Tom  speedily  discovered  him.  For  years; 
thereafter,  an  anxious  public  looked  in  vain  for  a 
portrait  of  his  face. 

A  man  of  great  mystery  was  Tom.  The  solu- 
tion lay  in  a  visit  to  the  store.  Many  and  grotesque 
were  the  ideas  he  worked  into  these  advertising- 
cards,  but  underlying  all  of  them  was  the  one  big 
idea  thai    made  Tom   Murray  famous. 

But  of  course  the  back  of  Tom's  head,  of  itself. 
did  not  build  up  the  business  and  maintain  it. 
This  sort  of  thing  was  merely  the  fireworks.  Ac- 
companying it  was  always  a  strong  undercurrent 
of  genuine  selling  ideas — advertising  that  really 
advertised  the  goods  he  had  to  sell. 

Mr.  Murray  reasoned,  however,  that  no  com- 
monplace copy  would  go.  The  back  of  his  head, 
as  the  star  actor  in  his  commercial  drama,  must  be 
supported  by  a  capable  leading  man.  as  it  were. 


Ail  Chicago  is  familiar  with  the  Murray  style  of 
autograph  advertisements,  displayed  in  the  street 
cars,  on  the  elevated  railroads,  in  the  newspapers, 
and  in  his  show  windows.  Here,  too,  is  the  same 
distinction  that  sets  the  whole  line  of  advertising 
quite  apart  by  itself.  There  is  nothing  else  in  Chi- 
cago just  like  it.  Tom  Murray's  blue-pencil  talks 
have  "Tom"  written  all  over  them!  there  can  be  no 
mistake. 

Mr.  Murray  originated  his  peculiar  style  when  he 
was  running  close-hauled,  and  the  sheriff  was  out 
hunting  for  him.  He  had  no  money  to  advertise  in 
the  ordinary  mediums,  so  he  wrote  his  talks  on 
card-board  and  filled  his  windows  with  them.  They 
were  old  comminglings  of  selling  arguments  and 
personal  views  on  the  philosophy  of  life.  And  to- 
day Mr.  Murray's  advertisements  follow  the  very 
same  scheme  they  did  when  he  began. 

"Are  you  so  prosperous."  Tom  inquired  in  one 
of  his  blue-pencilled  ads,  "that  you  cannot  be  help- 
ed? I  sell  clothes,  furnishings,  hats  and  shoes;  also 
brains.  Ask  any  traveling  man  from  Chicago  what 
he  thinks  you  will  get  for  your  money." 

Then,  up  in  the  corner  of  the  card  was  the  usual 
picture  of  Tom's  neatly  brushed  and  barbered  occi- 
put, with  the  legend  "You  can  meet  me  face  to  face 
at  Jackson  &  Clark.     TOM." 

It  took  Chicago  only  a  short  time  to  get  into  close 
sympathy  with  Mr.  Murray's  gentle  and  intensely 
human  little  sermons.  'Let's  go  around  and  see 
what  Tom  is  preaching  about  to-day,"  his  friends  in 
the  down-town  districts  used  to  say — in  the  days  be- 
fore he  inaugurated  his  broader  campaigns.  Group 
after  group  would  make  a  special  excursion  to  the 
Murray  window.  There,  in  the  blue-pencil  writing 
and  vigorous  diction  of  this  advertising  genius,  they 
would  see  something  of  this  sort: 

"My  religion  is  to  use  every  man  better  than  I 
would  use  my  pet  dog  or  horse,  and  that  is  good 
treatment.  If  a  merchant  follows  this  policy  in 
selling  goods,  the  customer  can't  go  wrong  when  he 
buys." 

Within  three  or  four  years  Tom  Murray's  annu- 
al sales  had  jumped  from  thirty  thousand  dollars  to 
a  quarter  of  a  million.  They  kept  on  going  up;  he 
kept  on  advertising.  He  is  advertising;  to-day  and 
his  store  is  still  growing.  Everybody  in  Chicago 
likes  Tom.  He  has  been  a  tremendous  influence  in 
that  community  for  better  living,  better  business, 
and  a  better  city. 

Now  when  you  get  right  down  to  the  secret  of  it 
all.  it  can  lie  summed  up.  perhaps,  in  one  word: 
"CRIP."  Tom  Murray's  advertising  grips  the  peo- 
ple, fascinates  them,  gets  a  hold  on  their  hearts.  It 
helps  people,  and  when  you  can  say  that  about  ad- 
vertising you  scarcely  need  to  go  further.  Any  man 
who  in  his  business  can  benefit  his  customers  is  al- 
readv  on  the  highroad  called  Success. 
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Novelty  Neckwear  to  the  Front 

Is  rapidly  becoming  the  large  end — The  high  style  influence  comes  from  Bul- 
garian, Oriental  and  Turkish  effects— Oriental  styles  shown  in  beautiful  fabrics 
— Japanese  and  Egyptian  patterns  on  light-weight  summer  lines. 


NOVELTY  neckwear  is  fast  becoming  the  large 
end  of  the  neckwear  business  in  men's  fur- 
nishings. Buyers  are  featuring  exclusive 
neckwear,  both  oftener  and  in  better  qualities  with 
growing  success.  For  exclusive  house  the  trade  is 
fast  recognizing  the  demand  for  high  class  novelties. 
Business  is  divided  between  lines,  which  show  the 
trend  of  coming  styles  or  numbers,  which  are  to  a 
limit  of  price.  Value  and  design  are  good  in  qualities 
but  quality  and  exclusiveness  are  gaining  in  import- 
ance, as  each  men's  furnisher  finds  the  possibilities 
of  natty  showings.  This  year's  Easter  samples  of 
neckwear  contain  many  striking  designs,  which  are 
different  ,their  number  shows  the  confidence  of  the 
trade.  Selections  are  unsurpassed  for  seasonable 
choice. 

Early  business  on  Easter  placing  is  reported  good. 
Different  comments  are  heard  on  the  likely  returns 
of  business  for  the  merchants.  This  makes  this  sea- 
son more  important  as  one  in  which  novelties  will 
comprise  the  bulk  of  the  sales.  Men's  furnishers, 
who  prefer  to  buy  often  and  diversify  their  ranges 
with  new  styles,  patterns  or  unique  designs,  to  cater 
to  more  exclusive  trade,  are  also  considering  the 
Easter  demand.  Exclusive  trade  demands  style 
without  so  much  value.  Considering  the  merit  of 
the  materials  quality  and  design,  value  is  just  as 
apparent.  These  styles,  because  of  the  attraction 
of  each  selection,  are  the  numbers  on  which  profits 
are  first  with  the  furnisher  and  price  secondary  with 
customers.  Each  store  has  a  certain  amount  of  early 
trade  and  although  some  furnishers  are  not  antici- 
pating the  height  of  the  season  until  afterward, 
ranges  are  being  carefully  selected  to  invite  early 
business. 

This  season  a  man's  neckwear  is  more  con- 
spicuous. Early  ranges  are  "louder."  Compared 
with  last  year's  samples,  the  decision  of  the  trade 
seems  to  be  good  taste.  Patterns  selling  are  largely 
personal  preference.  For  high  style  the  influence, 
which  is  seen  in  the  novelty  development  of  silks,  is 
evident. 

Bulgarian,  Oriental  and  Turkish  effects  and  col- 
orings are  shown  in  beautiful  fabrics  for  exclusive 
trade.  These  include  Paisley's,  tapestry  effects, 
striking  bars  on  matelasse,  bordered  end  printed 
foulards,  veiled  cashmeres,  crepes,  velvolenes  and 
Bengalines.  Some  of  the  soft  veiled  cashmere  pat- 
terns are  entirely  new  and  carry  out  the  trend  of 
style  from  Eastern  countries.  In  similar  novelties 
set  figures  printed  on  crepe  are  good.  Oriental  de- 
signs and  the  introduction  of  Japanese  and  Egyptian 
patterns  are  conspicuous  on  light  weight  Summer 


silks  made  in  graduated  open  end  shape.  They 
promise  to  be  prominent  for  midsummer  because  the 
patterns  are  new  and  different.  Cheaper  numbers 
are  accepted  in  plain  grounds  with  colored  bias  border 
or  black  bordered  ends.  Line  stripes  and  neat  de- 
signs with  single  or  double  contrasting  bar  are  sell- 
ing well.  In  plain  fabrics  a  new  crepe  is  being 
appreciated  by  furnishers.  This  is  a  companion 
number  to  a  higher  priced  fabric  and  is  expected  to 


Novelty  Easter  neckwear  in  cashmere  and  set  designs  in 
Eastern  and  Bulgarian  colorings.  Courtesy  A.  T.  Reid 
Co.,  Toronto. 


fill  a  demand  for  a  popular  lower  priced  number  with 
a  fair  margin  of  profit. 

The  tones  are  lighter,  although  the  ranges  include 
every  shade.  The  designs  comprise  two  tone  mottled 
stripes,  real  paisley  or  cashmere  combinations  or  bril- 
liant figures  or  bars  or  plain  silks.  Some  of  the  best 
of  these  are  rose  and  black,  light  and  dark  grey, 
helio  and  grey  and  two  tone  blues.  Other  patterns 
are  in  green  and  gold,  blue  and  gold,  garnet  and  rose, 
purple  and  green  and  brown  and  purple.  The  pre- 
dominating colors  in  bias  or  border  ends  are  blues 
with  blue,  black  or  Roman  stripe  contrast.     Browns 

gold  grouping 


and  tan   in  similar  designs  and  am 
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The  Kind  of  Socks  You  Can 
Sell  With  A  Clear  Conscience 


v> 


The  best  patrons  of  your  store  will  demand  the 
BEST  and  most  up-to-date  hose — and  for  this  reason 
you    should    stock    Pen- Angle  Half  Hose.    This  line  repre- 
sents the  utmost  in  hosiery  value,  and  is  a  line  you  can  conscienti- 
ously recommend  to  your  most  valued  customer  with  the  assurrance 
that  he  will  be  perfectly  satisfied. 

KNIT  TO  FORM— AND 
THE  SEAMS  OMITTED 

Pen-Angle  Half  Hose  are  shaped  to  fit  the  curves  of  the  foot  and  leg, 
thereby  ensuring  perfect  fit  and  long  wear.     And  the  entire  ab- 
sence of  seams  makes  them  comfortable  and  neat  looking. 
No  other  line  offers  such  splendid  value. 


Penmans    Limited 

PARIS  -  CANADA 

Underwear,  Sweaters,  Hosiery 

68 


Full-Fashioned 
Seamless 


HOSIERY  *" 

7 
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are  selling.  Gray,  black  and  white  and  black  with 
red  in  neat  line  stripes  with  marked  bias  border  are 
staple.  Some  striking  Jacquard  patterns  in  the  best 
shades  are  doing  well  in  the  average  numbers. 

Open  or  closed  end  graduated  shapes  are  pre- 
ferred in  the  better  grades.  Many  of  the  shapes  are 
larger.  All  bar  effects  are  usually  bias.  Batwings 
are  taking  fairly  well  to  wear  with  wing  collars. 
Most  of  the  designs  show  narrow  bar  or  fringed  ends 
with  stripe  on  a  plain  ground. 

In  knitted  ties  the  novelty  is  in  accordion  knit, 
graduated  open  end  shape.  This  makes  one  of  the 
neatest  effects  yet  produced  and  promises  still  an- 


A  New  Number. — Roman  stripe,  bor- 
der-end, novelty  in  a  range  of  season- 
able color  contrasts.  Courtesy  Van 
Allen  Co.,  Hamilton. 


other  development  in  this  branch  of  the  industry. 
This  shape  is  likelj'  to  be  shown  in  bias  bars  and 
border  ends  and  is  already  seen  with  small  check 
bar  and  similar  neat  effects.  Contrasting  colorings 
in  cross  bar  under  knot  designs  are  still  in  the  lead  in 
straight  ties. 

Improved  dress  ties  are  being  placed  on  the 
market.  These  are  made  in  collar  sizes  and  fit  accu- 
rately. They  can  be  adjusted  perfectly  because  the 
buttonhole  at  the  back  allows  sufficient  play.  Tying 
the  knot  precisely  in  front  is  assured  and  the  tie  is 


kept  down  front  and  back  by  the  buttonhole  and 
tabs.  This  new  tie  promises  to  be  well  received  by 
the  general  trade. 

The  vogue  for  predicted  Imperials  and  larger 
ties  is  being  taken  advantage  of  in  better  numbers. 
With  good  early  Easter  business  and  the  season  away 
to  a  good  start,  the  result  should  prove  exceptional. 
Most  of  the  buyers  are  putting  design  and  quality 
before  price  on  the  novelties  and,  putting  up  their 
showings  with  neat  numbers  selected  from  lines, 
which  appeal.  The  whole  season's  business  through- 
out is  to  be  influenced  by  good  merchandising  be- 
cause the  real  selling  season  comes  after  the  Easter 
holidays.  By  that  time  values  will  take  the  place 
to  a  greater  extent  than  novelty.  Wash  and  negligee 
ranges  will  then  be  ready  for  approval. 


News  Items 

Fort  Frances,  Ont. — Henderson  Bros.,  men's  fur- 
nishers, have  sold  out. 

»    *    * 

North  Bay,  Ont. — A.  T.  Smith,  men's  furnisher, 
is  planning  the  complete  renovation  of  his  store. 

«     *     * 

London,  Ont. — II.  A.  Britton  Co.,  manufactur- 
ers of  overalls,  have  disposed  of  their  business  and 
plant  to  the  Kitchen  Overall  and  Shirt  Co.,  of  Brant- 
ford.     The  machinery  will  be  moved  to  Brantford. 
•     *    • 

P.  W.  Hunsicker,  Secretary  of  The  N.  A.  W  T. 
of  America,  is  now  with  The  Hollock  Advertising 
Agency,  of  Grand  Rapids.  He  is  in  charge  of  a 
window  trimming  department  with  that  agency. 
Trimmers  will  kindly  note  that  the  secretary's  new- 
address  is  132  Monroe  Avenue,  Grand  Rapids,  Mich. 
»     *     * 

Montreal. — The  wholesale  dry  goods  warehouse 
of  Duchesneau  &  Duchesneau,  279  St.  Paul  street, 
Montreal,  was  the  scene  of  a  destructive  fire  on  Janu- 
ary 15,  when  damage  estimated  at  between  $40,000 
and  $50,000  was  done.  The  stock  in  the  firm's  new 
building,  adjoining  the  one  burned,  was  not  affected. 
»     *     » 

Paul  A.  Thorer,  of  Thdrer  &  Praetorious,  of 
Leipzig,  Germany,  visited  Montreal  and  Toronto  on 
a  trip  around  the  world,  via  Chicago  and  San  Fran- 
cisco. The  firm  of  which  Mr.  Thorer  is  the  head 
has  been  established  over  100  years.  They  were 
practically  the  first  to  introduce  Persian  Lamb  Cara- 
cul. Bokharan  and  other  furs  to  Germany  and  the 
world.  He  is  accompanied  by  the  manager  of  their 
New  York  office,  E.  N.  Speer,  President  of  the  Fur 
Merchants  credit  Association  and  A.  E.  Hassard,  of 
.1.  Bordeau  &  Sons,  Montreal. 
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Merchants 


know  that  honesty  is  the  best 
policy,  and  that  it  pays  to  give 
their  customers  the  best  goods. 
That  is  why  they  sell 


CLL  1  LL  (Pi™  w°o1/ 

and  Ribbed 

UNDERWEAR 


"CEETEE"  Underwear  is  the 
finest  pure  wool  underwear 
made  —  only  the  finest  Aus- 
tralian Merino  wool  is  used. 
Each  garment  is  knit  to  fit  the 
form  of  the  body  —  all  joins 
carefully  knitted  (not  sewn) 
together. 

We  defy  you  to  find  a  better 
Underwear  the  world  over. 

The  C.   Turnbull  Co. 
of  Gait,  Limited 

GALT,        -         -        .         ONT. 

A  ho  manufacturers  of  Turn- 
bull's  high  class  Ribbed  Under- 
wear for  Ladies  and  Children, 
Turnbull's  "M"  Bands  for  In- 
fants and  Ceetee  Shaker  Knit 
Sweater  Coats. 


#« 


m"% 


SHIRTS 

Are  Made/br  Parhci'tar  Pco; 


Have  you  laid  plans  for  the  biggest 
shirt  season  in  the  history  of  your 
department  ?  No  doubt  you  have 
noticed  the  growing  tendency  for 
the  outing  man  to  go  coatless  in 
Summer  and  also  that  he  takes 
special  pride  in  the  exelusiveness  of 
his  shirt?  "Star"  Brand  for  1913 
will  revolutionize  the  manufacture 
of  shirts.  See  our  Spring  and 
Summer   range. 


Easter 
Neckwear 


With  Easter  only  about  a  month 
away  the  neckwear  proposition  is 
an  important  one  and  should  not  be 
overlooked.  Have  you  made  your 
selection  of  Easter  ties?  Star  values 
and  styles  are  up  to  their  usual 
high   standard. 


The  Fall 
Underwear 


HAMILTON,  ONT. 


Our  representatives  will  be  pleased 
to  show  you  our  new  Fall  lines  of 
men 's  underwear  which  they  are 
now  carrying.  The  values  are  a 
revelation. 


=        Van  Allen  Co.,  Ltd.        = 
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Clothes,  Methods  and  Men 


THE  most  important  development  this  year  in 
the  clothing  world  is  the  upward  trend  in 
prices.  Everything  points  so  conclusively  in 
the  one  direction  that  tailors  and  men's  furnishers 
can  count  with  certainty  on  a  higher  price  scale  all 
around.  This  is  not  at  all  surprising  as  the  cost  of 
living  has  advanced  radically  in  every  direction  and 
it  is  only  natural  that  clothing  should  respond. 
Manufacturers'  costs  have  advanced  and  raw  mater- 
ial is  increasing  all  the  time.  At  the  present  time, 
pretty  general  advances  are  being  made  in  the  prices 
on  woollens.  British  manufacturers  are  finding  it 
necessary  to  demand  more  and,  although  the  ad- 
vances appear  small,  amounting  in  most  cases  to  a 
few  pence,  the  extra  cost  of  a  suit  is  sufficiently  large 
to  reduce  the  profit  materially,  if  the  old  price  stan- 
dards are  maintained.  In  addition  to  the  fact  that 
he  must  thus  pay  more  for  his  goods,  the  retailer 
faces  higher  costs  of  doing  business.  Rents  are  go- 
ing up;  larger  salaries  must  be  paid;  his  own  living 
expenses  are  higher  necessitating  the  taking  of  more 
money  out  of  the  business  for  personal  expenses. 
When  these  facts  are  passed  in  review,  one  conclu- 
sion only  can  be  reached.  The  retailer  will  have  to 
ask  a  larger  price  for  clothing  this  year.  While  it 
will  not  be  necessary  to  radically  upset  the  old  scale, 
a  sufficient  margin  should  be  added  to  insure  the 
merchant  a  fair  margin  of  profit.  The  advance  in 
the  cost  of  making  and  selling  a  suit  should  be 
borne  by  the  purchaser  and  it  would  be  well  for  the 
trade  to  educate  the  public  to  the  fact  that  higher 
prices  must  be  paid. 


TARIFF  investigations  are  being  started  in  the 
United  States  with  a  view  to  arriving  at  a 
basis  for  duty  reductions.  As  a  first  result,  a  great 
deal  of  information  is  being  vouchsafed  with  refer- 
ence to  costs  and  profits  on  manufactured  goods,  par- 
ticularly on  clothing.  Many  statements  of  a  dan- 
gerous and  misleading  character  have  been  made 
with    reference   to   the   question    of   men's   clothing 


and  public  opinion  has  been  inflamed  as  a  result. 
At  one  hearing  of  the  committee  on  Ways  and 
Means  at  Washington,  the  statement  was  made  that 
cloth  costing  $3  went  into  a  suit  of  clothes  retailing 
at  $12  to  $15.  Unfortunately  the  report  was  pub- 
lished broadcast  that  the  cost  of  clothes  retailing  at 
that  price  was  $3.  Newspapers  played  the  fact  up 
under  scare  heads,  and  commented  scathingly  on 
what  was  assumed  to  be  the  expose  of  exorbitant 
profits.  That  such  publicity  given  to  a  ridiculously 
incorrect  statement  would  do  harm  was  quite  obvi- 
ous, so  an  effort  is  being  made  to  give  the  public 
correct  and  official  figures  on  the  subject.  The 
National  Association  of  Clothiers  have  presented  a 
statement  showing  the  cost  of  a  garment  which 
would  retail  at  $9  or  a  little  higher.  "The  suit  of 
clothes  from  cloth  at  60  cents  net  per  yard  figures 
as  follows: 

Cloth,  3y8  to  3%  yards,  at  60  cents $2.05 

Cutting,  making  and  trimming    2.50 

Overhead  charges    45 


$5.00 


Wholesale  price,  $6,  showing  a  gross  profit  of. $1.00 

Of  which,  "selling"  at  7  per  cent 42 

Net  profit    58 

$1.00 
That  there  is  no  exorbitant  profit  here  is  quite 
apparent.  The  profit  obtained  by  manufacturer  and 
jobber  is  small  and  the  retailer  get*  just  sufficient 
margin  to  enable  him  to  maintain  his  store  and 
invest   a  large  sum   of  money  in  stock. 


REPORTS  from  London.  England,  arc  to  the 
effect  that  the  frock  coat  is  not  being  worn 
nearly  so  much  for  formal  affairs.  The  cutaway 
morning  coat  is  coming  into  favor.  It  is  not  anti- 
cipated, however,  that  anything  will  ever  supplant 
the  Prince  Albert  or  even  seriously  undermine  it. 
Present  tendency  to  wear  a  mornina;  coat  i-  a  mani- 
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festation  of  the  desire  men  are  showing  to  sacrifice 
convention  to  comfort.  This  same  idea  is  leading  to 
what  may  be  termed  a  degree  of  laxness  in  other 
respects.  For  instance,  men  are  showing  a  disin- 
clination to  always  appearing  at  the  theatre  in  full 
evening  dress  and  the  tuxedo  is  becoming  increas- 
ingly popular.  A  free-and-easy  desire  for  comfort  is 
playing  hob  with  some  of  the  cut  and  dried  conven- 
tions. 


CONTINUAL  fashions — and  the  same  idea  is 
creeping  into  America — in  men's  overcoats, 
favor  the  military.  Some  striking  effects  have  been 
seen  in  the  way  of  fur  and  braid  trimmed  over- 
coatings of  distinctly  military  cut.  This  can  be 
traced  directly  to  the  outbreak  of  war  in  the  Bal- 
kans. In  Paris  some  extreme  close-fitting  models 
are  being  shown. 


<{T  E  Comte,"  a  fashion  writer  for  the  London 
J-^  Evening  Standard,  says:  "It  has  been  sug- 
gested to  me  that  the  present  time  of  the  year  is  the 
right  time  for  a  short  discussion  of  pockets,  because 
now  is  the  time  when  most  men's  pockets  are  sup- 
posed to  be  empty.  Lin  fortunately  for  most  men's 
clothes,  the  term  'empty  pockets'  is  usually  regarded 
as  merely  a  synonym  for  'no  money ;'  the  pockets 
are  not  actually  empty.  If  they  were,  then  those 
men  who  make  a  living  by  cleaning,  pressing  and 
generally  renovating  clothes  would  soon  find  busi- 
ness very  slow.  A  good  part  of  their  occupation 
would  soon  disappear,  because  it  is  by  overloading 
his  pockets  that  the  average  man  helps  to  ruin  his 
clothes. 

"It  would  be  a  good  thing  if  some  men's  pockets 
were  sewn  up.  One  could  be  left  for  a  handker- 
chief— the  hip  pocket  of  the  trousers  is  a  good  place 
for  that — but  the  other  pockets  are  seldom  so  neces- 
sary as  they  are  thought  to  be,  and  the  average 
man  is  apt  to  allow  himself  to  be  tyrannized  by  his 
pockets.  I  have  known  men  to  carry  large  bundles 
of  letters,  to  say  nothing  of  a  large  letter  case,  a 
massive  cigar  case,  a  couple  of  pipes,  a  box  of  cig- 
arettes, a  bulky  tobacco  pouch  and  a  few  other  odd 
things.  These  same  men  have  come  to  me  and 
asked  how  it  is  that  their  coats  always  seem  to  look 
shabby  so  soon.  The  answer,  in  a  word,  has  been: 
The  pockets  have  spoiled  the  clothes." 


THE  English  hat  industry  is  in  healthy  condition 
despite  local  drawbacks  such  as  strikes  and 
export  obstacles  in  the  form  of  tariffs  and  keen  for- 
eign competition.  The  Manchester  Guardian,  in 
discussing  the  question  of  hat  exports,  says: — 

"At  present  a  good  healthy  tone  prevails,  and  the 


prospects  for  the  new  year  are  regarded  as  excellent. 
In  spite  of  tariffs  and  keen  competition,  the  English- 
made  hat  is  more  than  holding  its  own  in  foreign 
markets,  and  manufacturers  who  send  to  Canada, 
the  United  States,  South  America,  and  the  Contin- 
ent, are  able  to  show  good  bookings  and  numerous 
inquiries.  There  is  some  prospect  also  of  a  mar- 
ket in  China,  but  it  is  not  expected  that  English 
manufacturers  will  be  able  to  make  much  headway 
there  against  the  cheaper  Japanese  goods.  They  are 
looking  rather  to  Canada  and  South  America  for 
increased  business." 

"The  same  journal  also  states  that  since  1903 
British  exports  of  hats  of  all  sorts  have  increased  by 
£867,922  in  value.  This  increase  is  greater  than  the 
total  value  of  hat  imports,  which  in  1911  amounted 
to  £820,331  gross  value.  Of  these  no  less  than  £321,- 
304  worth  were  re-exported,  leaving  net  imports  of 
the  value  of  £499,027.  The  Board  of  Trade  returns 
classify  hats  under  three  headings — straw,  felt,  and 
"other  materials."     By  far  the  greater  portion  of 
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Advices  are  to  the  effect  that  waists  for  men  are  coming  in 
— as  the  cartoonist  sees  it. 

English  imports  come  under  the  third  heading.  The 
average  price  of  exports  in  1911  was — for  felt  hats 
35s.  lOd.  per  dozen  and  for  straw  hats  20s.  9d.  per 
dozen.  Imports  values  were — for  felt  hats  26s.  lOd. 
per  dozen,  for  straw  hats  25s.  8d.  per  dozen,  and  for 
hats  of  "other  materials"  29s.  8d.  per  dozen.  Ac- 
cording to  the  Census  of  Production,  there  were  in 
1907,  30,829  persons  engaged  in  hat,  bonnet,  and 
cap  factories  and  workshops,  and  2,599  outworkers, 
the  value  of  the  output  being  £5,107,000.  Hatters' 
fur  factories  and  workshops  employed  a  further 
2.016  persons  and  157  outworkers,  the  value  of  the 
output  being  £428,000. 

— m — 


Cornwall,  Ont. — R.  T.  Woodside,  superintendent 
of  the  Stormont  mill  of  the  Canadian  Cottons,  Lim- 
ited, dropped  dead  on  his  way  home  from  work. 
The  rupture  of  a  blood  vessel  in  the  brain  is  supposed 
to  have  been  the  cause. 
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"Monarch-Knit" 


The  Largest  Knit  Goods  • 


WE  LEAD  IN 
STYLE, 
QUALITY, 
WORKMANSHIP 
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"Monarch-Knit" 

Manufacturers  in  the  IVorld 


The  lines  represented 
give  a  fair  idea  of  the 
distinct  style  embodied 
in  our   immense  range. 


M-40— This  coat  is 
equipped  with  the 
famous  "Tri-Col- 
lar"  suitable  to  all 
kinds  of  weather. 


M-40 


M-92 


M-92— Made  in  Jumbo  Stitch. 
This  class  of  coat  will  be  very 
popular   for  the  coming   season. 


Company,    Limited 


BUFFALO. 


Head  Office : 


DUNNVILLE,  ONT. 
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Should  Take  Stock  on  Cost  and  Selling 

Unanimous  opinion  of  correspondents  is  that  inventory  should  be  taken  on 

selling  as  well   as   cost   price— Methods  of  aggressive  merchants  explained— 

Actual  profit  can  be  learned  accurately  in  this  way. 


FEW  questions  have  awakened  more  interest 
than  that  propounded  in  the  last  issue  of 
The  Review.     Taking  an  inventory  on  cost 
or  selling  price  is  a  merchandising  problem  of  vital 
moment.    The  problem,  as  stated,  was  as  follows : 
"Would  it  be  advantageous  for  a  mer- 
chant in  taking  an  inventory,  to  have  a 
knowledge  of  the  total  selling  price  of  the 
merchandise  which  is  on  hand,  as  well  as 
the  cost?" 
A  large  number  of  replies  were  received.     The 
unanimous  opinion  expressed  was  that  it  is  highly 
essential  to  take  stock  on  selling  price  as  well  as  cost 
•  price,  and  good  reasons  are  advanced.     Some  of  the 
best  replies  are  appended: 

*    *    * 

Taken  at  Both  Cost  and   Selling  Price 

Windsor,  Ont. 

"Would  it  be  advantageous  for  a  merchant  in 
taking  an  inventory,  to  have  a  knowledge  of  the 
total  selling  price  of  the  merchandise  which  is  on 
hand,  as  well  as  the  cost?" 

The  writer  has  no  hesitation  in  saying,  "Yes." 

The  old  method  of  taking  an  inventory  is  to  take 
the  goods  at  actual  invoice  price.  This  is  sometimes 
varied  by  taking  all  new  and  saleable  lines  at  actual 
cost,  and  lines  that  have  deteriorated  in  value  at  a 
valuation.  This  latter  method  seems  to  have  found 
favor  with  the  smaller  stores  throughout  the  country. 

The  system  of  taking  inventory  at  the  selling 
price  was  introduced  by  the  large  department  stores, 
and  in  some  respects  serves  their  purposes  well 
enough.  But  the  merchant  of  the  hour  is  not  satis- 
fied any  more  with  guess  work- — he  wants  facts. 

The  exponents  of  taking  stock  at  selling  price 
claim  that  the  selling  value  of  an  article  is  its  real 
value,  and  that  stock  records  should  be  kept  on  a 
selling  price  basis.  They  figure  the  cost  of  doing 
business  on  the  selling  price,  add  a  small  percentage 
for  profit,  deduct  this  from  the  selling  price  and 
claim  they  have  the  real  value  of  the  goods  on  hand. 

By  this  method  the  cost  of  the  goods  sold  is 
not  known  as  that  figure  must  be  estimated.  It  is 
obvious  that  under  certain  conditions  this  would  be 
inadvisable.  For  instance,  if  the  buyer,  or  some 
other,  has  an  interest  in  the  business,  and  the  profits 
are  distributed  annually,  the  profits  would  be  divided 
according  to  estimated  cost,  which  might  or  might 
not  be  accurate. 

The  old  way  of  taking  stock  at  cost  price  is  neces- 
sary to  any  firm  that  desires  accurate  records.  But  by 
taking  at  both  cost  and  selling  price,  we  have  a  re- 


cord that  can  be  analyzed  to  show  a  great  deal  more 
information.  It  can  be  taken  with  but  little  more 
effort  and  does  not  require  very  much  more  time  in 
entering. 

Some  of  the  advantages  of  taking  at  both  prices 
might  be  stated : 

First,  the  actual  cost  and  selling  price  of  the 
goods  on  hand  is  shown. 

Second,  the  difference  between  the  above  shows 
the  average  profit  marked  over  cost,  in  figures,  or  in 
percentages. 

Third,  the  profits,  or  percentages  on  any  line  can 
be  found. 

Fourth,  the  profits  marked  on  the  stock  on  hand 
can  be  compared  with  those  that  were  marked  on 
the  goods  sold. 

Lastly,  this  method  combines  all  the  good  features 
of  the  other  two. 

The  value  of  an  inventory  may  be  doubled  by 
having  a  system  of  stock  numbering  that  will  show 
the  season  in  which  they  were  purchased.  This  is 
a  simple  thing  in  itself,  but  it  is  a  wonderful  benefit 
to  the  retailer. 

There  are  any  number  of  methods  that  could 
be  used  to  indicate  the  season  in  which  an  article  is 
bought,  the  simplest  of  which  is  the  use  of  a  season 
letter.  This  is  merely  a  letter  affixed  to  the  original, 
or  the  store's  own  sample  number,  and  indicates  the 
half  year  in  which  the  article  arrived  in  the  store. 

When  inventory  is  taken  the  goods  of  each  season 
are  taken  separately  as  follows:  the  present  season; 
the  season  immediately  preceding;  the  season  pre- 
ceding that,  and  all  goods  of  seasons  more  than  a 
year  and  a  half  old.  Such  a  record  is  at  once  a  record 
of  the  standing  of  the  goods  on  the  shelves  and  a 
guide  to  future  buying.  No  merchant  would  buy 
over  and  over  again  the  goods  that  are  sticking  on 
his  shelves.  He  would  cut  down  certain  pet  depart- 
ments that  are  showing  up  badly,  and  otherwise  im- 
prove his  store  service. 

An  inventory  should  be  more  than  a  mere  record 
of  stock  on  hand,  it  should  be  a  table  of  information 
that  when  subjected  to  the  analysis  of  a  thinking 
retailer  will  produce  a  fund  of  valuable  information 
about  his  business.  By  all  means  take  stock  at  both 
prices. 

A.  E.  Edgar. 

*    *    * 

Both  Are   Necessary 

Chatham,  Ont. 
Both  are  vitally  important  in  relation  to  your 
knowledge   of  what  your  business  is   paying  you. 
Neither  cost  nor  selling  can   alone  determine  your 
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rate  of  profit.  Generally  a  merchant  has  a  fixed  idea 
in  his  mind  as  to  what  percentage  of  profit  to  mark 
the  different  lines  of  goods. 

But  in  this  age  of  departmental  selling  when  each 
department  is  a  "store  unto  itself,"  when  the  ex- 
penses— salaries,  light  and  heat,  rent,  etc. — are  pro- 
portionately charged  to  each  separate  line  of  goods. 
an  actual  knowledge  of  this  is  obtained  only  by  exact 
book  keeping  methods,  resultant  upon  the  earning 
powers  of  each  separate  department.  The  majority 
of  concerns  take  stock  on  the  cost,  some  few  take  it 
on  the  selling,  and  only  a  guess  is  ever  arrived  at  as 
to  the  year's  returns,  being  satisfactory.  The  book 
keeper  has  in  his  entry  goods  as  per  invoice.  $15,000 
bought  during  the  year,  rent  $800,  freight  and  ex- 
press $300,  insurance  $150,  salaries  $2,500  (with 
no  account  taken  of  the  merchants  own  time),  ex- 
tras $200.  The  year's  sales  $22,000.  Mr.  Merchant 
indifferently  satisfied  that  there  should  be  something 
over  $3,000  for  the  year's  profit. 

This  plan  used  to  answer.  lie  was  ignorant 
whether  his  millinery  ever  paid  a  profit.  He  never 
thought  it  paid  for  the  light  the  girls  used.  Staples 
never  could  make  very  much  as  they  had  to  be 
marked  too  close. 

So  it  must  be  his  dress  goods  and  small  wears  that 
helped  out. 

The  bigger  concerns  took  up  the  idea  of  separ- 
ating the  different  lines,  and  gradually  evolved  a 
system  of  book  keeping  that  told  what  lines  were 
profitable  and  what  not,  and  now  no  real  merchant 
is  satisfied  unless  every  department  is  on  a  paying 
basis. 

But  to  get  back  to  the  question,  should  the  cost 
and  selling  be  taken  at  inventory? 

I  should  say  yes — for  this  is  the  only  definite  way 
of  knowing  your  exact  rates  of  profits.  After  once 
determining  this  on  the  individual  department  plan, 
it's  an  easy  matter  to  keep  this  as  a  guide  for  subse- 
quent years,  after  once  taking  the  cost  and  selling 
a  repetition  would  not  be  necessary. 

A  correct  system  of  department  book  keeping  will 
reveal  the  percentage  of  expenses  to  charge  to  each 
individual  department,  taking  into  account  the  sal- 
aries, freight  and  express,  rent  or  taxes,  insurance, 
proportion  of  window  expense,  delivery,  general  man- 
agers salary,  etc. 

So  nearly  perfect  has  this  system  become  that  it's 
a  common  thing  for  a  going  concern  to  change  hands 
in  a  night,  so  exact  are  the  department  books  kept 
at  a  glance  the  amount  of  stock  on  hand  can  be  detei*- 
mined  and  what  the  business  has  been  paying. 

Under  this  plan,  by  taking  the  cost  and  selling 
and  finding  what  percentage  of  profit  each  depart- 
ment is  paying,  it  will  be  an  easy  matter  to  apply 
the  remedy. 

The  millinery  may  need  some  drastic  increase 
to  cope  with  the  loss.       You  may  find  a  remedy  in 


giving  shorter  contract  with  work-room  help  and  by 
more  care  in  buying  you  may  find  that  night  work 
is  false  economy ;  that  spare  hours  in  a  dull  season 
may  be  put  to  good  use.  One  milliner  at  the  present 
time  has  to  keep  in  her  stock  a  nice  assortment  of 
children's  Summer  straw  hats  made  up  of  broken 
lines  of  straw  braids.  These  she  had  worked  up  in 
spare  time  in  December  and  January. 

There  is  no  better  way  of  taking  stock  of  your 
stock  than  by  finding  out  what  profit  you  are  making 
and  what  it  cost  to  make  it,  and  this  may  be  deter- 
mined by  listing  both  cost  and  selling  price  at  in- 
ventory. 

© 

Cost  Price  Necessary 

Montreal,  Que. 

With  reference  to  question  in  your  January,  1913 
issue,  having  made  a  study  of  this  matter  from  all 
points  of  view,  would  give  the  following  opinion : 

The  taking  of  an  inventory  is  undoubtedly  one 
of  the  most  important  factors  the  merchant  has  to 
consider  in  the  working  of  a  business,  for  it  tells  the 
results  of  the  efforts  put  forth  in  the  merchandising 
of  a  business,  from  the  buying  and  selling  point  of 
view  over  a  given  period. 

It  is  absolutely  essential  to  take  a  stock  at  cost 
price,  as  this  is  the  only  means  the  merchant  has  of 
arriving  at  the  exact  amount  of  profit  made  during  a 
certain  season,  also  the  only  means  of  knowing  the 
correct  value  from  a  buyer's  point  of  view  of  the 
goods  on  hand. 

In  taking  an  inventory  at  selling  price,  it  is 
necessary  to  deduct  a  percentage  in  order  to  obtain 
the  actual  purchase  value  of  stock  on  hand,  and  as 
goods  in  some  cases  are  bought  to  better  adanvantage 
it  is  impossible  to  arrive  at  the  actual  cost  of  stock. 

Some  firms  take  their  inventory  at  both  cost  and 
selling  prices.  This  is  good  for  certain  checking 
purposes.  It  enables  a  merchant  to  arrive  at  an 
average  percentage  being  made  on  his  sales,  and  also 
to  gauge  in  advance  the  amount  of  profit  he  can  make 
on  a  certain  turnover,  which  would  be  useful  in  the 
case  of  anticipated  extensions  and  improvements. 

Another  important  point  in  taking  an  inventory 
is  to  depreciate  all  goods  that  are  not  worth  what  they 
cost  of  their  actual  value. 

Leo  E.  Falkner. 


A  Great  Advantage 

Orillia,  Ont. 
In  reply  to  your  question,  would  it  be  advan- 
tageous for  a  merchant  in  taking  an  inventory  to 
have  a  knowledge  of  the  total  selling  price  of  the 
merchandise  which  is  on  hand  as  well  as  the  cost.  I 
think  it  would  be  a  very  great  advantage  to  know 
the  exact  retail  value  of  his  stock  as  well  as  the  in- 
voice or  cost  price. 

Continued  on  page  51. 
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Floral   decoration,  Astral  ferns  in  seasonable  tints  and  yellow  "mums."   Background,  tan  felt;  floor,  tan  felt  to  match. 
Arranged  by  Warren  Andrews,  for  Anderson  Co.,  Ltd.,  St.  Thomas. 
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Continued  from  page  79. 

Now,  for  instance,  let  us  take  a  dress  goods  stock. 
At  the  end  of  January  of  the  present  year,  supposing 
a  merchant  finds  that  he  has  the  following  stocks  of 
drefp  goods  on  hand: 

Total 

No.  of  yds.     Cost  per  yd.  Tl.  cost.  Tl.  retail,    profits 

S3        .17         $14.11        .25     $20.75     $  fi.64 

13        .98y2  2.40        .25         3.18  .78 

322        .19)  28.18        .39       96.60        38.42 

17%    .22  3.89        .30         5.31  1.42 

Now,  I  would  think  it  would  be  a  good 
system  for  a  merchant  to  keep  a  stock  list 
of  the  dress  goods  that  come  in  with  the 
Spring  and  Fall,  also  sorting,  shipments.  I 
would  suggest  that  the  list  be  kept  the 
same  as  stock  list  shown.  Also  that  a  special  order 
list  be  kept.  For  instance,  supposing  a  lady  came  in 
and  wanted  a  certain  piece  of  goods  and  the  mer- 
chant did  not  have  it  in  stock,  but  sent  for  samples 
and  in  that  way  made  the  sale. 

Now  I  would  mark  the  goods  that  were  in  stock 
in  January  1913,  R.S.  13,  which  would  be  known  as 
regular  stock  carried  over  from  1912.  The  Spring 
goods  that  came  in,  S.  1913,  which  could  always  be 
referred  to,  and  it  would  be  known  just  exactly 
when  they  were  put  in  stock.  I  would  also  mark 
Fall  goods,  F.S.  1913,  and  sorting  goods  S.F.  1913. 
By  marking  the  goods  in  the  above  way  the  merch- 
ant could  take  his  sheets  and  go  down  to  the  man  of 
his  dress  goods  department  and  find  out  exactly  how 
many  pieces  of  R.S.  were  still  in  stock,  also  if  they 
were  good  sellers ;  if  there  were  good  profits  in  them. 
If  they  are  slow  sellers  there  is  something  wrong; 
there  is  not  enough  money  in  them  to  make  the 
department  pay.  If  they  have  been  on  the  shelves 
too  long,  any  business  merchant  would  at  once  see 
they  would  not  make  money  for  him  lying  there 
and  would  turn  them  into  money  in  some  shape  or 
other  and  invest  it  in  the  kind  of  goods  that  he  could 
sell  rapidly  and  make  a  good  profit  on,  thus  making 
his  department  pay. 

For  instance,  he  could  look  at  his  stock  sheet  of 
January  1913  and  say,  "How  is  that  piece  of  goods 
R.S.  cost  59c,  retails  for  90c?"  If  he  finds  out  it  is 
not  selling,  I  would  consider  it  good  business  to  mark 
it  down  to  a  price,  say  75c.  and  see  if  it  would  sell  at 
that.  Now,  supposing  he  comes  down  to  the  head 
of  the  department  at  the  end  of  another  month  and 
enquires  if  the  piece  R.S.,  cost  59c.,  retails  for  90c. 
marked  down  to  75c.  is  selling.  He  finds  the  piece 
is  half  sold.  He  comes  to  the  conclusion  that  it 
must  have  been  marked  too  high  at  first  or  some- 
thing. He  inquires  of  R.S.  cost  60c.  retails  at  90c, 
he  finds  it  has  been  a  very  good  seller.  Now  he  finds 
that  he  can  make  a  good  profit  on  one  piece  of  goods 
and  sell  it  rapidly  and  make  money  out  of  it.  The 
other  one  is  slow  and  he  has  to  cut  his  profit  almost 


in  two  to  sell  it.  He  knows  where  he  has  bought 
each  piece  of  goods.  He  knows  which  one  pays  him 
the  best  dividend  to  handle.  Therefore  he  knows 
which  house  to  buy  that  certain  line  of  goods  from  to 
his  own  best  advantage. 

Now  when  he  comes  to  a  sticker,  as  above  men- 
tioned, he  should  mark  the  price  it  was  marked  down 
to  on  his  stock  list,  also  the  number  of  yards  in  the 
piece.  Now  if  this  was  done  with  each  piece  of  goods 
and  the  total  cost  price,  total  selling  price  also  where 
price  had  to  be  marked  down,  at  the  end  of  each 
month  he  could  find  out  by  comparing  his  lists  with 
the  sales  from  the  department  and  allowing  a  certain 
percentage  for  remnants,  etc.,  just  exactly  how  much 
stock  there  was  in  the  department — whether  it  was 
too  heavy,  too  low  or  whether  it  was  moving  as  fast 
as  it  should  or  not.  Also  he  could  push  out  the  fast 
and  slow  sellers  and  this  I  think  would  give  him  a 
very  good  knowledge  of  just  what  kind  of  goods  to 
buy  and  where  to  buy  them  to  the  best  possible  ad- 
vantage. 

I  think  by  having  a  system  like  the  above  men- 
tioned a  merchant  would  be  able  to  get  his  depart- 
ments right  down  to  a  science  and  make  them  move 
more  rapidly  and  keep  them  cleaner  (free  from  old 
stock)  and  make  more  money  out  of  them. 

By  keeping  the  separate  stock  lists  he  could  also 
find  out  just  at  what  season  of  the  year  he  made  the 
most  money  out  of  each  season's  goods. 

J.  J.  McNab. 


How  Stock   Was  Taken 

S.  Vancouver,  B.C. 
Is  it  an  advantage  to  know  the  total  selling  price 
as  well  as  the  total  cost  in  an  inventory?  I  say  yes. 
For  instance,  some  stores  do  not  mark  the  cost  price 
on  a  garment  but  take  the  inventory  from  the  selling 
price.  The  advantage  comes  here.  If  you  know 
what  your  stock  cost  you  and  also  what  it  is  worth  at 
the  selling  price,  you  can  get  the  percentage  of  your 
profit  on  the  whole. 

I  have  helped  take  stock  where  the  system  had 
been  adopted  of  taking  inventory  by  the  selling  price. 
Of  course,  it  was  done  this  way:  Ties,  gloves  and 
hosier}^  were  called  in  and  a  discount  of  25  per  cent. 
taken  off  the  selling  price;  sweaters,  underwear,  and 
shirts  33  1-3  off;  clothing  ,hats,  and  suitings  40  per 
cent,  off,  and  so  on  until  the  whole  stock  had  been 
gone  through.  Of  course,  in  the  first  place  the  lines 
had  to  be  placed  together  that  bore  about  the  same 
rate  of  profit  and  taken  in  at  both  cost  and  selling 
price  for  future  reference  to  get  as  nearly  exact  as 
possible. 

Then,  too,  the  office  had  a  good  chance  to  review 
the  different  departments  and  find  out  what  lines 
were  the  most  profitable  and  also  the  weak  ones. 

F.  J.  Lancaster. 
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Important  to  Take  Both 

Peterboro',  Ont. 

I  consider  it  quite  essential  when  taking  stock  to 
figure  the  selling  as  well  as  the  cost  price.  Otherwise 
it  would  be  impossible  to  tell  at  what  advance  your 
stock  is  marked.  It  is  quite  important  to  know  this, 
if  not  absolutely  necessary,  because  the  cost  of  doing 
business  hardly  ever  remains  stationary  and  in  prac- 
tically every  case  the  percentage  is  considerably 
higher  than  it  was  five  years  ago.  If  this  is  so,  the 
advance  at  which  the  stock  is  marked  should  also 
increase.  Another  very  important  reason  for  know- 
ing the  advance  your  stock  is  marked  at  is  this.  By 
knowing  this,  together  with  your  sales  and  purchases 
each  month,  you  can  get  a  fairly  accurate  estimate  of 
the  amount  of  your  stock  the  first  of  every  month. 
Unless  you  know  this,  it  is  necessary  to  wait  until 
stock-taking,  either  one  or  twice  a  year  to  know  how 
much  merchandize  you  have  on  hand.  When  taking 
stock,  it  is  very  little  extra  work  to  take  both  cost 
and  selling,  so  that  I  would  consider  it  very  poor 
business  to  take  only  the  cost. 

Manager. 


Selling  Figures  Necessary 

The  chief  purpose  in  taking  an  inventory  is  to 
get  at  the  value  of  the  stock  were  it  placed  on  the 
market  under  the  most  favorable  conditions.  It  is 
a  most  unusual  thing  for  a  stock  to  sell  at  cost  price. 
When  business  is  carried  on  in  the  usual  way  by  its 
present  owner  it  can  be  disposed  of  at  cost,  but  when 
any  unforeseen  things  happen  and  the  ptock  is 
thrown  on  the  market,  which  happens  to  90  per  cent, 
of  stocks  sooner  or  later,  then  75  to  85  per  cent,  of 
the  cost  is  as  much  as  the  best  stock  will  bring.  So 
that  in  taking  an  inventory  the  merchant  to  be  just 
to  himself  and  his  creditors,  should  take  it  at  the 
present  selling  price,  which  cannot  be  more  than  85 
per  cent,  of  its  cost;  and  if  it  is  not  first-class  should 
be  taken  at  less.  Having  bought  and  sold  -locks  all 
depends  on  the  stock  itself  to  determine  its  value. 
Some  stock  is  good  sale  at  85  per  cent.,  others  are 
poor  at  50  per  cent.  I  think  it  a  great  advantage  for 
a  merchant  to  look  at  things  from  a  business  stand- 
point, which  would  be  to  face  the  selling  price. 

An  old  retail  dry  goods  merchant  lately  trans- 
ferred to  the  wholesale. 

Experience. 


Helps  Find  the  Leaks 

Vancouver,  B.C. 
In  reply  to  your  question  in  15th  January  num- 
ber, would  say  I  certainly  consider  it  a  great  advan- 
tage to  know  both  the  cost  and  retail  price  in  taking 
stock  and  have  them>  recorded  in  stock  bank. 

1st — Less  errors  will  happen  in  stocktaking,  for 
in  almost  every  store  there  are  one  or  more  clerks  to 
whom  the  cost  price  means  nothing  but  letters  or 


figures,  so  if  each  slip  had  both  cost  and  retail  the 
merchant  when  copying  into  the  stock  book  would 
note  at  once  if  the  cost  was  wrong  by  the  great  dif- 
ference or  lack  of  difference  between  the  two  prices, 
for  it  is  almost  impossible  to  get  a  cost  mark  which 
has  every  letter  or  figure  so  different  that  an  error 
is  not  easily  made. 

2nd — It  gives  a  merchant  better  knowledge  of 
his  real  average  profit.  It  is  not  unusual  for  a  man 
to  wonder  where  the  profit  he  thought  he  was  mak- 
ing has  gone.  I  submit  that  if  a  merchant  takes 
both  cost  and  retail  of  every  article,  and  whether  his 
store  is  in  department  or  not,  if  he  takes  his  stock 
down  in  sections,  such  as  staples,  fancy  goods,  men's 
goods,  gloves,  hosiery,  etc.,  and  figures  out  the  aver- 
age profit  he  has  marked  on  each  of  these  sections, 
then  divides  his  sales  as  nearly  as  possible  in  the 
proportion  of  business  done  in  each  section,  he  may 
find  some  of  the  leaks  his  profits  have  been  getting 
through,  for  while  his  average  marked  profit  may 
he.  say.  45  per  cent,  cost,  still  the  average  profit  on 
his  staples  may  prove  to  be  only,  say,  25  per  cent., 
and  may  show  an  actual  net  loss;  and,  although  he 
may  have  an  average  of  75  per  cent,  on  fancy  goods, 
if  the  turnover  in  staples  is  much  greater,  it  may  run 
away  with  a  lot  of  fancy  goods  margins.  So  the  real 
profit  on  turnover  is  nothing  like  45  per  cent,  on 
cost,  or  31  per  cent,  on  turnover,  as  he  might  think, 
if  he  does  not  take  the  stock  in  sections. 

3rd — If  a  man  carries  a  stock  of  $20,000  and  his 
turnover  is  $40,000,  he  is  fairly  well  satisfied,  as  he 
turns  his  stock  twice,  but  let  him  take  both  cost  and 
retail  and  find  out  that  the  marked  price  of  his  stock 
is,  say,  $29,000,  I  submit  he  will  feel  very  much  like 
trying  to  increase  his  sales  or  see  where  he  can  re- 
duce his  stock  for  a  29,000  stock  with  a  40,000  turn- 
over looks  different,  and  a  man  materially  thinks  in 
the  figures  of  his  stock  book,  for  if  cost  and  profits 
should  be  figured  on  turnovers,  why  shouldn't  turn- 
overs be  figured  on  marked  price,  not  cost  price,  of 
goods? 

These  changes  miake  a  little  more  work,  but  very 
little  except  the  double  extensions  in  the  stock  bood, 
and  it  seems  to  me  the  extra  knowledge  gained  is 
verv  well  worth  while.  SUBSCRIBER. 
« 

Winnipeg,  Man. — The  death  occurred  at  Fort 
Resolution,  Mackenzie  River,  on  December  5,  of  one 
of  the  most  noted  Hudson  Bay  Company  fur  trad- 
ers of  recent  years,  Robert  McLenaghen  by  name. 
He  has  two  brothers.  John  and  James  in  Toronto. 

Thamesville,  Ont. — Geo.  Hardy  has  bought  out 
the  men's  wear  and  general  stock  of  J.  W.  Mc- 
Oaffey. 

St.  Thomas,  Ont. — Abe  Squires,  who  for  the 
past  two  years  has  been  manager  of  the  local  store  of 
Woolworth,  Limited,  received  notification  on  Satur- 
day that  he  had  been  appointed  manager  of  the 
firm's  store  in  Winnipeg. 
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A  suggestion  for  a  neat  and  effective  unit,  showing  a  complete  outfit  from  hat  to  foot- 
wear. The  various  articles  are  arranged  with  an  eye  to  effect,  and  the  scheme  of 
distribution  has  some  novelty  phases  which  are  commendable. 
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Some   samples   of   streamers   used   in   men 's   wear   stores. 

Developments  of  the  Streamer  Idea 

Stores  are  going  in  for  this  kind  of  display  more  strongly  than  ever  before — 
Competition  is  becoming  keen — Merits  and  weaknesses  of  the  idea — Should 
streamers  be  allowed  to  completely  subordinate  window  displays  even  for  a 

short  time  ? 


A  MARKED  development  in  methods  of  win- 
dow advertising  of  late  years  and  more  es- 
pecially during  the  past  few  months,  has 
been  the  use  made  of  streamers.  The  tendency  has 
been  noted  particularly  in  the  larger  centres,  where 
the  streamer  habit  has  become  very  common.  At 
the  present  time,  stores  are  vying  one  with  another 
in  producing  new  ideas  and  effects  and  some  very 
original  schemes  are  being  introduced.  Many  of 
the  latest  kinds  of  streamers  are  extremely  effective, 
but  many  are  also  of  the  "freaky"  variety  and  not  a 
few  are  to  be  roundly  condemned. 

Peculiarly  enough,  the  streamer  habit  seems  to 
be  taken  up  with  greater  avidity  by  men's  furnishers 
than  by  merchants  in  other  lines.  The  competition 
between  haberdashery  stores  in  the  bigger  cities  is 
becoming  keen.  For  the  past  two  months,  the  writer 
has  watched  two  establishments  which  stand  on  op- 
posite corners  and  which  have  been  fiercely  battling 
for  supremacy  in  the  matter  of  streamer  anounee- 
ments.  One  day  something  new  and  startling  will 
be  seen  in  one  store,  and  it  will  really  seem  that  the 
limit  of  ingenuity  and  the  height  of  bombast  has 
been  reached.  But,  lo  and  behold!  the  very  next 
day  finds  merchant  number  two  with  something  still 
more  ingenious  perhaps,  and  certainly  more  bom- 
bastic. At  various  stages  of  the  rivalry,  both  stores 
have  been  literally  plastered  over  with  signs  and 
streamers. 

Although  the  streamer  idea  is  an  old  one,  and 
has  been  carried  on  for  many  years,  the  tendency 
now  is  very  marked  to  carry  the  idea  to  extremes. 
Some  discussion  of  the  merits  and  weaknesses  of 
streamer  advertising  will,  therefore,  be  of  interest  at 
the  present  juncture. 


Streamers  have  been  so  inevitably  connected  with 
"going  out  of  business"  sales  and  bankrupt  clear- 
ances that,  in  smaller  places  at  least,  they  are  still 
mentally  associated,  to  some  extent  with  those  events. 
Some  merchants  are  inclined,  therefore,  to  regard 
their  introduction  with  reluctance,  fearing  that  they 
might  give  rise  to  false  impressions,  which  if  only 
temporary  would  nevertheless  be  harmful.  This 
danger  need  not  be  feared  after  the  idea  has  once 


Streamer  used  by  Sellers-Gough  Co.,  Toronto,  for  a  long  time, 
with  good  effect. 


been  used.  Streamers  can  be  used  for  special  sales 
without  giving  rise  to  any  false  impressions  on  the 
part  of  the  public;  in  fact,  people  soon  come  to  as- 
sociate the  periodical  clearance  sales  of  a  firm  with 
the  streamer  campaign  used  for  such  occasion. 
"Blank's  whitewear  sale  is  on,"  they  say,  when  the 
streamers  just  put  in  an  appearance. 

Few  there  are  who  doubt  or  dispute  the  expedi- 
ency of  the  clearance  sale.  Departmental  stores  have 
proved  that  it  pays  to  adopt  a  rigid  policy  of  rushing 
goods  out  of  the  store  as  soon  as  any  danger  of  surplus 
stocks  being  left  over  presents  itself.  At  the  end 
of  a  season,  the  fag  end  of  the  season's  stock  is  offered 
to  the  public  at  terms  which  make  a  complete  clear- 
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ance  certain.  Smaller  merchants  can  carry  out  the 
same  idea,  on  a  lesser  scale  perhaps,  hut  with  results 
just  as  surely. 

As  a  factor  in  promoting  clearance  sales,  the 
streamer  is  of  recognized  value. 

During  the  past  few  months,  many  varieties  of 
streamers  have  been  introduced.  One  of  the  most- 
common  is  the  triangular  shape  shown  in  Fig.  1 . 
which  covers  half  the  window.  Another  common 
shape  is  that  shown  in  Fig.  2,  which  also  covers 
half  the  window  space.  Some  dealers  have  carried 
this  idea  still  further,  taking  up  two-thirds  and  even 
three-quarters  of  the  window. 

When  streamers  of  these  types  are  used,  the  in- 
evitable result  is  to  completely  nullify  the  effect  of  the 
display  in  the  window.  People  see  the  streamer; 
they  seldom  look  behind  it.  The  interior  of  the 
window  is  darkened  and  the  percentage  of  passers! >y 
who  see  anything  but  the  streamer  in  the  window  is 
small  indeed.  Windows  should  not  be  utilized  in 
this  way,  unless  the  merchant  is  convinced  that  the 
streamers  will  bring  better  results  than  window  dis- 
plays. 

To  a  certain  extent,  this  is  actually  the  case.  A 
special  sale  requires  a  special  effort.  Only  a  per- 
centage of  people  will  stop  to  look  at  a  window  dis- 
play, no  matter  how  clever  it  may  be.  Practically 
all  will  look  at  a  streamer.  Its  size  and  the  boldness 
of  its  letters  compel  attention. 

From  the  standpoint  of  display  effectiveness,  an 
interesting  problem  arises  here.  Will  the  streamer 
without  the  assistance  of  effective  window  displays 
be  sufficient  to  win  more  than  the  passing  notice  of 
the  public,  to  interest  them  sufficiently  in  the  sale 
to  draw  them  within  the  store?  Merchants  who 
paste  up  their  windows  with  the  large  sized  streamers 
shown  in  Figs.  1  and  2,  are  acting  on  the  supposition 
that  they  will  be  sufficient,  for  certainly  streamers 
of  this  size  completely  dwarf  the  displays  behind 
them. 

In  the  opinion  of  many  who  have  given  the 
question  close  study,  it  is  not  advisable  to  thus  com- 
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Figure  Xo.   1,  showing  popular  triangular  streamer. 


Figure    Xo.   2,   showing  another   common   style   of 
streamer. 


pletely  subordinate  window  displays  to  streamers, 
even  for  brief  intervals.  They  hold  that  it  is  better 
to  work  both  together;  which,  of  course,  is  quite 
feasible. 

If  the  upper  part  of  the  window  is  used  for  a 
streamer,  the  effect  of  the  display  is  not  lost  to  any 
extent.  Above  the  level  of  the  eye  is  more  or  less 
lost  space  with  many  varieties  of  displays.  At  the 
same  time,  the  effect  from  the  streamers  will  not  be 
lost  if  only  the  upper  part  of  the  window  is  used.  If 
the  V  shaped  streamer  in  Fig.  1  had  been  made  the 
size  indicated  by  the  inside  line,  or  even  smaller, 
the  effect  would  have  been  just  as  good  and  th<} 
window  space  behind  would  not  have  been  rendered 
absolutely  useless. 

The  tendency  has  perhaps  been  more  marked 
to  use  small  signs.  Some  of  the  ideas  in  this  way 
recently  carried  out  by  men's  wear  stores  are  shown. 
One  dealer  had  the  heart-shaped  sign,  size  about 
eighteen  inches  across,  pasted  in  his  windows  at 
intervals  of  six  feet.  They  did  not  in  any  sense 
obscure  the  view  of  the  window  displays  and  yet 
they  denoted  most  unmistakably  that  a  merchandis- 
ing event  out  of  the  ordinary  was  being  conducted. 
While  fault  may  be  found  with  such  trite  expressions 
as  '•cut  to  the  heart"  sale,  there  can  be  no  doubt  that 

Aonther  merchant  had  representations  of  scimi- 
tars in  his  windows,  the  suggestion  of  a  cut  in  prices 
being  thus  given.  The  same  result  was  obtained  by 
another  store  which  used  cut-outs  representing  tail- 
or's shears.  In  neither  case  did  the  streamer  interfere 
with  a  clear  view  of  the  interior  of  the  window. 

Tn  some  cases,  stores  are  adopting  distinctive 
signs  for  their  windows  which  are  used  not  for  special 
sales,  but  the  whole  year  around.  The  result  of  this 
plan  is  that  the  sign  becomes  familiar  to  the  public, 
and  becomes  a  sort  of  •'window  trade  mark."  Un- 
doubtedly, this  proves  a  valuable  publicity  feature 
and  one  of  the  things  about  it  that  will  appeal  is  that 
there  is  no  expense  attached,  or  at  least  very  little. 
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Essentials  of  Clothing  Salesmanship 

Extracts  from  a  bright  address — Do  not  regard  the  customer  as  an  enemy — 
Courtesy  and  amiability  are  strong  points,  though  familiarity  should  be 
avoided— Knowing  the  stock  is  one  of  the  prime  essentials — Closing  the  deal. 


THE  following  extracts  from  an  address  on 
salesmanship,  applied  particularly  to  the 
handling  of  customers  in  a  men's  clothing 
store  will  he  found  particularly  interesting.  Salient 
features  of  salesmanship  are  dealt  with  on  a  broad 
basis,  and  the  advice  given  is  well  worth  earnest 
consideration: 

"Greet  the  customer  with  a  smile,  when  he  is  the 
sort  of  a  man  to  whom  a  smile  will  he  agreeable. 
Some  men  think  you  are  'soft'  when  you  come  for- 
ward with  a  smile.  Greet  the  man  according  to  his 
temperament;  an  unbending  customer  greet  with  an 
earnest,  polite  expression. 

"Induce  the  customer  to  take  his  coat  off  as  early 
in  the  sale  as  possible.  It  is  an  evidence  of  his  earn- 
est intention  to  buy.  When  the  new  coat  is  fitted 
on  him  avoid  saying:  'It  fits  perfectly.'  There  is 
nothing  perfect,  much  less  the  fit  of  a  coat.  Avoid 
placing  the  hands  on  his  back,  or  on  his  person. 
This  familiarity  is  resented  by  many  customers,  who 
will  not  say  anything,  hut  to  whom  such  actions  are 
most  offensive. 

"Neither  use  the  term  'Brother,'  as  this,  too,  in- 
dicates a  greater  familiarity  than  the  conditions  war- 
rant. As  is  usual,  the  customer  will  probably  look 
at  the  set  of  the  collar  first.  When  he  makes  any 
criticism,  draw  his  attention  away  from  it  by  saying: 
•The  sleeves  are  just  right,  aren't  they?'  or  a  little 
long,  or  short,  as  the  case  may  be.  The  salesman 
knows  better  than  the  customer  does  when  the  set 
and  fit  is  right.  Always  draw  his  attention  away 
from  the  point  or  feature  to  which  he  objects. 

"Next,  it  is  highly  essential  to  know  the  exact 
cut  of  every  make  carried  in  the  stock.  Some  of 
the  lines  vary  so  much  that  a  coat  marked  4(j  will 
lie  found  to  be  no  larger  than  another  one  marked 
42.  The  fabrics  of  soft  material  will  not  give  the 
same  satisfaction  in  the  wear  as  those  of  the  hard 
twisted  and  closely  woven  kind,  and  it  is  not  wise 
to  too  highly  extol  the  wearing  qualities  of  the 
former  cloths. 

"It  is  expected  of  the  salesman  that  he  will  sell 
the  customer  without  alterations  when  possible,  to 
avoid  this  additional  expense,  but  when  the  garment 
does  not  tit  the  salesman  will  secure  the  confidence 
of  the  customer  by  telling  him  so,  frankly  and  truly. 
Be  honest,  first,  last  and  always. 

"It  is  the  habit  of  many  salesmen  to  regard  the 
customer  as  'an  enemy,'  or  to  involuntarily  criticize 
him,  the  moment  he  appears  on  the  floor;  this  habit 
is  much  to  he  deprecated,  for  the  customer  will  be 


as  the  salesman  makes  him,  friendly  or  unfriendly. 
Always  make  a  friend  of  the  customer  for  the  come- 
back trade.  Never  shake  the  head  when  making  a 
sale,  or  gesticulate  with  the  hands.  These  but  make 
the  false  impression  that  it  is  necessary  to  bolster  up 
the  statements  with  such  emphatic  motions,  rather 
than  the  use  of  the  plain  truth. 

"Be  pleasant  and  accommodating  at  all  times.  To 
illustrate  the  advantages  which  come  to  an  accom- 
modating person  on  the  floor,  I  will  relate  an  inci- 
dent of  two  youngsters  who  were  employed  at  a 
wrapping  desk  as  cash  boys.  The  one  was  of  an 
obliging  disposition,  and  would  do  a  favor  any  time 
for  the  salesmen  on  the  floor  when  it  was  within  his 
power.  The  other  boy  always  rested  on  his  rights, 
and  would  cry  out  'Busy'  when  asked  to  do  this  or 
that.  The  former  learned  the  stock,  and  is  now  on 
the  floor  as  a  salesman  with  a  good  salary;  the  other 
hoy  is  still  at  the  desk,  and  will  remain  there  until 
he  is  fired  for  impertinence  or  incompetency.  Being 
accommodating  pays. 

"To  avoid  asking  questions  all  the  time,  in  season 
and  out,  learn  the  stock.  Know  the  peculiarities  of 
every  make  of  garment  in  the  house.  Some  36 's  are 
slight,  others  full  cut,  the  models  usually  determine 
this  for  the  salesman.  Know  what  the  different  lot 
numbers  mean,  and  what  they  indicate  in  shading, 
length  and  cut. 

"You  can  tell  much  about  a  man  by  his  walk 
and  general  bearing.  The  'looker'  can  he  interested 
and  made  to  buy  very  frequently,  if  he  be  hut  cor- 
rectly handled.  He  would  not  come  in  the  house 
if  he  were  not  interested  in  the  goods  on  sale  in  the 
store.  The  suggestion  that  he  open  a  charge  account 
will  often  sell  him.  The  salesman  must  exercise 
caution  and  good  judgment  in  making  this  sugges- 
tion, to  avoid  having  him  refused  credit  at  the 
office. 

"Many  sales  are  made  to  the  "looker'  by  suggest- 
ing that  he  secure  an  option  on  the  garment  or  suit 
by  making  a  deposit  of.  say,  one-fifth  to  one-fourth 
of  the  price:  then  when  he  comes  in  with  his  wife 
or  to  see  it  again,  he  will  rarely  ever  look  at  any 
other  garment.  A  little  money  down  shows  he  has 
had  the  desire  created  in  him  to  own  this  particular 
garment.  Do  not  be  hypercritical  with  the  customer 
when  studying  him.  Let  him  talk  to  'get  a  line  on 
him.'  Do  not  show  any  impatience.  Patience  is 
better  than  opposition.  Use  kindly  interest,  diplo- 
macy, and  then  earnest  argument.  Let  him  handle 
the  goods  which  have  been  shown  him,  and  bring 
him  back  to  the  garment  which,  in  your  judgment, 
is  the  proper  one  for  him  to  buy. 
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''Use  judgment  in  showing  the  customer;  show 
him  until  he  is  interested,  then  go  strong  to  the 
closing.  It  is  five  times  as  hard  to  regain  lost  ground 
as  it  is  to  cover  it  properly  from  the  start.  There- 
fore, learn  how  to  approach  the  customer  at  the 
beginning,  to  make  a  friend  of  him.  Refuse  to  sell 
him  the  garment  when  it  does  not  fit  him;  look  him 
straight  in  the  face  when  telling  him  so,  and  he  will 
believe  you.  Sell  all  customers  for  the  come-back 
feature,  if  not  in  person,  to  the  salesman,  at  least 
to  the  house.  Personal  trade  is  an  uncertain  factor. 
A  salesman  may  spend  his  entire  salary  to  create  a 
personal  following,  but  he  cannot  always  control  it, 
and  it  is  the  trade  of  the  house  after  all. 

"To  the  customer  who  will  not  talk,  'ride  him'; 
i.e.,  be  so  insistent  that  he  will  express  himself.  He 
it  is  who  is  the  hardest  customer  of  all,  and  he  must 
be  diplomatically  driven  to  tell  what  he  wants.  For- 
eigners who  will   not  talk  must  be  driven. 

"Do  not  oversell  the  customer  or  induce  him  to 
buy  more  than  he  can  pay  for.  Never  raise  the 
price  the  man  tells  you  he  wants  to  pay.  When  he 
refuses  to  name  a  limit,  then  judge  the  man  by  the 
clothing  he  has  on  and  his  general  appearance.  The 
customer  who  says  'show  me'  is  hard  to  handle,  for 
the  salesman  does  not  know  where  to  begin  his  efforts 
and  must  create  an  interest  by  patient  endeavor. 

"The  customer  who  likes  everything  he  sees,  is 
pleased  with  all  the  goods  shown  him,  is  no  buyer 
now;  he  may  be  in  the  future,  but  it  is  not  often  he 
is  sold  at  this  time.  To  handle  a  crank,  show  him 
goods  until  you  interest  him.  then  assume  an  earn- 
est tone  and  manner,  and  crowd  him  to  the  issue. 
Crabbed  customers  are  so  because  they  are  giving 
away  to  their  impulses  like  children,  and  they  must 
be  handled  like  children:  no  catering  to  the  crabbed 
man,  but  be  earnest. 

"Never  argue  with  a  customer.  The  principle 
adopted  by  many  successful  houses  is  'The  customer 
is  always  right.'  Take  what  he  has  to  say  without 
answering  back.  He  will  probably  be  sorry  for  his 
rudeness.  No  sale  should  ever  be  made  with  a 
bluffing  manner.  Every  salesman  has  lost  sales  by 
being  too  particular  about  small  matters.  There  is 
but  one  object  in  view,  and  that  is  to  sell  the  man 
and  to  insure  his  friendship.  Therefore  pass  up 
little  things  and  stick  to  the  main  issue.  Do  not 
try  to  give  a  customer  the  history  of  the  merchan- 
dise, like  the  fakir  delivers  his  patent  medicine  talk, 
or  like  the  talk  of  a  drunken  sailor.  Be  sincere,  look 
him  in  the  eye,  keep  hands,  heads  and  body  still, 
and  with  simple  speech  handle  the  customer  accord- 
ing to  his  personality. 

"When  a  man  brings  his  wife  with  him  to  select 
a  suit,  sell  the  woman  by  all  means,  and  should 
they  disagree,  lay  out  several  garments  and  go  away 
and  let  them  handle  the  goods.  In  a  short  time 
they  will  have  made  a  selection.     This  can  also  be 


done  with  customers  who  want  time  to  meditate. 
Leave  three  or  four  coats  with  them  from  which  they 
can  make  their  selection,  while  the  salesman  will 
be  seemingly  engaged  elsewhere.  It  is  like  doubling 
with  customers  on  Saturdays.  Years  ago  a  sales- 
man could  wait  on  several  customers  at  once,  but  if 
he  can  handle  two  to-day  he  is  doing  well. 

"Never  get  angry  at  the  customer.  Bear  in  mind 
he  is  favoring  you  by  coming  into  the  store  and 
paying  you  his  money,  and  it  is  the  duty  of  the 
salesman  to  treat  him  politely  and  courteously  at  all 
times.  He  knows,  or  thinks  he  knows,  what  he 
vvants,  and  if  his  views  are  to  be  changed  it  must  be 
done  in  a  manner  to  make  a  good  friend  of  him. 
For  telling  a  customer,  'Do  not  be  a  back  number, 
this  is  1913  instead  of  1800.'  a  salesman  was  dis- 
charged from  a  big  store  quite  recently. 

"Early  in  the  season  the  customers  are  easier  sold 
than  those  who  attend  the  clearance  sales  after  the 
season  is  over.  Clothing  buyers  formerly  shopped 
Saturday  morning,  but  now  a  representative  sales- 
man may  have  less  than  a  hundred  dollars  on  his 
books  at  the  noon  hour,  and  wind  up  the  day  at 
closing  time  with  from  six  to  ten  hundred  dollars. 

"Consider  the  feelings  of  the  customer  and  cater 
to  his  self-love,  pride  or  vanity.  A  customer  asked 
for  a  44  stout  chinchilla  overcoat  with  a  shawl  col- 
lar and  belt,  and  when  it  was  tried  on  the  size  of 
the  man  in  such  a  cut  and  material  made  him  look 
like  a  porpflise,  and  his  companion  could  not  avoid 
smiling  at  him.  What  to  do  was  the  question,  and 
stepping  between  the  tables,  the  salesman  did  some 
pretty  hard  thinking  in  a  few  seconds,  and  be- 
thought himself  of  a  certain  chinchilla  coat  with  a 
velvet  collar,  similar  in  color  to  the  one  worn  by 
the  companion  of  the  buyer.  As  this  was  above  the 
price  the  customer  had  said  he  wished  to  pay,  the 
salesman  consulted  with  him  after  this  fashion:  'Will 
you  go  to  ^ 2.")  for  a  coat  which  was  sold  at  $35,  but 
now  marked  down?'  The  failure  to  he  pleased  with 
the  first  garment  caused  him  to  he  less  critical,  and 
he  expressed  himself  as  willing  to  pay  more,  if  he 
could  find  something  which  would  please  him  ex- 
actly. Upon  producing  the  garment,  the  compan- 
ion expressed  himself  as  being  better  pleased  with 
il  than  any  before  shown,  thus  eliminating  a  serious 
objection  and  hindrance  to  the  sale.  When  this 
overcoat  was  tried  on  the  narrow  velvet  collar  pre- 
vented the  size  of  the  man  from  being  so  conspicu- 
ous, and  the  sale  was  closed  without  further 
difficulty. 

"Think  about  the  store,  think  about  how  you 
will  improve  yourself,  how  to  avoid  the  mistakes  of 
the  day.  Every  man  has  his  own  plan  to  sell,  and 
let  him  perfect  it.  Make  a  study  of  all  the  men  you 
meet,  for  any  one  of  them  may  be  your  customer 
within  the  day,  and  though  it  will  not  be  this  very 
man,  it  will  be  one  like  him,  and  belonging  to  his 
(Continued  on  page  94.) 
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Small  Sale  Led  to  Profitable  Transactions 

How  tact  led  to  big  sales— Customer  who  entered  store  for  75  cent  cap  spends 
$15  and  sends  other  customers  to  store  who  spend  $25 — A  story  with  a  moral. 


A  LETTER  containing  an  account  of  interesting 
sales  episodes,  has  been  received  from  J.  J. 
McNab,  Orillia,  tells  how  the  use  of  sales 
diplomacy  in  one  instance  led  to  a  series  of  profitable 
transactions.  The  story  contains  a  moral  not  hard 
to  find: 

A  few  days  before  Christmas  a  young  fellow  came 
to  the  store  and  wanted  to  see  our  caps.  1  showed 
him  these  and,  after  a  few  minutes  had  been  spent  on 
deciding,  he  selected  one.  I  then  asked  him  if  there 
was  anything  else  I  could  get  him.  lie  said,  "No,  I 
have  got  all  for  to-day."  I  replied,  "We  have  a 
very  nice  line  of  sweater  coats  just  received  for  our 
Christmas  trade.  They  are  splendid  value."  He 
said,  "I  just  bought  this  coat  a  week  ago  and  paid 
five  dollars  for  it." 

I  examined  it  and  knew  at  once  ours  could  beat 
it  in  both  price  and  value.  So  I  determined  to  show 
ours  to  him  so  as  to  demonstrate  to  him  that  we  sold 
better  goods  for  less  money  than  they  did  where  he 
had  been  in  the  habit  of  doing  his  buying.  I  then 
displayed  our  coats  and  asked  him  to  try  one  of  them 
on.  To  this  he  consented  and  then  went  to  the  glass 
and  examined  the  fit  of  it.  He  examined  the  quality 
and  I  could  see  by  the  expression  on  his  face  that 
he  was  pleased  with  our  goods.  He  then  asked  the 
price  of  it,  and  I  told  him  it  was  four  dollars.  It 
was  only  a  few  moments  until  he  said,  "Well,  I  will 
just  wear  this  one  and  keep  it  for  a  good  coat  and  use 
that  other  one  for  working  in." 

I  knew  now  that  I  had  won  the  confidence  of  this 
customer  and  that  it  was  my  chance  to  score  on  him 
and  sell  him  some  more  goods.  I  then  asked  him  if 
he  had  purchased  his  winter  supply  of  socks  yet.  I 
displayed  some  of  our  50c.  lines  and  sold  him  four 
pair  of  them.  When  he  would  buy  socks  I  thought 
he  might  buy  some  underwear,  so  displayed  some  of 
our  winter  goods  and  after  a  little  explanation  on  the 
class  and  quality  of  the  goods,  he  picked  on  two  suits 
at  $2  per  suit.  I  then  thought  if  there  was  any 
chance  of  selling  him  more  furnishings,  I  might  just 
as  well  get  after  him,  so  I  displayed  some  of  our  ker- 
chiefs and  sold  him  $2  worth  of  these.  I  then 
showed  him  garters,  arm  bands,  cuff  links,  collar  but- 
tons, tie  pins  and  clips,  and  sold  him  these  to  the 
amount  of  $2.25.  I  then  thought  I  might  sell  him 
a  suit  or  overcoat  so  inquired  if  I  might  show  him 
some  of  our  clothing.  He  replied  that  he  had  just 
bought  a  tailor-made  overcoat  and,  as  he  had  not 
worn  his  summer  suit  much,  was  going  to  make  it  do 
until  Spring.  I  thought  when  I  had  sold  him  the 
fifteen  dollars  worth  of  furnishings  when  he  only 
wanted  a  75c.  cap,  that  I  might  be  able  to  work  up  a 
prospect  of  a  suit  or  overcoat  also.     So  I  began  show- 


ing him  some  of  our  ready-mades  and  also  explained 
that  we  had  the  made-to-order  system  as  well.  I  ex- 
plained to  him  the  way  our  garments  were  made,  the 
quality  of  goods  in  them,  the  linings,  paddings  and 
so  forth.  Then  I  displayed  before  him  our  swatches 
of  suitings  and  overcoatings,  and  showed  him  the 
different  styles,  patterns,  etc.  He  said  that  he  really 
did  not  need  any.  I  said:  "AVell,  that  is  all  right. 
When  you  want  your  Spring  suit  come  in  and  we  will 
guarantee  to  fit  you  up  to  your  entire  satisfaction. 
And  in  the  meantime  should  you  find  out  that  any 
person,  possibly  some  of  your  friends,  might  want 
some  clothing  for  Christmas,  why  here  are  a  few  of 
our  cards,  and,  if  you  would  be  kind  enough  to  give 
them  one  of  these,  I  am  sure  you  will  oblige  us  very 
much  and  we  shall  endeavor  to  fix  them  up  to  their 
perfect  satisfaction." 

Now  a  very  funny  thing  happened  just  the  Satur- 
day before  Christmas.  I  was  busy  with  a  dress  goods 
customer  and  noticed  a  lady  and  her  son  come  in 
and  go  down  the  clothing  side  of  the  store.  In  about 
five  minutes  afterwards,  just  as  I  was  almost  through 
with  my  dress  goods  customer,  I  noticed  the  other 
lady  and  her  son  going  out.  Something  seemed  to 
tell  me  they  had  not  been  served,  so  I  asked  them  if 
they  had  been  waited  on.  "Well,"  she  said,  "no. 
We  went  back  there  but  every  one  is  busy."  I  said, 
"I  have  almost  finished  with  this  customer  so  if  you 
will  take  this  chair  and  sit  down,  I  will  wait  on  you 
in  a  few  moments."  To  this  she  consented  and  when 
I  had  finished,  which  was  in  a  very  short  time,  I 
went  over  and  asked  her  what  I  could  get  for  them. 
She  said,  "I  was  wanting  to  get  a  suit  for  my  son 
and  there  was  a  young  friend  of  his,  who  was  in  here 
the  other  day  looking  at  some  clothing,  gave  us  this 
card  so  we  thought  we  would  come  in  and  have  a 
look  at  it." 

I  then  took  them  down  to  the  clothing  depart- 
ment and  began  displaying  our  suits.  I  had  dis- 
played almost  all  we  had  of  his  size  and  none  of  them 
seemed  to  just  suit  them  both  exactly.  I  suddenly 
thought  of  a  suit  we  had  ordered  for  a  fellow  and  he 
had  taken  another  one  instead,  so  I  said,  "I  have 
something  here,  madam,  I  think,  perhaps  would  just 
fit  your  son."  I  displayed  it  and  they  were  both  well 
pleased  with  it.  He  tried  it  on  and  found  it  to  fit 
perfectly  except  that  the  sleeves  were  a  trifle  short, 
so  I  explained  that  they  were  cut  plenty  long  enough 
and  that  we  would  have  them  made  the  required 
length,  without  it  affecting  the  appearance  of  the 
garment  in  any  way.  After  this  was  explained  they 
at  once  decided  to  take  the  fifteen-dollar  suit.  I 
asked  her  if  there  was  anything  else  I  could  get  for 
them  while  the  coat  was  being  altered.     Well,  she 
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Give 

Arlington 

Collars 

The  Right -of -Way 


in  your  store,  and  they  will  take  you  to 
a  successful  waterproof  collar  business. 
They  are  fast  replacing  the  unserviceable 
ordinary  linen  or  celluloid  collars,  because 
they  require  no  laundering,  wear  much 
longer,  and  do  not  turn  yellow.  Made  in 
six  grades,  each  superior  to  any  other 
make  at  the  same  or  any  price.  Send  for 
1313  samples. 


The  Arlington  Company 


of  Canada,  Limited 
58  Fraser  Avenue, 

Eastern  Agent :  Duncan  Bell.  301  St.  James  St.,  Montreal 
Ontario  Agents  :  J.  A.  Chantler  &  ■  o..  8-10  Wellington  E  ,  Toronto 
Wes'ern  Agent  :  R.  J.  Quigley,  212  Hammond  Block.  Winnipeg 


Toronto 


"KING  EDWARD" 

SUSPENDERS 
Retail  QQVrice 

¥3 


Easily  the  best  value  in  suspenders.  The  comfort- 
promoting  construction  and  excellent  finish  of  "King 
Edward"   Suspenders  make  them   very  rapid   sellers. 

Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


BURRITT-IZE    YOUR 
MEN'S   KNIT    COATS 

Place  your  Men's  Knit 
Coat  department  on  a 
Sound  trade-pulling  basis 
■ — a  basis  that  will  bring 
the  young  men's  trade  to 
your  store,  giving  entire 
satisfaction  to  yourself 
and  them. 

DOMINION 
BRAND 
KNIT 
COATS 

give  an  abundance  of  ab- 
solutely correct  styles 
with  quality  and  value 
ever  in  the  foreground. 
Give  the  men  what  they 
want  by  adding  a  good 
range  of  Burritt  coats  to 
your  stock. 

Our  traveller  will  call  on 
you.  Be  sure  and  see  these 
lines. 

A.  BURRITT  &  COMPANY 

DOMINION  MILLS 

MITCHELL  -:-  -:-  ONTARIO 
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said,  she  did  want  to  get  some  drygoods;  so  1  found 
out  what  she  wanted  and  after  showing  her  what  we 
had,  she  bought  ten  dollars  worth  of  dry  goods  from 
me. 

Now  our  customer  who  came  in  and  wanted  no- 
thing hut  a  75c.  cap,  was  by  the  use  of  tact,  won  over, 
so  that  we  sold  him  fifteen  dollars  worth  of  goods, 
and  used  him  as  an  excellent  advertising  agent,  which 
which  proved  very  profitable  to  us.  Of  course,  had 
we  not  just  caught  this  lady  on  the  spur  of  the 
moment,  she  might  have  come  back  and  she  might 
have  bought  at  some  other  place,  but  our  tact  and 
advertising  both  worked  out  in  perfect  harmony  and 
we  got  a  $15  plus  a  .$25  sale  instead  of  a  75c.  one  at 
that  time  and  I  believe  that  as  we  have  won  the  con- 
fidence of  both  those  customers  that  we  will  get  a  good 
deal  more  of  their  business  and  that  they  will  prove 
excellent  advertising  mediums  for  our  store. 


Big  Deal  Consummated 

Semi-Ready  Limited  acquire  factory  and 
stores  of  R.  J.  Tooke  Limited — Three 
Montreal  retail  stores  are  included  in  the 
purchase — Factories  will  be  enlarged  by 
new  concern. 

Montreal,  Que. — A  deal  of  considerable  magni- 
tude and  importance  to  the  clothing  and  haber- 
dashery trade  was  consummated  in  Montreal  this 
month,  whereby  Semi-Ready,  Limiited,  manufac- 
turers of  ready-to-wear  clothing,  acquired  possession 
of  the  factory,  stoics  and  other  premises  of  R.    J. 


Alfred  Wood,  of  Semi-Ready,   Limited. 

Tooke,  Limited,  with  a  capital  stock  of  $300,000. 
The  negotiations  leading  up  to  the  sale  were  con- 
ducted by  Alfred  Wood,  vice-president  of  Semi- 
Ready,  Limited,  and  R.  J.  Tooke  for  his  own  con- 


cern. The  transaction  is  one  of  the  largest  straight 
purchases  recorded  in  commercial  circles  for  some 
time.    Mr.  Tooke  is  retiring  from  active  business. 

The  three  retail  stores  on  St.  James  Street  and 
on  West  and  East  St.  Catherine  Streets,  Montreal, 
are  included  in  the  purchase,  and  it  is  the  declared 
intention  of  the  new  owners  to  conduct  the  business 


E.  J.  Tooke. 

with  practically  the  same  staff  and  managers.  They 
purpose  enlarging  the  factories  and  extending  the 
operations  of  the  Tooke  Company  throughout 
Canada. 

While  (den  S.  Case  will  remain  in  charge  of  the 
up-town  store  of  the  Tooke  concern,  "Riley"  Hern 
will  move  his  present  store  into  the  same  building, 
and  will  conduct  a  Semi-Ready  store  jointly  with 
the  Tooke  furnishings. 

Leslie  B.  Tooke  remains  with  the  new  company, 
and  will  occupy  an  important  position  in  the  offices 
of  the  manufacturing  and  warehousing  departments. 

The  present  directors  of  the  Semi-Ready  Com- 
pany were  elected  to  the  Tooke  Board  of  Directors  at 
a  meeting  held  this  month.  These  directors  are: 
C.  II.  Nelson,  president;  Alfred  Wood,  vice-pres- 
ident; C.  P.  Creamier,  managing  director;  H.  A.  Nel- 
son, secretary-treasurer;  J.  N.  Brownlee,  C.  F.  Nelson 
and  E.  L.  Nelson. 

R.  J.  Tooke  has  been  nearly  forty-two  years  in 
business  in  Montreal.  After  several  years  of  work 
in  a  dry  goods  house,  he  founded  the  business  which 
he  has  just  disposed  of  with  his  savings,  a  capital  of 
less  than  $1,000.  He  is  now  comfortably  within  the 
list  of  Montreal's  millionaires. 

It  is  generally  admitted  that  the  younger  men 
who  have  succeeded  him  will  uphold  the  prestige 
and  good  name  of  the  business  which  they  have  had 
the  courage  to  assume. 
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Style  No.  4675 


Styles— 

YOUNG  MEN 
APPROVED 


The  young  man  to-day  is  the 
greatest  style  critic  and  what 
he  says  goes.  Beaver  Brand 
Sweater  Coat  Styles  have  al- 
ways been  a  favorite  with 
the  young  men  of  Canada  be- 
cause they  embody  that 
touch  of  the  outside  world 
that  appeals  to  vigorous 
youth.  Our  1913  styles  will 
not  disappoint.  See  then? 
now. 


Write  Now  for  Samples. 

R.  M.  BALLANTYNE 

LIMITED 

Manufacturers  of  Beaver  Brand 
Knit  Goods 


STRATFORD 


ONTARIO 
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|  IMPERIAL  | 

|         BRAND  | 

|  PURE  WOOL  | 

I  UNDERWEAR  1 


w 


Values  that  defy 
Competition 


The  verification  of  this  statement 
is  most  pronounced  in  the  fact 
that  our  line  is  meeting  with 
greater  success  each  year,  and 
that  the  first  orders  are  only  the 
forerunners  of  more  repeats 
throughout  the  season. 

' '  Imperial  Brand  ' '  Pure  Wool 
Underwear  has  stood  the  test  of 
years,  and  has  grown  more  popu- 
lar with  the  trade  in  the  face  of 
the  keenest   competition. 

We  are  specialists  in  men 's  Nat- 
ural Wool,  Men's  Elastic  Knit, 
Men's  High  Grade  Imperial, 
Men  's  Double  Thread  Balbriggan. 
Present  delivery  orders  attended 
to  promptly. 

Send  for  samples  of  both  Wool 
underwear  for  your  present  and 
Fall  trade,  and  Balbriggan  under- 
wear for  Summer  selling. 


|         KINGSTON  I 

|         HOSIERY  | 

|         COMPANY  | 

Established  1880 

=  Kingston,         Ontario  = 
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Tobey  Holds  a  "  Peach-of-a-Sale 

Hamilton's  inimitable  advertiser,  R,  L.  Tobey,  conducts  his  usual  first  of  year 

clearance    sale    with    splendid    results — Many  "  Tobeyisms  "  in  the  literature 

mailed  out — Good  value  backed  up  the  unique  publicity  measures. 


yy 


THE  inimitable  R.  L.  Tobey,  of  Hamilton,  has 
originated  many  advertising  ideas  which  are, 
to  say  the  least,  unique.  He  has  introduced 
personality  into  every  effort  that  he  has  made  to 
attract  public  attention;  Tobey  is  writ  large  in  every 
bit  of  "copy"  produced.  That  the  style  has  "caught 
on"  is  shown  by  the  growth  of  the  men's  outfitting 
business  of  the  "2  TV 

One  of  the  ideas  that  R.  L.  Tobey  has  worked 
up  with  particularly  good  effect  is  the  holding  of 
an  annual  clearance  sale  at  the  first  of  each  year. 
There  is  nothing  new  in  this  idea,  but  there  is 
something  distinctly  new  about  the  way  he  runs 
his  sales.  They  are  replete  with  "Tobeyisms."  Typi- 
cal of  the  whole  plan  usually  followed  is  the  name 
chosen.  Last  year  it  was  a  "bird-of-a-sale,"  this  year 
it  is  "a  peach-of-a-sale."  Following  out  the  latter 
idea,  he  has  prepared  literature  which  deals  amus- 
ingly with  the  subject  of  peaches,  grapes,  lemons, 
cabbages,  ets.,  as  applied  to  sales.  For  instance,  in 
dealing  with  cabbages,  Tobey  says :  "Many  men  who 
miss  this  sale  will  feel  that  they  have  a  head  like  a 
cabbage,  after  it  is  over.  Many  who  attend  it  will 
think  our  Mr.  Tobey  has  a  head  like  a  cabbage  for 
selling  goods  so  cheap."  When  he  gets  around  to 
turnips,  the  following  comforting  reminder  is  given: 


"Though  the  turnip  is  of  great  value  for  feeding 
stock,  it  is  not  very  nutritious,  no  less  than  90  to 
96  parts  of  its  weight  actually  consisting  of  water. 
We  are  very  glad  to  tell  you  that  this  is  not  a  tur- 
nip sale,  where  90  per  cent,  is  water.  No  water  in 
this  Peach  of  a  Sale.     Just  the  solid  Peach." 

It  must  not  be  supposed,  however,  that  the  Tobey 
literature  deals  entirely  with  funnyisms.  The  jokes 
serve  merely  as  an  introduction  to  a  striking  line  of 
selling  talks. 

A  PROGRESSIVE   COMPANY. 

The  "peach-of-a-sale"  was  held  from  December 
28  to  January  28,  a  full  month.  Not  at  any  stage 
was  the  interest  allowed  to  lag.  One  of  the  publicity 
measures  which  helped  to  keep  interest  up  was  the 
placing  of  four-sheet  posters  all  over  the  city.  Par- 
ticular care  had  been  taken  with  the  preparation 
and  printing  of  the  posters,  so  that  they  were  attrac- 
tive. Some  were  displayed  on  frames  outside  the 
store  door. 

Several  thousand  booklets  (containing  the  talks 
mentioned  above)  were  printed  and  mailed  out  to 
customers  throughout  the  city.  A  cut  was  secured 
showing  a  man's  hand  holding  out  a  peach.  This 
was  used  as  the  trademark  of  the  sale.  It  was  used 
in  the  circulars,  on  the  posters,  in  the  newspaper 


The  Evolution  of  a  Potato 


THE  FIRST  TOBEY 


Tobey.  The  Mayor  For  1915.  Traces  His, 
Family  Tree  On  The  Irish  Side  Right  Back  To 
The  Soil  Of  Sir  Walter  Raleigh  s  Garden  In  Ireland 


L     R.     TOBEY 


Dou  You  Want  a  Real  Boy's  Suit 
vV?  Men's  Trousers 
Men's  Furnishings 


'We  Have  a  Real 
Hat  Sale 


W TOBEY 

Successor  to  Trudell  &  Tobey 
50  and  52  James  St.  N. 


Beautifully  Tailored  Overcoats  and 
Suits  Now  Clearing 

Men  s  and  Young  Men's  Overcoats  running  <CQ  CC 
up  a,  high  as  $16.50  lor  <pi7.0£> 

$1470  Men's  and  Young  Mens  Suits  and  Overcoats 
running  uplo  $22.50  and  some  $25  Coppley  *  1  A  H(\ 
Noye.  &  Randall's  famous  make,  your  choice     «P  1 1.  #  U 

$18.75  lor  Men's  and  Young  Men  s Overcoats  and  Suns, 
C.  N.  &  R  make,  sold  up  as  high  as  tjlfi  7C 
$30.  your  choice  lor  <P  l  °-  •  ° 


THE  2  TS 

50  and  52  James    Street  North 
Hamilton,  Ont. 


A  PEACH 

OF  A 

SALE 


FROM    DECEMBER  28th 

=  TO  = 

JANUARY  28th 
TOBEY,   THE  2-T'S 

50   &   52    JAMES   ST.    NORTH, 

HAMILTON,     ONT. 

"Trademark"  of  Tobey 's  latest 
sale. 


A  typical  Tobey  advertisement. 


92 


DRY    GOODS    REVIEW 


Dry  Goods  Review 


Clothing  that  is  different. 


1  Known  from  Coast  to  Coast. 


If  you  want  the  trade 

of  discriminating  men, 

handle 


Let  us   tell   you   about   our    Special  Order  Service. 
Spring  Samples  ready  now. 

The  Campbell  Manufacturing  Company,  Limited 

MONTREAL 


NOW  IS  THE 
TIME  TO  ORDER 
YOUR  RACKS  FOR 
THE  SPRING  TRADE. 

OUR  ECONOMY  RACKS  are  made  in  our  own 
FACTORY  of  best  materials  and  workmanship.  Large 
stock  now  ready  for  shipment.  m 

Our   new  catalogue    just  off   the  press    is    full   of  new 
ideas  for  the  up-to-date  merchant. 

WRITE  FOR  COPY  TO-DAY 

CLATWORTHY    &    SON,    LTD. 


TORONTO 


ONTARIO 


THE  FIVE  POINTS  OF 
SUSPENDER  COMFORT 
ARE  IN  "FIT-RITE" 

No  suspender,  n  o 
matter  how  resilient 
the  web  may  be,  will 
ever  give  genuine 
comfort  unless  it  fits 
perfectly.  To  fit  per- 
fectly it  must  first 
be  adjusted  so  that 
there  is  no  pull  any- 
where— no  draw  from 
the  front  or  back, 
around  the  waist 
line  or  falling  from 
the  shoulders. 

"Fit-Rite"  suspend- 
ers are  adjustable  at 
five  different  points, 
thus  ensuring  perfect 
fit  and  comfort.  Made 
of  best  quality  elas- 
tic web,  with  heavy 
brass  wire  fittings 
and    leather   ends. 

Write  for  prices  to- 
day. We  also  make 
men's  armlets,  gart- 
ers, leather  belts,  and 
all  kinds  of  suspend- 
ers. 

Made    and   sold    by 

The  Canadian  Suspender 
Manufacturing    Co. 

92  PETER  ST.  TORONTO 
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Dry  Goods  Review 


MEN'S    WEAR    SECTION. 


advertisements,  and  on  all  the  price  and  show  cards 
used  in  the  store  and  in  the  windows.  That  picture 
became  so  familiar  to  the  people  of  Hamilton  that 
the  "peach-of-a-sale"  became  almost  a  household 
word. 

SOLD  GOODS  AS  ADVERTISED. 

Back  of  the  publicity  measures  was  a  principle 
which  was  quite  as  effective  in  its  way  in  bringing 
the  business  as  the  unique  advertising.  The  people 
were  'offered  goods  exactly  as  advertised  at  exactly 
the  prices  advertised.  If  a  certain  value  article  were 
offered  at  a  certain  price,  customers  were  given  just 
exactly  what  was  offered.  In  other  words,  the  state- 
ments made  in  advertising  were  backed  up  to  the 
fullest  extent.  People  came  to  appreciate  the  fact 
that  they  could  rely  on  whatever  Tobey  offered. 
And  that  helped  a  lot  in  making  the  sale  a  success. 

Commenting  on  the  results  obtained  by  his  sale, 
Mr.  Tobey  states  that  it  was  very  successful,  quite  as 
successful  in  fact  as  the  many  unique  sales  that  he 
has  conducted  in  the  past. 


with  a  view  to  the  expansion  of  business  so  far  as  the 
United  States  are  concerned. 

® 


Canadian  Trade  Wanted 

Vancouver,  B.C. — "We  want  to  build  up  a  larger 
trade  in  cotton  goods  with  Canada,  and  the  prospects 
of  developing  the  trade  in  textiles  to  a  much  greater 
extent  than  formerly  are  very  bright.'  That  is  the 
statement  of  W.  A.  Graham  Clark,  commercial  agent 
representing  the  United  States  Department  of  Com- 
merce and  Labor,  on  his  arrival  in  Vancouver,  lie 
has  visited  all  the  important  cities  in  the  Dominion 
and  is  at  the  present  time  conducting  an  investiga- 
tion into  trade  conditions  to  ascertain  the  possibilities 
of  extending  this  particular  branch  of  trade  with 
Canada. 

"1  find,"  continued  Mr.  Clark,  ''that  there  is  a 
growing  market  for  textiles  in  this  country,  as  the 
mills  on  this  side  of  the  border  do  not  appear  to  be 
keeping  pace  with  the  demand,  and  I  am  more  than 
convinced  that  in  the  near  future,  Canada  will  be  im- 
porting cotton  goods  on  a  much  larger  scale  than  in 
the  past." 

In  conversation  with  the  representative  of  The 
Dry  Goods  Review,  he  pointed  out  that  Canada  im- 
ported cotton  last  year  to  the  value  of  $22,000,000. 
Of  that  amount  Great  Britain  secured  two-thirds  and 
the  United  States  the  balance,  and  his  mission  was, 
he  stated,  with  a  view  to  seeing  if  further  trade  be- 
tween the  United  States  and  the  Dominion  could  not 
be  fostered. 

"There  is  thus,"  he  added,  "great  room  for  im- 
provement, and  it  is  for  the  purpose  of  bringing 
about  more  extended  trade  relations  that  I  am 
making  the  present  tour."  Mr.  Clark  started  at 
Quebec  and  has  paid  a  visit  to  every  trade  centre  of 
importance  while  en  route  across  the  continent. 

In  the  course  of  his  wandering  Mr.  Clark  has 
visited  thirty-seven  out  of  fifty-one  independent 
countries  in  the  world  getting  into  the  line  of  trade 


News  Items 

Vancouver,  B.C. — The  Co-operative  Clothing  Co. 
are  going  out  of  business  and  are  holding  a  big  clear- 
ing sale. 

Zurich,  Ont. — The  Jackson  Mfg.  Co.,  makers  of 
boys  clothes,  have  started  operations  in  their  own 
factory. 

New  Liskeard,  Ont. — W.  J.  Elliott  and  S.  S. 
Ritchie  have  formed  a  partnership  and  gone  into  the 
general  dry  goods  business. 

Kingston,  Ont. — John  Orr,  formerly  a  member 
of  the  firm  of  Richmond  &  Orr,  passed  away  at  the 
age  of  61  years. 


Essentials  of  Clothing  Salesmanship 

(Continued  from  page  87.) 
class,  and  when  you  have  thought  out  a  plan  to  sell 
him,  the  plan  will  come  to  your  hand  when  he  comes 
into  the  store. 

"Should  the  customer  want  to  have  a  suit  made 
by  a  custom  tailor,  tell  him  if  he  goes  to  a  first-class 
man  be  must  pay  the  price,  and  if  he  patronizes  any 
cheap  tailor  who  has  had  a  brief  training  in  some 
cutting  school,  or  a  short  experience  in  a  wholesale 
bouse,  he  will  not  get  anything  near  the  value  he 
does  in  a  first-class  ready-made  suit,  like  that  which 
is  to  be  had,  at  the  price,  in  all  high  class  clothing 
stores.  The  salesman  should  be  so  well  posted  in 
the  cost  of  producing  clothing  that  he  can  back  his 
argument  with  the  exact  figures.  In  closing,  reach 
the  climax  as  quickly  as  possible.  Say  your  say  in 
an  earnest,  impressive  manner,  and  then  stop.  To 
insure  speed,  waste  no  time  in  arguing.  Concen- 
trate. Hold  the  thought  of  speed  constantly,  then 
look  it  and  act  it. 

"There  is  a  big  field  in  which  to  introduce  the 
cultivation  of  efficiency.  Men  have  been  in  some  of 
the  biggest  stores  for  from  ten  to  fifteen  years,  and 
have  not  had  a  raise  of  salary  of  $2  a  week  in  a  long 
time.  Why?  Because  of  their  inefficiency.  The 
salesman  should  go  ahead,  qualify  for  a  bigger  sal- 
ary and  ask  for  it.  Make  yourself  worth  more  and 
get  it.     Go  ahead  all  the  time. 

"Closing  the  deal  is,  as  a  matter  of  course,  the 
most  delicate  part  of  the  sale,  and  in  eight  times 
out  of  ten  failure  to  close  the  sale  is  caused  by  talk- 
ing too  much.  There  is  one  man  on  the  floor  whom 
I  know  who  is  always  behind  his  calls  for  the  reason 
he  does  not  close  his  deals.  He  talks  too  much. 
Close  your  deals  quickly,  and  with  as  little  talk  as 
possibly.  Study  your  customer  until  you  know  him 
thoroughly  and  the  next  essential  feature  is  that  you 
know  your  merchandise  as  well  as  you  know  your 
own  family." 
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KJn^1/^  Shifts 
See  the  Special  Summer  Line 


Lounge  Collar  Shirts  will  prove  tremendous  sellers 
this  coming  season. 

Be  sure  you  make  a  good,  showing. 

Our  special  Summer  line  of  shirts,  an  entirely  new 
range,  will  be  in  the  hands  of  our  representatives 
1st  March  for  June  delivery.  A  selection  gives  you 
the  opportunity  of  extra  business. 

Shirt  Department 

Crescent  Manufacturing  Company,  Limited 

2  Inspector  Street,  Montreal 


See  that  you  have  an  ample  stock  of 

Hewson    Untearable 

and 

Bannockburn  Tweeds 

bought  for  Fall.  They're  going  to  be  very  popular. 
Also 

OUR  CELEBRATED 

MACKINAW 

Your  Wholesaler  carries  garments  made  from  this 
famous  all-wool  HEWSON  CLOTH.  ASK  him  to 
let  you  see  them. 

Mackinaw   Shirtings 

famous  for  their  durability — particularly  suitable 
for  Workingmen  's  Shirts. 

SOLD     ONLY     THROUGH     JOBBERS 
AND  CLOTHING  MANUFACTURERS 

Hewson  Pure  Wool  Textiles 

Limited 

Amherst,  N.S. 
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Lion  Brand  Clothing 
is  Popular 

We    are    opening    our    fourth    factory,    at 
Zurich,    Ont.      The    general    excellence    of 
"Lion  Brand"  Boys'  Clothing  has  created 
such  a  demand  from  the  progressive  mer- 
chants from   coast  to  coast  that  we  have 
added  greatly  to  our  facilities,  which  will 
increase    our    output    and    ensure    prompt 
delivery. 

Write  for  our  catalogue. 

The  Jackson  Mfg.  Co.,  Clinton 

FACTORIES  : 
CLINTON           GODERICH          EXETER           ZURICH 

full  Drm 

eActe$$or\e$ 

^lleruthiruj  needed 
for  mionind  wear 


HAT«M^5ALE 

Our  Best  Models 


Silhouette  Work  in  Card  Writing 

The  introduction  of  black  figures  does  much  to  give    distinction   to   a  card — 

Amateurs  can  make  silhouettes  without  any  difficulty — How  the  idea  can  be 

introduced  into  highly  artistic  effects. 


CARD  writers  can  use  silhouette  drawings  to 
splendid  advantage.  In  the  first  place,  they 
give  plenty  of  contrast  and  make  a  striking 
looking  card.  The  black  figure  stands  out  much 
more  prominently  than  elaborate  drawings  would  do. 
In  the  second  place,  they  are  comparatively  simple 
to  draw. 

Many  card  writers  do  not  attempt  much  in  the 
way  of  ornamentation  but  stick  to  plain  lettering 
because  they  feel  that  they  lack  the  artistic  ability  to 
execute  anything  more  difficult.  As  a  result,  they 
are  very  much  limited  in  their  scope.  For  such  as 
these,  the  silhoutte  figure  can  be  recommended.  To 
execute  work  of  this  kind  does  not  entail  any  con- 
siderable degree  of  skill.  In  fact,  the  figures  can  be 
traced  on  the  board  and  then  inked  by  the  veriest 
amateur. 

A  silhoutte  drawing  is  made  in  two  stages.  It  is 
necessary  in  the  first  place  to  draw  the  figure  in 
roughly  in  pencil.  Only  by  so  doing  is  it  possible  to 
get  the  proper  proportions  in  the  figure  and  have  the 
outline  correct.  The  next  step  is  to  ink  in  the  draw- 
ing, leaving  the  parts  untouched  which  it  is  desired 
to  have  show  white.  Thus  in  the  cards  reproduced 
above,  the  parts  left  white  are  collar,  shirt,  vest,  cuffs 
and  spats.  In  the  full  length  figure,  the  effect  is 
much  more  striking  than  if  an  actual  drawing  of  a 
man  in  full  dress  had  been  given.  In  the  hat-card, 
a  stripe  effect  in  the  cloth  has  been  secured  by  run- 
ning narrow  lines  of  white  through  the  black. 

Rough  sketches  are  reproduced  to  show  the  way 
in  which  silhouettes  can  be  worked  up.  The  first  step 
is  to  sketch  in  the  figure  but  this  can  be  done  by 
tracing  quite  handily.  Clip  a  suitable  illustration 
from  some  magazine  and  trace  in  the  outlines  as  in 
the  full  length  figure,  in  racing  "togs."  Then 
blacken  in  the  desired  parts.  If  desired,  a  further 
touch  can  be  added  by  lining  in  a  background,  as  a 
general  rule,  however,  it  is  better  to  leave  the  figure 
alone  as  it  will  then  stand  out  with  double  promin- 
ence and  distinctness.     A  simpler  measure  still  is  to 


clip  a  figure  from  a  magazine,  close  cut  it  and  blacken 
in  as  desired.     It  can  then  be  pasted  on  the  card. 

There  are  various  modifications,  or  rather  com- 
plications, of  the  silhouette  idea  which  card  writers 
with  the  necessary  artistic  qualifications  can  carry 
out.  A  certain  school  of  artists,  of  which  Coles 
Phillips  is  perhaps  the  best  known,  produce  pleasing 
effects  by  leaving  parts  of  their  drawings  blank, 
although  the  suggestion  is  there  so  strongly  that  the 
eye  catches  the  idea  at  once..  Thus  the  head,  a 
collar,  an  arm,  the  waistline  and  the  feet  will  be  all 
that  is  shown  to  represent  a  figure  and  yet  the  draw- 
ing will  have  a  suggestion  of  completeness.  This 
class  of  work,  while  extremely  effective,  requires  a 
high  degree  of  skill.  Some  card  writers  have  utilized 
the  idea  with  the  best  of  results. 

Silhouettes  can  he  used  in  any  color,  although 
hlack  on  a  white  ground  is  in  many  respects  the 
most  effective.  ( tray  shades  can  be  used  to  good 
effect.  Some  splendid  cards  have  been  seen  where 
were  faintly  traced  in  light  gray  or  in  green  lettering, 
being  traced  over  in  stronger  shades.  When  work 
of  this  description  is  attempted,  however,  the  card 
writer  must  have  full  confidence ;  for  a  wide  share  of 
ability  is  required  to  do  it  attractively. 
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Harvey  Knitting  Company,  Limited,  Woodstock 


This  exclusive  line  will  be 
shown  in  your  town  before  long 
for  you  to  pass  judgment  on  it. 
Give  it  a  thorough  inspection  and 
compare  our  values  with  other 
lines  offered  you. 

Harvey  Knit  Coats  are  hand 
made,  full  fashioned  and  hand- 
somely finished.  Also  see  our 
our  line  of  Shaker  Knit  Coats  and 
boy's  knitted  suits. 


We  sell  only  to  the  retail  trade 


Agents  : 

Maritime:  F.  S.  White,  St.  Stephen,  N.B. 
Quebec:  T.  DeGruchy  &  Son,  207  St.  James  St., 
Montreal.  Ontario:  J.  E.  McClung,  33  Melinda 
St.,  Toronto.  Manitoba  and  N.W. :  S.  Graff 
&  Sons,  290  McDermott  Ave.,  Winnipeg.  Brit- 
ish Columbia:  H.  P.  Lang,  601  Welton  Bldg., 
Vancouver. 
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You  should  see 

these  lines 

for 

FALL  1913 

Knitted  Mufflers 

A  very   complete    line    of    Pure    Silk    and    Artificial    Silk 
Mufflers — About  70  varieties  to  choose  from — All  shades. 

Knitted  Gloves 

A  wide  range  of  popular  styles 

Knitted  Caps 

Styles  that  will  sell — No  stickers. 

Sweater  Coats 

All  the  best  selling  lines  included  in  our  new  Fall  range. 

REGENT  SHIRT  CO.,  u— 

149  Notre  Dame  St.  W.        -        MONTREAL 
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•  v# 


Replies   are   first   sent   to    enquirers    by   mail,   then    published    here    for 

general    information   of    "Review"   readers.      Names    of    correspondents 

will   be  given  on  request.     Address  :    Dry  Goods  Review  or  Men's  Wear 

Review,  143   University  Ave.,  Toronto. 


Editor  of  Dry  Goods  Review. — "We  are  opening 
a  store  of  ladies  specialties  consisting  of  costumes, 
blouses,  millinery,  hosiery,  etc.,  no  piece  goods.  Any 
suggestions  you  could  give  us  on  the  display  will  be 
gladly  welcomed." 

See  Art  of  Display  department.  Any  of  the  ad- 
vertisers will  be  pleased  to  give  full  information  of 

their  lines. 

*  *    *■ 

Editor  of  Dry  Goods  Review. — "Please  tell  me 
where  I  can  buy  wooden  stands  for  window  display." 
The  Oscar  Onken  Co.,  1656  Fourth  Avenue  Cincin- 
nati, U.S.A. 

•  •    • 

Editor  of  Dry  Goods  Review. — "A  customer  of 
ours  is  enquiring  for  corsage  bouquets  to  retail  at 
$1.00  to  $1.50.     Where  can  we  obtain  same?" 

R.  D.  Fairbairn,  Co.,  Toronto,  have  silk  and 
satin  flowers  for  corsage  bouquets.  Any  of  the  neck- 
wear and  millinery  houses  prepare  them.  Elliott, 
Sherring  &  Co.,  Toronto,  make  a  specialty  of  this 
line.  Artificial  flowers  are  supplied  in  this  arrange- 
ment by  Botanical  Decorating  Co.,  Chicago,  and 
Canadian  Flower  Co.,  Montreal,  or  by  any  of  the  arti- 
ficial flower  manufacturers.  See  advertisement  in 
Art  of  Display  section. 


Editor  of  Dry  Goods  Review. — "Who  are  makers 
of  surplices  and  caps  for  choirs?" 


Home  &  Watts,  Toronto;  Miller  Mfg.  Co.,  Tor- 


onto. 


Editor  of  Dry  Goods  Review. — "Please  let  me 
know  who  are  makers  of  asbestos  silence  cloths?" 

H.  W.  Johns-Mannville  Co.,  Wellington  Street, 
Toronto,  and  Kearney  Mfg.  Co.,  148  W.  62nd  Street, 
Chicago,  manufacture  asbestos  silence  cloths. 


Editor  of  Dry  Goods  Review. — "Where  can  we 
procure  Penelope  cabled  twist  crochet  cotton  No. 
30?" 


We  do  not  know  this  brand.  D.  M.  C.  Maple 
Leaf  and  Anchor  brands  can  be  supplied  by  any  of 
the  distributing  houses,  Anchor  brand  is  controlled 
by  Central  Agency,  Ltd.,  Toronto  and  Montreal. 


Editor  Dry  Goods  Review. — "We  want  to  get 
card  holders  for  the  ends  of  dress  goods  boards.  Can 
you  give  us  the  address  of  any  firm  who  make  these, 
also  advise  what  kind  of  card  holders  you  would 
advise  using." 

Victor  H.  Canaham,  Guelph,  makes  card  holders 
for  the  ends  of  dress  goods  boards.  Taylor  Mfg.  Co., 
Hamilton,  can  supply  them. 

Different  size  square  card  holders,  in  any  metal 
finish  are  considered  the  best  because  of  the  uniform 
appearance  they  give.  They  save  the  cards  and 
both  sides  are  used.  Any  of  the  fixture  houses  have 
them.  Write  for  catalogue  to  Dale  &  Pearsall,, 
Clatworthy  &  Son,  Toronto  Brass  Mfg.  Co.,  or  A.  S. 
Richardson,  Toronto,  and  Delefosse  &  Co.,  Montreal. 


Editor  Dry  Goods  Review. — "Where  can  we  buy 
colored  knitting  wools  (for  stockings)  from  the 
manufacturers  ?'■' 

You  can  procure  colored  knitting  wools  for  hosi- 
ery from  Bonner  Worth  Co.,  Peterboro,  Ont.  H. 
Binns,  Empire  Bldg.,  Toronto,  represents  one  of  the 
leading  English  mills,  wTho  specialize  on  yarns  for 
the  hosiery  trade.  J.  &  J.  Baldwin,  Ltd.,  have  all 
grades  of  yarns.  Their  Canadian  representative  is 
Duncan  Bell,  Manchester  Bldg.,  Toronto. 


Editor  of  Dry  Goods  Review: — "What  make  of 
time  clock  in  your  opinion  is  the  best  for  a  dry  goods 
establishment  with  about  thirty  hands.  Something 
simple  and  accurate." 

The  International  Time  Recording  Co..  of  Can- 
ada make  over  400  kinds  of  time  clocks.  Choice  of 
a  satisfactory  machine  is  a  matter  for  personal  se- 
lection and  price. 
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Hand-Power  Rolling  and  Measuring  Machine 

with  Improved  Rolling-Off  Attachment  and    Special 
Arrangement     for     Inserting     Paper     Tape    Measure 


Splendid 

for 

Stock-taking 


Saves 
Time, 
Money  and 
Labor 


This  machine  has  been  specially  designed  to  meet  the  requirements  of  manufacturers  and  merchants  at  stock-taking 
times,  having  a  special  attachment  for  Re-Lapping  and  Re-Measuring  pieces  through  the  machine.  All  that  is  necessary 
for  this  operation  is  to  fix  the  piece  which  is  to  he  re-lapped  between  the  two  special  grips  at  the  back  of  the  machine, 
and  then  pass  through  the  machine  in  the  ordinary  way.  This  arrangement  makes  obsolete  the  present  laborious  method 
of  unrolling   by  hand. 

Also  this  machine  is  fitted  with  a  very  simple  device  for  inserting  a  paper  tape  measure,  a  system  of  measuring  piece 
goods  which  has  every  appearance  of  becoming  universal.  In  addition  to  this,  the  machine  embodies  all  that  is  necessary 
for  Lapping  and  Measuring  pieces  in  the  ordinary  way  from  the  cuttle.  The  Rolling  Heads  are  fitted  with  ball-thrust 
bearings,    so    that    the    machine    can    be    operated    with    perfect  ease. 

The  measuring  clock  is  marked  100  yards  and  driven  by  machine-cut  worm  gear,  and  is  constructed  for  measuring  in 
yards  or  metres  as  desired. 


Sole    Canadian    Distributors 
and    Selling   Agents. 


Made  by  JOHN  T.  HARDAKER,  Bradford,  England 

WALTER   WILLIAMS  &  CO., 


525    St.    Paul    St.,    MONTREAL 
20  Wellington  St.  W„  TORONTO 


*RA**> 


Underwear  That  is  Built  to  Satisfy 

The  delightful  softness  and  comfort  of  this  underwear  i<  enthusiasti- 
cally proclaimed  by  everyone  who  wears  it.  A  feeling  of  satisfaction 
— both  for  yourself  and   your  customer — goes   with  each   sale  of 

MAPLE  LEAF  BRAND   UNDERWEAR 

And  this  feeling  of  satisfaction  continues  for  a  long  time  because 
this  line  abundantly  fulfills  the  requirements  of  your  i  est  patrons 
as  to   Quality,   cut.   finish   and   wear. 

Before  ordering  underwear  for  next  Fall  and  Winter  it  will  pay  you 
to  see  our  large  range  of  samples. 


THOS. 


WATERHOUSE    &     COMPANY,    LIMITED 

INGERSOLL,  ONT. 

MONTREAL  :  Harold  F.  Watson,  Weldon  Co.,  Corlstlne  Building 


The  Review  is  now  £ivin£  a  service 

=====  =======     with  its  two  issues  each 

month  that  is  impossible  with  a  monthly  paper. 
You  will  always  find  the  news  first  in  "The 
Review."     The  paper  that  does  things. 
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Style  Features  of  the  Spring  Models 


"^25 


Descriptions  of  some  of  the  most  stylish  showing  in  New   York — Malines   used 

in  many  ways — Aeroplane  and  Bunny   bows  are  rivaling  the  Gaby  bows  in 

popularity — Beautiful  floral  garnitures. 


CLOTTING  manufacturers .  are  preparing 
samples  of  Fall  garments  which  will  be  on 
the  road  about  March  loth.  Wholesalers 
and  manufacturers'  ranges  of  suitings  and  overcoat- 
ings are  expected  to  be  ready  within  the  month. 
Some  early  samples  have  been  received.  At  present 
repeats  are  being  booked  for  Spring  delivery  and 
buyers  are  in  Europe  assembling  mill  ranges  for  the 
selecting  of  the  clothing  and  tailoring  trade.  First 
shipments  of  Fall  materials  have  been  received  by 
the  clothing  makers  and  the  earhT  indications  of 
coming  styles  and  fabrics  for  more  staple  lines  are 
assured.  Reports  from  the  English  and  Scotch  mills 
show  that  early  orders  for  Fall  are  satisfactory  and 
contracts  placed  in  advance  are  at  firm  prices. 

Placing  conditions  differ  for  the  clothing  manu- 
facturer and  the  wholesale  house  in  buying.  The 
former  has  to  give  the  bulk  of  his  orders  in  advance 
as  no  stock  is  made  up  at  the  mills.  Wholesale  rep- 
resentatives place  their  orders  at  the  different  mil-Is 
after  retail  buyers  have  made  their  selections.  In 
this  way,  the  latter  has  the  consensus  of  opinion  of 
different  parts  of  the  trade.  They  also  have  an  in- 
dex to  repeats.  Instead  of  buying  stock  which  in 
their  judgment  will  sell,  assortments  carried  now  are 
based  on  general  orders  received.  There  is  very  lit- 
tle speculation.  Samples  left  after  the  season's  trip 
give  a  fair  indication  of  the  trend  of  demand,  al- 
though they  do  not  hint  the  novelties  of  the  coming 
season.  The  difference  between  the  ready-to-wear 
and  the  semi-ready  clothing  materials  and  those  of 
more  exclusive  tailoring  houses  is  met  as  far  as  pos- 
sible by  the  experience  of  manufacturing  buyers 
and  the  success  with  which  cloths  are  featured  by 
respective  clothing  mills. 

This  year  stocks  and  the  assortment  of  samples 
left  after  non-sellers  and  sold  out  swatches  have 
been  discarded,  show  an  absence  of  tweeds  and  a 
scarcity  of  browns.  This  is  met,  of  course,  in  repeats 
but  is  also  an  indication  of  the  Fall  demand.  Worst- 
eds have  sold  up  well.  Samples  still  carried  con- 
tain many  pleasing  grays  in  soft  shades  and  some 
•of  these  neat  patterns  are  likely  to  be  favored  later. 
Following  mid-summer  demand  for  tweeds,  home- 
spuns, and  finer  flannels  in  light  grays,  augmented 


by  samples  of  midseason  novelties  in  tweeds  and 
worsteds,  the  Fall  season  is  expected  to  favor  a  con- 
tinuation of  these  features  in  patterns  and  colorings. 

NATIONAL  HUES  AND  SIMPLE  DRAPERY  FAVORED. 

Fall  clothing  styles  will  conform  to  English  out- 
lines, modified  to  meet  Canadian  and  American 
ideas.  The  cut  is  not  to  be  extreme,  but  similar  to 
present  vogue.  The  tendency  may  be  to  closer  lines 
but  not  to  such  an  extent  as  in  the  clothing  which 
marks  the  nationality  of  the  wearer.  In  the  cut  of 
models  being  prepared  in  Fall  1913  samples,  cloth- 
ing manufacturers  are  approaching  those  outline 
features,  which  tend  to  give  character  and  still  retain 
sufficient  drapery,  desired  by  the  careful  dresser  of 
good  taste.  At  present,  no  decided  changes  from  the 
natural  outlines  of  the  standard,  athletic  or  stout 
men's  garments  is  proposed.  The  idea  is  to  develop 
a  Canadian  style  for  each  figure  without  becoming 
too  extreme  for  the  dictates  of  business  or  occasion 
ethics.  Manufacturers  are  not  losing  the  effect  of 
correct  fit,  which  i*  essential  to  each  model  because 
of  deportment,  appearance  or  age  of  the  wearer. 

In  the  standard  figure,  the  coat  is  about  31%  to 
32- inches  and  in  the  athletic  cut  is  321_>  inches. 
Two  and  three-button  sacks,  with  long  roll  and 
sharp  cut  frock  front  and  neatly  cut-away  in  front 
but  fitting  in  natural  lines  in  shoulders  and  drapery 
over  hips,  are  preferred.  The  vest  is  cut  fairly  high. 
Trousers  are  simple  again  and  drop  in  a  straight 
line  with  the  creases;  with  average  211/>  to  22V2- 
inch  knee  and  16  to  lGV^-mch  bottom  or  cuff.  In 
the  whole,  manufacturers  are  obtaining  distinctive- 
ness in  cut  and  outline  because  the  garments  are 
sufficiently  form-fitting  to  retain  the  simplicity 
necessary  with  the  inspiration  of  style. 

Manufacturers  are  not  ready  yet  to  decide  the 
ratio  of  fabrics  but  a  good  season  on  tweeds  with  a 
fair  proportion  of  worsteds  is  looked  for.  This  is 
largely  a  matter  of  business  and  style  and  one 
branch  especially,  young  men's  selection  will  favor 
tweeds.  Norfolks  and  smart  day  or  business  dress  is 
likely  to  demand  tweeds  or  cheviot  finished  serges. 
For  more  conservative  wear,  worsteds  in  neat  effects 
and  in  aravs  will  lead. 
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"BE  PREPARED" 


For 
Big 


BOY    SCOUT    BUSINESS 

The  fast  increasing  popularity    of    this    patriotic 

movement  makes    it  imperative  that  you  go 

out   after  this  trade 

Be  the  OFFICIAL  OUTFITTER  of  Your  TOWN 

and  learn  the  great  possibilities  of  successfully 
catering    to    the    best    boys'    and    girls'    trade 

We    are    in   CONSTANT     TOUCH    With    SCOUT    HEADQUARTERS 

and    can   supply    you    any  information  regarding  these  movements  and  the  complete  official 

outfit    at  the  lowest  cost 

MILLER'S      OFFICIAL     OUTFITS      LEAD      AMERICA     and     are    the     standard     for     uniforms     and    accessories 

We  have  special  departments  specializing  in 

MILITIA  and  CADET  UNIFORMS,  CHOIR  VESTMENTS, 
And  All  WASHABLE   CLOTHING  For 
Barbers,    Waiters,    Cooks,    Butchers,    Dentists,    Doctors,    Bartenders.    Porters,    etc. 
LET   US  KNOW  HOW  WE  CAN  HELP  YOU 

The    Miller    Manufacturing    Company,    Limited 

251-3  Mutual  St.,  -:-  -:-  *  -:-  Toronto,  Ont. 


difference;  KANTKRACK  Collars  are  real  linen 
collars  with  a  waterproof  coating,  pliable  and  wear- resisting  with  long  slit  back  which  gives  when  being 
attached  without  breaking,  and  the  riveted  flap  which  reinforces  the  usual  weak  part.  Soap,  water 
and  sponge  is  the  extent  of  the  laundry  bill.    "  One   grade  only  and  that  the  best." 

(Made  in  Canada) 

The  Parsons  and  Parsons  Canadian  Co. 

HAMILTON  -:-  -:-  -:-  ONTARIO 
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Patterns  will  be  small  and  neat.  They  consist  of 
browns  and  grays  in  nick  and  pick,  two  and  two,  and 
delicate  small  hair-lines,  birds'  eyes,  etc:  Plain  colors 
are  preferred  and.  while  the  patterns  are  not  mark- 
ed, they  obtain  a  definite  character.  The  staple 
bines  which  cover  numerous  shades  in  rough-finish- 
ed serges  should  be  better  than  a  year  ago.  Some 
lighter  shades  in  novel  blues  and  neat  inconspicuous 
patterns  are  seen.  Although  the  patterns  are  suffi- 
cienly  different  from  those  of  a  year  ago  to  relieve 
the  staple  effect,  which  pertains  to  some  lines  of 
branded  clothing. 

BELTED  AND  PLEATED  STYLES  IN  OVERCOATS. 

Overcoats  are  designed  for  warmth  and  are  in- 
tended to  be  practical  and  fit  naturally.  Convertible 
collar  styles  and  belted  makes  with  plain  or  raglan 
shoulders  are  booked  as  leading  numbers.  Lengths 
are  shorter  and  button  through  kinds  are  preferred, 
About  45  inches  is  the  extreme  length  and  in  most 
of  the  models,  the  hills  from  the  shoulder  to  the 
skirt  show  fullness,  while  the  belt  is  belted.  Some 
of  the  garments  have  an  inverted  pleat  or  watteau 
and  the  back  is  contracted,  with  a  broad  belt,  to 
show  fullness.  Most  of  the  models  are  shoulder 
lined. 

OVERCOATINGS  FEATURE  WARMTH. 

The  character  of  the  cloths  also  lend  themselves 
to  the  idea  of  warmth.  Chinchillas,  naps,  moss-fin- 
ished curls  and  Whitneys.  heavy  cloths  are  made  up 
in  numerous  styles.  All  the  cloths  are  soft-finished 
and  usually  feature  brushed  or  curl  finishes.  The 
whole  success  of  the  coming  season  is  defined  by  the 
demand  for  style  rather  than  service.  Many  of 
these  cloths  are  not  likely  to  prove  serviceable  be- 
cause this  rap  or  curl  is  attached  or  taken  out  of 
the  material  itself.  The  texture  of  the  fabric  is 
loose  and  the  cloths  most  likely  to  prove  the  season's 
success,  both  in  design  and  colorings  are  mostly  of 
this  nature.  But  the  development  of  ready-to-wear 
business  is  to  combine  an  amount  of  style  because 
the  life  of  the  garment  depends  on  style  and  smart- 
ness for  a  season  or  until  another  change  in  style 
is  promoted. 

Cloths  are  mostly  in  soft  shades  and  plain.  In 
many  cases  the  only  color  is  introduced  by  the 
brushed  effect  on  the  small  ground  design,  where  a 
pattern  is  featured.  The  shades  run  to  browns,  soft 
tans  and  grays.  Some  of  the  garments  are  reversible 
but  more  plain  than  plaid  back  are  included  in  ihe 
ranges. 

MACKINAWS  THE  SEASON'S  NOVELTY. 

One  of  the  season's  novelties  will  be  Mackinaws. 
These  are  made  in  English  style,  similar  to  an  out- 
ing or  hunting  coat.  The  style  is  shown  for  Spring- 
to  some  extent  but.  is  not  received  as  well  as  expect- 
ed.    Thev  have  done  well   in   exclusive  New  York 


and  many  of  the  larger  cities  where  they  have  been 
shown.  Mackinaws  are  made  in  fancy  cloths  and 
the  style  of  the  garment  is  most  applicable  to  a  skel- 
eton coat.  They  are  typical  Norfolks  with  shawl 
collar  overshoulder  pleats  or  pleated  to  a  yoke  and 
belted.  They  are  30  to  32  inches  long  and  furn- 
ished with  large  buttons.  The  cloth  is  similar  to 
an  eiderdown  only  with  more  weight  and  texture 
and  comes  in  four-color  combinations.  Blue  and 
black,  crimson  and  black,  gray  and  black  and 
brown  and  black.  Both  single  and  double  plaids 
are  shown  by  different  houses. 

The  development  of  children's  clothing  in  con- 
junction with  the  men's  wear  trade  is  growing  along 
the  demand  for  style,  better  garments  and  correct 
materials.  Style  is  as  important  as  in  the  adult  sec- 
tion provided  the  cut  and  workmanship  is  right, 
merchants  have  a  splendid  opportunity,  chil- 
dren's garments  in  suits,  overcoats  and  reefers  are 
selling  as  high  as  $15  a  garment.  Several  clothing 
merchants  are  opening  a  department  for  girls' 
reefers,  as  many  of  the  styles  now  made  by  manu- 
facturers make  a  specialty  of  this  high-class  trade. 
Many  merchants  in  the  West  handle  exclusive  lines 
and  go  after  this  branch  of  business  which  has  been 
hitherto  neglected.  For  Fall,  several  new  models, 
for  girls  11.  16.  18  years,  are  being  prepared  which 
are  suitable  for  exclusive  trade.  These  garments 
are  equal  in  every  way  to  the  high-class  tailoring 
and  style  dictates  seen  in  larger-sized  garments  and 
take  advantage  of  the  demand  for  garments  similar 
to  those  worn  by  elders.  Success  in  smaller  sizes 
and  the  amount  of  business  done  in  the  juvenile  de- 
partment0 of  the  aggressive  clothing  stores  suggests 
a  growing  turnover  in  these  lines  as  a  future  de- 
velopment. This  end  of  the  department  has  prac- 
tically no  competition. 


Moncton,  N.B. — Alphee  R.  Robichaud  has 
opened  a  mens'  furnishing  store  on  Main  Street. 

Pembroke,  Ont. — Jas.  Thackray  and  F.  W. 
Schultz  have  opened  a  gents'  furnishing  store  in  the 
shop  between  Clarke  &  Andrews  and  the  Pembroke 
House  formerly  occupied  by  F.  W.  Chambers. 

•  •  * 
St.  Thomas,  Ont. — Willard  Howard,  formerly  of 
St.  Thomas,  who  has  for  some  time  been  men's 
furnishings  buyer  for  R.  McKay  &  Co.,  of  Hamil- 
ton, received  a  pleasant  surprise  Saturday  when 
John  Campbell,  on  behalf  of  bis  fellow  employees, 
presented  him  with  a  purse  of  gold  and  a  fountain 
pen.  Mr.  Howard  has  purchased  the  stock  of  Chas. 
Shields,  King  Street  east,  and  intends  remodeling 
the  store  and  open  an  up-to-date  men's  furnish- 
ing store. 
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"All  That  The  Name  Implies" 


Tk 


44 


QUALITY'^ 


Waterproofs 


For  Men,  Women,  Children 


QUALITY  in 


FIT 

STYLE 

MAKE 


1006— Leader   Raglan 

$7.00 

Double    texture    Paramatta, 
in  fawn,  brown  and  reseda. 


Samples  Sent  Prepaid 
on  Request. 

Toronto  Waterproof  Mfg, 
Company 

30  Wellington  Street  West 
TORONTO 


717— Motor 

$5.50 

Single  texture  Paramatta 
in  fawn  and  reseda. 


S.  D.  COLLARS 


Dressy  Linen    Collars 
Minus  the  Laundry  Bill 

Everyday  sees  the  famous  S.  D.  Collars  grow  in 
greater  favor  with  the  Canadian  trade.  They  sell 
readily  at  a  good  profit  and  give  entire  satisfac- 
tion. Being  waterproof  real  linen  collars  they 
eliminate  the  laundry  bill  entirely.  No  breakage, 
no  odor,  absolute  service,  made  in  three  qualities! 

Linolo      at  $2.00  List 
Lima  "     1.50      " 

Peerless    "     1.25      " 

Made  in  linen,  gloss  and  dull  finish.     Sizes,  12-18. 
Write  for  catalog  and  discounts  to-day. 

The  Smith-D'Entremont  Co.,  Limited 

1475-77  Queen  Street  West        -         -         Toronto 


WREYF0RD  &  CO. 

TORONTO 

Wholesale  Men's  Furnishers 


For  Immediate  Shipment — 

"Viator"  and 
Aviation  Caps 

from  $6.00  dozen. 

Tress' Winter  Caps 

Camelhair   and   Grey- 
Fleece— $12.00. 

Scotch  Knit  Gloves 

$3.40,  4.50,  6.50,  9.00,  10.50 

Coat  Sweaters 

With  Collars 


YOUNG  &  ROCHESTER'S 

New  Neckwear  and  Shirts. 
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Hat  Styles  for  the  Fall  Trade 

Showing  of  soft  hats  will  be  larger  than  last  year  but  diversity  of  shapes  will 
not  be  so  marked — Neater  shapes  to  be  worn  in  Derbys— Rakish    styles    are 

passing. 


ONE  Fall  and  Winter  season  is  hardly  over 
before  manufacturers  are  ready  with  lines 
for  the  following  year.  First  ranges  of  mens' 
hats  are  ready  for  1913  season.  Early  indications 
are  that  the  later  influences  of  this  season  are  to  be 
felt  in  the  style  ratio  of  next  season's  styles.  Some 
changes  are  noted,  and  by  the  time  opening  buying 
is  commenced  other  style  influences  are  likely  to  be 
seen.  The  assortments  of  mens'  hats  as  far,  as  they 
are  ready,  show  the  interpretation  of  several  manu- 
facturers' outputs  and  combined  jobbers'  ranges. 

The  ranges  include  velours,  rough,  camel's  hair 
and  scratch  felts.  Tweeds  in  similar  styles  and  ap- 
proved shapes  are  represented.  The  showing  of  soft 
hats  is  larger  than  last  season  but  the  diversity  of 
shapes  is  not  so  marked.  The  general  appearance  of 
the  sample  is  neater  and  cleaner  than  a  year  ago. 
The  effect  of  style  and  good  taste  of  medium  trade 
and  the  result  of  clearances  of  extremely  rough  and 
unusual  shapes  this  season  is  seen  in  the  more  staple 
and  common  sense  styles,  which  are  now  offered.  A 
lot  of  freak  shapes  featured  in  1912  are  missing,  only 
a  few  telescopes  are  shown. 

In  Derbys  the  trend  is  for  a  neater  and  more 
sensible  shape.  Some  young  men  are  just  com- 
mencing to  get  used  to  extreme  low  crowns  and  wide 
brims  and  the  demand  is  expected  to  continue 
through  the  Spring  season  in  some  localities.  In 
stiff  hats  medium  crowns  and  small  curl  brims  are 
coming  back.  This  will  be  gradual,  and  at  first  a 
matter  of  features,  age  and  deportment.  For  the 
young  man  of  sporty  tastes,  extremes  will  still  be 
in  vogue  to  some  extent.  For  the  careful 
dresser,  one  of  the  approved  blocks  has  4%- 
inch  crown;  2-inch  brim  back  and  front  with  1%- 
inch  half  raise  side  roll.  Middle  aged  business 
men  are  partial  to  a  5-inch  crown;  2-inch  brim, 
front  and  back  with  l3/4-inch  half  raise  side  roll. 
The  bulk  of  the  season's  business  will  be  done  on 
these  and  a  more  extreme  model  for  the  smart  young 
man.  This  shape  has  4-inch  crown;  21/t-mch  front 
and  back  brim  and  2%-inch  quarter  raise  curl  side. 
The  influence  of  these  tendencies  is  already  felt  in 
more  exclusive  stores. 

Felts  in  plain,  heather  mix  and  scratch  finishes 
with  turban  and  low  brims  are  in  the  greatest  assort- 
ment. All  finishes  scratch,  satin,  angora  and  soft 
velours  are  good  with  a  number  of  heather  mixes  and 
stitched  styles  in  request.  For  reserved  trade,  a  line 
of  small  Alpines  in  black  wool  and  soft  camel's  hair 
finishes  with  curl  brim  is  sampled  in  several  attract- 
ive values. 


Velours  are  holding  strong  in  higher  grades. 
Manufacturers  are  well  sold  up  and  quite  independ- 
ent of  orders.  The  demand  for  high  class  velours 
is  reflected  in  similar  finishes  which  are  brought  out 
in  cheaper  grades.  One  maker  is  showing  a  line  of 
Italian  velours  to  retail  at  from  $2.50  to  $3.  The 
shades  are  olive,  browns,  slate,  gray  and  black.  The 
ranges  of  tweeds  comprise  a  fair  line  in  stitched 
cloths,,  soft  chinchillas,  two  tone  stripes  and  checks. 

The  influence  of  style  and  the  success  of  any  new 
shape  or  finish  is  usually  derived  from  the  interest 
of  exclusive   trade   in   a  particular  style.        A   new 


1.  Wa  Wa  (wild  goose)  stitched,  drop  brim,  soft  felt  with 
back  bow.  2.  Italian  velour  in  soft  shades.  Courtesy 
F.  M.  Vanderwater,  Toronto,  office  Waldron,  Drouin  Co. 

shape,  which  has  sold  well  in  larger  centres  promises 
to  become  a  favorite  next  Fall.  It  is  a  French  model 
with  perfect  low  or  droop  brim  and  medium  side 
crown  in  soft  felt  with  short  close  pile.  Selection* 
in  all  shapes  are  varied  according  to  finishes  in  the 
different  manufacturers'  ranges.  Merchants  can 
select  both  shape,  material  and  color  in  a  large 
variety. 

The  colors  are  soft  shades  with  similar  tones  pre- 
vailing. Browns,  soft  tans  and  mixtures  on  these 
tones  in  heather  effects  and  gray  in  new  tones  are 
practical  for  next  season's  wear.  Some  of  the  fur 
felts  have  contrasting  pile  which  is  attractive,  but 
this  is  seen  in  soft  hats  only  this  season. 
(Continued   on   page   107.) 
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A50 


Two  of  the 
"Outing"  Family 


v 


A. 50 — The  popular  ' '  Outing  ' ' 
Brand  Shaker  Knit  Coat  has  no 
equal  in  the  knit  goods  world.  It 
is  especially  the  young  man 's 
coat  and  will  add  much  to  your 
1913  showing. 

The  "Outing"  Brand  consists  of 
many  excellent  numbers  which 
will  mean  big  profitable  business 
to  you. 

Don 't  fail  to  see  the  complete 
range.  Salesmen  now  on  the 
road. 


A 


\W|  Frank  W.  Robinson 

Limited 

Bathurst  and  Wellington  Streets, 

TORONTO 

"The  Coats  that  are  Tailored  to  Fit" 


V. 


^ 


J 


MARQUE  dcFABRIQUE 


We're  telling  your 
customers  all  about 
Perrin's  Gloves 
through  the  papers 


Men's  Gloves 

Perrin's 


The  trade  mark  here  shown  is  your  guarantee  of  a 
perfect  glove — is  your  customers'  guarantee  of 
absolute  satisfaction.  Our  men's  unlined  gloves 
lack  nothing  that  goes  to  make  gloves  the  every 
day  useful  and  serviceable  article  of  wear  that  they 
are. 

Our  consumer  advertising  is  creating  a  demand  for 
Perrin  gloves.  Are  you  going  to  co-operate  with 
us  and  thereb}^  reap  the  benefit  of  this  advertising? 
See  our  entire  range  now.    Look  out  for  imitations. 

Perrin  Freres  &  Cie. 

28  Victoria  Square,  MONTREAL 
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Simple  Clothing  Display  for  Spring 


A  well  grouped  display  of  men's  clothing',  hats  and  accessories  as  a  suggestion  for  Spring  opening.  The  centre  figure  is 
carefully  posed,  and  the  attention  to  detail  in  the  unit  setting  gives  a  well  balanced  effect,  which  is  not  too  precise. 
The  pedestals  and  glass  plates  are  used  to  advantage  to  improve  the  perspective,  and  the  fixtures  are  part  of  the 
groupings.  Background,  floor  and  window  fittings  harmonize,  and  the  amount  of  merchandise  portraying  men's 
early  Spring  attire  conforms  in  arrangement. 
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Hands  are  broad  and  heavy,  cord  ribbons  are  used 
in  the  same  color  as  the  hat.  Black  and  brown 
bands  are  in  the  majority  and  black  is  used  mostly 
on  grays,  especially  the  darker  shades.  So  far  there 
does  not  seem  to  lie  any  likelihood  of  narrower  bands 
except  on  Derbys. 

Soft  hats  are  finished  with  back  bow  cord  and 
button,  which  is  a  marked  departure  seen  in  many 
of  the  numbers. 

New  samples  are  expected  to  show  this  trend  as 
the  season  advances. 


Vancouver,  B.C. — Barton  Bros.,  Ltd.,  mens'  fur- 
nishers, are  holding  a  business  retirement  sale. 


Your   Trade  Will 
Appreciate 

Dr.   Neff's 
Underwear 


Appreciate  it  for  its  delightful 
softness,  its  perfect  fit  and 
real  satisfaction.  You  can  in- 
crease the  volume  of  your 
underwear  trade  with  this 
famous  underwear.  It  comes 
in  Union  and  two-piece  suits 
and  is  of  a  soft,  firm  texture, 
that  withstands  wear  and 
gives   absolute   comfort. 

Let  us  send  samples  of  our 
Dr.  Neff  's  Underwear.  Write 
to-day. 

THOMAS  WATERHOUSE 
&  CO.,  Limited 

Ingersoll,  Ont. 

Messrs.  Mosey  &  Urquhart.  Toronto, 
agents  for  Ontario  ;  John  W.  Peck  &  Co., 
Winnipeg,  for  Manitoba,  Saskatchewan 
and  Alberta;  John  W.  Peck  &  Co..  Vancou- 
ver, for  British  Columbia  and  the  Yukon. 
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SUSPENDERS 

(Made  in  France) 

Guaranteed  for  one 
year. 


S.  E.  Porter 
&Go. 

Sole  Agents 

for 

Canada. 

Complete  Stock 
on  Hand 


Birks    Building," 

MONTREAL 
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"DEACON" 
SHIRTS 


Learn  to  discriminate — things  are 
not  always  what  they  seem. 

Do  you  pay  a  price  for  your  shirts 
consistent  with  the  quality  you 
get?  If  you  do  you  should  be  sat- 
isfied, but  do  you  really  know 
whether  you  are  or  not"?  Many  a 
merchant  thought  he  was,  but  when 
he  compared  his  stock  with  the 
Deacon  range  he  changed  his  mind 
completely.  We  do  not  claim  to 
give  you  $1.00  va  ue  for  75c,  but 
we  do  guarantee  to  give  you  dollar 
value  for  a  dollar,  and  we  make 
the  assertion  without  fear  of  con- 
tradiction that  Deacon  Shirts, 
whether  they  are  working  shirts, 
fancy  flannels,  wool  taffetas  or 
any  other,  give  the  maximum  wear, 
style,  fit  and  appearance  for  the 
money. 

Find  out  where  your  shirt  values 
really  are  by  comparing  your  stock 
with  Deacon.  We  are  showing  a 
range  for  Fall  from  $4.50  to  $36.00 
a  dozen. 

Travellers   are   now   on   the   road. 


The    Deacon  Shirt  Co. 

BELLEVILLE  .:.  ONTARIO 
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What  is  Effect  of  Cut 

Prices  ? 


The  necessity  continually  arises  of  advertising  goods 
at  reduced  prices.  For  special  and  clearance  sales,  price 
inducements  have  to  be  offered;  "leaders"  are  required  to 
attract  attention  to  other  lines ;  and  in  other  ways,  the  neces- 
sity for  cut  prices  creeps  in. 

Does  the  advertising  of  lines  at  cut  prices  lessen  selling 
possibilities  at  regular  prices? 

Does  a  special  price  set  a  precedent  which  is  detrimental 
to  future  sales? 

Do  many  people  make  a  practice  of  waiting  to  buy  a 
certain  article  until  they  see  it  advertised  at  a  bargain? 

What  is  your  answer  to  these  problems? 

For  the  best  practical  replies  to  these  questions  The 
Review  will  pay  from  $2  to  $5  each. 

All  replies  must  be  in  by  March  12.  Address  Editor 
Dry  Goods  Review,  143  University  Avenue,  Toronto. 


108 


MEN'S    WEAR    SECTION. 


Dry    Goods   Review 


WHERE  KNOWLEDGE  IS    POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if    that    knowledge    can  be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over 
400  pages,  COO  illustrations;  covers,  to  the  smallest  detail,  the 
following  subjects  Window  Trimming,  Interior  Decorating, 
Window  Advertising,  Mechanical  and  Electrical  Effects,  in  fact 
everything  of  interest  to  the  modern,  up-to-date  merchant  and 
decorator.     Price,    postpaid    $3.50 

Window  Trimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  (100 
illustrations,  showing  every  move  in  trims  pictured.  A 
complete  course  in  Men's  Wear  Trimming.  Handsomely 
bound  in  cloth.     Trice,  prepaid   $1.25 


Sales  Plans 

A  collection  of  333  successful  ways  of  get- 
ting business,  including  a  great  variety  of 
practical  plans  that  have  been  used  by  retail 
merchants  to  advertise  and  sell  goods.  Sent 
prepaid  to  any  address.     Cloth   binding.  .$2.50 


Card  Writers'  Chart 


Retail 

Advertising 

Complete 

This  book  covers 
every  known  me- 
thod of  advertis- 
ing a  retail  busi- 
ness; and  an  ap- 
plication of  the 
ideas  it  expounds 
cannot  help  but 
result  in  increas- 
ed business  for 
the  merchant  who 
applies   them. $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  card- 
board and  fit  into  the  book  loose  leaf. 
This  system  has  the  advantage  of  en- 
abling the  student  in  practice  to  work 
without  a  cumbersome  book  at  his 
elbow. 


Besides  the  fifty  lesson  plates,  this 
book  contains  over  seventy  instructive 
illustrations  pertaining  to  this  interest- 
ing subject,  and  over  three  hundred 
reproductions  of  show  cards  executed 
by  the  leading  show  card  artists  of 
America.  Bound  in  green  cloth.  Sent 
postpaid  for   $2.50 


A  complete  course 
in  the  art  of  mak- 
ing display  a  u  d 
price  cards  and 
Signs.  Beautifully 
printed  in  six  col- 
ors and  bronze.  In- 
cludes specially  rul- 
ed practice  paper. 
Some  of  the  sub- 
jects treated  are: 
First  Practice, 
Punctuation,  Com- 
position, I'  rice 
C  a  r  d  s  ,  Directory 
Cards,  Spacing, 
Color  Combinations, 
Mixing  Colors.  Or- 
namentations. Ma- 
terials Needed,  etc. 
Price  post  paid, 
$1.50 

1000  Ways  and  Schemes  to  Attract  Trade 

A  book  that  swells  sales  and  increases  profits.  There  has  never  before  been  published  a  book 
like  this.  It  gives  brief  descriptions  of  over  1,000  ideas  and  schemes  that  have  been  tried  by  the 
most  successful  retail  merchants  to  bring  people  to  their  stores  and  to  sell  goods.  If  you  try  a 
scheme  every  day,  there  will  be  in  it  enough  separate  and  numbered  suggestions  to  last  you 
nearly  three  years  without  repeating  a  single  one.  A  few  of  the  ideas  in  one  chapter:  An  Anniver- 
sary Scheme  with  Excellent  Points — A  Sign  That  Made  Money  for  its  Maker — Advertising  Dodge 
and  Clever  Salesman — A  Contest  that  Boomed  Trade — Giving  Unique  Publicity  to  a  New  Depart- 
ment— A  Baby  Day  that  Drew  a  Crowd — Money  Makers  in  Many  Different  Lines — Plan  for  Intro- 
ducing a  New  Brand  of  Goods  that  Proved  a  Winner — Artistic  Ways  of  Displaying  Goods — Days 
Devoted  to  a  Particular  Class  of  Customers — Many  Window  Trims  Out  of  the  Ordinary — In  this 
chapter  are  seventy-four  separate  and  distinct  ideas  that  have  been  successfully  carried  out  by 
as  many  different  merchants.  There  are  13  more  chapters  and  934  more  schemes  just  as  good  as 
these,  208  Pages  9%x7,  and  180  Illustrations.  Printed  on  the  best  white  paper  and  bound  in  a 
handsomely    ornamented    cover.      Price    postpaid,    $1.00. 

All  books  sent  postpaid  on  receipt  of  price. 

MacLEAN   PUBLISHING  CO.,  Technical   Book  Dept. 

143-149  University  Ave.  TORONTO 
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ROLLING    AND    MEASURING 
MACHINE. 

Messrs.  J.  T.  llardaker,  Ltd.,  of  the 
Bowling  Iron  Works,  Bradford,  and 
well-known  makers  of  the  "Easicut" 
Pattern  Cutting  Machine,  have  re- 
cently invented  a  very  useful  and  up- 
to-date  device  for  lapping  and  meas- 
uring piece  goods. 

Manufacturers  and  merchants  who 
stock  hundreds  of  pieces,  know  only 
too  well  tire  great  expense  and  the 
time  required  at  stocktaking  times, 
when  to  obtain  an  accurate  result,  all 
pieces  have  to  he  re-lapped  and  re- 
measured.  This  machine,  although 
designed  more  especially  for  stock- 
taking, embodies  all  the:  mechanism 
necessary  for  lapping  and  measuring 
piece  goods  in  the  ordinary  way  from 
the  cuttle. 

In  addition  too,  this  machine  is  fitted 
with  an  arrangement  for  re-lapping 
and  re-measuring  pieces  from  the  roll. 
This  consists  of  a  gantry  slide  and 
headstocks  at  the  back  of  the  machine, 
and  is  fitted  with  specially  improved 
grips   for   holding   the   piece.      Often 


when  a  piece  is  required  to  be  re- 
measured  or  re-lapped,  it  is  found  an 
inch  or  more  inside  the  roll,  or  per- 
haps the  board  has  been  broken — then 
it  is,  that  the  difficulty  of  holding  the 
piece  presents  itself,  and  those  grips 
have  been  specially  made  to  overcome 
this  difficulty,  and  at  the  same  time 
answering  the  same  purposes  in  every 
way  as  the  ordinary  style  of  grips. 
This  arrangement  will  be  found  to  be 
of  great  service  to  the  operator,  and 
a  time-saver  to  the  employer. 

Further,  the  machine  is  fitted  with 
a  very  simple  piece  of  mechanism  for 
inserting  a  paper  tape  measure  inside 
the  piece  as  it  is  being  lapped,  a  sys- 
tem which  is  making  rapid  strides 
amongst  merchants  and  manufactur- 
ers. 

With  this  system,  which  is  not 
expansive,  however  many  times  you 
may  have  to  cut  short  lengths  from 
the  piece,  you  have  always  the  correct 
length  of  the  remainder  indicated  by 
the  paper  tape. 

How  much  time  may  be  saved,  if, 
when  stock-taking  time  comes  round 


you  couhl  walk  round  your  ware- 
house, and  by  simply  looking  at  the 
end  of  the  piece,  obtain  the  exact 
measurement  instead  of  having  every 
piece  to  re-lap  and  re-measure.  This 
system  has  every  appearance  of  be- 
coming universal  and  is  only  another 
sign  of  the  advance  of  the  times.  The 
machine,  therefore,  embodies  all  that 
is  required  for  any  class  of  woven 
fabric,  having  distinct  operations 
combined  in  one  machine,  viz., 

No.  1.  Lapping  and  measuring. 
No.  2.  Paper  tape  measurement. 
No.   3.  Re-lapping  and  re-measure- 
ment. 


MANUFACTURER'S  AGENT  OPEN  FOR 
following  lines  of  men's  wear  for  Manitoba, 
Saskatchewan  and  Alberta  territory,  popular 
priced  clothing,  workingmen's  clothing, 
hosiery,  underwear  and  sweaters,  shoes,  shirts, 
etc.  Lines  must  be  right  to  be  of  interest. 
Address  Box  1,  Men's  Wear  Review. 


EXPERIENCED  BUYER,  SALESMAN  AND 
window  trimmer  for  exclusive  men's  wear 
store,  open  for  engagement,  April  1st  or 
earlier.  Posted  in  all  departments.  If  you 
wish  to  engage  a  proficient  salesman  write 
Box   2,    Men's   Wear   Review,   Toronto. 
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Not  an  Enterprise  for  the  "Quitter" 

\  "If  there  is  one  enterprise  on  earth,"  says  John  Wanamaker,  "that"  a  'quitter'  should  leave 
severely  alone,  it  is  advertising.  To  make  a  success  of  advertising  one  must  be  prepared  to  stick 
like  a  barnacle  on  a  boat's  bottom. 

U     "He  must  know  before  he  begins  it  that  he  must  spend  money — lots  of  it. 

\  "Somebody  must  tell  him  that  he  cannot  hope  to  reap  results  commensurate  with  his  expendi- 
ture early  in  the  game. 

f  "Advertising  does  not  jerk;  it  pulls.  It  begins  very  gently  at  first,  but  the  pull  is  steady.  It 
increases  day  by  day  and  year  by  year,  until  it  exerts  an  irresistible  power." 
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vvm.  H.  Leishman  &  Co. 


Limited 


vvholesale   Custom    Tailors 


Strictly   to    the    Trade 

Our  representatives  are  now  on  the  road  with  the  most  com- 
plete range  of  samples  and  models  for  high  class  tailoring 
for  men  and  young  men  ever  shown  in  Canada. 

The  all-round  superiority  of  our  garments  is  appealing  to 
every  clothing  merchant  who  has  had  the  opportunity  of 
inspecting  them. 

Make  an  effort  to  see  what  our  representatives  are  showing 
for  Fall,  1913. 


vvm.    H.    Leishman  &  Co.,   Limited 
119    Adelaide    Street     vv  est 

l  or  onto 


Makers  of  the  best  tailored  Garments  for  Men 


StMMMMiDM^^ 
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A  Strong  Selling  Feature 
of  Tooke  Spring  Shirts — 


The  TOOKE  Nek-Gard 

(PATENTED) 

The  Nek-Gard  illustrated  is  the  great,  big,  up-to-date  improve- 
ment that  you  ought  to  offer  your  customers — and  you'll  find  it 
only  on  Tooke  Shirts. 

The  Tooke  Nek-Gard  guards  the  neck  from  contact  with  the 
front  collar  button — from  pinching,  bruising,  and  that  ugly  spot. 
The  pocket  is  made  without  seams — cannot  tear — -is  not  affected 
by  laundering — and  the  button  slips  in  easily. 

Your  customers  will  be  looking  for  Tooke  " Nek-Gard"  Shirts 
this  Spring.  If  you  have  not  placed  your  order  yet,  our  salesman 
will  be  calling  on  you  shortly.    Don't  delay. 

TOOKE  BROS.,  Limited,  Montreal 

Manufacturers  of  Shirts,  Collars  and  Neckwear 
and  Importers  of  Men's  Furnishings. 

TORONTO  WAREHOUSE:  WINNIPEG  WAREHOUSE: 

58  Wellington  Street  West.  91  Albert  Street. 
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Ta\e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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EASTER  NUMBER 
MARCH  5TH  ISSUE 


^  The  special  features  of  this  issue  will  be  the 
showing  of  Easter  Novelties  in  Dress  Acces- 
sories, Millinery,  Fancy  Goods,  Ready-to-wear, 
and  Dress  Goods. 

^  The  Easter  Number  is  always  interesting  to 
buyers  of  these  lines,  and  this  year  it  will  be 
especially  so.  It  will  be  full  of  bright  ideas  that 
will  help  make  this  Easter  a  record  of  all 
Spring  selling. 

Cfl  You  will  recognize  the  value  of  this  Number 
as  an  advertising  medium  and  it  will  pay  you 
to  arrange  now  for  space  in 

THE  EASTER  NUMBER  OF  CANADA'S 
ONLY  Semi-monthly  DRY  GOODS  PAPER 


FORMS    CLOSE    FEBRUARY    26TH 
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Linens  That  Live 

J  ii  1862,  the  year  of  the  American  Civil  war,  the  shortage  of  Cotton  created  an  unusual 
demand  for  Irish  Linens.  Up  to  this  time  all  Irish  Linens  were  grass  bleached,  which  process 
was  necessarily  slow,  requiring  some  four  months  to  bleach  a  single  piece  of  linen.  This  proved 
too  slow  in  the  face  of  the  heavy  demand  and  most  of  the  Irish  makers  resorted  to  a  chemical 
process  to  facilitate  speed.  The  manufacturers  of  "Old  Bleach"  absolutely  refused  to  follow 
the  others  and  adhered  to  the  slow  method  of  bleaching  with  the  result  that  ' '  Old  Bleach ' ' 
has  to-day  a  much  envied  reputation  for  its  luxuriously  soft,  fine  finish,  its  immaculate  white- 
ness and  its  great  durability. 

The  fabric  of  "  Old  Bleach"  linens  is  not  killed  with  strong  bleaching  chemicals,  but  has 
the  life   only   retained  by   grass   bleaching.      "Old  Bleach"  linens  live. 

We  will  be  pleased  to  submit  samples. 

R.  H.  COSBIE,  LIMITED 

IRISH  LINEN  AGENCY 
30  WELLINGTON  STREET  WEST  -  -  TORONTO 
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Brand 


^"    What  do  you  know 
about 


WILKINS 

Rough  Rider  Shirts 


Made  with  snaps  or  buttons 
KHAKI— BROWN— BLUE 

Soft  as  a  Maiden's  cheek, 
Tough  as  the  hide  of  a  Rhinoceros 

Robert  C.  Wilkins   Co. 

LIMITED 

Soft  Shirts — Men's     Pants — White  Coats — Overalls    Etc. 

Business  Office  and  Factory,  Farnham,  Que. 

Montreal,  501  New  Birks  Building 
Toronto,  Room  K  Toronto  Arcade 
Winnipeg,   16  Silvester  Willson  Bldg. 


Australian  Trade 

Are  You  Interested  ? 

If  so,  The  Draper  of  jlustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and   New  Zealand. 

Subscription     3)^.50     Mailed  Free 

Specimen  Copy  will  he  supplied  on   application. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.  E.C. 

Publishing   Offices  : 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E.C. 
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SUCCESS  is  not  an  ACCIDENT 

But  the  Result  of 

Intelligent  Plans  Persistently  Pursued 

WE  CAN  ASSIST  YOU 
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%  Get  in  Touch  With  Our : — 

SMALLWAEE  DEPAETMENT— PUT  ON  A  SMALLWAKE  SALE  and  watch  the  result. 
It  will  stimulate  trade  in  your  entire  establishment.    Write  to  us  for  full  particulars. 

EEADY-TO-WEAE  DEPAETMENT.— Four  LEADEES  in  Boys'  Washable  Buster  Suits, 
$3.85,  $4.25,  $4.50  and  $6.50  per  dozen.  These  lines  are  having  a  great  sale.  Let 
us  send  you  our  descriptive  folder.  Have  you  seen  our  Middy  Waist  circular?  It 
tells  you  of  the  greatest  values  we  have  ever  offered. 

COTTON  DEPAETMENT  —  Greater  showing  than  ever  in  Domestic  and  Scotch  Dress 
Ginghams,  Chambrays,  Stripes  and  Checks,  also  clearing  lines  in  Cotton  Shirtings. 
Get  our  prices. 

LINEN  DEPAETMENT.— Our  assortment  of  Damask  Napkins  in  20,  22  and  24  in.  is  now 
complete,  also  large  range  of  Damask  Cloths  from  two  to  four  yards  in  length.  The 
values  offered  in  above  goods  cannot  be  beaten. 

Special  offering  of  Bleached  Table  Linens,  slightly  imperfect,  from  65c  to  $1.20 
per  yard. 

SILK  DEPAETMENT.— Crepe  de  Chine,  Plain  and  Embroidered,  Satin  Charmeuse, 
Duchesse,  Messaline,  Shot  Ottoman,  Foulard  Silks,  a  full  range  of  Corduroys  and 
Velveteens  in  stock,  all  good  sellers. 

Every  Department  in  the  House  has  some  SPECIALS  to  interest  you. 

Our  Letter  Order  Department  is  efficiently  manned  to  attend  to  every  enquiry. 
Write  to  us. 

GREENSHIELDS  LIMITED 

MONTREAL 

Everything  in  Dry  Goods 
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Debenbams  for  Novelties'* 


Spring  1913 
Sorting  Season 


The  most  desirable  materials  are  in  our  Spring  collection 
for  your  sorting  requirements,  including  the  latest  color 
creations  in  all  our  leading  qualities  of  SATIN  MOUSSE- 
LINE,  CHARMEUSE,  CREPE  DE  CHENE,  PAIL- 
LETTES, NINONS,  FANCY  FRENCH  COTTONS, 
LACES,  FANCY  RIBBONS,  VELVET  RIBBONS, 
TULLES,  etc. 

Mail  orders  and  sample  enquiries  will  have  our 
careful  attention. 

DEBENHAMS    (Canada)    LIMITED 

TORONTO 
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Debenhams  for  Novelties 


in 


Millinery 


Fashionable    shapes 
in  Hats 


Floral  Trimmings 

in 

Latest  Colorings 


Novelty   Aigrette 

and 

Wing  Effects 


Spring  model,   with  flower  trimming.      Paris  creation 
imported  by  ourselves. 


Novelty    Shades 

in 
Velvet  Ribbons 


Narrow  Fancy 
Edged   Ribbons 


Bulgarian  Effects 

in 

Ornaments 


MAIL  ORDERS  will  receive  our  promptest  attention. 


DEBENHAMS  (Canada)  LIMITED 


OTTAWA 


18-20  St.   Helen  Street 
MONTREAL 


QUEBEC 
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Awarded  the  Certificate  of  The  Incorporated  Institute  of  Hygiene. 


HORROCKSES 


Established 
1791. 


"The 
Test 
of 
Time." 
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HORROCKSES 

Longcloths,  Nainsooks,  Cambrics,  India  Longcloths,  etc. 

See  Horrockses'  Name  on  Selvedge. 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 

See  Horrockses'  Name  on'Each  Sheet. 


Flannelettes  of  the  Highest  Quality. 


See  Horrockses'  Name  on  Selvedge. 


Horrockses,  Crewdson  &  Co.,  Ltd. 

Manchester    and    London,    England. 
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All    Your    Spring    Requirements 


should  be  anticipated  and, 
if  not  already  placed,  cov- 
ered at  once. 

Doubtless  youlhave  heard  of  the 
very  bad  deliveries  expected  in 
Spring  goods. 

We  offer  you,  while  our  stock 
lasts,  good  ranges  in  almost  all 
lines  for  immediate  delivery. 

Nine  departments  of  well-assorted  ^stocks : 


Dept  A — Domestic  Cottons  and  Sheetings. 

'    B — Colored    Shirtings,    Saxonies    and    Flettes. 

C — Tailors'    Woollens    and    Trimmings. 
'    D — Dress  Goods,  Wash  Goods,  and  Silks. 
'    E — Men's  Furnishings 

H — Laces,  Embroideries  and  Ribbons 

M — Women's  Furnishings,  Linens  and  Towelings. 
'    S — Smallwares,    Fancy    Goods   and   Novelties. 

T — Housefurnishings,  Garnets  and  Oil  Cloths. 


JOHN  M.  GARLAND,  SON  &  CO. 


OTTAWA, 


CANADA 
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Mclntyre's 

THE  SPECIALTY   HOUSE  OF  CANADA 


Our   representatives   are   now   showing    for   FALL  : — 

Trefousse  Kid  Gloves 

Rouillon    Kid   Gloves 

Crown  Glove  Co.'s  Lined  Gloves  and  Mitts 

Fabric  Gloves  of  Every  Description 

Scotch  Knit  Seamless  Gloves,  the  Best  Made 

Corona  Mills  and   Wolsey  Underwear 

Hosiery  and  Half  Hose  in  Silk,  Cotton,  Lisle  and 

Worsted 

Sweaters  and  Fancy  Woollens  for    Men,    Women    and 

Children 

A  Complete    Assortment 
in     Every      Department 

YOUR    ORDERS    RESPECTFULLY    SOLICITED. 

Mclntyre  Son  &  Co.,  Limited 


MONTREAL 


ant 


WINNIPEG 


OFFICES  IN 

Halifax,  Quebec,  Ottawa,  Peterboro,  Toronto,    London,  Calgary,  Vancouver 

European   Offices  :    Manchester  Paris  Chemnitz 
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"l^mberprten" 

FOR     BOYS     AND     GIRLS 


For  Boys'  Play  Suits  &  Rompers 

Girls'  School  Frocks 

Women's  House  Dresses 


ANDERSON'S 

"KINDERGARTEN" 

CLOTH 


Specially  Constructed  for  Hard  Wear 
A  Popular  Retailer 

Can  be  Ordered  from  any 

Canadian  Wholesale  House 

Increasing  in  Sales  Daily 


A I   WM.  ANDERSON  &  CO.,  Ltd    [VJA 

PACIFIC  MILLS,  GLASGOW 

SCOTLAND 
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Quicken  Your  Service 

MODERN  stores  cannot  afford  to  have  aisles 
crowded  with  impatient  customers.  People 
demand  quick  service.  They  do  not  excuse 
old  methods. 

With  National  receipt-printing  registers  in  small  purchase 
departments,  change  is  made  instantly.  There  is  no  waiting 
for  money  to  return  from  some  distant  part  of  the  store. 
There  are  none  of  the  old  delays  or  mistakes. 

Your  customers  are  satisfied,  your  sales-people  can  sell  more  goods,  and  you  can 
make  more  money. 

Ask  us  to  send  our  representative  to  study  the  needs  of  your  store. 

The  National  Cash  Register  Company 

285   Yonge   Street,   TORONTO 

Canadian  Factory :  Toronto 
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"Her  Ladyship"  Garments 


For  Immediate  Delivery 


HOUSE    DRESSES 


in  a  big  variety 

of    styles    and 

prices. 


PRINCESS]  SLIPS 

In  Stock 
at  from  $9.00  to  $48.00  a  dozen 


The  W.  R.  Brock  Company  (Limited) 

Toronto 
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THE  RECOGNISED  AUTHORITY  ON- THE  CANADIAN  DRY   GOODS  TRADE 


I    ISSUED       j||J  LsEMij 


MONTHLY 


Issued  1st  and  3rd 
Wednesday  of  each  month. 


Office  of  Publication,  143-149  University  Avenue, 


Toronto.  March  5, 1913 


CANADA'S    ONLY    (monthly)     DRY    GOODS     PAPER 

Reciprocal  Demurrage  Urged 

Board  of  Trade  at  Winnipeg  filed  brief  with  Board  of  Railway  Commissioners  and  the  question  has 
been   widely  discussed   since — Terms  proposed  by  Winnipeg   Board   for   reciprocal  demurrage — Mer- 
chants are  deeply  interested. 


THE  question  of  Reciprocal  Demurrage  is 
again  being  brought  to  the  attention  of  the 
Dominion  Board  of  Railway  Commissioners. 
The  initial  move  was  made  by  the  Winnipeg  Board 
of  Trade,  as  the  demurrage  problem  is  perhaps  more 
pressing  in  the  West  than  elsewhere.  A  brief  letter 
has  been  filed  with  the  Commissioners  and,  as  the 
question  has  been  very  widely  discussed  of  late,  it  is 
apparent  that  public  opinion  is  being  aroused.  Retail 
merchants  are  very  vitally  interested  and  the  out- 
come will  be  watched  closely. 

The  brief  begins  its  case  by  quoting  from  a  cir- 
cular issued  by  the  Board  of  Railway  Commissioners 
in  1906  which  said,  in  part: 

"In  some  cases,  parties  have 
asked  that  the  allowance  of  the 
charge  be  made  conditional  upon 
a  provision  for  what  has  been  call- 
ed 'reciprocal  demurrage,'  or  some 
penalty  or  charge  for  delay  by 
railway  companies  in  supplying 
cars,  or  in  receiving,  transport- 
ing, or  delivering  traffic.  This  lat- 
ter subject  requires  more  investi- 
gation and  consideration  than  the 
Board  has  yet  been  able  to  give  to 
it." 

It  is  now  contended  that  suffi- 
cient time  has  elapsed  to  give  the 
regulations  now    in    force    a  fair 


Features  of  This 
Number 

Reciprocal  Demurrage  Urged 
—  Half  Million  Extension 
Planned — Selling  for  Cash 
Builds  Large  Business  — 
Plans  for  Well  Equipped 
Store  —  Shoiv  Cards  for  St. 
Patrick's  and  Easter — Figur- 
ing Profits  on  Returned 
Glove  Splits  —  Canadian 
Styles. 


trial  and  the  Commission  is  requested  to  give  the 
proposed  Reciprocal  Demurrage  rules  the  considera- 
tion previously  promised.  The  ground  is  taken  in 
accordance  with  a  clause  in  the  preamble  to  ihe  Com- 
mission's order  which  sets  forth  that:  "It  appears  to 
the  Board  to  be  important  in  the  public  interest,  to 
secure  the  fullest  possible  use  of  railway  cars,  tracks 
and  equipment,  and  for  that  object  to  discourage 
the  delay  aforesaid."  Now  delays  are  not  entirely 
the  fault  of  receivers  of  carload  shipments  who  neg- 
lect to  remove  the  goods  in  time.  Indeed  the  chief 
fault  lies  with  the  railroad  themselves.  Shipments 
are  delayed  at  both  ends  and  en  route,  sometimes 
over  extended  periods ; 

(a)  Railways  shall  forward 
loaded  cars  from  point  of  ship- 
ment within  forty-eight  hours 
after  shipping  instructions  are  re- 
ceived from  consignors. 

(b)  Railways  shall  transport 
each  loaded  car  from  point  of 
shipment  to  destination  at  an  av- 
erage speed  of  one  hundred  miles 
per  day.  Where  loaded  cars  are 
transferred  from  one  railway  to 
another,  twenty-four  hours  shall 
be  allowed  in  computing  time  of 
cars  in  transit. 

(c)  Railways  shall  place  cars 
for  unloading  within  forty-eight 
hours  after  arrival  at  destination. 
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Half   Million    Extension   Planned 

N  extension  to  cost  $500,000  is  to  be  built  this  year  to  the  present  store  of  the  A.  E.  Rea 
Company,   Ottawa.       The   work   on   the  new  building  is  to  commence  on  April  15,  and  will 

lie  rushed  through,  so  that  it  will  be  completed  before  the  snow  Hies. 

In  the  accompanying  picture  the  size  of  the  present  store  is  shown  by  the  crosses.  The  new 
extension  will  provide  two  more  floors  on  the  present  building  and  a  six-storey  addition  on  Sussex 
Street.  When  completed,  the  store  will  be  one  of  the  largest  in  Canada,  and  certainly  exceeded  by 
none  in  being  up-to-date  in  every  detail. 

Some  entirely  new  features  are  to  be  introduced  in  the  enlarged  store,  among  which  will  be 
writing  and  rest  rooms  for  customers  and  a  lecture  or  meeting  hall  fur  the  use  of  employes.  There 
will  be  six  modern  passenger  elevators  and  two  for  freight. 

The  immediate  extension  to  the  store  is  made  imperative  by  the  tremendous  increase  in  the 
business  done  during  the  past  year.  The  A.  E.  Rea  Company  purchased  the  store  about  three 
years  ago  from  the  late  Thomas  Lindsay,  and  since  then  they  have  shown  what  can  be  done  in 
making  a  healthy  business  grow  as  it  should.  Ross  &  McDonald,  of  Montreal,  are  the  architects 
for  the  extension. 
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Selling  for  Cash  Builds  Large  Business 

Stanley  Mills  &  Co.,  Hamilton,  are  celebrating  their  twenty-fifth  anniversary- 
Growth  is  attributed  to  their  steady  refusal  to  allow  credit  and  the  extensive 
advertising  which  has  been  done — A  history  of  the  firm. 


THE  possibilities  of  a  cash 
business  were  never  more 
strikingly  demonstrated 
than  in  the  ease  of  Stanley  Mills 
and  Co.,  Limited,  Hamilton.  The 
twenty-fifth  anniversary  of  the  es- 
tablishment of  the  firm  is  now  be- 
ing celebrated  and  the  records  of 
the  past  show  that  the  growth  of 
the  business  has  been  steady  and 
continuous,  due  in  a  very  large 
degree  to  the  sound  principles 
adopted  at  the  outset  and  rigidly 
adhered  to  throughout.  In  this 
case,  however,  another  factor  has 
figured  prominently  in  the  success  of  Stanley  Mills 
&  Co.  They  have  been  aggressive  advertisers.  Print- 
ers ink  lias  played  a  conspicuous  part  in  the  gradual 
widening  of  the  scope  of  the  business  and  they  are 
not  inclined  to  minimize  in  the  least  degree  the  in- 
fluence thus  exerted.  At  the  same  time,  the  cash 
principle  has  been,  perhaps,  the  main  factor  behind 
them  in   their  big  success. 

STARTED   AS  HARDWARE  FIRM. 

The  business  of  Stanley  Mills  &  Co.  was  started 
a  quarter  of  a  century  ago  as  a  one-line  hardware 
store,  in  a  small  building  on  John  Street,  which,  by 
the  way.  was  then  one  of  the  busy  streets  of  the 
Ambitious  City.  The  policy  of  "spot  cash  with 
order"  was  laid  down  at  the  very  outset.  Credit  was 
not  allowed  to  anyone.  Also,  everything  for  -ale 
in  the  store  was  marked  in  plain  figures. 

These  were  altogether  new  features  in  the  retail 
business  in  those  days;  and,  although  at  no  stage 
was  their  determination  to  stick  to  the  staright  and 
narrow  path  of  cash  business  shaken,  they  early  rea- 
lized that  it  would  be  necessary  to  carry  new  lines 
which  were  in  general  demand.  They  found  that  a 
varied  stock  was  required  to  attract  a  greater  number 
of  people  to  the  store. 

NEW    LINES    ADDED. 

Thus,  at  the  beginning  of  the  second  year's  busi- 
ness, harness  was  added  to  the  stock.  Success  being 
noted  as  a  result  of  the  innovation,  crockery  was 
put  in  soon  after  and,  as  the  holiday  season  ap- 
proached, toys  were  added. 

Business  from  the  start  proceeded  along  serenley 
and  briskly.  The  cash  system  followed  saved  the 
new  firm  the  heavy  burden  of  financial  worry  which 
generally  attaches  to  new  ventures  in  the  field  mer- 
cantile. Inspired  by  the  initial  success  of  the  under- 


A  CASH  BUSINESS. 
The  story  of  the  success 
and  growth  of  Stanley 
Mills  <v;  Co.,  Hamilton,  is 
a  vindication  of  the  policy 
of  selling  for  cash  only 
backed  up  by  aggressive 
advertising  methods.  The 
carrying  oat  of  this  policy 
is  sketched  in  the  accom- 
panying article. 


taking,  groceries  were  added  in 
four  year's  time  and  soon  after 
that,  dry  goods  became  a  part  of 
the  regular  stock.  The  dry  goods 
department  has  been  very  largely 
developed  of  recent  years.  These 
latter  additions  were  not  made, 
however,  until  much  larger  prem- 
ises had  been  secured  on  King  St. 
West.  On  moving  to  the  new 
store,  the  business  was  launched 
under  the  title  of  a  departmental 
store. 

From  this  time  on,  the  growth 
became  more  marked  and  rapid. 
The  size  of  the  store  was  doubled  the  following  year. 
This  condition  held  until  the  purchase  of  still  larger 
premises  on  King  Sireet  East,  .uave  Stanley  Mills  & 
Co.,  plenty  of  room  to  expand.  In  1895  the  firm 
opened  up  and  established  in  these  new  premises. 
the  first  complete  departmental  store  in  Hamilton. 
and  one  of  the  first  in  Canada.  New  lines  were  add- 
ed from  time  to  time.  Still  further  room  for  expan- 
sion became  necessary  and  they  purchased  a  store  on 
•Tames  St.  North  (connected  with  the  King  Street 
premises  at  the  rear),  to  which  the  hardware  depart- 
ment was  removed' — thus  allowing  for  considerable 
extension  in  the  other  departments  of  the  main 
building. 

One  night  in  January,  1903,  a  fire  completely  de- 
stroyed the  building  and  stock.  However,  by  the 
following  August  a  big  new  store  had  been  built, 
equipped  and  stocked  with  merchandise;  and  the 
"Old  Boys"  who  returned  to  visit  Hamilton  that  year 
for  the  big  celebration  witnessed  the  inauguration. 
The  new  building  contained  four  storeys  and  full 
sized  basement,  which  with  the  hardware  department 
building,  gave  a  total  floor  space  for  selling  of  40,000 
square  ft. 

At  the  time  of  the  opening  of  the  new  store  a 
new  company  was  formed,  with  a  capital  of  ^500,000 
-Stanley  Mills  &  Co.,  Limited,  with  officers  as  fol- 
lows:—President,  Robert  Mills;  Secretary-Treasurer; 
and  Edwin  Mills,  Managing  Director. 

CASH     T'OLTCV     MAINTAINED. 

The  policy  throughout  the  entire  establishment 
remained  strictly  cash.  Throughout  the  store  even- 
article  was — and  is — marked  with  the  selling  price 
in  plain  figures  so  that  anyone  can  read  it — and 
there  is  only  one  price  to  all.  This  policy  simplifies 
every  transaction  and  avoids  after  dissatisfaction. 
To  the  policy  as  outlined  in  this  paragraph  and  to 
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the  extensive  newspaper  advertising  which  they  have 
done,  Stanley  Mills  &  Co.,  give  the  credit  for  the  suc- 
cess of  the  business. 

ADVERTISING     WORKS     BOTH     WAYS. 

The  experience  of  the  Stanley  Mills  store  has  been 
that  systematic  advertising  educates  the  public  to 
look  for  and  demand  a  better  class  of  merchandise, 
thus  increasing  profits ;  and  also  that  the  cumulative 
effect  of  persistent  newspaper  advertising  is  to  give 
to  the  store  which  does  it,  a  "standing"  or  prestige 

call  it  what  you  will — amongst  the  best  class  of 

people  in  its  community,  which  cannot  be  secured  in 
any  other  way  by  the  same  expenditure,  or  in  the 
same  length  of  time.  It  has  been  found  that  ad- 
vertising will  increase  the  volume  of  business  with- 
out extra  expense,  except  the  cost  of  the  advertising 
itself.  It,  therefore,  works  two  ways ;  it  helps  to  cut 
down  selling  cost,  and  it  gives  greater  buying  power. 

ONLY   TWO   ANNUAL   BARGAIN   SALES. 

Tbe  policy  of  the  Stanley  Mills  store,  as  regards 
bargain  sales,  is  to  hold  but  two  general  reduction 
sales  each  year,  one  in  the  early  Spring,  the  other 
in  the  Fall.  These  sales  are  arranged  to  stimulate 
general  trade,  and  to  "start"  the  big  business  of  each 
of  these  two  new  seasons.  They  bring  old  custom- 
ers back  again;  and  they  introduce  the  store  in  an 
attention-compelling  way  to  the  several  thousand 
new  residents  within  its  territory  since  the  last  sale 
was  held. 

EMPLOYEES   ALLOWED   INTEREST. 

Back  in  1903,  this  firm  decided  to  allow  its  em- 
ployees to  take  a  financial  interest  in  the  business. 
This  move  was  decided  upon  not  from  any  financial 
pressure,  but  solely  in  order  to  give  employees  an 
opportunity  to  obtain  an  interest  in  the  business  and 
to  inaugurate  a  co-operative  plan,  which  it  was  be- 
lieved by  the  management,  would  be  mutually  ad- 
vantageous. One  thousand  shares  of  preferred  stock 
were  set  apart,  each  share  representing  $25.00,  par 
value.  An  eight  per  cent,  dividend  annually  was 
guaranteed  by  the  firm;  the  accrued  interest  being 
payable  in  quarterly  instalments. 

At  first  the  number  of  shares  taken  by  the  em- 
ployees of  the  firm  was  small,  but  the  following  year 
an  Employees'  Savings  Bank  was  started,  where  sums 
of  ten  cents  per  week  and  upwards  were  received, 
and  interest  at  the  rate  of  six  per  cent.,  per  annum 
allowed  on  all  deposits.  The  practise  of  regular  sys- 
tematic saving  was  encouraged  and  the  jingling 
rythm,  "every  little  bit  added  to  what  you  got  makes 
just  a  little  bit  more,"  has  become  a  principle  prac- 
tised in  daily  life.  As  soon  as  the  sum  saved  am- 
ounts to  $25.00,  it  has  to  remain  at  this  figure,  draw- 
ing interest  at  six  per  cent.,  or  else  it  can  be  ex- 
changed for  one  share  of  preferred  stock  of  the  com- 


pany, bearing  eight  per  cent,  interest.  Thus  are  the 
employees  afforded  a  safe  and  profitable  investment 
for  any  portion  of  their  money  or  earnings  that  they 
may  see  fit  to  lay  aside  from  week  to  week.  Fully 
one-third  of  the  employees  are  now  shareholders  in 
the  company. 

In  the  near  future  the  capital  stock  of  the  com- 
panies is  to  be  rearranged,  and  some  of  the  older  em- 
ployees who  have  shown  that  they  have  had  a  heart- 
felt interest  in  the  welfare  of  the  business,  will  be  al- 
lowed to  purchase  some  of  the  common  stock  of  the 
company,  thus  becoming  more  active  partners  and 
participating  more  fully  in  the  profits  that  are  made, 
as  a  reward  for  loyalty  and  past  services. 

TO   ENLARGE   STORE. 

On  the  first  of  March,  1913,  the  company  will 
commence  alterations  and  enlargements  in  both  King 
and  James  St.  premises,  which  when  completed  (by 
July  this  year),  will  give  them  half  as  much  floor 
space  as  at  present,  thus  allowing  for  expansion  all 
through  the  establishment. 

® 


Death  of  Samuel  Gamble 

Ottawa,  Ont. — The  death  occurred  here  of  Samuel 
Gamble,  vice-president  and  managing  director  of  the 
dry  goods  firm  of  Murphy-Gamble,  Limited.  Death 
was  caused  by  heart  failure.  Two  days  previous  to 
his  demise,  Mr.  Gamble  was  at  the  store,  directing 
matters  with  his  usual  energy  and,  seemingly,  in 
good  health.  The  following  day,  he  was  removed  to 
an  hospital,  although  it  was  not  considered  at  that 
time  that  he  was  seriously  ill.  His  death  came, 
therefore  as  a  great  shock  to  all. 

The  late  Mr.  Gamble  was  one  of  the  capital's 
most  prominent  merchants.  He  was  actively  engag- 
ed in  business  in  Ottawa  for  many  years,  coming  to 
this  city  from  Montreal.  The  business  of  Murphy- 
Gamble,  Limited,  was  built  up  almost  entirely  by 
Mr.  Gamble's  own  efforts.  It  grew  so  rapidly  that 
larger  quarters  became  necessary  two  years  ago,  and 
the  present  building  was  put  up. 

He  was  49  years  of  age.  A  wife,  two  sons  and 
a  daughter  survive  him. 


Coppers  in  the  West 

Lethbridge,  Alta.- — -The  Hudson's  Bay  Co.  have 
introduced  copper  coinage  into  this  part  of  the  coun- 
try. The  step  was  taken  because  it  was  believed  that, 
with  the  large  influx  of  people  from  the  East,  it 
would  be  necessary  to  have  the  cent  for  making 
change.  Ten  thousand  bright  new  coppers  made 
their  appearance  here  and  were  at  once  put  into  cir- 
culation. 

In  other  parts  of  the  West  the  same  change  is 
being  effected,  and  much  discussion  has  been 
aroused. 
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Plans  Prepared  for  Well  Equipped  Store 

Suggestions  prepared  by  Dry  Goods  Review  for  dealer  who  proposes  building 
store  82  by  66 — Modern  equipment  throughout  provided  for. 


Editor  of  Dry  Goods  Review. 

We  intend  building  a  new  store  this  summer  on 
a  certain  corner  lot  with  82  feet  frontage  and  66 
feet  depth.  We  enclose  a  rough  outline  of  our  pro- 
posed new  store.  The  building  is  to  be  81  x  66  feet 
and  at  one  side  we  reserve  25  x  66  feet  for  a  jewel- 
ry store.  Plans  call  for  three  storeys.  We  intend 
to  occupy  two  at  first  and  carry  the  following  lines: 
Groceries,  hardware,  boots  and  shoes,  men's  and 
women's  ready  to  wear,  tweeds  and  men's  furnish- 
ings, crockery,  carpets,  oilcloths  and  wall  papers. 

Kindly  give  us  some  idea  how  to  lay  out  depart- 
ments. 


Departmental  sequence  depends  a  great  deal  on 
the  important  stocks  and  their  relative  selling  stand- 
ing, according  to  the  business  done  in  each.    Proper 


equipment  and  the  quantity  of  each  stock  carried 
are,  of  course,  conditions  which  individual  mer- 
chants have  to  take  into  consideration  and  which 
are  different  in  each  business.  Up-to-date  equip- 
ment conserves  space  and  the  fittings,  fixtures  and 
facilities  are  essential  to  good  layout  in  so  far  as 
the  new  or  the  old  fittings  available  have  to  be  used. 
We  have  taken  many  conditions  for  granted  and 
have  submitted  plans  on  which  modern  facilities 
are  used  throughout.  The  growing  importance  and 
the  future  development,  both  of  the  business  and 
individual  departments,  has  been  kept  in  view.  Dis- 
tribution of  light  from  the  windows  and  the  rear  is 
also  recognized. 

In  the  proposed  store,  are  three  lighted  sides  and 
three  entrances.  The  plan  on  the  main  floor  lays 
out  on  an  L  of  the  jewellery  store.  The  doors  and 
corner  location  suggest  the  window  layout.     Stair- 
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Proposed  layout  of  departments  for  first  floor  of  store  56x66  feet,  featuring  men's  wear,  hardware,  groceries  and  kindred 

lines. 
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way  and  passenger  elevator  limit  the  space  on  the 
side  street.  Their  position  is  also  relevant  to  the 
allotment  of  display  space  and  the  shortest  dis- 
tances from  each  section  and  doorways. 

The  main  entrance  is  12  feet  by  8  feet  with 
side  vestibule  cases  2x7%  feet.  Entrances  to  the 
grocery  section  and  jewellery  store  are  9  feet  each 
and  two  8x8  foot  windows  are  possible  on  each 
side.  In  the  front  the  main  windows  are  22  feet 
long  and  8  feet  deep  and  the  corner  has  an  18-foot 
L  window  with  6  foot  depth.  A  6  x  6  foot  elevator 
is  planned  and  there  is  room  for  a  4-foot  stairway. 

It  will  be  seen  from  the  plan  that  men's  clothing 
is  placed  on  one  side  of  the  main  entrance,  hard- 
ware on  the  other,  groceries  are  at  the  rear  and  the 
shoe  department  arranged  so  as  to  take  advantage 
of  the  dividing  nature  of  the  shelving  and  the  loca- 


L'orrect,  crosswise  from  the  street  line  they  are  6, 
•3  3-1.  6.  10,  6,  10,  6  and  5  3-4  fee.L;  lengthwise  from 
fjont  street  line  8,  6  1-2,  2.  2  1-1,  5,  2  1-4,  5,  2  1-4,  5, 
1,  6,  1,  5,  3,  6,  5,  3-1  feet.  These  figures  show  the  lay- 
out on  a  6  foot  aisle  basis  throughout  and  each  sec- 
tion has  the  required  aisle,  counter  and  shelf  room 
in  good  practice.  All  side  shelving  is  18  inches.  In 
all  cases  27  inch  aisle  space  and  24  inch  counters  or 
cases  are  allowed.  Centre  shelving  is  30  inches  wide 
and  5  feet  6  inches  high,  permitting  a  full  view  of 
the  entire  floor  from  any  angle.  The  centre  circles 
are  place  back  6  1-2  feet  from  the  door  line  and  al- 
low for  10  foot  front  cases  and  5  foot  side  cases.  En- 
ough shoe  shelving  is  provided  in  fixtures  12  inches 
deep  and  50  feet  long.  The  selling  space  available  is 
6x28  feet  with  plenty  of  room  for  seats  and  centre 
display  or  bargain  table. 
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Second  floor  plan,  in  space 
66x81  feet,  for  millinery, 
ready-to-wear,  home  furnish- 
ings and  wallpaper. 


tion  of  the  centre  circles.  These  two  circles  tend 
to  good  stock  keeping  and  provide  ample  counter 
room  and  shelving. 

Cashier's  and  private  offices  and  the  freight  ele- 
vator are  at  the  rear  corner  on  the  blank  wall.  Their 
location  is  favorable  for  three  reasons.  The 
cashier's  desk  and  private  offices,  which  are  8x9 
feet  each  are  at  the  shortest  distance  from  all  main 
floor  departments.  Their  location  permits  of  an 
unobstructed  view  of  all  departments  and  entrances 
while  being  sufficiently  removed  to  ensure  quiet. 
The  freight  elevator  serves  the  heavier  departments 
on  the  first  and  second  floors  by  the  most  direct 
route. 

The  following  outside  measurements  of  fixture, 
counter  and  aisle  arrangement     are     approximately 


Stock  sequence  in  the  proposed  layout  is  simply 
a  matter  of  good  arrangement.  Back  of  the  corner 
windows  is  24  feet  of  12  inch  shelving  or  4  six-foot 
cases  for  collars  and  neckwear  and  such  lines  of 
small  furnishings.  The  doorways  to  the  windows 
are  convenient.  At  the  end  of  this  section  is  a  door- 
way and  narrow  stairs  to  facilitate  the  removal  of 
display  fixtures.  This  could  be  made  a  rear  en- 
trance to  the  elevator  if  the  firm  care  to  use  it  for 
this  purpose.  Sseveral  wardrobes  6  feet  deep,  for 
men's  clothing  are  placed  in  the  corner  formed  by 
the  stairway  and  the  rear  windows.  There  should 
be  room  for  about  460  suits  if  necessary. 

To  the  left  of  the  door  the  same  arrangement  of 
wall  cases,  shelving  or  tables  is  20  ft.  long.  This  is  the 
(Continued   on   page  21.) 
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Get  Ready  for  Easter 


Below  we  give  you  a 

list  of 

Easter  sellers: 

1222  Chiffon  bows 

2.25  dz. 

Special  Chiffon  bows 

2.25  " 

D1077  Chiffon  bows 

2.00  " 

0103  Robespierre  Collars 

4.50  " 

0166 

4.50  " 

093 

4.00  " 

0131 

3.25  " 

1303 

2.25  " 

A131  Sleeve  &  Neck  Frilling  1 .75  " 

A25  Sleeve  &  Neck  Frilling 

2.12i/2  « 

A144  Sleeve  &  Neck  Shadow 

Lace 

3.25  " 

141    Patent  Leather  Belts 

1  50  " 

143    Patent  Leather  Belts 

1.75  " 

033    Fey.  Handkerchiefs 

6.00  " 

053    Lace  Handkerchiefs 

6.75  " 

052    Lace  Handkerchiefs 

4.50  " 

025    HandEmbd.       " 

4.50  " 

F15  Lace                    " 

2.25  " 

034    Embroidered      " 

2.00  " 

F6              " 

1.50  " 

84 

.90  " 

"Timeliness"  is  a  big  factor 
in  increasing  your  sales. 

The  merchant  who  has  on 
hand  what  he  is  asked  for, 
makes  a  sale — a  profit  and  a 
reputation  for  "up-to-date- 
ness"— the  last  named  the 
most  profitable  of  the  three. 


ORDER  DIRECT 

or   through  our 

traveller.     We  can 

ship  right  away. 


The   W.  R.  Brock  Company  (Limited) 

MONTREAL 
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Show  Cards  for  St.  Patrick's  and  Easter 


These   annual  events   should  be  reflected    in  store   decorations  and  in  cards 

used  previous   to    the   dates  —  Some   suggestions   for   cards   suitable  for   use 

during  the  next  few  weeks  —  Lines  to  be  featured   in  the  store 

Written  for   the  "Review"   by   Paul  O'Neal. 


LAST  month  we  emphasized  the  importance 
of  taking  advantage  of  circumstances  and 
conditions,  and  turning  them  to  advertising 
account.  But  even  though  there  should  be  no  extra- 
ordinary conditions  to  take  advantage  of,  one  should 
keep  persistently  pursuing  the  advertising  game  and 
keep  his  store  and  his  stock  constantly  in  the  public 
foreground.  One  can  always  use  his  windows,  and 
one  can  always  utilize  show  cards,  window  cards  and 
price  tickets. 

But  with  March  this  year  we  are  doubly  fortu- 
nate. There  are  two  days  that  may  be  turned  to  ad- 
vertising capital.  And  even  now  without  these, 
March  is  the  regular  season  for  showing  Spring- 
goods.  The  two  special  days  are  St.  Patrick's  Day 
and  Easter.  Easter  comes  particularly  early  this 
year.  In  fact,  it  is  possible  for  it  to  come  only  one 
day  earlier. 

Efforts  are  necessary  to  find  goods  or  lines  that 
can  be  termed  strictly  St.  Patrick's  Day  lines.   There 


are  special  lines  of  Irish  manufactured  goods,  serges, 
linen  handkerchiefs,  etc.,  that  may  be  pushed  to  the 
front  at  this-  season.  Also,  green  ties  in  different 
patterns  and  shades  may  be  emphasized.  But  even 
without  any  special  lines,  it  opens  up  opportunities 
for  decorations,  both  in  the  store  and  windows.  It 
also  opens  a  field  for  show  cards.  You  can  decorate 
the  corners  of  your  smaller  cards  with  shamrocks. 
These  may  be  painted  or  may  be  procured  in  gum 
paper  designs  and  stuck  on.  For  your  window  decor- 
ations there  is  much  choice.  Green  must  domin- 
ate. Green  ribbons  and  rosettes,  green  crepe  tissue 
paper  and  special  tissue  decoration  stuff  may  all  be 
used  to  good  advantage.  Special  novelties  of  hats, 
harps,  shamrocks,  pipes,  etc.,  may  be  used  at  the 
discretion  of  the  trimmer.  We  offer  a  few  sugges- 
tions in  cards  that  may  be  used  to  advantage. 

Easter  possibly  opens  up  greater  advertising  ad- 
vantages than  St.  Patrick's  Day.  The  public  have 
Ion  a;  been  educated  to  have  their  new  Spring  suits 
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and  coats  by  Easter.  The  fashion  of  having  these 
new  things  is  not  now  confined  to  women,  for  men 
are  beginning  to  feel  it  a  necessity  to  have  their  new 
suits,  gloves,  hats,  hosiery,  etc.,  for  the  Easter  par- 
ade. All  these  lines  will  stand  special  featuring  and 
will  give  excellent  results. 

For  decorating,  the  Easter  season  offers  wide 
scope.  Flowers  may  be  used  in  profusion.  They 
may  be  natural  or  artificial  according  to  the  amount 
to  be  done.  Artificial  apple  blossoms  make  charm- 
ing decorations  and  are  not  expensive.  Of  course, 
the  Easter  lily  must  not  be  forgotten,  but  it  is  wise 
to  use  it  sparingly.  The  flowers  may  be  supplement- 
ed with  rabbits,  eggs,  chicks,  etc.     We  do  not  advo- 


The  Flag  is  in  green  with  a  white  centre  for  the 
lettering.  The  edge  of  the  flag  and  cord  are  gilt. 
Small  letters  are  in  black,  figures  in  red  and  shaded 
with  green  or  gilt. 

The  Rabbit  card  is  an  air  brush  design  with  black 
or  dark  brown  ground.  The  egg  is  shaded  merely  to 
show  the  rounded  effect.  The  rabbit  is  white  with 
enough  color  to  shade  it.  The  lettering  is  black  and 
the  price  same  color  as  the  background. 

The  Chick  card  has  the  cuteness  that  little  chicks 
always  have.  The  egg  and  background  are  the  same 
as  the  rabbit  card.  Chick  is  yellow  and  lettering  in 
black  and  price  in  red  or  a  dark  color  same  as  the 
background. 


Easter  or  St.  Patrick's  Day  linen  display.  Arches  are  thin  strips  lx/±  inches  wide,  supported  by  lxl  inch 
uprights  5  feet  high.  Suitable  foliage  is  used.  This  display  is  over  50  feet  long.  Anderson  Co.,  St. 
Thomas,  by  W.  A.  Andrews. 


cate  the  use  of  the  cross  in  decorations.  Its  associ- 
ations seem  to  be  too  far  removed  from  cold  com- 
mercialism to  be  either  appropriate  or  justifiable. 

The  suggestions  of  St.  Patrick's  cards  should  give 
some  idea  for  other  designs.  The  harp  card  is  an 
air  brush  design,  with  the  harp  in  gilt  ,the  shamrock 
in  green  and  the  ribbon  in  white,  with  a  green  edge. 
Small  letters  are  in  black  and  figures  in  red,  shaded 
in  green. 

The  Paddy  card  is  a  unique  design  that  should  be 
very  attractive.  The  hat  is  black,  vest  red,  tie  and 
stockings  green.  It  is  all  hand  drawn.  The  letters 
are  in  black  and  figures  in  dark  green  or  red  and 
shaded  in  light  green. 


Watrous,  Sask. — The  Misses  Arnott,  milliners, 
are  enlarging  their  premises. 

Preston,  Ont. — George  Boos,  who  is  retiring  from 
active  service  at  the  Pattinson  Woollen  Mills,  Preston, 
where  he  has  been  employed  for  some  time,  was  pre- 
sented with  a  gold-headed  cane. 

Elk  Lake,  Ont. — The  fire  which  destroyed  the 
Matabanick  Hotel  and  resulted  in  the  loss  of  three 
lives,  swept  to  the  Hudson  Bay  Company  store 
and  did  heavy  damage. 

Toronto,   Ont,   ■ —   Gough,   Sellers  Investments, 
Limited,   have   purchased   the  northeast  corner   of 
Yonge  and  Wilton  Ave.     The  Sellers,  Gough  Fur 
Co.  may  erect  a  large  store  on  the  site. 
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Figuring  Profits  on  Returned  Glove  Splits 

Existing    conditions   in    Canada— Conducting    departments    in    the  interest  of 
glove  business— Solution  in  merchants'  hands  for  better  understanding— The 

guarantee  in  force  in  England. 


MERCHANTS  and  wholesalers  have  the  solu- 
tion of  the  glove  guarantee  evils  in  their 
own  hands.  Reducing  losses  to  a  mini- 
mum is  simply  a  matter  for  co-operation..  Guarantees 
are  abused  by  the  public  and  losses  are  borne  by 
manufacturers,  who  have  to  cater  to  future  business. 
Competitive  conditions  on  the  market  involved  are 
considered  and  are  sometimes  rightfully  thought  a 
hardship. 

Results  in  England  show  that  domestic  houses  do 
not  gain  any  advatnage  in  cleaner  stocks.  Glove  guar- 
antees are  settled  by  mutual  agreement,  with  cost 
price  and  fair  profits  in  view.  Each  party  to  the  tran- 
saction is  anxious  to  protect  the  other.  Manufacturers 
give  a  credit  note  for  half  the  cost  of  all  splits  return- 
ed and  make  no  comment  because  they  know  mer- 
chants are  not  taking  any  advantages.  An  under- 
standing that  half  the  loss  be  borne  by  merchant 
and  manufacturers  alike  makes  a  remarkable  differ- 
ence in  numbers  of  pairs  of  gloves  returned.  Except 
in  case  of  unusual  discrepancy  in  the  gloves,  cus- 
tomers understand  that  they  must  be  satisfied  with 
the  best  offer  of  rebate.  They  are,  therefore,  easier 
handled  in  making  satisfactory  adjustments  and  see 
more  readily  the  merchant's  desire  to  do  the  best 
possible,  in  justice  to  customers,  manufacturer  and 
.  themselves. 

Most  glove  returns  are  due  to  some  slight  defect 
— dropped  stitches,  break  in  thumb  gusset,  pin  head 
breaks  in  the  skins  or  unfortunate  splits  due  to  im- 
perfections. Many  of  these  are  attended  to  in  de- 
partmental repairs  of  live  stores  and  resold  as 
seconds. 

In  Canada,  customers  are  willing  to  pay  part  of 
the  loss  is  properly  approached  on  the  unfairness  of 
their  full  claim.  They  will  often  take  another  pair 
at  a  reduction  of  50  or  75  cents  according  to  price 
except  where  absolute  guarantees  are  in  force.  Allow- 
ing 50  cents  return  on  gloves  costing  75c,  95c,  o<r 
$1.12  Vs  a  pair,  merchants  return  new  gloves  at  a 
cost  of  25c,  45c,  or  72^0.  a  pair. 

Guarantees  state  that  gloves  are  not  exchanged 
after  first  fitting  is  satisfactory.  Every  one  knows 
this  is  abused  because  of  the  desire  to  avoid  the 
slightest  trouble  with  customers.  Figured  on  the 
possibility  of  absolute  guarantee,  home  merchants 
can  make  a  profit.  Profits  are  apparently  lost  on 
gloves  given  to  replace  splits.  Values  are  staple  at 
$9,  $11.50,  $12  and  $13.50  and  comprise  the  bulk 
of  trade  selling  lines.  Therefore,  gloves  costing  25,. 
45,  50  and  72 y2  cents  pair  are  sold  at  $1,  $1.25  and 
$1.50. 


The  solution  seems  easy  and  tends  to  independ- 
ence for  all  parties.  Most  merchants  are  scrupulous 
enough  and  very  few  returns  are  received  from 
them.  This  results  from  an  efficient  adjustment  ser- 
vice, policy  of  making  no  claims,  personal  attention 
to  customers'  complaints  or  competent  fitting. 

Consider  conditions  from  the  manufacturer's 
viewpoint.  Fear  of  losing  customers  is  as  strong  on  the 
manufacturer's  part  as  the  merchant's.  Percentage 
of  loss  in  any  instance  of  fair  dealing,  compared 
with  amount  of  business  done,  makes  it  policy  to 
avoid  misunderstandings.  Naturally  manufacturers 
are  not  disposed  to  guarantee  profits  to  a  glove  de- 
partment, except  those  of  legitimate  turnover  and 
advances  from  same.  Bulk  of  returns  is  questioned 
and  considered  unreasonable.  Gloves  left  on  coun- 
ters by  customers  are  easily  returned  and  claims 
made  for  new. 

The  question  is  not  one  of  personal  honor  but 
protection  for  all.  Sentiment  in  business  is  not  a 
factor,  when  merchants  have  an  opportunity,  which 
under  existing  advances  on  gloves  shows  a  greater 
profit  than  by  selling  them  in  the  regular  way.  Pro- 
fit on  exchanges  on  a  50-cent  basis  or  on  the  replaced 
gloves  is  about  as  much  as  any  merchant  can  hope 
for  in  any  department. 

At  present  the  only  limitation  is  a  fair  average 
of  returns.  No  merchant  wants  to  obtain  a  reputa- 
tion for  numerous  claims  on  quantities  of  gloves 
returned.  A  department  solution  is  easily  applied 
by  merchants  who  wish  to  be  considerate.  Losses 
from  exchanged  gloves  will  be  fair  all  round  for 
retailer,  wholesaler,  manufacturer  and  customer.  On 
a,  half-refund  agreement  nobody  loses,  as  manufac- 
turers have  less  repairs  and  can  make  up  any  differ- 
ences by  using  parts  of  returned  gloves. 

Other  advantages  of  the  English  system  are  also 
apparent.  Merchants  are  right  in  upholding  their 
own  and  their  sales  clerks'  decisions.  While  custom- 
ers can  do  no  wrong  under  modern  storekeeping,  the 
respect  of  a  somewhat  disgruntled  customer  is  often 
more  to  be  valued  than  satisfaction  and  precedent 
for  other  exchanges.  In  glove  guarantees  on  a  half 
basis,  merchants  have  no  incentive  or  no  reasonable 
argument  for  favoring  their  clients  unless  satisfied  to 
assume  their  share  of  loss. 

In  most  other  departments  and  under  similar 
circumstances,  a  satisfactory  adjustment  is  consid- 
ered cheap,  when  losses  are  charged  to  good  adver- 
tising. The  glove  problem  is  to  be  solved  on  a  busi- 
ness basis,  just  as  other  dry  goods  differences.  It 
may  be  impossible  to  foresee  just  what  steps  will  be 


20 


DRY    GOODS    REVIEW 


taken  in  the  end.  There  is  certainly  no  reason  for 
the  present  unfairness.  Right-thinking  merchants 
do  not  ask  for  such  preference.  Least  of  all  do  they 
expect  manufacturers  to  pay  profits  both  ways. 

Any  practice  which  is  not  business  cannot  ex- 
pect to  remain  in  force.  Glove  guarantees,  which 
entail  a  larger  profit  than  is  possible  under  general 
merchandising,  are  not  in  keeping  with  business 
acumen,  as  represented  under  competitive  dry  goods 
conditions  to-day. 

Selling  methods  can  be  improved  with  the  sea- 
son. People  can  be  made  to  understand  the  motive 
of  guarantees.  With  glove  certificates,  it  is  impos- 
sible to  insist  on  fitting  but  exchanges  under  guar- 
antees are  regulated  by  a  fair  time  for  complaint. 
Reputation  for  being  a  liberal  store  does  not  counter- 
balance a  reputation  for  unjust  claims  and  the 
chance  of  losing  connection.  Services  given  by 
manufacturers  deserve  a  return  of  co-operation  if 
merchants  are  to  enjoy  the  liberality  of  absolute 
glove  guarantees.  Pleasant  relations  are  better  than 
continued  dissatisfaction  under  one  of  the  unfair 
conditions  of  trade. 
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Chinese    Adopting   Modern    Dress 

Vancouver,  February  2. — One  of  the  messages 
that  the  new  Chinese  Council  has  brought  to  the 
Terminal  city  is  with  reference  to  the  adoption  of  the 
Occidental  style  of  dress  both  for  men  and  women. 
As  a  consequence,  the  rush  on  the  dry  goods  stores 
in  the  city  is  abnormal  and  the  changes  that  have 
been  brought  about  by  the  wearing  of  the  western 
style  of  costume  are  such  as  render  the  appearance 
of  the  Celestials  more  acceptable  to  the  public  in 
general. 

With  the  cabinet  in  Pekin,  century-old  styles  of 
dressing  have  not  met  with  approval.  The  result  is 
that  only  in  rare  instances  are  Chinese  women  to  be 
found  wearing  loose  flowing  trousers  so  character- 
istic of  the  race.  The  short,  natty  skirt  and  the  ser- 
viceable blouse  or  waist  are  now  the  thing,  and 
though  there  has  been  some  adverse  criticism  of  the 
action  of  the  Chinese  cabinet,  the  edict  is  being  gen- 
erally followed. 

So  far  as  the  men  are  concerned,  the  business 
derby  and  the  formal  silk  hat  are  the  only  two  arti- 
cles which  receive  special  mention.  But  those  are 
all  that  are  necessary  at  the  present  time  as  the  men 
have  as  a  general  rule,  been  more  and  more  favorably 
disposed  towards  the  style  affected  here  than  they 
have  been  to  their  native  costume.  Among  the  older 
Chinese  the  tight-up  coat  is  still  in  vogue,  but  only 
to  a  very  limited  extent. 


New  Liskeard,  Ont, — Elliott  &  Ritchie  are  open- 
ing a  new  dry  goods  store. 


Plans  for  Well  Equipped  Store 

(Continued  from  page  16.) 

place  for  cutlery  and  silverware.  The  left  centre  sec- 
tion is  used  for  shirts,  underwear,  pyjamas  and  piece 
goods  of  the  tailoring  department  to  good  advantage. 
Brass  and  aluminum  goods,  glassware,  crockery  and 
novelties  are  placed  opposite.  On  the  right  wall  is  34 
feet  of  shelving  and  counter  room  for  builders'  hard- 
ware, tools  and  kindred  supplies.  A  stairway  to  the 
basement  is  handy  under  the  cashier's  desk  and  does 
not  waste  any  space. 

The  grocery  department  has  about  40  feet  of 
shelving,  3  six-foot  cases  and  18  feet  of  sales  counter. 

All  tables  on  the  main  floor  are  30  inches  wide 
and,  while  10  feet  is  a  suitable  length,  they  can  lie 
made  to  fit  the  space  required. 

Departments  Upstairs. 

Those  departments  which  go  upstairs  divide  the 
56x81  feet  floor  selling  space  on  a  line  with  the  side 
of  the  freight  elevator  allotting  the  following  spaces 
to  each:  millinery  30x45  feet,  ready-to-wear  36x45 
feet,  homefurnishings  36x40  feet,  and  wallpapers 
25x36  feet,  minus  the  freight  elevator  shaft.  The 
sections  and  fixtures  are  arranged  in  importance  to 
selling  conditions  and  service  from  the  elevator  and 
stairway.  Ready-to-wear  equipment  in  minimum 
space  includes  a  series  of  wardrobes,  two  fitting 
rooms,  which  can  be  fitted  with  triplicate  mirrors, 
shelving  and  cases  for  underwear,  whitewear  and  cor- 
sets and  a  set  of  bargain  tables.  Circular  racks  are 
necessary  for  negligees,  petticoats,  children's  and  in- 
fants' cloaks,  dresses  and  other  apparel  not  classi- 
fied in  the  wardrobes. 

In  the  centre  of  the  millinery  department  are 
four  double  drawer  cases  6x8  feet  in  size.  The  work- 
room is  on  the  corner  because  of  the  light  and  the 
proximity  of  the  elevator.  The  side  shelving  forms 
the  workrooms  on  this  side  and  the  dividing  line 
for  the  housefurnishings.  The  entrance  formed  to 
the  department  here  gives  the  desired  seclusion  in 
the  housefurnishings  draperies  and  wallpapers  with- 
out losing  the  perspective  to  the  elevator. 

A  good  stock-keeping  arrangement  is  laid  out 
for  carpets,  rugs,  draperies,  linoleums  and  wallpap- 
ers. Necessary  display  racks,  shelving  and  tables 
are  defined  by  individual  salesmanship  but  the  pro- 
posed '  equipment  cannot  be  improved  for  efficient 
display  and  quick  handling,  both  of  stock  and  sales- 
leaders. 

With  such  a  layout,  cash  services,  parcel  and 
wrapping  desks  are  defined  by  shortest,  distances 
from  busy  sections.  An  air  line,  cash  system  and 
desk  is  designated  on  the  second  floor.  A  glance 
will  show  the  best  method  and  number  of  carriers 
or  stations  on  the  main  floor.  If  required,  the 
bundling  and  central  wrapping  desk  is  located  near 
the  rear  elevator  shaft  as  this  gives  direct  connection 
with  the  delivery  system. 
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Honesty  in  Advertising 

HONESTY  is  one  of  the  most  essential  points  of 
advertising.  This  fact  was  given  very  pointed 
recognition  at  a  convention  of  Michigan  retail  mer- 
chants, held  in  Detroit,  on  February  11,  12  and  13, 
when  the  following  resolution  was  adopted: — 

"Whereas,  the  fact  that  much  deception  is  being 
practised  by  many  advertisers  in  exploiting  the  sale 
of  their  goods,  and  we  affirm  that  dishonest  advertis- 
ing should  be  suppressed  by  law, 

"Wherefore,  be  it  resolved  that  we  recommend 
and  urge  the  passage  of  adequate  laws  which  will 
govern  such  misstatements  and  make  for  honesty 
in  all  advertising  publicity,  and  respectfully  ask  the 
manufacturers  to  co-operate  with  us  in  our  efforts 
for   such    enactment. 

"We  alo  respectfully  ask  that  the  manufacturers 
place  their  ads.  touching  our  interests,  only  in  such 
channels  of  publicity  as  are  just  and  impartial  in 
their  reference — editorially  or  otherwise,  to  manu- 
facturers and  merchants." 

There  are  two  kinds  of  dishonest  advertising — the 
deliberate  and  the  unintentional.  Many  merchants 
will  deliberately  misrepresent  the  quality  of  the  goods 
they  offer,  but  the  great  majority  of  retailers  who  are 
guilty  of  this  practice  are  led  into  it  almost  unconsci- 
ouslv  bv  the  habit  of  exaggeration.     Whatever  the 


motive,  the  fact  remains  that  it  does  not  pay.  The 
public  has  a  deep  knowledge  of  values,  and  it  is  not 
long  before  a  dishonest  advertiser  is  "spotted"  for 
what  he  is.  Just  as  soon  as  people  begin  to  think 
that  they  cannot  put  any  reliance  in  what  So-and- 
So  says,  the  value  of  the  advertising  done  by  this 
dealer  becomes  of  comparatively  small  value  to  him. 
He  has  deliberately  killed  the  publicity  goose  that 
produced  the  golden  eggs  of  increased  sales. 

On  the  other  hand,  the  reputation  for  advertising 
is  the  greatest  asset  that  a  merchant  can  have.  People 
believe  what  he  says  in  his  advertisements  implicit}', 
and  he,  accordingly,  reaps  the  results. 

The  last  clause  in  the  resolution  adopted  by  the 
Michigan  retailers  is  one  worth  consideration.  A 
tendency  has  been  noted,  particularly  in  the  United 
States,  to  blame  the  middleman,  i.e.,  the  local  mer- 
chant, for  the  high  cost  of  living.  A  certain  class  of 
periodicals  has  taken  great  delight  in  belaboring 
the  merchant,  holding  him  up  to  public  censure  as 
a  robber  and  grossly  exaggerating  the  profits  that  he 
makes.  These  periodicals,  unconsciously  or  other- 
wise, are  acting  as  cat's  paws  for  the  mail  order 
houses.  By  teaching  people  that  the  local  merchant 
is  a  sort  of  modern  and  very  grasping  Midas,  they 
are  encouraging  them  to  buy  from  other  sources. 


When  East  Meets  West 

WHEN  Kipling  wrote,  "East  is  East,  and  West  is 
West,  and  never  the  twain  shall  meet,"  he  had 
not  in  mind  the  fusion  of  ideas  on  the  matter  of 
dress  now  noted  in  both  Orient  and  Occident. 

At  the  present  time  we  are  being  treated  to  the 
spectacle  in  the  West — and  by  West,  we  mean  West- 
ern European  countries  and  America — of  a  most 
sweeping  invasion  of  eastern  styles,  colorings  and 
materials. 

The  influence  of  the  Balkan  war  is  being  felt  in 
every  direction.  Bulgarian  color  schemes,  the  Turk- 
ish fez  and  other  dress  ideas,  peculiar  to  the  countries 
involved  in  the  Balkan  war.  are  being  adopted  and 
modified  by  the  creators  of  western  styles.  The 
Oriental  influence  goes  deeper,  however,  for  we  find 
that  Chinese  and  Japanese  materials  and  styles  are 
coming  to  the  front  and  are  being  taken  up  with  a 
singular  readiness. 

Stronger  still,  we  find  the  reverse  of  this  state  of 
affairs  in  the  east.  Western  styles  are  invading  the 
Orient.  We  see  the  Chinaman  discarding  the  cost- 
tume  of  his  ancestors,  cutting  off  his  one-time  sacred 
queue  and  coming  out  in  sack,  frock,  derby  or  silk 
bat.  Chinese  women  are  going  in  for  picture  hats, 
hobble  skirts  and  all  the  finery  of  the  once  despised 
western  civilization. 

East  and  West  are  meeting,  brought  together  by 
that  most  arbitrary  of  dictators — style. 
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Doing  a  Cash  Business 

IN  this  issue  appears  a  sketch  of  the  business 
growth  of  one  of  the  large  retail  establishments 
of  Hamilton.  It  is  interesting  to  note  that  the  suc- 
cess of  Stanley  Mills  &  Co.  is  credited  to  two  things. 
The  first  factor  is  the  cash  principle  which  was  ad- 
opted when  the  business  was  first  inaugurated  and 
has  been  consistently  maintained  ever  since ;  the  sec- 
ond is  the  thoroughness  with  which  the  advertising 
campaign  has  been  carried  on,  The  firm  in  ques- 
tion believe  in  getting  cash  with  every  sale  and  in 
using  big  space  in  the  newspapers.  Results  have  jus- 
tified them  on  both  scores. 

There  is  no  need  to  press  the  claim  that  aggres- 
sive advertising  pays.  It  is  a  self-evident  proposi- 
tion. In  the  matter  of  running  a  business  on  the 
cash  basi«.  however,  a  broad  question  is  opened  up. 
Few  merchants,  comparatively  speaking,  have  been 
able  to  put  their  stores  on  this  basis  and  they  are 
very  skeptical  as  to  the  possibilities  of  success.  For 
this  reason,  we  commend  the  article  descriptive,  of 
the  methods  of  this  firm,  to  readers. 
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result,  may  be  regarded  as  somewhat  in  the  nature  of 
a  blessing  in  disguise. 


Significant  Figures 

THAT  money  is  tight  in  Canada  and  likely  to 
remain  so  is  now  accepted  by  all  who  have 
studied  the  situation.  Any  doubts  which  may  have 
been  felt  on  this  score  have  been  removed  by  figures 
contained  in  the  statements  of  the  condition  of  Can- 
adian banks  reported  to  the  Government  at  the  end 
of  January. 

Circulation  has  decreased  $15,472,713,  and  is 
now  well  under  the  hundred  million  mark.  Demand 
deposits  are  $25,258,255  less  than  at  then  end  of 
December,  but  there  is  a  small  growth  in  savings 
deposits. 

Canadian  banks  have  recalled  $13,564,254  of 
their  call  loans  from  Wall  Street,  but  they  still  have 
on  call  there  $11,516,729  more  than  they  had  a  year 
ago.  On  the  other  hand,  call  loans  in  Canada  have 
remained  about  stationary  during  January  and  are 
practically  the  same  as  they  were  a  year  ago. 

Business  loans  in  Canada  have  been  decreased 
during  the  month  by  $6,626,365,  which  compares 
with  an  expansion  of  over  a  million  dollars  during 
January,  1912.  Current  loans  are  now  just  under 
one  hundred  millions  in  excess  of  a  year  ago. 

While  these  figures  are  convincing  and  signifi- 
cant, there  is  no  reason  why  a  pessimistic  view  should 
be  taken  of  trade  conditions.  Business  is  good  now 
in  all  lines,  and  in  all  sections,  and  there  is  evidence, 
no  proof,  that  it  will  continue  good.  The  tightness 
of  the  money  market  will  simply  mean  that  expan- 
sion will  be  conducted  on  conservative  lines.  Every 
enterprise  will  be  carefully  weighed  before  the  initial 
step  is  taken.  In  fact,  it  will  serve  as  a  means  of 
checking  the  tendency  toward  "booming"  and,  as  a 


Cabaret  Programmes  in  Stores 

TO  secure  publicity,  many  retailers  have  gone 
to  extreme  measures  from  time  to  time,  but 
something  distinctly  novel  and  startling  has  been 
introduced  by  a  Chicago  dry  goods  merchant.  The 
means  adopted  by  this  daring  specialist  in  unique 
publicity  is  the  giving  of  a  cabaret  performance  at 
set  hours  in  his  store,  customers  being  invited  to  at- 
tend free  of  charge.  Songs,  dances  and  variety 
turns  are  included  on  the  programme,  after  the  most 
approved  fashion  of  the  Paris  and  New  York  cab- 
arets. 

It  may  be  explained  that  the  cabaret  idea  is  a 
comparatively  new  one  in  New  York.  Some  little 
time  ago,  the  Parisian  idea  of  having  vaudeville  per- 
formers appear  for  the  benefit  of  the  patrons  of 
restaurants  was  introduced  and  New  Yorkers  seized 
upon  it  with  avidity.  The  cabaret  idea  has  been 
literally  worked  to  death  by  the  thorough-paced 
(lothamites. 

The  merchant  who  introduced  the  Cabaret  per- 
formance into  his  store  probably  gained  the  coveted 
measure  of  publicit3r,  but  he  lost  something  immea- 
surably greater.  There  should  always  be  a  certain 
amount  of  dignity  about  the  transaction  of  business. 
While  publicity  is  an  essential  part  of  the  retail  busi- 
ness— and  it  can  often  be  secured  in  ways  that  bor- 
der on  sensationalism — the  time  has  not  yet  arrived 
when  it  is  necessary  to  introduce  the  turkey  trot  or 
the  bunny  hug. 

© 

The  Passing  View 

It's  far  better  to  lose  a  sale  than  a  customer. 

*  *         * 

If  there  is  any  such  thing  as  luck  in  business — ■ 
and  we  doubt  it — it  certainly  does  not  come  the  way 
of  the  man  who  waits  for  it. 

*  *         * 

Business  continues  brisk  despite  the  continued 
evidences  of  financial  tightness.  It  is  thus  pretty 
certain  that  business  will  continue  brisk. 

*  *         * 

New  York,  as  one  writer  terms  it,  has  become 
so  full  of  the  cabaret  idea  that  it  has  gone  clean 
cabarazy.  And  now  the  cabaret  epidemic  is  reach- 
ing to  the  large  stores! 

*  *         * 

The  announcement  that  cutters  will  continue 
to  cut  men's  trousers  on  closer  lines  removes  the 
disturbing  suspicion  that  the  Balkan  influence 
might  extend  itself  far  enough  to  introduce  the 
baggy  cut  of  ti'ousers  seen  in  the  east. 
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Spring  Style  Trend  in  Opening  Displays 

Suggestions  for  the  arrangement  of  windows — This  year's  styles  suggest  sim- 
plicity in  treatment — Treating  of  the  color  question — The  importance  of  the 

opening  displays. 


SPRING  millineiy  and  Easter  windows  pur- 
port to  climax  the  season's  showings  and 
fashion  influences  of  the  season.  They  have 
to  be  intelligently  handled.  The  inspiration  which 
comes  to  every  display  manager  is  the  result  of  study. 
His  whole  endeavor  is  to  antedate  the  season  as  far 
as  possible.  With  Easter  coming  early,  and  a  cor- 
responding selling  season,  the  importance  of  the 
displays  on  style  trend  is  reflected  in  after  business. 
Knowledge  of  style  and  the  anticipation  of  the  pos- 
sible trend  means  money.  The  whole  fabric  of  the 
openings  is  interwoven  with  the  demand  that  the 
assortments  be  shown  correctly. 

This  does  not  mean  that  different  stocks  have  a 
different  style  interpretation,  as  is  often  seen.  In 
some  stores  the  division  of  displays  is  more  often  one 
of  routine  rather  than  of  forecast.  Last  year  and 
former  years  have  been  guided  by  this  arrangement. 
If  the  practice  in  the  past  has  been  a  set  series  of 
windows,  the  coming  season's  event  loses  much  of 
its  originality,  because  of  repetition.  The  same  in- 
fluences are  demanding  space  and  interior  attention, 
but  every  season  does  not  accumulate  the  same  sell- 
ing forces.  This  is  more  so  this  season  than  usual. 
The  interpretation  of  these  style  influences  is  a  mat- 
ter of  intuition.  The  inspiration  from  this  relative 
merit  depends  on  each  decorator's  artistic  ability. 

The  safest  way  to  avoid  mistakes  in  style  or  its 
influences  is  to  make  a  representative  showing.  Win- 
dows are  allotted  to  several  of  the  most  important 
departments  and  the  general  showings  resulting  are 
satisfactory  because  they  portray  the  styles,  which 
stock  contains.  Most  trimmers  work  with  the  idea 
that  the  highest  class  merchandise  only  is  suitable 


for  these  Spring  and  Easter  decorative  efforts.  The 
force  of  the  argument  "that  anybody  can  arrange 
beautiful  windows  when  rich  materials  are  available" 
is  seen.  Claims  that  a  man's  ability  is  guided  by  the 
class  of  merchandise  to  go  on  display  are  lived  up  to. 

By  the  same  reasoning  and  the  knowledge  that 
exclusive  merchandise  most  often  sells  first,  mer- 
chants find  the  arrangement  essential  The  lasting 
result  on  the  store's  reputation  as  an  authority  is  seen 
to  the  extent  that  the  openings  convey  the  impres- 
sion of  authentic  knowledge. 

The  success  of  the  Spring  events  are,  therefore, 
beyond  the  elaboration  of  general  displays,  which 
combine  the  best  merchandise  from  each  department. 
Each  trimmer  is  unconsciously  creating  impressions 
by  his  showings.  Greater  success  embodies  fore- 
thought, study  and  a  knowledge  of  styles,  which  is 
broader  than  the  average  store  operations  to  make 
these  impressions  authentic.  Novelties  seen  or  pur- 
chased at  the  openings  and  last-minute  styles  bring 
each  store's  style  influences  up  to  the  minute.  Each 
display  manager  must  successfully  solve  these  after 
features  and  their  trend. 

This  year's  style  influences  suggest  simplicity  in 
treatment.  One  of  the  requisites  of  this  year's  set- 
tings is  harmony.  The  imposing  effect  conveyed  us- 
ually in  backgrounds  is  effectively  seen  in  the  goods 
or  the  style  inspiration  of  the  season  itself.  Group- 
ings are  marked  by  vivid  colorings.  The  same  applies 
to  millinery,  suitings,  dress  fabrics  and  ready-to-wear 
with  the  accessories  equally  brilliant.  Blending  and 
toning  of  colors  in  the  novelties  themselves  is  striking 
and  the  brilliance  of  the  colors  is  sufficient  to  suggest 
the  required  simplicity.  The  influence  of  later  styles 
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Wishbone''  Hanger 


Patented  by 

John  Thomas    Batts 

Sole  Canadian  Agents 
and  Licensees : 

Jones  Bros. &■  Co., Ltd. 

Toronto,  Can. 


The  "/^is/ibone"  Hanger 

Absolutely  the  best  made,  being  the 
only  Garment  Hanger  that  absolutely 
conforms  to  the  human  shape. 


No  Broken  Collars 
No  Extra  Pressing 


No  Wrinkles 
No  Bushelling 

Increased  Sales  Increased  Profits 

Satisfied  Customers 

No.  1 — 91  Men's,  without 
Pant  Holder,  aa^  r\{\ 
Per  100    -    -     4>ZO.UU 

No.  1—91-3  Men's  with 
Pant  Holder,  (T*<-\£  f\(\ 
Per  100    -    -      vP^D.UU 

F.O.B.  Toronto 
Packed  100  in  Box 

If  you  have  never  used  the      Wishbone"  send  25c.  for  sample. 

Jones  Bros.  &  Co.,  Limited 

STORE    FITTERS  TORONTO,    ONT. 


Dry  Goods  Review 


THE    ART    OF    DISPLAY 


1913  opening  window  of  shaded  voiles,  showing  effective    drapes    with    panel    background.      Courtesy    Eobt. 
Simpson   &   Co.,  Toronto.     H.  Hollinsworth,  display  manager. 


reveal  a  wealth  of  Near  East,  Bulgarian,  Turkish  of  contrast  only  add  to  this  brilliancy,  when  the  op- 
or  Eastern  colorings.  These  and  their  blending  are  posite  is  desired,  to  bring  out  the  beauty  of  the  styles 
so  different  as  to  create  a  bizarre  effect.    Brilliancy  of     and  materials. 

(Continued  on  page  30.) 


color  in  the  background  or  window  settings  by  wav 


Opening  window  with  background  to  represent  marble.  The  effect  is  obtained  by  using  rock  crystal.  Setting 
done  throughout  in  light  tan  shade,  with  scenic  painting  in  Autumn  colorings.  Note  the  grouping  of 
accessories  on  table  placed  on  6-inch  platform.  Cost  of  setting  $6.25.  The  Cressman  Co.,  Peterborough, 
by  Jas.  McNichol,  now  with  Allan-Cummings,  Moose  Jaw. 
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FOOT-STEP  DIFFERENCE 


A  difference  in  footsteps  means  a  difference  in  sales 
— a  difference  in  receipts  and  a  difference  in  profits. 
Your  business  is  like  that  of  a  circus — the  more  foot- 
steps there  are  the  bigger  will  be  the  gate  receipts — 
the  greater  the  profits  of  each  performance. 

True,  in  large  cities  and  small  towns — the  large 
Store  (because  of  more  footsteps  leading  to  the  en- 
trances) can  buy  cheaper — can  sell  cheaper  (if  neces- 
sary), can  make  greater  sales  and  can  show  greater 
profits  than  can  the  small  Store.  You  must  attract 
the  buyer's  attention  before  you  can  even  hope  to 
sell  him — if  you  don't  the  other  fellow  will.  You 
must  place  your  merchandise  before  him  in  an  at- 
tractive and  tempting  way.  Just  good  merchandise 
will  not  make  the  sales — presentation  comes  first — 
give  that  step  your  push  and  energy.  There  are 
many  means  of  attraction,  but  the  first  and  most 
effective  is  the  Store  Front  — 
that  element  which  appeals  to 
every  passer-by  in  a  quiet, 
forceful  and  direct  way. 
Go  out  and  "size  up"  your 
Front — does  it  give  the  right  impression.  Would  it 
appeal  to  your  pocket  book  if  you  were  a  passer-by  ? 

Don't  Let  Your  Store  Be  Next  Door  to  the  Crowd. 
Put  in  a  KAWNEER  STORE  FRONT  and  your 
initial  cost  is  the  first  and  last  cost — no  paint  or 
repairs  and  you  need  not  worry  about  glass  breakage. 
Commercially — KAWNEER  will  make  the  crowds 
come  to  your  Store — will  make  the  footsteps  lead 
to  your  doors.  Let  the  footsteps  dirty  your  vestibule 
floor — it 's  money  dirt — each  footstep  carries  a  profit 
for  you. 

Don't  Let  Your  Store  Be  Next  Door  to  the  Crowd. 
Look  around — pick  out  the  Stores  with  KAWNEER 
FRONTS— ask  the  Merchant  behind  what  he  thinks 


of  KAWNEER.  Ask  him  if  he  can  trace  actual 
sales  to  his  KAWNEER  windows;  what  percentage 
of  his  business  is  due  to  his  windows. 

Kawneer  Store  Fronts  Make  Sales. 

They  create  sales  by  their  365-day-and-night  service. 
KAWNEER  is  a  solid,  all  metal  construction,  built 
to  last.  It's  strong,  still  gives  the  all-glass  effect. 
All  outside  mouldings  of  glass-bearing  members 
are  made  of  35  ounce  copper  -  -  No.  16  B.  &  S. 
gauge. 

KAWNEER  sash  provides  for  the  regulation  of 
show  window  ventilation  and  drainage — throw  open 
the  sash  in  winter,  let  the  air  circulate  along  the  in- 
ner surfaces  of  the  glass,  and  in  summer  keep  the 
dust  out  of  your  windows  by  simply  closing  the  holes 
in  the  sash.  It  is  all  done  by  a 
simple  V-shaped  slide  built  in 
the  gutter  of  the  sash.  It  means 
continuous  show  window  ser- 
vice— winter  and  summer — it 
means   more   footsteps — more   sales — bigger   profits. 

"Boosting  Business  No.  21." 

Send  This  Coupon  to  Us. 

We've  compiled  a  catalog  for  you.  It  shows  photo- 
graphs and  drawings  of  many  of  the  most  effective 
Store  Fronts  in  the  country.  It  shows  how  many 
Merchants  have  actually  revolutionized  their  entire 
businesses  by  the  installation  of  KAWNEER. 

Send  in  this  coupon  to-day — the  booklet  was  printed 
for  you — it  won't  obligate  you  in  the  least — we 
want  to  show  you  the  strides  we  have  made  in  the 
development  of  the  modern  Store  Front. 


n©®|* 


Kawneer  Manufacturing  Company  \ 

Francis  J.  Plym,   President 

78  Duchess   Street  • 

TORONTO  -  -  CANADA  ! 
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-------      COUPON     " ■ 

Kawneer  Manufacturing  Co., 

78  Duchess,Street,  Toronto,  Canada. 

Gentlemen — Kindly    send    me    "Boosting 
Business  No.  21  "  without  obligation  to  me. 

Name 

Street 

City  or  Town .  . 
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Opening  Millinery  and  Dress  Goods  Windows. 

Panel  background  of  brocaded  satin  and  veiling,  with  Rhinestone  beading,  tan  velour  curtains,  ferns  in  all  shades  oC 
tan,  with  grape  vine  sprays  used  in  the  general  setting.  Floor  of  tan  felt  with  draped  centre  platform.  An  artistic 
arrangement  of  figure  and  millinery  models  makes  an  effective  window.  2.  The  same  color  scheme  is  seen.  Two 
smart  drapes  on  figure  and  mummy  forms  are  shown,  in  which  the  materials  are  grouped  to  suggest  their  correct 
uses,  and  the  whole  completed  with  a  neat  arrangement  of  accessories.  Both  these  windows  are  effective  in  every 
way  because  the  selling  points,  as  well  as  display  and  effect,  are  carefully  considered  in  each.  For  the  John  White 
Co.,  Woodstock,  by  J.  W.  Bryan. 


Exclusive  millinery  or  ready-to-wear  setting.  The  rear  wall  is  done  in  white,  and  the  grey-green  balustrade 
sets  about  24  inches  in  front  of  the  background.  Crimson  rambler  foliage  is  used.  Light  green  soiesette 
is  puffed  on  the  floor.     By  F.  J.  Cuni,  Huntington,  W.  Va.,  U.S.A. 
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Before  your  Clothing  comes  in  for  Spring,  why  not  make  arrangements  to  hang  it 
up  as  shown  in  the  above  illustration,  taken  from  one  of  the  stores  we  have 
recently  fitted  up?  If  you  are  opening  up  a  new  store  these  Racks  are  cheaper 
than  tables.  Let  us  know  your  floor  space  and  we  will  suggest  the  best  size  Rack 
for  your  store. 

Double  Bar,  Polished  Steel,  Tube  Rack 

0  feet  long,  6  posts   $10.00 

8  feet  long,  (i   posts    11.00 

1(1  feet  long,  G  posts    12.00 

Double  Bar,  Oxidized  Steel  Tube  Rack 

(i  feet  long,  6  posts    $13.00 

8  feet  long,  6  posts    14.00 

10  feet   long,  ti   posts    10.00 

/    -:  :^% 

No.  74  B. — Combination  Suit 

Hanger $10.00  per  100 

No.  64. — Combination   Suit  Hanger  with 
wire    attachment    to    prevent    trousers  ,  \ 

from   slipping  off   $9.00  per  100 

The  Taylor  Mfg.  Co. 

*f  *J  No.  33  I.B.— Combination  Suit  Hanger,  in- 

82  QUEEN  STREET  N.        HAMILTON,  ONT.      ^b^^^KSX 
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OURS NEW  CATALOG 

containing  all  the  latest  and  most  attrac- 
tive designs  in 

DISPLAY  FIXTURES 

Clothing  Forms, 

Clothing  Racks, 
Showcases, 

Mirrors, 

Stands,  Etc. 

The    most    complete    assortment     ever 
offered  to  the  Canadian  trade. 

A  copy  will  be  sent  to  you  free  on  re- 
quest.    Write  at  once. 


Delfosse  &  Co, 

Office  and  Sample  Rooms  :     247-249  Craig  St.   W. 
Factory  :    1-3-5-7  Hermine  St. 

MONTREAL 


Continued  from  page  20. 

Scenic  backgrounds  suggest  the  same  treatment. 
Landscapes  in  two  tones,  conventional  or  allegorical 
designs  with  curtains  or  simple  unit  effects  make  a 
suitable  window.  Where  the  artist  depicts  Easter 
scenery  or  uses  colors  which  are  striking  the  setting 
is  high  or  perspective  is  necessary  to  subdue  the 
general  effect.  The  whole  problem  is  one  of  indivi- 
duality. 

Millinery  is  combined  with  exclusive  gowns  and 
is  usually  the  premier  showing.  More  hats  are  neces- 
sary because  they  are  smaller.  Each  figure  must 
conform  in  coiffure — the  style  and  color  scheme  per- 
fect with  the  gown  or  costume.  The  Malines  and 
soft  draperies  used  suggest  giving  the  floor  a  soft 
puffed  finish  and  completing  with  accessories,  ospreys 
and  flowers  in  more  profusion  than  usual,  but  not 
in  massive  arrangement.  Drapes  over  the  stand  de- 
tract from  the  posing  of  the  hats,  because  they  are 
smaller.  The  originality  of  groupings  and  blending 
of  colors  commends  somewhat  striking  color  treat- 
ment, although  arranged  in  the  best  of  good  taste. 

Dress  goods  showings  are  divided  according  to 
occasion,  texture  and  use.  In  the  suiting  window, 
exclusive  lengths  chosen  are  those  most  in  advance 
of  the  season's  influence.  This  season  combination 
colorings  are  featured  and  materials  draped  in  outline 
with  extreme  novelties  seen  in  fashion  cuts  or  in 
ready-to-wear.  A  smart  model  from  the  dressmaking 
department  often  advances  the  season  in  approved 
fashion.  The  suggestion  of  trimming  is  as  manifold 
as  the  trimmings.  The  window  is  completed  with 
one  or  two  large  bats,  a  few  parasols  and  accessories 
for  street  wear. 

In  a  window  of  high  class  afternoon  or  evening 
silks  or  new  textures,  trimmers  are  only  limited  by 
the  novelty  fabrics  carried.  Richness  in  effect  and 
color  blending  are  paramount.  Brocades  or  blended 
designs  in  the  entire  range  of  crepe.  Charmeuse 
and  crepes,  embroidered  voiles  and  marquisettes  and 
charmeuse  satins  in  soft  tones  or  vivid  hues,  found 
in  an  inspiring  color  card,  will  tax  the  ingenuity  of 
any  display  manager  to  give  all  the  style  which  op- 
portunities invite.  The  rich  fabrics  and  glowing  col- 
ors in  suggestive  drapes  leave  nothing  to  be  desired 
by  the  artistic. 

A  great  deal  of  style  interest  centres  in  the  new 
suits,  coats  and  dresses.  In  this  connection  the  same 
influence  is  seen  that  applies  to  fabric  windows,  mo- 
derated only  by  less  extreme  styles  than  those  sug- 
gested in  the  drapes.  New  models  which  are  accept- 
ed as  novelties  for  the  class  of  trade  catered  to  are  ar- 
ranged so  that  the  lines  rather  than  tailoring  is  ac-' 
centuated.  The  wardrobe  selling  importance  is  also 
watched  and  must  bear  out  the  decisions  of  the  buy- 
ers in  relation  to  the  stock.  Coats,  suits  and  dresses 
as  part  of  any  woman's  wardrobe,  will  sell  in  marked 
ratio  to  season  which  display  managers  can  take  as 
their  guide. 

Colorings,  which  are  so  important,  are  according 
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The  "AIR  LINE" 


Lamson  Parcel   Carriers 

— Centralize,  and  fix  responsibility  for  every  sale. 
— Save  time,  labor  and  wages,  and  increase  selling 
capacity  of  clerks. 

— Have  stood  the  test  of  many  years  of  the  hard- 
est usage  and  to-day  are  the  "reason  why"  of  the 
good  service  in  thousands  of  up-to-date  shoe  stores. 

ASK  YOUR  NEIGHBOR 

THE    LAMSON    COMPANY 

BOSTON,        -        U.S.A. 

Wire       Cable       Tube       Bell       Pickup    Carriers 
Representatives  in  all  principal  cities 

— — —  SERV1CE= 
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to  the  fabric  or  the  influence  of  the  color  card  in  each 
department.  In  dress  goods  ami  ready-to-wear,  soft 
tans,  greys  and  blues  are  contrasted  with  fawn,  tan, 
black  or  white  and  black  and  white.  The  silks,  trim- 
mings and  accessories  contain  the  Oriental  hues.  In 
millinery  and  silks  the  vivid  lines  are  blended  in 
primrose,  cerise,  flame  and  pink  shades,  coque  de 
roche,  yellows  to  light  cream,  soft  blues  to  white 
and  a  range  of  brilliant  greens.  Of  course,  the  extent 
to  which  initial  windows  can  be  worked  out  depends 
on  the  amount  of  space.  In  these  trims  gowns  to 
show  the  completed  fabric  or  the  drapes  to  suggest 
the  completed  gown  are  best  in  any  of  these  shades, 
which  are  represented.  The  whole  color  scheme  is 
relieved  with  fine,  shadow  or  typical  laces  in  cream  or 
white  and  smart  accessories  in  which  the  same  shades 
prevail,  and  which  complete  the  costumes  of  fashion- 
able patrons  this  season. 

The  same  dominant  brilliance  will  pervade  the 
store  in  interior  and  floor  displays.  The  correctness 
of  the  resume  of  Spring  styles  and  the  eclat  with 
which  the  event  passes  off  are  due  to  good  manage- 
ment. The  pleasure  of  the  openings  is  always  invit- 
ing to  customers  and  display  managers  are  accredited 
as  attention  is  focused  on  the  store.  The  results  are 
traceable  to  profitable  knowledge  of  the  stock 
style  and  prices.  And  in  most  businesses  profits  are 
the  return. 


Concentration  in  Display 

In  the  display  presented  herewith,  the  underlying 
motive  quite  apparently  has  been  to  concentrate  at- 
tention on  the  one  figure  shown.  That  good  results 
can  be  obtained  in  this  way  is  the  claim  advanced  by 
window  trimmers  who  support  the  idea. 

The  display  is  the  work  of  D.  R.  Mowerson.  A 
lady's  boudoir  is  shown  with  well  selected  period 
furniture  to  round  out  the  display.  Attention  will 
necessarily  be  focused  on  the  one  figure  and  the 
gown.  The  effect  is  unmistakable;  no  one  can  omit 
noticing  and  scrutinizing  the  figure.  From  visual 
inspection  to  a  personal  visit  to  the  proper  depart- 
ment in  the  store,  is  a  step  that  many  would  be  im- 
pelled to  take  as  a  result  of  the  impression  made  up- 
on them  by  this  highly  concentrated  form  of  window 
advertising.  At  the  same  time,  the  display  has  an 
artistic  as  well  as  sales-making  value.  The  figure 
does  not  hide  or  overwhelm  the  furnishings  which 
thus  become  an  integral  part  of  the  display. 


Toronto,  Ont. — The  death  occurred  here  of  W. 
P.  Tucker,  for  ten  years  in  business  here  as  a  manu- 
facturers' agent.  He  was  well  known  in  the  dry 
goods  and  men's  furnishings  trades. 


32 


THE    ART    OF    DISPLAY 


Dry    Goods    Review 


WRITE  TO-DAY 


for  a  copy  of 

OUR  1913 
CATALOGUE 

It  costs  you  nothing  and 
will  undoubtedly  be  a 
great  help  to  you  in  solv- 
ing the  problems  of  dis- 
playing your  merchandise. 


CLATWORTHY 
A    Li..   &   SON,  LIMITED 


The  Eiffel  Base  is   the   most  artis- 
tic and  serviceable  base  ever 
designed. 


The   largest   makers  of    Fixtures 
in  Canada. 

161  KING  ST.  W.,  -   TORONTO 


We  have  some  beautiful  lines  in 
Wax  Figures. 


Are   You   Ready? 


We  Are  with 


FLOWERS  FOR  EASTER  AND  SPRING 

Easter  comes  on   March  23rd.      Bear  in  mind  that  it  is  nearly  a  month  earlier  than  usual. 

Place  your  orders  NOW. 


No.   051.     EASTER     LILY.    1    large    satin    lily    and  1 

bud  per  doz $    1.50     No.  265.    LILIES  CRESCENTS.  6  lilies,  1  0  buds  and  95  leaves 

Per  gross 15.00  to  each  crescent.  Each  $  1 .50.  per  doz $16.00 

DON'T  FORGET  OUR  NEW  ADDRESS 


Canadian   Flower   Mfg.   Company, 


243    BLEURY    STREET 
MONT  REAL 
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No.   17 
Page  27  Catalogue 


No.  17  For  Fancy  Waists 

Has  Flesh  Colored  Yoke 


You  can  hardly  estimate  the  real  value  of  this  No.  17  D.  &  P.  Waist 
Form  in  producing  sales.  Unlike  the  old  style  forms  with  the  com- 
plete jersey  covering,  this  form  has  the  flesh  colored  enameled  yoke 
which  shows  the  open  work  of  fancy  waists  to  good  advantage  with- 
out laying  in  tissue  paper.  The  velvet  covered  adjustable  belt  allows 
the  bottom  of  the  waist  to  be  tucked  away  inside  neatly  and  quickly 
without  pinning  or  the  possibility  of  strings  showing. 

Mounted  on  oxidized  copper,  nickel  plate  or  brush  brass  as  desired, 
price  net  $4.50. 

Write  for  catalogue. 


MANUFACTURED  BY 

DALE  AND  PEARSALL 

Manufacturers  of  High  Class  Fixtures,  Etc. 
106  FRONT  STREET  EAST        -        -        TORONTO 


Let  Hall-Borchert 

Adjustable     and      Non-Adjustable 

Dress  Forms 

Display  Your  Gowns 

Do  you  have  any  trouble  in 
dressing  your  windows — any 
difficulty  in  displaying'  your 
gowns  and  dresses?  If  you 
have,  a  number  of  Hall- 
Borchert  Adjustable  and 
Non-Adjustable  Dress  Forms 
will  solve  the  problem. 

To  introduce  this  form  to  the 
trade  we  make  this  special 
offer : 

Canvas  Covered  Display  Model,  $7.00 
Cloth  Covered  Display  Model,  $5.00 

If  you  would  make  a  success 
of  your  Easter  and  Spring' 
displays  a  few  of  these  forms 
will  help  wonderfully. 

Write  for  Catalogue  C. 

The  Hall-Borchert  Dress  Form 
Co.  of  Canada.  Limited 

1 58  Bay  Street,  Toronto 


TRADE  WINNERS 

The  Colonial  Pedestal  and  Millinery  Hat  Stands. 


Millinery 
Hat  Stands 


24] 
60  i 


).     to 

i.  High 


$36.00   per 
dozen. 

F.O.B. 

Balto. 


Pedestal 

24  in.  high 
with  a  9  in. 
top. 

$36.00  per 
dozen. 

F.O.B. 

Balto. 


No.  100 
Photo  in 
Base. 

No.  200 
Cast  Face 
in  Base. 

No.  400 
Floral   De- 
sign in  Base. 
Detachable 
Bases. 


The    Bases 
of  Pedestals 

to  match 
Hat  Stands 

also 
detachable. 


No.   101 


All  stands  are  finished  in  the  highest  quality  Gold  Bronze.  They 
are  genuine  business  getters,  enabling  you  to  make  a  rich  display  and 
give  your  stock  the  appearance  of  the  highest  valuation,  always  the 
desirable  thing  to  do. 

High    Art  Fixture    Co. 

222  N.  Gay  Street,  -  -  Baltimore,   Md. 

Out  Specialty  :  Millinery  Hal  Stands. 


34 


THE    ART    OF    DISPLAY 


Dry  Goods  Review 


Over  4,200  Feet  of 

FRINK  REFLECTORS 

In  the  New  Bamberger  Store 

The  new  Bamberger  Department  Store,  in  Newark,  N.  J.,  is 
one  of  the  largest  modern  establishments  of  its  kind.  All  the 
equipment  was  selected  with  a  view  to  enhancing  the  appearance 
and  utility  of  the  store  as  a  unit. 

No  other  efficient  system  was  fitted  to  their  particular  require- 
ments. Over  4,200  feet  of  FRINK  REFLECTORS  were  require. I 
for  the  show  cases,  show  windows,  rug  racks  and  art  gallery.  Each 
type  of  reflector  was  designed  for  the  special  purpose  to  which  it 
is  used.  This  kind  of  a  lighting  system  costs  no  more  than  other 
systems  using  "stock"'  reflectors  and  shades. 

Our  Engineering  Department  is  at  your  service,  ready  to  sub- 
mit designs  for  your  individual  requirements.  FRINK 
REFLECTORS  and  J-M  LTNOLITE  LAMPS  illuminate  the  goods 
in  the  most  efficient  manner  possible. 

J-M  Linolite  Lamps  generate  less  beat  and  have  the  longest 
useful  life  of  any  incandescent  lamp  on  the  market. 
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NewDe;  artrner  t  Store  of  L  Bamberger  &  Co 
Newark,  NJ. 


May  we  send  you  a  copy  of  our  "Modern  Store  Illumination"  Catalog  No.  410? 

Address  nearest  Branch. 

THE  CANADIAN  H.  W.   JOHNS-MANVILLE   CO.,  LIMITED 

Sole  Selling  Agents  for  Frink  Products. 


Manufacturers  of  Asbestos 
and  Magnesia  Products. 


Asbestos  Roofings,  Packings, 
Electrical  Supplies,  etc. 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 


1846 


&S&  CARRIERS 

SAVE  TIME  &  MONEY 


Quick  Change  Means  Pleased  Customers 

Our  guarantee :— We  will  instal  a 
system  of  our  carriers  in  your  store. 
After  10  days'  test,  if  they  have  no* 
proved  their  superiority  to  all 
other  makes  of  store  service,  we 
will  remove  the  equipment  without 
cost  to  you.  It  will  pay  you  to  in- 
vestigate our  modern  improved 
PNEUMATIC  DESPATCH 
TUBES  AND  ELECTRIC  CABLE 
CASH     CARRIERS. 


CATALOG  FREE 


The  Gipe-Hazard  Store  Service  Co.,  Ltd. 


99    ONTARIO   STREET  TORONTO,  ONT. 

EUROPEAN  Office: lit  HOLB0RH. LONDON l.C.  INC. 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES    FORCE  BY 
SUBSCRIBING  FOR     :     :     :     : 

Che  Dry  Goods  Review 

FOR   YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates 

Have  you  a  New  Way  Store 
The  New  Way  Crystal  Wardrobe 
is  the  modern  device  for  displaying 
ladies'  outer  garments.  Made  by 
Grand  Rapids  Show  Case  Company 
(Grand  Rapids,  Michigan) --and  adopt- 
ed by  the  foremost  merchants  of 
Canada  and  the  States. 


Show  Rooms  and  Factories: 
New   York  Grand  Rapids 

Boston  Portland 


Chicago 
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KRAMER 

ALL  STEEL  BALING  PRESS 

THERE  ARE  NO  WOODEN  PARTS 

The  ideal  Baler  for  waste  paper,  rags,  straw,  excelsior,  etc. 
Do  not  purchase  a  wooden  baler  when  you  can  use  one  made  of  steel. 
Greater  Strength — Smaller  Floor  Space,  Easier  to  Operate — More  Economical  than  any 

other  Press  on  the  market. 

OVER  2,000  SOLD  IN  ONE  YEAR 

TORONTO  TYPE  FOUNDRY  COMPANY,  LIMITED 

TORONTO  MONTREAL         WINNIPEG  CALGARY         REGINA 


Quicken  Your  Service 

The  installation  of  the  "Perfect"  carriers  in  your  store  will  increase 
the  number  of  sales  because  it  enables  the  clerks  to  handle  more 
trade.  It  saves  the  valuable  time  which  a  salesman  would  lose  in 
wrapping  parcels  and  making  change.  And  your  customers  will 
appreciate  the  improvement  in  the  services. 

Write  for  further  information  to 

Hamilton  Brass  Mfg.  Co.,  Limited,  Hamilton,  Ont. 

MONTREAL  OFFICE :   327  CRAIG  STREET  WEST 


PEARSONS'  BASKET  FACTORY,  NOTTINGHAM 

ENG. 

92  Years  Experience 


PATENTED 

HARD-WEAR 

PROTECTORS. 

THOUSANDS  IN   USE 
IN  ALL  COUNTRIES 


WATER   PROOF 

INDESTRUCTIBLE 
BEST  VALUE 

OBTAINABLE 


ILLUSTRATED  CATALOGUE  FREE 


ESTABLISHED  184? 

BRADSTREETS 

Officea  Throughout  the  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.  Ottawa,  Ont.  Montreal,   Que. 

Edmonton.  Alta.       St.  John,  N.B.        Quebec,  Que. 
Halifax,  N.S.  Vancouver,  B.C.    Toronto,  Ont. 

London,  Ont.  Hamilton,  Ont.       'Winnipeg,  Man. 

Reputation  earned  by  lone  yeara  of  vigorous. 
contcientious  and  successful  work. 

THOMAS  C.  IRVING.  ^SSTSSZ 

TORONTO,  CANADA 


Watch   the  Advertisements 

The  proprietor  of  one  of  the  largest  stores  in  Western  Canada  told  one 
of  our  representatives  this  week  that  he  always  reads  the  advertisements, 
and  passes  the  "Review"  on  to  buyers  in  the  different  departments.  He 
finds  it  pays  him  to  keep  in  touch  with  goods  offered  in  advertisements 
in  the  "Review." 
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Perfect  photographs  of  these 
and  other  wax  figures  will  be 
sent  to  interested  merchants 
promptly  upon  application. 


Boston  Salesroom 
30  Kingston   St.     110  Bedford   St. 


Correspondence  on  qualities 
and  all  other  details  is  respect- 
fully invited.  Other  handsome 
models  in  different  grades. 


Model   9F. 


J.    R.    PALMENBERG'S    SONS 

Established   1852. 
710  BROADWAY,   NEW   YORK. 

Factory.   89  and  91  West  3rd   Street 


Model   41). 


Baltimore   Salesroom 
10  and   12   Hopkins   Place 


Beautiful  Wax  Heads 
That  Set  Off  the  Gown 

Add  a  Touch  of  Life  To  Your  Display 

A  gown  properly  displayed  is  half  sold.  Then  why 
not  see  that  yon  have  a  staff  of  proficient  silent  sales- 
men   who   will   work   for   you   both   night   and    day   in 

your  windows. 

Richardson's  Forms  With  Wax  Heads 

are  best  suited  to  set  off  the  beauty  and  style  of  your 
gowns.  They  add  a  charm  to  the  article  draped  upon 
them  because  of  the  poise  of  the  head,  the  enchanting 
coiffure  in  several  latest  styles  and  the  refined  features 
of  the  face. 

We  also  make  all  kinds  of  Papier  Mache  forms  for 
drapery  and  ready-to-wear  display  purposes  including 
latest  Panier  form  as  illustrated. 

Illustrating  in  advertisements  or  catalogues  do  not 
do  justice  to  our  goods.    Better  see  them. 

A.  S.  RICHARDSON  &  CO. 

Oldest  and  Best  Manufacturers  of  Wax  Figures  and 
Display  Forms  in  Canada 

Showroom 99  Ontario  Street     THPOlMTn 

Factory 101    Ontario  Street      *  V^I\V^1>  1  VJ 
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FUR  TRADE  NEWS 


Contract  with  Order  for  Demonstration 

Merchants  can  reap  benefits  by  holding  demonstrations  in  co-operation  with 
furrier — Analysis  of  conditions  attending  these  events  and   a  summing  up  of 

the  advantages  accruing. 


THE  attitude  of  the  fur  trade  is  not  necessarily 
the  same  on  seasonable  demonstration  as  on 
consignments.  Most  merchants,  whose  ac- 
counts are  worth  catering  to  or  who  are  handicapped 
by  mail  order  or  close  competition  are  entitled  to 
manufacturers'  support. 

Different  furriers  in  Canada  question  the  wis- 
dom of  going  into  any  locality  and  making  a  show- 
ing because  accounts  are  continually  changing. 
There  are  several  reasons  for  these  influences  just  as 
in  any  other  buying.  Prom  the  manufacturers' 
standpoint,  a  necessary  limit  of  initial  purchases 
must  be  set.  In  -Dine  quarters,  the  tendency  is  to 
overcome  the  need  of  carrying  stock  and  to  depend 
on  manufacturers  for  a  larger  turnover.  This  is  not 
good  business  and  lias  to  be  guarded  against  in  plac- 
ing. No  merchant  is  asked  to  confine  his  business 
for  a  demonstration,  but  close  inspection  sometimes 
leads  to  changes.  Support  is  not  always  justified 
because  the  class  of  trade  catered  to  and  the  standard 
of  garments  handled  are  not  always  suitable.  Many 
merchants  have  a  limited  idea  of  the  furs  they  can 
sell  and  the  only  result  of  a  demonstration  is  to  edu- 
cate both  buyers  and  the  trade  to  see  the  possibilities. 
When  a  selection  of  high  class  furs  is  shipped  a 
manufacturer  has  to  take  the  risk  of  losses.  The 
time  of  a  salesman,  who  might  be  doing  more  busi- 
ness is  lost.  In  return  for  this,  merchants  take  the 
precaution  of  selling  their  own  stock  wherever  feas- 
ible. Ultimately  furriers  sell  the  merchants  stock 
and  have  the  bulk  of  their  own  left  as  the  repeat 
orders  received  do  not  show  that  the  merchant  has 
much  confidence  in  sales  for  the  balance  of  the  sea- 
son. 

Another  feature  of  fur  demonstrations,  which  is 
unfair,  is  the  financial  reputation   indirectly   .given 


to  the  house  making  the  representation.  Usually 
these  displays  are  made  on  the  early  trips  or  at  the 
height  of  the  selling  season.  Very  often  the  firm 
interested  is  known  to  customers  through  advertis- 
ing: and  to  have  merchants  in  their  advertising 
Mate  that  a  backward  season,  over  stocking  or  the 
need  of  money,  are  reasons,  is  untrue.  This  practice 
gets  sales  and,  in  anxiety  to  make  the  largest  possible 
showing,  advertisers  forget  that  the  manufacturer  is 
only  giving  legitimate  help.  The  principle  of  dem- 
onstrations is  large  assortments  and,  combined  with 
stock,  these  are  broad  enough  to  allow  any  advertiser 
sufficient  scope  to  make  a  style  event  rather  than  a 
sale.  Customers  are  led  to  expect  values  which  are 
impossible  and  have  to  be  convinced  after  they  have 
found  a  suitable  garment  or  fur. 

In  comparing  stocks,  during  a  demonstration, 
discrepancies  are  seen,  which  are  not  accounted  for 
in  difference  of  values  or  numbers  under  which 
each  piece  is  labelled.  Manufacturers  are  entitled 
to  fair  competitive  prices  during  a  demonstration. 
Merchants  are  expected  to  use  good  judgment  in 
regard  to  prices  and  relative  value  in  the  locality. 
Most  representatives  have  this  information  al- 
ready, but  do  not  know  the  ratio  of  advance,  which 
is  a  fair  profit  and  will  assure  sales. 

CONTRACTS    ARE    ADVISABLE. 

The  co-operation  of  both  manufacturer  and  fur- 
rier for  a  demonstration  should  lie  verified  by  con- 
tract. Each  merchant  can  rightly  claim  sufficient 
profit  advance,  which  the  interests  of  future  business 
demand.  Value  or  price  cutting  is  defined  entirely 
by  style;  and  reduced  price  is  largely  a  matter  of 
good  business.  These  things  are  decided  when  both 
stock  and  samples  are  re-marked  to  meet  sale  or  spe- 
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1852—1913 

Over  60  Years  Established 


At  no  time  in  the  history  of  the  fur  trade 
was  the  question  of 

FROM  WHOM  TO  BUY  FURS 

of  more  vital  importance  to  the  merchant 
than  at  the  present. 

Magazines,  Newspapers  and  Trade 
Publications  have  all  commented  more  or 
less  upon  the  situation. 

With  prices  of  raw  materials  soaring, 
the  average  manufacturer  will  endeavor 
to  hedge  by  using  lower  grades — Beware 
of  these. 

You  never  were  more  in  need  of  Reli- 
ability in  your  fur  line  than  just  now. 

CHAIN 

MOOSE  HEAD  BRAND 

TO  YOUR 

QUALITY  FURS 

We  still  claim  that  Moose  Head  Brand  sets 

the 

STANDARD  OF  EXCELLENCE 

IN  FURS 

Our  line  of  samples  for  the  coming  sea- 
son is  about  ready  for  your  inspection. 

Wait  for  the  Moose  Head  Brand  man. 

L.  Gnaedinger  Son  &  Co. 

MONTREAL 
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rial  quotations.  Manufacturers  have  expenses,  which 
are  incidental  compared  with  results,  provided  that 
they  justify  another  demonstration  at  some  other 
time.  Any  manufacturer  should  be  satisfied  to  ac- 
cept listed  prices  for  furs  sold  during  a  demonstra- 
tion and  not  expect  to  advance  quotations  10  per 
cent,  to  cover  expenses.  'Of  course  costs  of  selling 
have  to  be  estimated  but  the  original  prices  for  the 
season  figure  the  expenses  and  profits.  The  argu- 
ments that  manufacturers  prices  and  reduction-  of 
40  to  50  per  cent,  arc  possible  are  bound  to  reflect, 
whether  customers  arc  given  such  values  or  not. 
Customers  have  to  pay  ultimately  because  demon  si  ra- 
tions increase  selling  costs  and  the  prices  of  furs  in 
general. 

DEMONSTRATIONS    TART    OF    TRIPS. 

Each  demonstration  can  be  so  arranged  so  to  be 
part  of  the  regular  or  sorting  trips  and  the  dates 
coincide  with  favorable  events  in  business  or  social 
circles.  Expenses  are  not  unduly  increased,  because, 
with  a  settled  route  and  the  assurance  of  repeats  and 
any  other  business  which  may  be  done,  sales  totals 
are  enough  to  warrant  the  time.  Time  is  saved 
where  dates  and  connections  coincide.  instead  of 
opening  trunks  in  the  sample  rooms  and  then  wait- 
ing to  see  buyers,  travelers  go  immediately  to  the 
show  room  and  arrange  samples  for  first  customers. 
A  day   is  practically   saved. 

Both  parties  benefit  by  the  arrangement  because 
furs  always  look  better  on  the  counters.  There  is  a 
good  method  of  comparison  to  show  the  defects  of 
stock  pieces  or  values,  which  are  high.  The  selling 
merit  of  one  style  over  another  leads  to  more  satis- 
factory stock  numbers.  Stock  is  kept  to  value  be- 
cause of  the  broader  impression  of  the  standard 
prices.  Ideas  are  compared  and  the  information 
which  special  salesmen  give  salespeople  on  subjects 
discussed  always  adds  confidence. 

One  of  the  primary  reasons  for  a  successful  dem- 
onstration is  the  retail  ability  of  the  representative 
salesman.  No  merchant  can  afford  to  give  anyone 
communication  with  his  customers  unless  he  is  sine 
that  due  respect  will  be  paid  to  the  confidence  en- 
joyed by  that  merchant.  Sales  are  too  expensive, 
when  thev  are  forced  by  an  unscrupulous  furrier, 
who  does  not  care  whether  he  ever  has  charge  of  a 
similar  event  or  meets  the  same  customers  again. 
This  same  idea  often  prevails  in  larger  stores  and 
may  be  one  of  the  modern  conditions  attending  one 
price  and  independent  salesmanship  because  of 
value  or  reputation.  Rut  smaller  stores  have  'he 
same  people  to  depend  on  and  cannot  afford  to  over- 
look the  precaution  of  salesmanship  first. 

In  return  for  this  service,  each  salesman  should 
know  whether  he  is  spending  his  time  to  the  best  ad- 
vantage in  serving  customers.  Merchants  know  that 
a  fur  demonstration  usually  congregates  both  liar- 
gain  hunter  and  prospective  purchaser.    A  wonderful 


number  of  hard  customers,  many  of  whom  have 
been  going  to  buy  furs  for  years  are  relegated  to  the 
salesman.  Without  forgetting  that  no  one  ever 
knows,  when  a  sale  is  going  to  be  made,  merchants 
are  often  unfair  in  asking  any  salesman  to  attempt 
some  of  these  sales.  Time  is  loo  valuable  and  mer- 
chants are  only  required  to  use  their  own  judgment 
and  reduce  the  time  given  to  these  show  customers. 
In  the  end.  if  they  are  really  interested  in  taking 
advantage  of  the  selections,  the  trouble  is  usually 
taken  to  let  the  salesman  know  before  be  leaves. 

STOCKS   SHOULD   BE   WATCHED. 

The  amount  of  protection,  which  any  merchant 
is  called  upon  to  provide  is  a  matter  of  precaution. 
Insurance,  loss  through  shoplifting  and  careless 
cbecking  are  minor  items.  Each  manufacturer's 
samples  are  covered  against  loss  and  fire,  but  unlook- 
ed  for  casualties  are  guarded  against  by  the  merch- 
ant in  case  of  misunderstanding  with  the  advertiser 
making  the  most  of  investment  and  value  and  the 
display  of  rich  furs  in  the  windows  and  show  rooms, 
the  greatest  trouble  is  that  thieves  are  invited  to 
make  an  inspection  also.  Some  times  having  a 
watchman  is  a  cheap  expenditure  and  both  manu- 
facturer and  merchant  arc  on  the  safe  side. 

TREATED  AS  STYLE  EVENTS. 

Conducting  a  demonstration  is  successful  as  the 
sales  results  or  after  effects  are  evident.  This 
depends  on  three  things —  advertising,  salesman- 
ship and  the  class  of  furs  handled.  No  fur  publicity 
can  be  afforded  which  shorten-  the  season  at  the 
cost  of  reduced  prices  or  the  expectation  of  unusual 
reductions.  Therefore,  fur  demonstrations  are  bet- 
ter treated  as  style  events  if  the  dates  can  be  suitably 
arranged.  In  the  average  department  the  time  is 
propitious  up  till  Christmas  and  the  weather  around 
Dec.  1st  combined  with  clearance  values  sometimes 
available,  makes  a  good  proposition. 

While  orders  are  being  booked  is  the  proper  time 
to  make  agreements.  Manufacturers  have  a  splendid 
argument  in  favor  of  an  account  if  they  are  prepared 
to  provide  an  efficient  salesman  and  a  representative 
showing.  They  are  realizing  that  the  talk  which 
sells  furs  from  traveler  to  buyer  is  not  the  same  as  is 
necessary  to  convince  customers.  With  the  coming 
season's  business  in  view,  some  leading  manufacur- 
ers  intend  to  adopt  the  same  rules  as  merchants  and 
manufacturers  in  the  Middle  States  and  sign  con- 
tracts at  the  time  orders  are  placed.  They  propose  to 
send  salesmen  conversant  with  the  trade  as  an  as- 
surance of  sendee.  Contracts  for  fur  demonstrations 
are  a  proposition  for  mutual  advantage. 


Regina,  Sask. — The  Sherwood  syndicate  are  to 
build  a  large  departmental  store  at  the  corner  of 
Albert  Street  and  Victoria   Ave. 
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THEY  ARE  OUT! 

With  1914  Samples 

Mr.  John  Maitland 

For  Ontario 


Mr.  Martin  Williams 

For  Western  Canada 

DONT  MISS  THEM! 


Our  selection  comprises  the  most 
varied  assortment  of  all  the  newest 
ideas  in  Furs.  Every  one  practical 
and  appropriate  to  our  climate.  It 
will  surely  be  worth  a  lot  to  your  Fur 
Department  to  see  our  range  of  new 
samples,  as  they  will  be  the  winners 
next  seasou. 


SPECIALTIES : 

Persian  Lamb,  Mink,  Wolf  and 
Fox  in  all  colors,  Hudson  Seal, 
Muskrat,  Electric  Seal. 


LABERGE,    CHEVALIER 

Makers  of  Stylish  Furs, 
MONTREAL 


&    CO 
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The  Buyer's  Viewpoint 

Paraguay  and  shadow  Chantillys  the  novelty. 
Indications  that  light  weight  flat  Venise  will  he  a 
leading  lace  for  Summer  selling.  Paris  favors  filet 
and  Cluny  is  regarded  as  a  popular  seller.  Novelty 
development  continues  in  embroideries  with  Bul- 
garian effects  in  the  lead. 


Wide  Choice  is  Offered  in  Neckwear 

Big  spring  season  in  progress — Cream  of  demand  for  jabots — Bulgarian  colors 
shown — Collars  shaped  to  allow  generous  V  at  the  throat. 


THE  early  weeks  of  the  new  year  have  brought 
with  them  a  big  rush  of  business  in  ladies 
neckwear  and  manufacturers  have  had  their 
work  cut  out  for  them  since  the  opening  of  the  year 
in  filling  orders  and  preparing  new  lines.  More- 
over there  has  been  no  waiting  for  some  new  motif  to 
develop,  but  the  trade  has  proved  willing  to  take  all 
the  desirable  effects  shown. 

Staples  such  as  guimpes,  chemisettes,  jabots  and 
pleatings  are  in  strong  demand  and  for  the  rest  the 
line  may  be  divided  into  tailored  and  fancy  models. 

Tailored  lines  include  bows,  stocks,  and  low  col- 
lars, varying  from  lace  trimmed  to  severely  plain. 
They  come  in  the  epaulette  shape  which  is  to  he  a 
leader  and  in  a  variety  of  shapes  showing  shoulder 
points  and  pointed  fronts  and  are  of  eponge  cottons. 
Ottomans  and  pique,  both  plain  and  brocaded.  Ven- 
ise edges,  crochet  and  filet  edges  are  the  accepted 
trimmings  and  free  use  is  made  of  the  edges  in 
pointed  patterns. 

Another  idea  in  tailored  neckwear  that  is  taking- 
is  the  vestees  of  pique,  or  cotton  Ottoman.  Many 
of  these  vestees  are  piped  with  silk  and  finished  with 
buttons  covered  with  silk,  and  crystal  buttons  are 
used  for  closing  also.  But  after  all  the  cream  of  the 
demand  is  for  jabots  attached  to  rolled  collars  the 
newest  of  which  are  either  in  Bulgarian  colors  or  in 
such  colors  as  coque  de  roche,  National  blue  or  cerise. 
These  jabots  are  in  light  laces,  chiefly  shadow7  and 
there  seems  to  be  no  limit  to  the  size  of  them  for 
they  cover  the  front  of  the  waist  reaching  over  to 
the  shoulders  and  are  in  jabot  and  revers  and  in  bib 
form . 

The  fact  that  the  neck  will  be  uncovered  and  that 
a  more  or  less  generous  V  mil  be  left  bare  at  the 
throat  during  the  coming  Summer,  is  well  establish- 


ed. Broad  baby  waist  jabots  are  showing  finished  at 
the  neck  with  a  band  of  velvet  or  witli  a  piped  band 
with  bow  in  front  and  pleating  below  of  shadow  lace 
or  net.  Neckwear  of  this  class  is  trimmed  with  tiny 
bows,  rhinestone  and  covered  buttons,  seel  pearls, 
and  small  jet  buttons. 


Medici  collar.     Venise  and  filet,  shown  by  Hofer  Bros.,  repre- 
senting Arnold   Eeichenbach,   Paris. 

Much  of  the  distinction  is  due  to  the  lace  adopted 
and  manufacturers  are  seeking  out  novelty  patterns 
in  shadows  and  other  light  laces. 

Another  feature  that  is  strong  is  the  use  of  tight 
little  clusters  of  flowers  formed  of  silk  chiffon  and 
satin  into  miniature  roses,  violets  and  small  berries, 
and  apples  in  various  colors  with  the  leaves  formed 
of  bits  of  very  dark  green  silk.  These  little  crea- 
tions decorate  bows  and  other  neck  pieces.' 
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Natty    Easter    Neckwear 


No.  9248 


q     DRESSY  BOW  OF  FINE  WHITE  SHADOW  LACE 
WITH   BAND   OF   SILK   IN  ASSORTED  COLORS. 

Q  OUR  LINE  CONTAINS  MANY  NEW 
AND  VERY  PRETTY  DESIGNS  THAT 
YOU  WILL  FIND  MOST  DESIRABLE. 
SEND  FOR  SAMPLE  ORDER  OR 
HAVE   OUR  TRAVELLER  CALL  ON 

YOU. 


Jabot 'and 

Collar 
No.  9210 


Price 
$4.50   Doz. 


II  Collar  of  white 
Pique  and  Ja- 
bot of  fine  Net, 
finished  with 
Lace  and  In- 
sertion. 


MANUFACTURED  BY 


FLETT,    LOWNDES   &  CO., 


142-144  Front  St.  W. 


Limited 

TORONTO 
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New  shaped  collar  in  Venise  and  Irish  crochet.  Shown 
by  Sterling  Lace   &  Novelty  Co. 

Beside  the  product  of  the  neckwear  manufac- 
turer a  big  season  promises  in  lace  and  embroidery 
collars.  These  come  in  a  big  variety  of  shapes  and 
in  Venise  and  combination  laces.  In  many  cases 
cuffs  are  added  to  make  up  the  set. 


Veilings  Improving  Rapidly 

Buyers  down  for  openings  placing  good 
orders — Fine  meshes  and  attractive  neat 
patterns  lead — "White,  black  and  white, 
and  black  selling  in  the  order  named — 
Some  call  for  purple. 

Veilings  are  going  strong  now  that  buyers  are 
coming  down  to  the  openings.  For  some  time  now 
there  has  been  an  increasing  interest  in  veilings,  and 
the  Fall  season  was  both  a  good  and  a  prolonged 
one.  The  selling  strength  of  veilings  last  Fall  gave 
buyers  confidence  in  their  position  for  spring,  a  con- 
fidence that  has  been  much  strengthened  by  the 
advent  of  the  small  and  medium-sized  hat.  Veilings 
are  really  a  Spring  article  and  therefore  it  i^  not  sur- 
prising to  find  that  sales  are  increasing, 


Moreover  there  has  been  a  decided  fashion 
change  and  the  bio;  splashy  patterns  are  being  re- 
placed by  the  most  charming  and  becoming  of  neat 
designs.  Some  veilings  are  only  plain  meshes  and 
nets  but  small  and  becoming  patterns  rule  and  many 
of  them  are  emphasized  by  the  use  of  very  small 
chenille  dots.  Square  dotted  Russian  meshes  are 
good,  and  the  soft  silky  Shetlands  have  found  noth- 
ing to  replace  them  in  fashions  favor.  Craquele 
and  shadow  effects  in  lace  veils  are  also  appearing, 
and  now  that  the  separate  veil  has  appeared 
lace  veils  in  Chantilly,  point  de  Paris  and  Lierrie 
are  to  the  fore. 

White  veils  lead  the  selling  list  and  black  ami 
white  and  complexions  are  good.  Black  sells  next 
but  there  is  little  news  of  any  color  development. 
Purple  is  the  only  color  selling:  and  so  far  the  de- 
mand for  this  color  is  very  limited. 

— ®— 


Light  Laces  Still  Lead 

New   Chantillys   in    shadow    effect — The 
trade    adopts  Paraguay  and  Teneriffe  de- 
signs— Very  light  flat  Venises  in  growing 
favor. 

The  Spring  buying  so  far  favors  the  lighter  type 
of  laces.  Shadows  being  still  in  the  lead.  Nets  and 
Orientals  are  becoming  more  prominent,  and  most 
probably  will  later  take  the  place  of  the  new  popular 
shadow  laces.  Shadows  should  sell  freely  right 
through  the  season. 

The  novelty  in  shadows  comes  in  the  adaptation 
of  Teneriffe  and  Paraguay  patterns,  and  in  the  use 
of  novelty  net  grounds,  as  craquele  and  other  novelty 
grounds.  The  Paraguay  motif  is  used  in  other  laces 
and  the  same  applies  to  Bohemian  for  the  character- 
istic squirmy  motifs  are  applied  to  other  varities  of 
lace.  Indeed  combinations  are  becoming  strong  in 
the  lace  field  and  often  two,  three,  or  more  laces  will 
be  combined  in  one  piece.  Thus  there  may  be 
Oriental  or  Bruges  crochet,  filet  and  Venise  combined 


Craquele  lace  bordered  veiling. 


Two    mesh    veilings,    showing    the    attractiveness    of 
the  new  neat  pattern. 

— Shown  by  Thompson   Lace  &  Veiling  Co. 
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SPRING 
PECIALS 


WE  wish  to  announce  to  the  trade  that  we  have 
moved  to  our  new  premises  at  59  Wellington 
St.  West  which  are  over  four  times  larger  than 
the  space  formerly  occupied  by  us.     This  must  mean 
that  we  have  the  ''Best  Sellers"  and  we  can  now  show 
them  to  better  advantage. 

Our  range  consists  of  everything  new  including  Ma- 
lines,  Shadow  Laces,  Nets,  Veilings,  Laces,  Rhine- 
stones, also  Bulgarian  trimmings. 


ii 


Something  New 

HOOKALOOP 


jj 


for  Dress,  Blouse  and  Neckwear  fastening.  A  boon  to 
the  ladies.  Saves  time,  expense  and  annoyance,  elimi- 
nates making  of  loops  and  sewing  of  hooks. 

A  Money  Maker. 
Write 

The  Thompson  Lace  &  Veiling 
Co.,  Limited 

Sole  Agents  for  Canada 

NEW  ADDRESS: 

59  Wellington  Street  West 

TORONTO 
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in  one  pattern.  Going  further  in  this  direction  very 
handsome  effects  are  shown  in  bands,  separable 
galoons  and  motifs  developed  in  Venise,  Reticella  and 
embroidery  done  on  sheer  lawn  or  batiste.  This 
class  of  trimming  has  been  accepted  by  the  high  class 


New  York  stores  and  used  for  trimming  lingerie 
gowns  to  wear  at  Palm  Beach  and  other  Southern 
rasorts. 

Filet  hovers  among  the  novelties  for  the  trim- 
ming lace  for  the  Summer  gown.  Buyers  as  a  rule 
fight  shy  of  filet  as  a  risky  lace  that  is  hard  to  obtain 
when  wanted  and  which  never  runs  for  a  profitable 
length  of  time.  The  idea  that  is  becoming  more 
pronounced  is  the  importance  of  Venise  as  a  Sum- 
mer lace,  as  the  trade  is  increasing  in  the  class  of 
Venise  that  has  been  put  on  the  market  this  season. 
This  new  Venise  is  as  light  and  filmy  as  possible  and 
has  a  very  soft  finish.  The  designs  are  what  are 
known  as  flat  Venise — that  is  the  pattern  is  not 
raised.  The  Cluny  outlook  is  good  and  this  lace  par- 
ticularly in  novelty  patterns  should  be  a  good  seller. 

All  such  laces  as  Lierries.  Alencons  and  particu- 
larly Chantillys,  are  good,  Chantillys  in  particular 
for  this  lace  is  turned  out  in  fascinating  floral  shad- 
ow patterns  that  are  so  beautiful  that  it  is  impossible 
to  pass  them. 


© 

Embroideries  Are  Gaining 

Embroideries  worked  in  Balkan  colors  the 
new  feature — Voile  embroideries  particu- 
larly desirable — New  fashions  are  bringing 
embroideries  to  the  front. 

The  new  fashions  are  bringing  embroideries  to 
the  front  and  this  Spring  should  be  an  extraordinary 
good  embroidery  season.  Advance  selling  has  been 
good  and  some  remarkable  advance  displays  are  be- 
ing made  by  the  leading  stores  both  here  and  in 
New  York. 


Ever  since  the  opening  of  the  present  season  the 
demand  has  surpassed  expectations,  showing  how 
quickly  a  change  in  style  affects  the  clientele  of  the 
large  city  stores. 

Though  novelties  are  so  highly  favored  business 
is  good  in  the  staple  lines.  Another  desirable  feature 
is  that  here  the  demand  is  strongest  in  the  better 
priced  goods  and  what  may  be  termed  "trash"  is  the 
slow  seller.  There  is  a  big  demand  for  27  and  45  in 
flouncings.  There  is  a  fair  call  for  matched  sets  and 
bands,  edgings,  fronts,  and  allovers  are  selling  free- 

ly. 

The  big  business  is  being  done  in  novelties,  par- 
ticularly in  wide  flouncings  and  bands  chiefly  on 
voile  and  crepe  or  on  very  sheer  highly  mercerized 
batiste.  The  high  novelty  shows  the  patterns  in  Bal- 
kan colors  and  designs.  These  embroideries  are  in 
many  tones  of  bright  color  and  promise  to  develop 
better  than  when  the  pattern  is  worked  in  solid 
color. 


Bulgarian  embroidery  bands  worked  in  dimmed  Eastern 
colorings  on  voile.  Shown  by  Hofer  Bros.,  representing 
Arnold  Beichenbach,  Paris. 

Voile  embroideries  in  scrolls  and  in  floral  de- 
signs worked  in  heavy  mercerized  thread  in  Chin- 
ese effect.  Some  few  patterns  show  eyelet  but  there 
is  a  very  general  effort  made  to  get  away  from  eyelet 
patterns.  This  class  of  pattern  worked  upon  a  natur- 
al or  pastel  ground  is  also  selling.  Flouncings  work- 
ed on  batiste  or  lawn  grounds  show  the  employment 
of  lace-like  bands  and  motifs  for  enrichment. 


Peterboro,  Ont. — Plans  have  been  prepared  for 
the  additions  and  alterations  to  the  store  of  J.  C. 
Turnbull  &  Co. 
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A  Splendid  Range  of  Plauen  and  Swiss  Shapes 

Lines  illustrated  above  are  this  season's  newest  styles.     Our  Plauen  and 
Swiss  lines  are  well  selected.     All  lines  in  stock  for  immediate  delivery. 

&,  S.  Jfatrfaatm  Co,,  Itmtteb 


107  g>tmcoe  Street,  Toronto 

|3resibent — JRfjps  5©.  Jfairbairn  'Vite^reeilyente— 3.  Jf.  Unfjnt, 
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No.  1.  Lace  and  net 
jabot  with  soft  finish- 
ed collar  of  black  sat- 
in with  revers  o  f 
mauve  silk.  Shown  by 
Sanderson  's,  Ltd. 

No.  2.  Epaulette  collar 
of  brocaded  pique 
trimmed  with  filet 
lace.  Shown  by  San- 
derson 's,  Ltd. 

No.  3.  Baby  waist  jabot 
of  net  and  shadow 
lace,  with  the  vest 
effect  trimmed  with 
Venise  and  small 
rhinestone  studs.  The 
neckband  and  bows 
are  of  black  velvet. 
Shown  by  A.  and  T. 
Hall. 

No.  4.  Afternoon  apron 
of  hand  -  embroidered 
lawn  with  flounce  of 
Mechlin  lace.  Bow  on 
pocket  and  ties  are  of 
pink  satin  ribbon. 
Shown  by  A.  and  T. 
Hall. 

Nos.  5,  6  and  7.  Three 
widths  of  platt  Ve- 
nise flouncing.  These 
flouneings  are  repro- 
ductions of  a  price- 
less piece  of  antique 
lace  in  the  possession 
of  A.  Hufenus  &  Co., 
St.  Gall.  Shown  by  E. 
W.  Unwin,  204  MeKin- 
non  Bldg.,  Toronto. 


Ribbon  Novelties  Numerous 

Ribbons   promise    to  have  a  wider  popu- 
larity— Bulgarian  and  Futurist  patterns  in 
high   colors    the    center   of    interest — Rib- 
bon is  much  used  on  neckwear. 

As  the  season  advances  it  becomes  more  evident 
that  ribbons  are  to  be  more  widely  used.  Ribbon  is 
much  used  on  neckwear,  and  sashes  particularly  of 
ribbon  velvet  are  worn  with  the  new  Summer  gowns. 
Ribbon  in  some  form  or  other  is  widely  used  on  the 
Spring  hat  models.  But  what  is  specially  significant 
are  the  many  novelties  and  the  strikingly  new  de- 
signs shown  in  ribbons. 

The  latest  idea  is  the  Balkan  ribbon  showing  the 
patterns  and  colorings  of  the  Bulgarian.  Servian 
and  Roumanian  type.  These  are  often  printed,  but 
some  are  presented  embroidered  in  wool  or  silk  in 
these  primitive  colors  and  patterns.  Also  in  high 
colors  are  the  Futurist  patterns  in  ribbons.  These 
ribbons  have  created  quite  a  stir  in  Paris  as  they  are 
totally  unlike  any  designs  seen  before.  Roman 
striped  ribbons  are  not  so  new.  but  are  very  much 
favored  and  so  are  fancy  plaids.     Narrow,  grosgrain, 


faille  moire  and  taffeta  ribbons  come  with  every 
variety  of  band  and  edge  some  have  the  picot  or  other 
fancy  stitches,  others  have  tiny  embroidered  edges, 
while  a  few  have  edges  woven  in  ribbed  stripes  with 
narrow  lines  of  contrasting  color.  Among  other  novel- 
ties are  polka  dot  effects  with  picot  edges,  and  many 
novelties  in  floral  designs  on  rich  changeable  "rounds. 
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Samples  of  "  Hookaloop, ' '  a  patent 
braid  for  dress  fastening.  Shown 
by  courtesy  Thompson  Lace  and 
Veiling  Co. 
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This  TRADE  MARK 


Guarantees  Highest  Quality 


REGD.  TRADE  MARK 


You  can  buy  your  Nets  direct  from  the 
oldest  Net  Manufacturers  in  the  World 

John  Heathcoat    &    Co. 


LONDON, 


ENGLAND 


Patentees  of  the  first  Lace 
and    Net  Machine  in    1808 


SILK 


Illusions 
Toscas 
Veilings 
Dewdrop   Nets 


SILK 


Brussels  Nets 
Dress  Nets 
Tucked  Nets 
Alencon  Nets 


Also  Fine  Cotton  Nets 


Makers    of    the    Famous   Heathcoat    Waterproof    Maline. 


STOCK  CARRIED  BY 
A.     B,     FISHER,     64  Wellington  Street  West,     TorOIltO 


SOLE  CANADIAN   REPRESENTATIVE 


Head  Office  and  Salesrooms  :  1 3  Ironmonger  Lane,  Cheapside,  E.C. 
Factories  at  Tiverton,  Exeter  and  Cullompton,  England 
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Style  Exhibit  at  Cleveland 

Buyers  from  ten  States  see  style  show  and 

partake   of  banquet  —  It    is  now  possible 

that   show   may   be  made  a  semi-annual 

event — The  reasons  behind  the  show. 

Cleveland,  March  3. 
Fashion  shows  and  openings  where  the  main  at- 
traction consists  in  showing  the  new  season's  garm- 
ents worn  by  living  models  are  common  enough 
with  the  retail  trade,  but  it  is  quite  a  novel  idea  for 
a  group  of  manufacturers  to  draw  attention  of  buy- 
ers to  the  garments  they  are  making  by  an  elabora- 
tion of  the  same  idea. 

Cleveland  is  the  pioneer,  and  has  just  brought 
her  initial  show  to  such  a  highly  successful  conclu- 
sion that  already  the  idea  of-  making  the  affair  semi- 
annual is  talked,  and  there  is  talk  of  securing  larger 
quarters  for  the  Fall  exhibit. 

As  outlined  by  the  President  of  the  Style  Ex- 
hibit Association  the  aim  of  the  manufacturers  who 
compose  its  membership  is  to  help  the  buyer  of  wo- 
men's garments  who  is  at  all  times  facing  a  large 
problem.  Among  others  not  the  least  is  the  one  of 
deciding  what  are  the  accepted  styles,  and  what  are 
the  models  that  should  be  purchased  to  suit  the  par- 
ticular buyer's  clientele.  The  opportunity  to  see 
some  300  model  garments  worn  with  their  proper  ac- 
cessories and  embracing  the  last  word  as  to  the  coin- 
ing Spring  styles  cannot  help  but  give  him  confi- 
dence in  making  his  selections — a  confidence  that  he 
will  take  home  with  him.  Also  this  show  cannot 
help  but  enlarge  his  ideas. 

Another  feature  is  to  attract  buyers  to  Cleveland 
and  to  impress  upon  them  the  importance  and  size 
of  the  Cleveland  market.  Also  the  skill  of  the  Cleve- 
land manufacturers,  the  size  of  the  factories  and  the 
wealth  of  high  grade  equipment  that  makes  for  the 
highest  possible  amount  of  efficiency. 

The  exhibit  was  staged  in  five  acts  each,  one 
complete  in  itself  and  at  no  time  did  the  entertain- 
ment drag,  but  it  was  a  complete  and  as  interesting 
as  any  high-class  vaudeville  entertainment  could 
possibly  have  been. 

Possibly  the  most  original  was  the  showing  on 
the  stage  of  a  great  fashion  book  which  opening 
disclosed  living  illustrations  which  stepped  out  of  the 
page  promenaded  the  stage  and  then  stepped  back 
again  to  permit  of  the  book  being  closed  and  pre- 
paration being;  made  for  showing  the  next  page. 

The  American  Beauty  scene  showed  36  models 
on  the  stage  at  once,  and  the  auto  scene  and  the 
ehildrens'  party  scored  decided  hits.  Another  scene 
showed  models  engaged  in  outdoor  sports. 

To  wind  up  there  was  a  grand  parade,  to  music 
and  singing  with  the  spotlight  thrown  on  special 
groupings. 

Tn  all  164  garments  were  shown,  and  the  prac- 
tical nature  of  the  exhibition  was  demonstrated  by 


the  fact  the  big  majority  of  the  garments  shown 
ranged  from  $20  to  $75  and  that  the  majority  of  the 
guests  were  from  towns  and  cities  having  a  popula- 
tion of  from  5,000  to  15,000. 


Late  Delivery  of  Paris  Models 

Leading  millinery  and  dressmaking  houses 
combine  to  prevent  copying  and  label  fak- 
ing— Secrecy  will  be  maintained  to  prevent 
the  adoption  of  styles  in  cheap  merchan- 
dise. 

Parisian  milliners  and  couturiers  are  combining 
to  prevent  the  illegitimate  copying  of  model  gowns. 
and  the  use  of  fraudulent  labels.  The  faking  of 
French  labels  is  an  open  secret  and  to  such  a  pitch 
has  this  practice  been  carried  that  the  leading  model 
houses  are  taking  measures  to  stop  the  practice. 

A  few  years  ago  when  a  model  was  launched  it 
was  exclusively  Parisian  for  one  season.  Now  the 
foreign  manufacturer  gets  busy  and  almost  before  a 
new  model  arrives  from  Paris  it  is  copied  into  popu- 
lar priced  merchandise,  and  these  inferior  dupli- 
cates are  placed  upon  sale  in  many  stores.  Not  only 
is  the  garment  duplicated,  hot  the  label  is  also  copied 
and  to  such  an  extent  is  this  practice  resorted  to  that 
one  well  known  Paris  house  which  had  200  gowns- 
on  record,  last  season,  as  sold  to  America,  traced  out 
over  2,000  that  bore  the  firm's  label. 

Worth  heads  the  movement  and  such  leading 
firms  as  Redfern,  Paquin,  Poiret,  Bechoff-David, 
Bourniche,  Cheruit,  Premllet,  Beer,  Bernard,  and 
Jeanne  Lauvin,  have  subscribed  to  the  agreement. 

The  rules  to  he  adhered  to  are  as  follows: — 

1 .  No  orders  will  be  taken  for  earlier  deliveries 
for  Southern  resorts.  This  is  to  prevent  news  leaking 
out. 

2.  Models  will  be  shown  only  to  commission  ares 
and  customers  appearing  together. 

3.  Models  will  he  delivered  directly  to  customers 
at  their  residences  abroad. 

4.  Pates  for  openings  will  be  for  the  United  States 
and  South  America  from  Feb.  10  to  Feb.  15,  and  for 
England  and  Continental  Europe,  Feb.  17. 

5.  Peliveries  for  the  United  States  will  be  made 
only  10  days  after  date  of  purchase — that  is  not  be- 
fore Feb.  20. 

6.  No  models  will  be  shown  to  any  person  who  has 
once  inspected  them  without  buying. 

The  exposure  of  these  frauds  it  is  said  will  work 
against  the  business  done  by  the  small  exclusive  store,, 
as  the  woman  who  has  means  will  be  more  apt  to 
shop  in  Europe  where  she  will  be  surer  of  obtaining 
models  that  are  really  what  they  are  represented  to- 
be. 

Of  course  there  are  many  firms  who  have  the  en- 
tire confidence  of  their  customers,  and  where  such 
confidence  has  been  painstakingly   established   and" 
carefully  guarded  there  will  be  no  change  made  irii 
the  relations  between  store  and  customer. 
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"If  the  Spring  Season,  1013,  does  not  hang 
up  a  record  for  the  consumption  of  Laces,  it 
will  certainly  press  other  seasons  very  hard!' 
{Lace  and  Embroidery  Review,  Feb.,  1013) 

A  Banner  Season  is  expected  in  Laces  and  also 
in  Embroideries  and  we  have  made  exceptional 
preparations  for  months  past  to  meet  the 
increased  demand,  which  will  make  itself  felt 
very  shortly. 

Our  stocks  at  present  are  replete  with  all 
conceivable  novelties  from  the  various  fashion 
centres,  featuring  particularly  Shadow  and  Net 
Laces,  which  will  be  most  prominent  in  this 
season's  selling. 

Here  you  will  find  in  unequalled  variety,  styles 
and  patterns  that  sell  and  that  cannot  be  pro- 
cured elsewhere.  Our  intimate  connection  with 
all  European  Lace  centres  means  an  up-to-date 
service  and  supply  of  the  most  salable  goods 
to  our  customers. 

Do  not  fail  to  see  our  traveller  when  he  calls 
and  remember  that  we  are  always  ready  to  send 
selections  of  any  line  on  approbation. 


Vo$$  &  H>tuffmatm,  Htmtteb 


The  Dress  Accessories  House 

12  &t.  i)elen  &t.  jWontreal 
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RHINESTONE  TRIMMINGS  AND  COMBS 


DISTINCTLY    RHINESTONE— is    the    fashion    decree    for    Spring    and    Summer, 
1913.     The  Rhinestone  dress  trimmings  are  very  much  the  rage  in  the  leading 
fashion  centres  in  America  and  Europe. 
In   combs,   buttons   and   beads  the  Rhinestone   will    be    very    popular  for   Spring   and 
Summer. 

We  are  showing  a  most  complete  range  of  these  trimmings  and  accessories  and  ask  you 
to  see  our  samples  at  your  earliest  convenience. 

Trimmings  are  put.  up  in  12  to  36  yard  lengths,  buttons  carded  one  gross  to  a  box, 
Rhinestones  and  workmanship  are  first  quality.  We  carry  a  complete  range  of  metal 
and  shell  hair  ornaments.  Styles  are  right.  Send  for  small  sample  order  and  see  the 
S.  D.  values. 


THE  SMITH-D'ENTREMONT  CO.,  Limited 


1475-1477  Queen  St.  West, 


Manufacturers 


Toronto 


KID 
GLOVES 


DEPOSE 


For  Easter 

$6.50    to    $30.00    per    doz.     Every 
pair  guaranteed. 

ALL   Shades — ALL   Lengths. 

Write  at  once  for  the  assortments 
you  require  for  Easter. 


Greenshields  Limited 

MONTREAL 


tm\\ 

? 

We  want  an  agency  in 
your    town.        It    costs 
you    nothing    to  try    it 
out. 

iffc 

aW'  mm  '  % 

4     > 

m   ' 

Ft  j 

Accordion 
Plaitings 

1 ! 

1 

> 

Hemstitching 

L   ■  '■ 

Plaited 
Skirts 

wHbiT    IB 

Covered 

Buttons 

IjKIHi     1 
MalfH  ■  ■;■ 

by  showing  our  display 
card  in  your  fancy  goods 
or    pattern    department 
you  will  have  a  constant 
demand  for  our  work. 

Will  you  represent  us  ? 

Write  for  catalogue  and 
disnlav  card. 

TORONTO 

600  ^ 

DRESS  PLAITING  CO. 

'onee  Street,  Toronto,  Ont. 
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Our 

New  Designs 


FOR 


Spring  and  Easter 


IN 


Venise  Allovers  and  Collars 
Oriental  Allovers  and  Laces 
Flouncings,  Veilings,  Nettings 
Malines,  Chiffons, 
Scarfs  and  Silk  Knitted  Shawls 


Comprise  the  latest  and  most  exclusive  patterns  and  novel- 
ties being  worn  at  this  time  in  all  the  fashion  centres  of  the 
world  and  include  the  new  Bulgarian  Effects.  Buyers 
who  have  given  this  line  their  early  consideration  and  have 
already  received  their  shipments  are  now  re-ordering  this 
merchandise.  We  would  be  pleased  to  have  you  look  over 
these  lines,  as  you  will  find  all  good  saleable  articles  and 
moneymakers. 


Buyers  who  make  a  visit  to  Toronto  to  pick  up  the  last  minute 
styles  for  their  Easter  selling  will  find  in  our  range  just  what  they 
want — dainty,  fetching,  novelties  that  the  Easter  shopper  will 
pick  up  quickly.  Our  representatives  are  receiving  the  new  things 
every   day,   thus  keeping  their  showing  right-up-to-the-minute. 


Our  salesmen[are  now  covering  all  parts  of  Canada,  showing  our  entire 
Spring  line.  If  you  fail  to  see  them,  we  will  be  pleased  to  send  you  a 
selection  (express  prepaid)  for  your  approval.  If  you  do  not  come  to 
Toronto,  you  can  look  over  these  lines  at  our  branch  offices:— Montreal, 
18  St/Alexis  St.,  Room  13,  Mr.  L.  J.  Traube  and  Mr.  J.  G.  Guild.  Winni- 
peg^  Room?248  Chambtr  of  Commerce  Bldg.,  Mr.  Leo  Rosenbaum.  Van- 
couver, 1016  Rogers  Building,  Mr.  J.  Barnard. 
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'Conforming  to  the  highest  standard" 


Novelties   That  Loose  The 
Purse  Strings 

Every  merchant  knows  the  weakness  of 
womankind  for  that  exclusive  novelty 
unlike  her  sisters.  And  he  knows  too, 
if  he  will  admit  it,  that  his  constant 
aim  is  to  cater  to  this  weakness. 

Here's  where  he  can  get  just  what  he 
wants — sterling  quality — high  grade 
novelties  that  are  different — novelties 
in  laces,  embroideries,  veilings,  neck- 
wear. 

We  are  now  showing  the  latest  Balkan- 
ese  Novelties  in  Bulgarian  Embroidered 
Tunics,  Laces  and  Embroideries. 

AVe  carry  the  largest  range  of  imported 
neckwear  novelties  in  Canada.  Give  us 
permission  to  ship  some  of  the  latest 
creations  for  Easter. 


The 


terltng 

LACE  and  NOVELTY 
COMPANY 

80-82  Wellington  Street  West 
TORONTO 


High  Class 

NECKWEAR 

for  the  Spring 
— also — 

Frillings,       Laces, 
Embroideries 

Braids,    Cords,    Frogs, 
Furriers'  Trimmings 

The 

MOULTON 

MANUFACTURING 

CO. 

LIMITED 
MONTREAL 


Fancy  Parasols 

Spring  1913 

We  invite  your  inspection 
of  our  line  before  placing 
your  orders 

Ladies',  Misses  and  Chil- 
dren's Parasols  in  the 
largest  and  most  varied 
assortment  we  have  ever 
shown. 

The  Irving  Umbrella  Co. 

LIMITED 

Manufacturers 
79-83  Wellington  Street  West,  TORONTO 
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Are  You  Looking  For 

Something  New  In 

Laces  and 

Embroideries? 


This  is  one  line  that  buyers  are  always  on  the 
lookout  for  something  new  in;  and  the  one  line 
that  sells,  if  you  have  the  correct  goods,  at  a  good 
profit. 

Women  love  novelty,  the  exclusive — and  when  you 
can  give  them  that,  money  is  little  object. 

LeVoi  Laces  and  Embroideries  including  waist  pat- 
terns, corset  covers,  dress  patterns,  embroideries, 
etc.,  novelty  neckwear,  plaitings,  jabots,  yokes  and 
ruchings,  have  a  distinctive  style  that  qualifies 
them  for  first  place  in  their  department. 

Pill  up  your  stock  now  for  Spring  and  Summer 
while  the  assortment  is  large.  LeVoi  values  are 
unparalleled,  they  are  the  best  in  Canada. 

Veilings  will  be  much  in  demand  during  the  coming 
Spring  due  in  a  great  measure  to  the  returning 
vogue  of  small  hats.  We  are  prepared  to  meet 
this  demand  with  exquisite  assortments  of  veilings 
which  are  arriving  daily. 

"Embroideries  that  sell" 
"Laces   of    distinction" 


& 


t'r'Toronto 


A. 


— *- 
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A  FAIR  TRIAL 


is  all  we  ask.     We  can  prove  that  it  is  to  your 
advantage  to  buy  your  RIBBONS  from 


A* 


,0o° 


\\ 


*' 


jO? 


o\ 


0^ 


^ 
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Barry  styles  and  values  need  no  defence.  They  are  known  from 
eoast  to  coast,  and  we  have  as  witnesses  hundreds  of  progressive 
and  successful  merchants  in  every  province  of  the  Dominion. 

Purchase  BARRY  RIBBON— then  tell  us  your  verdict. 

MAIL  ORDERS  filled  same  day  as  received. 


Walter  H.  Barry  &  Co. 

Specialists  in  Ribbons 


Montreal 


Marabout  Boas  and  Muffs  Our   Specialty 


ALWAYS  IN  STOCK 

20002—6  Rows,  2%  yards  long   

20000—5  Rows,  2%  yards  long,  Extra  Quality 

20007 — 5  Rows,  2%  yards  long,  Extra  Quality   

20009—5  Rows,  2%  yards  long,  Extra  Quality 

20010—6  Rows,  2%  yards  long,  Extra  Quality   


20035— Medium  Size   

20036— Large  Size 

20038— Large  Size,  Extra 

20037 — Large  Size,  with  Nine  Tails 


Boas. 
3.25 

4.25 
4.95 
8.25 
9.95 

Muffs. 
.@  $2.90 
.@  3.25 
.@  4.75 
.(a)       3.85 


BLACK,  MOLE  AND  NATURAL. 


E.  M.  de  BOECK  &  CO., 


43  St.  Sacrament  St., 


MONTREAL 


w 

SILKS 

for 

WEAVING, 
KNITTING 

J.  MAYGROVE  &  CO.,  LTD. 

MANUFACTURERS  OF 

Italian,     China    and    Japan    Trams,    Organzines    and 
Sewings,  Tussahs,   Floches,    Flosses,  Spuns,    Twists. 

Machine     Sewing"     Silks, 

Embroidery  Silks  Flosses, 

and   Lace  Silks. 

MILLS-ABBEY  MILLS,  ST.  ALBANS,  ENG. 

WAREHOUSES-51-52    ALDERSGATE    ST. 

LONDON,  ENG. 

ARTIFICIAL 

SILK 

for 

WEAVING, 
KNITTING 

K  •  ^M 

EMBROIDERY 

EMBROIDERY 
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Canada 
Veiling 

Co. 


HAVE  you  stocked  for  the  coming  season  Black, 
White,  and  White  with  Black  Dot  Veilings, 
or  in  your  Lace  Department  have  you  a  full  assort- 
ment   of     Shadow    Laces,     Allovers,     and     Bandings  ? 


Malines  in  all  the 
newest  shades  can 
be  had  at  C.V.  Co. 


Velvet  Ribbons 
are  very  strong, 
and  can  be  had 
in  all  shades  and 
widths  from  the 
Baby  to  No.  22. 


We  have  a 
few  Embroi- 
deries, Cor- 
set Covers, 
Laces,  Ins., 
Bandi  ngs, 
45"  Flouncings 
27"  Flouncings 
Our  Advertis- 
ing   Line    at 
50%  off. 


Write  us  for  anything  in  Veilings, 
Laces,  Dress  Trimmings,  Embroideries, 
Malines,  Chiffons  and  Velvet  Ribbons. 

Canada  Veiling  Co. 


WELLINGTON    STREET  WEST 


TORONTO 
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Buttons  in  all  the  newest  designs  for  Spring 

The  Button  trimmed  dress,  suit  and  waist  will  be  much  in  evidence  this  Spring  and  Summer. 
Fashion  has  predicted  a  big  season  for  button  trimmings  and  we  have  prepared  for  it  with 
a  most  complete  showing  of  all  kinds  of  plain  and  fancy  styles.  Our  new  range  will  make 
it  well  worth  your  while  to  look  through.  We  import  a  high  class  line  of  dress  and 
furriers'  trimmings  of  every  description.     Travellers  are  showing  our  complete  line. 

A.  WeyerStall  &  Company,  Button  Manufacturers 
Branch  Offices  :  Montreal  and  Winnipeg.       Head  Office  :  TORONTO 


J 


LIDDELL'S 

GOLD  MEDAL 

LINENS 


EXCLUSIVE 

high-grade 

IRISH  LINENS 


In  the  town  of  Donacloney,  County 
Down.  Ireland,  Liddell's  Gold  Medal 
Linens  were  first  made  nearly 
seventy-five  years  ago  by  the 
grandfather  and  great  grandfathers 
of  the  men  .who  now  handle  the 
looms  with  dexterous  skill.  Not  for 
cme  moment  has  the  high  standard 
of  quality  of  thrise  famous  o,ld 
linens  depreciated.  They  reflect  the 
inherited  skill  of  the  Donacloney 
linen  weavers — they  show  designs 
only  obtained  by  the  closest  study 
of  the  style  tendencies  of  the  world 
of  fashion.  Liddell's  1913  range  will 
interest  you.     See  it. 


JKL 


R.  H.  COSBIE,  LTD. 

IRISH  LINEN  AGENCY 
30  WEST  WELLINGTON  STREET,  TORONTO 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

Xt      I  j\)        ^fy    Goods    Commission    Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


SUBSCRIBERS 

will  do  the  manufacturer  and  this  paper  a  great  service  by  mentioning 
the  "Review"  when  answering  advertisements. 

The  manufacturer  wants  to  know  what  prompted  the  enquiry,  and  we 
want  him  to  know  that  his  advertisement  in  the  "Review"  pays  him. 


DRESS    ACCESSORIES 


Dry    Goods    Review 


To  Glove  Retailers; 

Our  travellers  are  now  on  the  road — show- 
ing a  line  of  handwear  which  is  without 
any  doubt  the  very  finest  range  ever  put 
out  in  Canada. 

The  more  critical  you  are  all  the  easier 
you  will  be  convinced — all  the  more  you 
will  appreciate  that  Dent's  are  so  vastly 
superior  that  there  is  really  no  competitive 
line. 

Make  a  point  of  seeing  Dent's  Samples  in : 

Cape,       Mocha,        Suede 

Kid,     Reindeer,    Chamois. 

Silk   Lined,    Wool   Lined, 
Fur  Lined. 

Knitted,  Woollen  and  Silk 
Gloves. 

Dress  Gloves  in  Glace  and 
Silk. 

Dent's  gloves  are  all  backed  by  the  greatest 
actual  glove  manufacturing  organization 
in  the  world's  history — and  Dent's  reputa- 
tion extending  over  two  centuries. 

Dent's  gloves  are  being  extensively  adver- 
tised throughout  the  Dominion.  You  will 
be  interested  to  know  that  we  have  been 
compelled  to  double  our  warehouse  capac- 
ity in  Montreal.  This  means  that  your 
sorting  orders  will  be  shipped  with  prompt- 
ness and  dispatch,  owing  to  increased  stock 
and  general  facilities. 

Tf  our  travellers  are  not  in  your  vicinity 
please  mail  your  orders  direct. 

Dent,  Allcroft  &  Company 

52   Victoria   Square 

MONTREAL 


ON    TOP! 

peter,  Jfor£ter 

&  Co. 

ST.  GALL,  SWITZERLAND 

FOR 

EMBROIDERIES 


The  new  collection  has  just  arrived, 
and  excels  in  all  lines.  Buyers  are 
invited  to  compare  prices  and  values. 
Flouncings  on  Aroile,  Crepe  and 
Batist  are  a  big  feature. 

See  the  new  BOX  LOTS! 


WRITE  OR  PHONE  OUR  AGENT 

Mr.  E.  W.  UNWIN,  410  McKinnon  Building 
TORONTO 

Main    3071 
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Laces,  Curtain  Nets, 

Embroideries,  Lace  Curtains, 

Fancy  Scrims,   and 

Handkerchiefs         Madras  Muslins 

The  lines  we  show  are  commanding  the 
attention  of  the  biggest  buyers  through- 
out   the   trade— Why   Not  You? 
When    our    representative    calls    on  you 
see  for  yourself. 

Selling  Agents  in  Canada  for : 

Oppenheimer  &  Alder,    -    Swiss  Embroideries,    -     St.  Gall 
Morton,  Young  &  Borland,  Madras,  Etc.,  Newmilns,   Scotland 


™e  LACE  GOODS   CO.,  ™. 


Empire  Building,  Fourth  Floor 

TORONTO 
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Your  profit  on  it  may  be  only  5c  or  so.  But  a 
pattern  represents  an  architectural  idea  in 
dress. 


Dress  goods  represent  the  raw  materials. 

The  more  women  you  can  interest  in  your 
patterns  (dress  ideas),  the  more  raw  materials 
(dress  goods)  you  will  sell;  and  the  more 
women  you  will  get  into  your  store  to  see  your 
other  merchandise. 

So  you  want  the  pattern  with  the  dress  ideas 
that  attract  all  the  women;  the  pattern  that 
combines  style,  fit  and  simplicity;  the  pattern 
that  sells  big. 

You  want 

McCALL  PATTERNS 

Twelve  thousand  successful  merchants  will 
testify  to  the  merit,  salability  and  popularity  of 
McCall  Patterns. 

A  McCall  Pattern  Department  will  build 
your  business. 

The  McCall  Canadian  Office  and  Factory  in 
Toronto,  the  largest  and  best  equipped  pattern 
plant  in  the  Dominion,  enables  us  to  offer  you 
McCall  Patterns  and  Fashion  Publications  on  the 
same  terms,  conditions,  etc.,  as  are  enjoyed  by 
United  States  dealers. 


Samples    and    Information   on   request,    without 
the  slightest  obligation. 


The  McCall  Company 

The    Leading  Paper  Pattern  House  of  America 

236-246  West  37th  Street 
NEW  YORK 

Toronto  Chicago  Atlanta  San  Francisco 

61 


Suggestions  of  Canadian  Manufacturers 

Meeting  of  Cloak  Section  of  C.M.A.  held  at  Toronto  at  which  suggestions  for 

fall  styles  for  coats  were  put  forth — The  importance  of  this  step  to  the  clothing 

industry  and  to  the  retail  merchant. 


THE  making  of  vvomens'  wearing  apparel  is 
one  of  the  most  important  of  Canada's  grow- 
ing; industries.  This  industry  has  many 
ramifications,  and  much  skill  is  required  in  its  oper- 
ation. Each  year  has  shown  a  rapid  farther  (level-' 
opment  which  is  spurring  on  our  manufacturers 
by  giving  them  a  larger  field,  and  an  added  induce- 
ment to  further  effort.  But  the  biggest  and  most 
significant  advance  was  nia.de  when  the  Toronto 
cloak  and  suit  manufacturers  .not  together  a  few 
days  ago,  and  sinking  their  individuality,  empha- 
sised the  importance  of  the  Toronto  market  by  put- 
ting out  for  publicity  a  joint  style  recommendation 
for  the  coming  Fall  season. 

The  putting  out  of  such  a  style  recommendation 
is  important  from  many  points.  On  the  manufac- 
turers side  it.  marks  that  definite  progress  is  being 
made  towards  more  complete  co-operation,  and  to- 
wards the  subordinating  of  keen  competition  and 
professional  jealousy  to  the  building  up  of  the  Cana- 
dian market. 

It  is  to  lie  hoped  that  this  spirit  of  co-operation 
will  spread,  as  combined  effort  will  go  far  towards 
the  elimination  and  amelioration,  to  the  satisfaction 
of  both  merchant  and  manufacturer  of  many  vex- 
atious questions  that  now  tend  to  make  the  manu- 
facturing of  cloaks  and  suits  and  the  retailing  of 
the  same  so  harrassing  and  complicated. 

The  principal  idea  in  making  style  recommenda- 
dation  is  to  show  the  retailer  that,  no  matter  from 


STYLE  RECOMMENDATION. 

A  meeting  of  the  Cloak  Section  of  the 
Canadian  Manufacturers  Association  was 
held  on  Saturday,  February  22,  for  the 
purpose  of  considering  the  question  of  Fall 
styles  for  coats.  As  a  result  of  this  meet- 
ing the  following  suggestions  were  made 
as  representing  the  conclusions  arrived  at 
by  the  members  present  at  this  meeting. 
Collar — Convertible. 
Shape — Vsths  loose  coat  built  on  straight 

lines. 
Length — 45  in.  and  48  in.,  the  latter  pre- 
dominating, with  a  few  45   in.,   coals. 
travelling  coats  to  he  54  in. 


whom  he  buys,  he  can  be  sure  that  the  basic  lines 
are  right  in  the  garments  purchased.  And  the 
result  of  such  co-operation  is  that  buyers  and  mer- 
chants look  for  them  and  accept  the  information 
offered.  Co-operation  in  giving  advance  style  in- 
formation will  awaken  the  interest  of  the  retaailer, 
and  will  cause  more  of  them  to  realize  that  there  is 
something  more  to  the  ready  to  wear  business  than 
just  purchasing  a  number  of  garments  and  disposing 
of  the  same,  and  the  interest  created  will  both 
increase  trade  and   foster  home  buying. 

Co-operation    will    enable    the   manufacturer   to 
put   hefore  the  merchant  in  a  form  that  will  oom- 


62 


Dry  Goods  Review 


READY-TO-WEAR     6ARM  E  N  T  S 


MADE  SINCE   1902 
The  Exclusive   Agency  of  PuMan  Garment  granted  where  we  are  not  already   represented. 

SPRING  SUITS  and  COATS 

are  selling.     Are  you  prepared  for  it? 


We  can  ship  immediately  :  — 

SUITS,  made  in  Bedford  Cords,   Serges,   Whipcords,   also  Imported 
Tweeds,  all  colors,   $8.50  to  $22.50. 

COATS— $7.50  to  $17.00. 

M.  PULLAN  &  SONS 

An   Exclusive   Cloak,   Suit   and   Skirt   House. 

Pullan   Building,  Bay  and   Wellington   Streets,  TORONTO. 

Montreal   Office,    Lindsay   Building. 
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mand  attention  how  really  big  a  problem  the 
making  of  women's  wear  presents.  Co-operation 
also  will  lead  to  a  solution  of  the  style  question 
that  is  profitable  both  to  the  manufacturer  and  the 
merchant.  To  the  ready  to  wear  buyer,  it  will  mean 
that   he  is  assured  that  tbe  manufacturer  is  giving 


Dress  showing  many  new  features.  The  material  is  woollen 
brocade.  The  skirt  is  slightly  draped  in  front  so  as  to 
give  the  effect  of  drapery,  and  is  slashed  to  show  the 
foot.  There  is  a  narrow  panel  of  bright  colored  satin 
masked  by  a  line  of  Venise  edge.  Flat  Venise  trims  the 
corsage,  and  a  vest  of  pleated  net  fills  the  opening.  The 
long  sleeve  ends  with  a  puff  of  net  and  a  band  repeating 
the  panel  and  on  the  shoulder  and  sash  ends  is  an 
embroidered  motif  in  Bulgarian  embroidery. 

proper  prominence  and  proper  attention  to  the  style 
idea,  and  that  he  can  purchase  in  the  full  knowledge 
that  he  will  have  tbe  seasons'  accepted  styles  in  such 
n  form  as  to  suit  his  particular  clientele. 

In  other  markets  where  this  kind  of  co-operation 
has  been  tried  out.  it  has  been  found  that  the 
mutual  getting  together  has  had  the  greatest  possible 
influence  in  building  up  the  business  importance 
of  the  whole  market,  and  that  it  has  served  to  draw 
attention  to  the  whole  industry  centred  at  that  point. 


For  tbe  benefit  of  tbe  whole  Canadian  industry 
and  looking  towards  its  future  development,  "The 
Review''  would  like  to  point  out  how  much  the 
cloak  and  suit  industry  would  gain  in  importance 
and  bow  much  further  weight  would  be  added  to 
their  style  recommendations,  if  Montreal  joined  with 
Toronto  in  their  making.  Such  a  degree  of  co- 
operation at  present  is  perhaps  too  much  to  hope 
for,  but  there  can  be  no  manufacturer  in  either 
city  so  short-sighted  as  not  to  realize  that  such  a 
joining  of  forces  would  be  of  tbe  greatest  moment 
in   fighting   foreign   competition. 

Chicago,  Cleveland,  Toledo  and  Cincinnati  man- 
ufacturers are  all  members  of  the  Western  Cloak, 
Suit  and  Skirt  Manufacturers  Association,  and  sure- 
ly what  has  been  brought  about  across  the  line  can 
be  accomplished  in  the  Dominion  of  Canada. 


Buyers  Interested  in  %  Coats 

Splendid  range  of  styles  in  novelty   mater- 
ials shown  by  Canadian   manufacturers — 
Novelty  in  cut  has  followed  introduction 
of  new  lengths. 

Now  that  tbe  selling  season  is  opening  up  it  be- 
gins to  look  as  though  the  most  prominent  feature 
this  season  was  the  interest  taken  in  the  new  Spring 
coat.  Tbe  introduction  of  new  lengths  has  been  fol- 
lowed by  novelty  in  cut.  Manufacturers  have  fully 
recognized  the  opportunity  presented  and  are  offer- 
in,"'  a  really  splendid  line.  Though  there  is  much 
novelty  there  is  nothing  too  radical  to  be  easily  taken 
up.  The  straight-cut  is  retained,  but  tbe  tendency  is 
towards  a  narrowing  of  the  lines  towards  the  hem, 
and  the  appearance  of  this  shaping  without  the  real- 
ity is  cleverly  given  by  the  cutting  of  the  back 
panel.  The  same  tendency  towards  blouse  styles — 
that  is.  the  new  one  in  suits  is  making  its  way  into 
the  later  models,  many  of  which  are  evidently  based 
upon  the  Bulgarian  blouse  idea.  This  is  accomplish- 
ed in  many  ways,  but  as  a  rule,  there  is  a  shaped 
flounce  or  band  rounded  in  front  to  give  the  cut-away 
effect  into  which  the  material  above  is  fulled  scant- 
ily. When  tbe  very  fashionable  striped  Bedford  cord 
is  used,  or  striped  eponge  this  flounce  is  cut  with  the 
stripes  either  on  the  bias  or  on  the  straight.  A  very 
smart  model  in  Shepherds'  check  showed  the  checks 
cut  on  the  bias. 

First  among  materials  come  the  plain  and  striped 
Bed-fords,  and  there  are  some  very  smart  novelty 
cloths  on  the  eponge  order.  Mixtures  are  showing 
in  stripes  and  in  Shepherds'  checks  often  with  an 
over-plaid  of  bright  color.  A  newT  material  closely 
imitating  a  knitted  fabric  is  well  thought  of,  and 
soft  serges  in  such  colors  as  Copenhagen,  tan,  peach- 
blow,  taupe  and  grey  are  in  high  favor.  Bright- 
colored  linings  and  high-colored  trimmings  and  fac- 
ings are  in  high  favor. 
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Easter  Dresses 
As  Presented 
in  "Star  Brand" 


Our  range  presents  many  very  attractive 
numbers  which  will  offer  an  exclusive 
touch  of  novelty  to  brighten  up  your 
Easter  showing  of  Dresses. 

They  will  give  you  the  keynote  of  the  big- 
gest Spring  business  you  have  ever  had — 
and  incidentally  give  you  first  class  profits 
from  entirely  satisfactory  sales. 

If  you  have  not  seen  the  complete  "Star 
Brand"  range  of  Dresses  you  should  not 
fail  to  see  it  now. 


Let  us  send  a  few  numbers 
for  your  approval. 


The  Star  Whitewear  Mfg.  Co. 


BERLIN 


ONTARIO 


65 


Dry  Goods  Review 


READY-TO-WEAR    GARMENTS 


Novelty  Fall  Cloakings 

A   wonderful  range  of  novelty  cloths  for 
the  fall  and  winter  of  1913-14  — Vogue  of 
soft  rough  clothes  in  process  of  develope- 
ment. 

Numerous  lines  of  novelty  cloakings  are  showing 
for  Fall  and  the  garment  manufacturers,  jobbing 
houses  and  large  retail  stores  are  placing  initial  ord- 
ers. Buyers  are  extremely  interested  in  cloakings 
both  because  the  new  line  is  full  of  desirable  novel- 
ties, and  because  there  was  a  decided  scarcity  in  de- 
sirable cloths  when  once  the  Fall  and  Winter  season 
of  1912-13  had  developed. 

The  soft,  rough  cloths  are  so  desirable  and  have 
become  so  popular  with  manufacturer  and  consumer 
that  their  vogue  is  still  in  process  of  development. 
Cloths  of  this  kind  are  favored  as  they  are  so  adapt- 
able to  manufacturing  purposes  and  make  up  into 
such  smart  and  becoming  models. 

Curl  cloths  ai-e  in  the  spot  light,  and  for  this  reas- 
on the  trade  thinks  well  of  boucles,  moreover,  the 
manufacturer  has  taken  care  to  put  out  some  very 
desirable  cloths.  Diagonals  in  rough  effects  with  a 
heavy  raised  looped  cord  are  showing  in  attractive 
two-color  combinations.  There  is  a  wide  and  exceed- 
ingly attractive  range  in  mixtures  that  are  new,  and 
which  all  buyers  have  sampled  freely.  These  cloths 
are  right  in  line  with  the  prevailing  craze  for  Bul- 
garian and  Futurist  colorings  and  patterns  as  their 
novelty  consists  in  the  use  of  blurred  splashes  of  mix- 
ed high  color  forming  an  indefinite  pattern  on  a 
ground  of  soft  dull  color. 

Naturally  the  jacquard  development  is  featured 
and  wool  brocades  and  matelasses  in  varied  weaves 
are  being  offered.  Taking  it  all  together  there  is 
plenty  of  novelty  in  fabric  and  in  color  combinations 
in  the  new  cloths,  and  cloak  designers  have  a  broad 
field  in  which  to  exercise  their  ingenuity. 


New  Fashions  in  Misses  Coats 

The  new  length  in  coats  has  also  registered  in 
misses'  and  children's  lines  and  the  Spring  coat  does 
not  reach  by  some  inches  the  bottom  of  the  skirt. 
City  buyers  are  alive  to  the  change,  but  in  smaller 
centres  the  full  length  coat  is  still  selling.  Styles 
still  run  to  the  loose  belted  and  box  models,  the  new 
features  appearing  in  the  shaping  of  the  collar  and 
the  arrangement  of  the  trimming. 

Designers  have  expended  much  of  their  ingen- 
uity in  designing  new  collar  effects  for  children's 
coats,  and  the  result  is  shown  in  the  attractive  shap- 
ing both  in  sailor  and  in  rounded  shapes,  and  also 
in  the  revers  which  in  many  cases  are  prolonged  to 
the  waist-line.  The  materials  used  are  serge,  whip- 
cord, mixtures  and  shepherds'  checks,  and  a  good 
deal  of  bright  color  is  seen  in  the  collars. 


Bulgarian  colors  are  used,  and  silk  pongee  and 
sponge  cloth  are  used  to  give  variety.  Buttons  are 
very  much  used,  and  are,  as  a  rule,  in  fancy  effects. 
Gilt  buttons  are  used  both  to  fasten  and  trim  the 
coats  designed  for  smaller  children. 

Junior  suits  are  very  attractive  and  buyers  are 
interested  as  this  has  been  found  to  be  a  quick  sell- 


(Left)  Blue  Serge  Princess  Dress  and  Jacket — Trimmed 
green,  purple  and  yellow  soutache,  purple  bone  buttons 
with  green  rims,  cream  lace  frills  on  neck  of  blouse,  green 
leather  belt  and  buckle,  creation  Poiret,  Paris. 

(Right)  Black  Taffeta  Gown — Blue  ribbon  girdle  and  sash, 
pleats  lay  over  loops,  cream  net  collar,  ermine  tail  fringe, 
embroidered  piece  black  floss,  dull  gold  and  dead  blue, 
embroidered  black  twist  buttons  on  sleeves,  dull  gold  tas- 
sels, creation  Cheruit,  Paris.  Drawn  by  a  Women's  Wear 
artist. 


ing  line.  Styles  are  very  simple.  The  skirts  are  cut 
straight  and  plain  with  wide  panel  in  front  and  pan- 
eled back.  The  coats  are  cut  with  straight  lines 
drawn  into  the  figure  with  a  leather  or  material  belt 
well  below  the  waist.  Many  suits  are  in  Norfolk 
style  and  serges  and  shepherds'  checks  are  leading 
materials.  Tweeds  and  mixtures  give  variety,  both  in 
material  and  price. 
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WE  HAVE  NOW  RECEIVED  OUR  SAMPLES  FROM|BERLIN  OF^ 

LADIES'  COATS 

For 

FALL  1913 


AND  WE  EXTEND  A  CORDIAL  INVITATION  TO  THE  TRADE 

TO  SEE  THESE 


We  would  also  draw  attention  to  our 
showing  of  Madeira,  Cluny  and  Plauen 
Lace  Collars.  Handkerchiefs,  Gloves, 
Underwear,  Hosiery,  Brush  Knitted  Goods 
and  a  large  showing  of  European  Novelties. 

THE 

Wertheim    Export   Company    Limited 

of  Berlin,  Germany 
233-239  Bleury  Street  /.  MONTREAL 
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Variety  is  the  Key-note 

Draped  effects  the  leading  novelty — Blouse 

and  poplin  models  in  combination  effects 

strong — Crepes  and  soft  satins  in  evidence 

in  dressy  effects. 

Tailored  dresses  for  street  wear  are  promised  in 
big  variety.  Drapery  in  some  form  or  other  is  the 
new  feature,  and  the  amount  used  depends  upon  the 
material  and  occasion  for  which  the  gown  is  de- 
signed. The  drapery  in  street  dresses  of  serge, 
eponge,  Bedford  cords,  poplins  and  mixture  cloths 
are  confined  to  the  elongating  of  a  seam  and  the 
placing  of  three  or  four  pleats  into  the  side  of  a 
panel  or  gore.  Sometimes  this  draped  effect  is  given 
by  using  a  yoke  at  the  front  and  sides  of  the  skirt 


Raincoat     with     convertible     collar. 
Shown   by   National   Rubber   Co. 


and  a  paneled  back  cut  in  one  with  the  lower  part 
of  the  front.  The  front-  is  joined  on  to  the  yoke 
and  just  below  a  tuck  is  run  right  across  tbe  front. 
This  forms  a  draped  effect  that  is  both  new  and 
smart.  Another  form  of  skirt  drapery  is  when , 
the  skirt  laps  over  envelope  fashion  in  front  and 
is  cut-away  and  finished  with  stitching.  The  left 
side  of  the  skirt  is  slightly  draped  under  the  right, 
and  the  skirt  is  slightly  fulled  at  the  waistline.  The 
corsage  is  cut   kimona  style   with   the   set-in   sleeve 


and  the  waist  is  surplice  or  with  a  vest  effect  finish- 
ed with  rolling  collar  and  guimpe.  The  later  mod- 
els show  the  blousing  at  the  waist-line,  also  girdl<; 
and  sash  effects.  Serge  is  the  big  seller  and  though 
navy  is  still  the  best  seller  many  Saxe  blues,  tans, 
and  greys  are  selling.  .Eponge  and  Bedford  cori 
in  solid  color  and  in  stripes  are  also  good. 

In  dressy  effects,  crepes  and  soft  satins  are  very 
much  in  evidence.  Models  of  this  class  have  long 
line  draperies,  and  the  very  newest  styles  are  so  de- 
signed  to  give  the  figure  an  outline  much  wider  at 
the  knee  than  below.  Popular  draped  effects  show 
the  skirt  caught  up  at  the  back  and  front  gores  low 
down. 

Two-piece  dresses  with  Russian  blouse  or  blouse 
and  cut-away  peplum,  the  blouse  part  of  plain  and 
the  skirt  part  of  striped  silk  are  seen.  Brocade  and 
plain  silk  are  also  used.  This  style  of  dress  is  also 
being  developed  in  serge  and  ratine,  the  skirt  being 
white  or  pin-striped  and  the  blouse  in  color. 

Smart  tailored  dresses  of  ratine,  the  plain  trim- 
med with  striped  and  the  striped  trimmed  with  solid 
color  in  the  same  styles  as  are  used  in  the  develop- 
ment of  wool  materials  are  very  much  to  the  fore. 
Linen  dresses  both  in  white  and  in  colors  are  to  be  a 
big  feature. 


Waists  Blouse  More 

Some  time  ago  The  Review  reported  on  the 
tendency  of  the  new  waist  to  blouse  over  more,  and 
that  more  fullness  was  being  demanded.  This  fea- 
ture is  leading  back  to  yokes  and  to  the  use  of  more 
tucks  and  pleats.  Waists  of  tins  type  are  invariably 
buttoned  down  the  front  and  even  when  the  waist 
is  white,  novelty  buttons  introducing  color  is  a  fea- 
ture. 

The  big  majority  of  models  are  semi-tailored  and 
this  class  of  waist  has  proved  the  best  seller  so  far. 
The  semi-tailored  waist  comes  in  a  wide  range  of 
materials  running  from  crepe  meteor  and  crepe  de 
chine,  brocaded  satin,  through  tub  silks  to  the  im- 
mensely popular  voiles. 

A  typical  waist  is  of  white  crepe  de  chine  fastened 
with  crystal  buttons  rimmed  with  National  blue.  The 
front  pleat  is  button-holed  in  the  same  blue  and  is 
tucked  in  half-inch  tucks.  The  neck  is  finished  with 
an  embroidered  collar  worked  in  Bulgarian  shades 
on  ecru  net. 

The  new  lingeries  are  made  of  the  sheerest  of 
lawns  and  voiles,  and  as  a  rule  the  newest  are  finish- 
ed with  a  rounded  or  epaulette  collar  of  lace  or  em- 
broidery in  imitation  of  hand  work.  Some  few  mod- 
els show  touches  of  color  but  the  all  white  lingerie 
waist  is  always  the  best  seller. 

The  collarless  neck  and  the  %  sleeve  are  favored 
for  Summer  wear;  just  at  present  the  demand  is  for 
the  long  sleeve. 
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You  should  look  for 

The    KeXVVeV^W   Label 

Kenyon  Coats  have  been  standard  over  50  years  and  are  known  by  name  and  repu 
tation  to  almost  every  man  or  woman  likely  to  be  your  customer. 

Write  for  Swatches 

C  Kenyon  Company 

Fifth  Avenue  Building,  23d  Street  and  5th  Avenue 

New  York 


New  Chicago  Salesrooms 

Congress  and  Franklin  Streets,  Now  Open 


Boston 

501    Washington  Street 


Ideas  Taken  from  the  East  Dominate 

Paris  openings  in  progress— The  use  of  clinging  fabrics  and  vivid  colors  the  big 

feature— Etons   and  boleros,  modified    Russian   blouses  and    24   inch   jackets 

shown  by  the  majority  of  the  model  houses— Printed  fabrics  used  by  some  and 

ignored  by  others — Skirts  narrow  and  slashed, 


PARIS  is  on  the  qui  vive  over  the  openings,  for 
the  leading  model  houses  are  decidedly  ex- 
asperated at  the  widespread  copying  and  the 
use  of  faked  labels  that  has  so  freely  been  indulged 
in.  Therefore,  the  advance  secrets  of  the  mode  have 
been  exceptionally  well  guarded.  Now  that  some  of 
the  advance  openings  have  been  held,  however,  there 
is  more  that  is  definite  to  go  upon.  One  or  even  two 
swallows  do  not  make  the  Summer  and  it  will  be 
later  on  in  the  month  before  the  definite  trend  of 
the  mode  will  be  seen  and  even  then  the  confirmation 
that  can  only  come  from  general  acceptance  will  be 
lacking. 

The  most  important  house  to  show  models  so  far 
from  the  viewpoint  of  American  buyers  is  Bernard. 
The  firm  always  make  a  specialty  of  tailored  styles 
and  have  many  customers  and  followers  among  pro- 
minent department  store  buyers  and  garment  manu- 
facturers. 

The  firm  of  Bernard  are  giving  preference  to 
suits  developed  in  heavy  silk  crepes,  novelty  woollens 
and  soft  rough  serges.  Jackets  are  about  24  and  26 
in.  developed  in  the  familiar  blouse  and  cutaway 
peplnm  style  and  very  simply  trimmed  with  buttons 
and  rows  of  stitching.  Modified  llussian  blouses 
are  shown  and  so  are  Etons  with  the  lengthened  back. 

Skirts  are  straight  and  narrow,  and  are  slashed 
up  in  front  or  at  the  sides  to  give  freedom  in  walk- 
ing. Many  sleeves  are  Ys  long  and  are  set  in  with 
a  few  gathers. 

Other  model  houses  are  featuring  24  and  26  in. 
coats  and  many  of  them  still  retain  the  high  waist 
line.  The  general  tendency  is  Eastern  and  the  new- 
est note  is  the  showing  of  Japanese  and  Chinese 
creations. 

The  war  in  the  Balkans  is  a  fruitful  source  of 
inspiration  and  from  this  source  we  are  getting  Bul- 
garian boleros,  sleeveless  jackets,  long  jackets  with 
full  godets  and  also  the  vivid  color  combinations 
seen  on  all  sides.  The  leading  colors  are  dull  rich 
reds,  gold,  vivid  greens  and  Turkish  blues. 

MANDARIN    COATS    FEATURED. 

One  prominent  model  house  has  been  featuring 
the  Chinese  of  Mandarin  coat  during  the  Winter, 
and  it  is  expected  that  the  Chinese  motif  will  even 
be  more  extensively  used  as  the  season  develops,  and 
that  the  Mandarin  coat  will  be  seen  not  only  as  a 
finish  for  a  street  costume,  but  worn  as  a  separate 
coat. 

These  coats  are  exactly  Chinese  in  shape  being 
cut  with  a  perfectly  straight  line  from  arm  to  hem. 


The  sleeve  is  loose,  flares  in  bell  shape  being  finished 
by  a  deep  cuff.  The  Chinese  influence  is  seen  in  the 
absence  of  seams,  and  even  the  new  skirts  follow  this 
idea  and  are  cut  in  one  piece  and  are  wrapped 
around.     They  are  very  narrow  at  the  ankles  leav- 


Misses'  suit  of  navy  serge,  the  coat  bound  and  the  skirt 
banded  with  Bulgarian  blue  serge.  The  buttons  are  of 
the  two  colors,  and  the  neck  is  finished  with  a  Venise  lace 
collar. 

ing  only  just  sufficient  width  to  give  free  movement. 
A  hove  the  knee  there  is  plenty  of  width  and  this 
fulness  is  disposed  in  pleats  around  the  waist  line. 
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National  Coats 


Our  travellers  are  now  on  the  road  with  Sprim 
samples  of 


Raincoats 


All  the  newest  models  and  cloths.  Among  the 
novelties  shown  is  the  new  "Scintilla"  rubber- 
ized cloth — a  very  smart  appearing  material  in 
all  the  popular  shades. 

Cloth  Coats 

We  have  a  splendid  range  of  cloth  coats  in 

Serges  Whipcords 

Gabardines 
Bedford  Cords         Ratines 
Etc. 

Do  not  fail  to  see  our  lines  before  ordering. 
It  is  worth  your  while. 


The  Largest 
Exclusive 
Coat  House 
in  Canada 


Write  for  our  latest  catalogue 
showing    the    various    styles. 


The  National  Rubber  Co.  of  Canada 

MONTREAL  and  TORONTO 
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Silk  crepe  weaves  arc  prominent  and  arc  looked 
upon  by  all  as  the  Leaders  in  Spring  fabrics.  Some 
houses  arc  strong  for  printed  fabrics,  while  by  others 
equally  important  they  arc  totally  ignored.  Silk 
suitings  are  good  and  so  are  cord  weaves,  moire  is 
well  used  and  so  is  silk  crepon.  Among  the  wool- 
len materials,  cord  weaves,  brocaded  woollens  and 
novelty  eponges  lead. 

Just  as  Trouville  in  the  Autumn  furnishes  the 
keynote  for  Winter  styles,  so  does  the  Riviera  stand 
for  advance  Spring  ideas.  All  the  leading  dress- 
making houses  have  wealthy  customers  who  invari- 
ably spend  the  early  months  of  the  year  in  the  South. 
Therefore,  they  are  forced  to  design  gowns  showing 
the  advanced  ideas  for  their  use.  Many  of  the  lead- 
ing model  houses  have  branch  establishments  in 
Nice  and  Monte  Carlo,  and  so  far  this  Spring  they 
have  maintained   a   notable  display. 

From  the  gowns  seen  in  the  Riviera  it  would 
seem  as  though  the  combining  of  plain  and  printed 
fabrics  was  intended  to  Ije  a  leading  feature.  Oriental 
patterns  and  patterns  designed  in  Cubist  and  Futur- 
ist effects  in  brilliant  colors  are  new.  Dresses  of 
these  printed  fabrics  in  silk  are  veiled  with  chiffon. 
but  as  a  rule  these  fabrics  are  too  striking  and  too 
conspicuous  to  be  used  in  any  great  quantity,  there- 
fore their  use  is  confined  largely  to  trimming  pur- 
poses. 

In  plain  silks  charmeuse  still  continues  to  hold  its 
place  as  a  leader,  but  soft  souple  moires  are  coming 
to  the  front.  Brocaded  fabrics,  particularly  in  crepe 
and  charmeuse,  are  high  style. 

Undoubtedly  modifications  of  the  Russian  blouse 
either  belted  round  or  belted  at  the  back  and  with 
loose  fronts,  or  with  the  front  and  sides  belted  and 
the  back  loose  are  most  generally  worn.  Short  cut- 
away jackets,  and  boleros  reaching  to  the  waist  in 
front  and  terminating  in  a  deep  point  or  having  a 
lengthened  basque  section  at  the  back  are  very  much 
worn. 

EVENING    GOWN    MODES. 

Turning  to  evening  wear,  gowns  are  made  of  tulle 
embroidered  in  metal  or  of  lace.  Plaited  tulle  is 
very  much  used  and  often  the  skirt  is  of  plaited  tulle 
with  over-drapery  of  lace.  Small  draperies  covering 
the  hip,  and  also  long  pannier  drapes  are  continued, 
and  there  are  draperies  gathered  on  to  the  waist  in 
Louis  XIII  fashion.  Scant  flounces  are  employed 
made  of  laces  27  and  18  in.  wide,  and  for  this  pur- 
pose Chantilly  is  the  favored  lace.  But  the  Chantilly 
used  is  a  new  kind — one  that  may  almost  be  classed 
as  a  shadow  lace  as  it  is  so  fine  and  light. 

Another  novelty  in  laces  is  shown  in  hand  run 
or  over-embroidered  patterns,  and  especially  inter- 
esting are  the  laces  brought  out  embroidered  with 
fluffy  wools  with  the  embroidery  in  colors  bringing 
out  into  high  relief  the  whole  or  part  of  the  pattern. 
Crochet  flowers,  large  daisies,  roses  or  cherries  chiefly 
sewn  onto  muslin,  tulle  or  lace  is  another  new  idea. 


In  veils  the  new  idea  shows  black  designs  in  the 
form  of  small  garlands  as  a  border.  Color  is  used 
in  embroideries  and  the  new  cotton  crepes  and  voiles 
all  show  colored  embroideries. 


Balkan  Blouse  Models  Shown 

Are   the   new   suit   feature — New  models 

have  narrow  skirts  draped  and  slashed — 

New  vestee  effects  a  novelty. 

Suits  have  been  showing  in  the  larger  stores  since 
early  on  in  January,  and  naturally,  therefore,  some 
novelty  is  desired  for  the  Easter  trade  and  for  the 
opening  season.  This  is  one  reason  why  the  Balkan 
blouse  effects  have  been  introduced,  and  one  reason 
why  they  are  having  so  great  a  success.  Another 
reason  is  because  they  are  along  the  line  of  the 
straight  line,  slender  hipped,  natural  figure,  and 
their  advent  marks  the  triumph  of  the  natural 
figure  over  the  attempt  to  bring  back  curved  lines  by 
means  of  the  revival  of  pannier  modes  a  year  ago. 

The  new  models  elongate  the  waist  line  and  give 
a  perfectly  straight  line  from  the  arm  to  the  lowered 
waist  line,  and  the  blouse  part  is  frilled  into  a  pep- 
lum  that  fits  close  around  the  hips.  Coming  at  this 
time,  this  model  points  to  blouse  effects  for  the  fall 
season.  Many  of  the  models  seen  in  the  South  of 
France  are  decidedly  of  a  military  cut,  and  are 
trimmed  with  braid  and  frogs  in  military  fashion. 

Another  novelty  is  the  new  vestee  effects  with 
the  collar  cut  in  one  with  the  vest  part,  and  softly 
rolling  over.  The  very  newest  collars  look  as  though 
they  were  instiffened,  and  there  is  little  tailoring 
about  high-grade  novelty  suits. 

These  vests  are,  as  a  rule,  of  bright-colored  silks, 
or,  smarter  still,  the- new  Bulgarian  printed  fabrics 
are  used.  Corded  and  ratine  striped  silks,  having 
bright-colored  grounds,  are  used,  and  so  are  flowered 
patterns  in  tapestry  shades. 

Blouses  and  cutaway  effects  are  strong,  and  for 
popular  selling  models  cutaway  in  front  and  cut 
across  at  the  back  and  gathered  scantily  above  the 
waist  line  into  the  bottom  half  of  the  back  panel  are 
shown. 

Many  buttons  are  used,  but  the  tendency  is  to- 
wards smaller  buttons.  Braid  is  coming  in,  but 
many  suits  are  trimmed  with  ornaments  made  of 
cords  covered  with  the  material  of  the  suit. 

Skirts  show  new  features,  and  the  new  skirts  are 
decidedly  narrow,  IV2  yards  being  the  generally 
accepted  width.  Various  ways  are  used  of  breaking 
the  outline  with  drapery  effects,  but  the  real  drapery 
is  scant  in  the  extreme,  and  only  amounts  to  a  few- 
pleats  or  tucks.  The  raised  waist  line  is  still  con- 
tinued, but  the  skirt  is  either  fulled  in  at  the  back 
or  the  fullness  is  gathered  up  into  a  series  of  outside 
darts. 
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Anybody  Can  Buy 

But  To  Buy  Patrician  Garments 
Insures  Good  Sales 


Here  are  a  few  features  that  speak  for  them- 
selves: 

"Patrician"  garments  are  full  of  good  selling 
style — style  that  attracts,  then  sells. 
"Patrician"  garments  back  style  with  a  quality 
that  clinches  the  sale  and  makes  a  satisfied  cus- 
tomer. 

"Patrician"  garments  fit  because  they  are  made 
for  all  sizes  and  proportions — for  the  young 
miss  and  the  average  women,  the  women  of 
slender  or  stout  proportions. 

And  not  of  the  least  importance,  "Patrician 
Values"  are  the  standard  of  the  trade. 

See  the  Spring  and  Summer  range. 


tfiade, 


The    Patrician  Cloak 
&  Suit  Co. 

Samuels  Building,  King  and  Spadina, 

TORONTO 
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Popular  Models  Illustrated 


These  models  are  selected  because  they  illustrate  the  trend  of  the  mode  and  because  they 
point  the  way  towards  the  form  that  the  popular  development  of  the  Balkan  modes  promises  to 
take.  Reading  from  left  to  right  the  description  is  as  follows.  No.  1.  Gown  of  white  silk  crepe 
figured  in  dull  blue  and  red  and  combined  with  blue  satin.  The  skirt  is  made  with  a  tunic  of  the 
front  and  is  trimmed  with  loops  and  buttons  of  blue  satin.  The  perfectly  plain  underskirt  is  of 
the  blue  satin.  The  waist  is  of  the  crepe  cut  with  the  long  shoulder  and  set-in  sleeve  fulled  in  at 
the  cuff  into  a  narrow  band  of  blue  satin.  The  front  is  trimmed  to  simulate  a  bolero  with  wide 
bands  of  satin  and  a  full  chemisette  of  chiffon  appears  above  and  blouses  over  a  dull  green  velvet 
girdle  below  the  fastening.     The  collar  is  of  Princess  lace. 

No.  2.  Blouse  of  printed  crepe,  dove  grey  figured  with  orange  and  green.  There  is  a  Raglan 
yoke  effect  into  which  the  sleeves  are  set  and  this  yoke  and  the  surplice  fronts  are  corded  with 
orange  chiffon,  and  the  pleated  vest  is  also  orange  chiffon  and  so  is  the  collar  that  scarcely  appears 
in  front,  but  which  is  cut  in  long  points  behind.  The  long  peasant  sleeve  is  corded  into  the  arm- 
hole  and  the  turnback  cuff  is  of  orange  chiffon. 

No.  4 — Street  frock  of  taupe  colored  ratine,  the  plain  skirt  bordered  with  machine  embroidery 
in  Poiret  colors  (red,  blue,  yellow,  green.)  The  coat  is  slightly  bloused  in  front  over  a  belt  drawn 
through  slashes  at  the  side  and  appearing  again  across  the  back  as  an  embroidered  band  to  match 
the  skirt  border.  The  coat  fastens  in  front  and  is  trimmed  with  cords  covered  with  the  material 
and  the  buttons  are  covered  with  dull  red  ratine.  The  collar  is  of  taupe  satin  and  the  coat  and  skirt 
are  trimmed  down  the  right  side  with  taupe  colored  cords  laced  across. 

No.  5. — Balkan  blouse  coat  of  brocaded  ratine — dull  green  ground,  green  leaves  dull  blue  and 
orange.  The  collar,  revers,  cuffs  and  band  are  of  green  satin  trimmed  with  made  cords  of  the  same 
and  covered  buttons. 

No.  6.  Frock  of  embroidered  cotton  crepe,  trimmed  with  insertions  of  filet  lace.  The  little 
vest  effect  of  lace  is  bordered  up  each  side  with  crystal  buttons  rimmed  with  green  and  the  collar 
finish  at  the  neck  is  in  Bulgarian  embroidery  and  the  waist  blouses  over  a  girdle  of  dull  green 
velvet.  A  tuck  right  across  the  back  of  the  skirt  well  below  the  hips  forms  the  drapery  effect  in' 
front. 
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Style 


where  style  and  value 
form   an   evenly 
balanced  com- 
bination.   


Style  (and  fit,  which  helps  to  give  style) 
without  value  is  in  itself  only  a  little  bit 
better  than  "A  real  bubble.  It  has  nothing- 
staple  upon  which  to  float  your  business. 
Value  where  style  is  not  included  lacks  that 
pulling  element  which  keeps  the  trade  com- 
ing your  way — which  appeals  to  the  masses 
and  assures  large,  profitable  sales. 

But  what  a  combination  they  make  when 
they  back  each  other.  These  two  powers  are 
embodied  in  the  W-W  line  of  Spring  Suits 
and  Coats — exclusive  high  grade  style,  un- 
paralleled value,  styles  that  include  correct 
cut,  perfect  fit  and  newest  cloth,  values  that 
give  quality  at  a  figure  that  at  once  makes 
itself  felt. 

You  can  do  no  better  than  to  satisfy  yourself 
•on  the  strong  points  of  W-W  Suits  and 
Coats  by  looking  through  our  large  range. 
If  you  wish,  we  will  send  samples  on  ap- 
proval.    Write  to-day. 


Value 


758    -    -    -    $15.00 

Made  in  fine  quality  Whipcord  or 
Bedford  Cord,  in  leading  shades. 


Wilson  -Waldman  Costume   Co. 

58  FRONT  STREET  WEST,  TORONTO 
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THE  OCEAN  BATHING  SUIT  CO. 

29-35  WEST  HOUSTON  STREET 
NEW  YORK 

Manufacturers  of 

Ladies',  Misses',  Men's  and  Boys' 

BATHING  SUITS 

AND   SUPPLIES 


Do  Justice  to  Yourselves,  Patrons 
and  Their  Children 

by  handling  Fairsex  garments  for  Fall  1913,  which 
mean  the  latest  in  style,  best  values  and  the  easiest 
selling  garments  on  the  market. 

If  yon  have  handled  Fairsex  garments  you  are  quite 
aware  of  the  above  facts,  if  not  you  may  easily  convince 
yourself  by  looking  over  our  range  which  is  now  being 
shown  throughout  the  Dominion. 

To  insure  early  delivery  kindly  assist  us  by  placing 
your  orders  as  early  as  you  possibly  can. 
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-.     HUTNER  CLOAK  CO. 

^U  Speacialists  in  Infants'.  Misses'  and  Children's  Coats  for  a  v*/ 

Quarter  «  f  a  Century  m  * 

52-56  SPADINA  AVE,  TORONTO 
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COATS,  ALL  COATS 
for  the  better  trade 


THISTLE 


BRAND 


TOEING  coat  specialists,  we  have  put  years  of 
experience  in  our  range  of  Tourist  and 
Motor  Coats,  Waterproofs  and  Raincoats  that 
have  been  years  well  spent.  The  experience  we 
have  gained  now  reflects  in  the  style,  fit  and  fin- 
ish of  these  coats  and  gives  them  a  distinction 
quite  marked. 

Thistle  Brand  Coats  will  appeal  to  your  better 
trade  and  in  getting  this  trade  for  their  outing 
attire  you  are  sure  to  get  the  rest  of  their  business. 
Don't  jump  into  this  business  blindfolded.  Sat- 
isfy yourself  that  our  values  are  right  by  looking 
through  our  range  at  your  first  opportunity. 

In  the  meantime  send  for  a  few  of  our  leading 
samples,  or  if  you  are  in  Montreal  call  and  see 

them. 


THE  SCOTTISH  RUBBER  CO. 

MAKERS  OF 

TOURIST  AND  MOTOR  COATS 
RAINCOATS   AND  WATERPROOFS 

316  Notre  Dame  Street  West,  Montreal 
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Are  You  the  Official  Scout 
Outfitter  of  Your  Town  ? 

This  is  a  fast  growing  and  popular 
movement,  encouraged  throughout  the 
British  Empire.  The  Boy  Scouts  are 
very  strong  in  Canada,  and  the  merch- 
ant catering  to  this  trade,  will  educate 
the  boys  in  dealing  exclusively  at  his 
store. 

We  are  the  recognized  authorities  on 
Boy  Scout  and  Girl  Guide  outfits,  and 
supply  the  complete  official  outfit  at 
lowest  prices.. 

We  have  separate  departments  specializing  in 

Militia  and  Cadet  Uniforms 
Choir  Vestments,  and  all  Washable  Clothing  for 

BARBERS,  WAITERS,  COOKS,  BUTCHERS,  PORTERS,  DENTISTS, 
DOCTORS,  BARTENDERS,  etc. 

LET   US  KNOW  HOW  WE  CAN  HELP  YOU 

The    Miller    Manufacturing    Company,    Limited 

251-3  Mutual  St.,  -:-  -:-  *  -:-  Toronto,  Ont. 
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Ref.    50 


MORGAN  &  TAYLOR,  LTD 

LONDON,  ENGLAND 


Smart  Clothing  for  Sporting 
and  Outdoor  Wear 

Made  Expressly  to  Canadian  Requirements. 

This  month  we  illustrate — 

No.  50 — Men's  Chamois  Waistcoats  in  finest 
quality  skins,  light  and  serviceable. 

No.  106 — Ladies'  Sports  Coat  in  finest  selected 
Velvet  leather  with  a  warm  Fleece  Lining. 
Hat  to  match.      Ref.  No.  107. 


These  garments  are  in  such  great  demand,  that  to  ensure  delivery,  you 
should  place  your  order  at  once  with 

SEWARD  BROS.,  251  St.  James  St.  Montreal 

Telephone  Main  4179 


Ref.    106 
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There  are  rock  foundation  possibilities 
in  the  "Culture"  line  that  cannot  be 
underestimated 


The  style  exclusiveness,  the  quality,  and 
the  price  are  important  in  sizing  up  the 
value  of  any  garment,  but  they  are  not 
everything.  The  fit  and  finish  has 
really  as  much  to  do  with  closing  sales 
as  the  other  three,  and  it  is  these  points 
in  "Culture"  garments  as  well  as  style 
and  value,  that  have  increased  their 
popularity  with  Canadian  merchants 
from  year  to  year.  "Culture"  garments 
open  the  door  of  possibilities  to  you. 
See  the  range  now. 

The  "Culture"  range  consists  of  wo- 
men's and  misses'  suits,  coats  and 
dresses  in  all  the  season's  latest  fabrics. 

The  assortment  has  never  before  reach- 
ed the  immensity  that  it  has  this  year, 
which  will  make  the  selection  of  a  fast 
selling  stock  an  easy  matter. 

When  our  representatives  call  with  our 
Fall  coats  and  Spring  sorting  range  give 
a  few  minutes  of  your  time  and  compare 
"Culture"  garments  with  other  leading 
lines,  then  judge  for  yourself.  "Culture" 
garments  stand  on  their  own  merit. 


The  Ontario  Cloak  Company,  Limited 

Designers  and  Makers 
DARLING  BUILDING,  TORONTO 
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Dainty  Feick  Dresses  Bring 

An  Endless  Chain  Of 

More  Business 


An  assortment  of  the  various  lines  of  these 
neat,  stylish  garments  stocked  in  your 
store  will  mean  more  sales  and  more  satis- 
fied customers.  And  each  new  patron  is  a 
link    in    this  endless  ^0 

chain    of  more   busi-  ^Mk- 

ness. 

But  to  get  these 
"links"  into  the 
chain,  dresses  must 
be  of  high  quality, 
style  and  reason- 
able price. 

FEICK 
DRESSES 

a  r  e  manufactured 
of  high-grade  ma- 
terials f  r  o  m  o  u  r 
own  and  metropoli- 
tan designs,  and 
are  sold  at  a  price 
that  ensures  satis- 
faction both  for 
your  customer  and 
yourself. 

In  placing  your  Spring  orders  you  cannot 
afford  to  overlook  this  line. 

Our  traveller  will  be  calling  on  you,  but  in 
the  meantime  we  shall  be  pleased  to  send 
you  samples  of  the  newest  styles  and 
materials. 


THE  FEICK 

MANUFACTURING  CO. 
BERLIN    :    :    ONTARIO 


No  Man  Would  Keep  Your 
Business  Card  BUT 

A  WOVEN  SILK 
LABEL 


nicely    attached    to    the 
article     you     sell     will 
stay    with    him    as    lung 
as   it    is   worn — keeping   your  name   before  the 

wearer    as    a    constant    reminder    of   the    satis- 
l'nctiim   your  goods   give. 


Send   to-day   lor   samples   of   our    work. 

Colonial  Weaving  Co.,  Ltd. 

PETERBOROUGH,  ONT. 


Every  4mbitious  Merchant 

SHOULD 
READ 

SALES 
PLANS 


A  collection  of 
three  hundred 
and  thirty-three 
successful  ways 
of  getting  busi- 
ness, including  a 
great  variety  of 
practical  plans 
that  have  been 
used  by  retail 
merchants  to 
advertise  and 
sell  goods.       ~j 


PRICE  $2.50 

All  Orders  Payable  in  Advance. 
TECHNICAL     BOOK     DEPARTMENT 

MacLEAN   PUBLISHING   CO. 

143-149  UNIVERSITY  AVENUE    ::   TORONTO 
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Are  you  selling 

BLACKEYE 
UNDERSKIRTS 


The  quality  of  the  Blackeye  Underskirts  is  abso 
lutely  reliable.  We  guarantee  this  by  our  guaran 
tee  label  on  the  skirtband: 


This  label  means 
that  every  point 
of  the  Blackeye  is 
perfect. 

The     material     is 
the  very  best  silk 
moire     mixture, 
manufactured    ex- 
pressly     for      the 
Blackeye      Under- 
skirt.     Every    piece    of 
material  is  perfect;  any 
defective    piece    we    re- 
ject at  once. 

There  are  many  imita- 
tions of  Blackeye,  and 
many  silk  moire  skirts, 
but  none  of  these  carry 
this  guarantee  label: 


Tell  your  customers  that 
Blackeye  is  better  than 
pure  silk,  will  wear 
longer,  and  costs  much 
less.  Ask  your  whole- 
salers.   They  can  supply 

you. 


'flieniteae 
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The  Buyer's  Viewpoint 

Small  hats  for  the  ©arly  season.  Medium  sized 
hats  later.  The  free  use  of  color  the  new  feature, 
Ostrich  and  feather  novelties  strong.  Flowers  and 
ribbons  also  good.  Ribbon  trimmings  and  large 
bows  freely  used.    Malines  in  high  favor. 


Smart  Lines  and  Color  Blends  the  Feature 

Hats  of  medium  size  for  the  later  season — Strong  feeling  for  elongated  models 
— All  hats  show  combinations  both  in  materials   and  colors — A  big  demand 

noted  for  ostrich. 


AS  the  season  advances  it  becomes  more  and 
more  evident  that  the  very  small  shapes  will 
not  last  out  beyond  the  early  days  of  Spring, 
and  that  later  we  shall  see  medium  sized  and  as  the 
season  advances  models  that  are  fairly  large.  This 
tendency  perhaps  is  more  accentuated  on  the  Cana- 
dian market  as  our  Summers  are  scarcely  suited  to 
a  small  hat  season,  and  the  shelter  of  a  larger  brim  is 
both  acceptable  and  becoming.  There  is  a  strong 
feeling  for  the  elongated  line  and  many  models  show 
this  feature. 

The  soft  crown  idea  also  is  strong  and  draped 
crowns,  Tams,  and  a  newer  crown  still  that  consists 
of  the  material  cut  just  large  enough  to  cover  easily 
and  to  admit  of  being  pleated  into  the  brim  .Earlier 
models  show  this  crown  in  satin,  but  later  importa- 
tions show  the  crown  veiled  with  Malines  or  crepe  and 
with  these  material  crowns  the  most  varied  brims  are 
seen.  Some  are  bolero,  some  sailor,  and  others  are 
rolling  in  varied  lines. 

The  big  developing  feature  is  the  fad  for  con- 
trasts and  combinations  and  as  a  rule  crown  and  brim 
are  of  different  material,  and  the  one  color  hat  is  de- 
cidedly rare.  Should  the  hat  be  all  of  straw  either 
two  straws  will  be  used  or  the  facing  will  be  of  a  dif- 
ferent color  to  the  hat.  Hemp  and  Tagel  are  un- 
doubtedly the  leading  straws.  Milan  is  shown  but  the 
price  precludes  its  use  for  any  but  the  better  trade 
and,  therefore,  is  only  seen  in  expensive  hats.  Leg- 
horn is  selling  well  not  only  in  the  shepherdess 
shapes  but  in  numberless  novelty  shapes  in  sailors, 
two-piece  and  toque  shapes.     Even  Leghorn  is  seen 


combined  with  other  straws;  and  facings  and  flanges 
of  hemp  or  Milan  are  added.  Horsehair  is  selling 
freely  in  the  form  of  strips  and  hoods,  and  plateaux 
and  hoods  are  good  in  hemp,  pyroxylin  and  in  soft 
novelty  braids. 

The  trimmings  introduced  are  decidedly  varied 
and  though  more  trimming  as  a  rule  is  used  there  is 
no  undue  crowding,  and  the  effect  is  quite  simple 
though    everything  is  a  matter  of  combination. 

The  early  season  at  any  rate  is  going  to  witness  a 
big  demand  for  feather  effects.  Osprey  and  paradise 
come  first  when  the  price  can  be  paid  but  advances 
are  so  great  that  these  feather  effects  are  no  longer 
available  for  the  popular  priced  selling.  Notwith- 
standing the  high  price  importers  are  finding  a  diffi- 
culty in  filling  orders.  Other  substitutes  are  being 
put  on  the  market  but  as  in  the  case  of  neumidi  prices 
are  advancing  so  rapidly  as  to  take  this  effect  out  of 
the  popular  class. 

There  are  many  substitutes  and  imitations  all 
more  or  less  effective  showing.  But  it  is  in  ostrich 
and  in  ostrich  fancies  that  the  real  feather  demand  is 
coming  and  the  orders  booked  are  very  large.  Os- 
trich effetcs  range  from  quills  and  small  military  and 
sporting  mounts  to  large  mounts  and  bandeaux  fin- 
ished with  fancy  feathers.  Willows  and  feathers  in 
two-colors  are  fashionable  in  the  extreme,  and  these 
color  combinations,  it  should  be  noted,  are  decidedly 
gay.  It  should  also  be  noted  that  the  tip  color  is 
always  the  darker  shade.  Thus,  shrimp  pink  will  be 
tipped  with  pewter  grey,  and  brass  with  dark  brown, 
or  cerise  with  National  blue.     These  are  only  a  few 
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MILLINERY 


There  is  a  great  deal  of  truth  and  human  nature 
crowded  into  that  old  saying,  "I  want  what  I  want 
when  I  want  it."  This  particular  characteristic 
of  the  fair  sex  asserts  itself  when  ordering  Spring 
Millinery.  Don't  disappoint  them.  McCall's  can 
give  the  service.  This  is  something  to  re- 
member when  placing  your  orders.  Six  distri- 
buting points  to  serve  you. 

The  D.  McCALL  COMPANY,  Limited 


Winnipeg 


Vancouver 


TORONTO 

Montreal 
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of  the  more  common  combinations  and  there  are 
many  shown  thai  are  decidedly  more  vivid  and  strik- 
ing. Not  only  are  these  two-tone  effects  seen  in  full- 
headed  French  plumes  and  willows,  hut  they  are  re- 
peated in  all  kinds  of  straight  ostrich  fancies.     Fancy 


Sailor  of  yedda  straw  overlaid  with  printed  crepe  banded 
with  velvet  ribbon  and  bow  in  front.  Wreath  of  fine 
flowers  laid  across  front  of  brim. 

feather  mounts  are  showing  in  innumerable  variety 
and  one  and  all  seem  to  have  a  base  of  breast  in  mixed 
colors.  Hackle  and  horsehair  is  being  made  up  into 
military  looking  cockades,  and  dashing  sports, 
mounts  trim  smart  tailored  hats. 

Just  because  feather  effects  are  so  strong  for  the 
early  season  those,  who  should  know,  forecast  a  later 
run  on  flowers.  It  is  certain,  however,  that  flowers 
will  be  well  used  for  flowers  are  very  smartly  com- 
bined with  feathers  on  many  models.  Fine  flowers 
are  branched  in  garlands  and  bandeaux,  and  are 
formed  into  question  marks  and  other  motifs  or  arc 
tightly  bunched  and  distributed  in  clusters.  The 
popular  stickups  and  plume  effects  are  also  dupli- 
cated in  flowers,  and  these  are  placed  on  the  hat  at 
the  same  angles.  Mixed  colorings,  often  duplicating 
the  Balkan  combinations  are  frequently  seen  in  floral 
combinations.  From  this  it  will  be  seen  that  many 
other  than  natural  shades  are  exploited  this  season. 

The  staple  flowers  are  pansies,  lilacs,  buttercups, 
cowslips,  daisies,  forget-me-nots,  violets,  roses  in  vari- 
ous kinds  and  sizes.  Old  fashioned  garden  flowers 
mignonette,  sweet  Williams,  sweet  peas  and  mari- 
golds are  also  good.  Large  ears  of  wheat  in  corn 
color,  cerise,  emerald  or  bright  blue  made  of  crepe 
are  newT,  and  as  a  fact  there  is  a  decided  run  on  crepe 


and  chiffon  flowers  some  of  which  are  very  beautiful. 
As  previously  predicted  the  confidence  in  a  good  rib- 
bon season  is  increasing.  Novelty  effects  and  weaves 
have  been  brought  out  and  added  interest  is  given 
by  the  using  of  a  novel  width,  for  the  popular  selling 
width  is  about  •">  in.  First  in  interest  come  the  Bal- 
kan ribbons  in  Bulgarian,  Servian  and  Roumanian 
colorings.  Then  there  are  the  ribbons  worked  in 
heavy  embroidery.  Picot  and  fancy  edges  are  strong 
and  faille,  gros-grain  and  moire  are  the  leaders. 


■ @ 

Some   Advance   Models 

A  toque  shape  of  bronze  Milan  straw  has  a  close 
fitting  brim.  Encircling  the  crown  and  continuing 
over  the  brim  on  the  left  side  are  folds  of  mahogany 
and  bronze  satin  ribbon  which  finish  off  with  long 
shooting  loops  on  the  left  side  far  back  and  lengthen 
the  line  of  the  hat. 

Another  toque  is  boat  shape  with  a  liberty  cap 
crown  of  black  satin.  The  narrow  rolled  brim  is  of 
black  straw  and  the  crown  is  encircled  by  a  band  of 
curled  bronze  ostrich  with  a  high  standing  feather 
in  front  with  the  head  turned  out.  Another  boat- 
shaped  toque  had  this  single  standing  feather,  only 


Tailored  shape  of  fancy  straw,  the  brim  faced  with  smoothly 
laid  black  maline.  A  folded  baud  goes  round  the  crown, 
a  blondine  mount  shoots  out  at  the  side. 

it  was  posed  at  the  centre-back,  not  in  front.  A  flat 
brimmed  sailor  with  large  crusted  crown  of  grey 
brocaded  satin  had  the  brim  covered  with  folds  of 
grey  Malines  with  a  touffe  of  grey  blondine  tacked 
on  the  under  side  of  the  brim. 
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Gage  Brothers 
&  Co.— Chicago 

Producers  of  Correct  Millinery. 
Headquarters  for  all  forms 
of  Millinery    Merchandise. 

11  1 


February  Openings  Held  in  New  York 

Imported  models  were  well  liked  — A  "  Frenchy  "  tone  noted  —  Models  are 
pert  and  dashing,  rather  than  graceful  and  sweeping— Trimming  lines  are  up, 
not  down — A  season  of  strong  colors  combined  with  a  bold  hand  but  a  sure 

eye. 


New  York,  March  3. 

CHIC  is  the  best  word  to  use  in  describing  the 
new  Spring  hats.  They  are  wonderfully 
"Frenchy"  and  chic  and  suggest  picturesque- 
ness  of  quite  a  different  quality  than  the  Gainsboro 
and  regulation  picture  hat  type. 

To  begin  with,  the  hats  imported  and  copied  to 
date  are  not  large.  The  small  and  medium  hat  is 
the  season's  Easter  model  and  yet  on  the  best  of 
authority  we  have  it  that  Riboux  is  showing  only 
extremely  large  hats  to  her  clientele.  Tt  is  fairly 
certain  then  that  larger  hats  will  come  in  as  the  days 
lengthen,  although  just  at  present  the  small  hat  is 
decidedly  the  favorite.  Small  the  hats  may  be,  but 
my  but  they  are  tall — that  is,  in  the  matter  of  their 
trimming.  There  exaggeration  is  desirable,  fea- 
thers and  bows  and  flowers  are  mounted  at  angles 
almost  absurd,  so  far  do  they  extend  upward  or  out- 
ward from  the  back.  The  effect  is  indescribably  chic, 
or  smart  if  one  prefers  the  word,  and  of  course  not  a 
little  conspicuous. 

Shapes  have  a  way  of  rolling  far  over  at  the  left 
side,  in  the  familiar  envelope  line  and  have  draped 
crowns,  drawn  over  to  the  opposite  side,  whore  they 
are  drawn  into  elongated  folds.  This  idea  originated 
with  Reboux,  velevet  being  used  for  the  crown  and 
a  split  hemp  for  the  hat,  the  whole  being  in  that 
dark  rich  brown,  known  as  tete  de  negre.  This  par- 
ticular hat  had  no  other  trimming  than  its  crown, 
but  nine  out  of  ten  models  have  neumidi  or  ostrich 
fancies  shooting  up  a  foot  in  height. 

It  was  no  surprise  that  many  crowns  should  be 
soft.  Indeed  even  on  hats  whose  outlines  are  trim, 
crowns  are  made  of  satin.  These  are  not  tams  or 
full-draped  affairs,  but  rather  skimpy  circular  pieces 
of  satin  from  under  which  the  crown  has  been  cut 
away,  leaving  only  a  foundation  of  cape  net  into 
which  the  head  may  lie  pushed  as  far  as  desired. 
The  effect  is  very  soft  and  one  encounters  this  idea 
repeatedly  on  hats  that  but  for  it  would  be  described 
as  tailored. 

The  satin  hat.  not  however  blocked,  but  hand 
made,  is  very  much  worn  here  at  present,  particularly 
in  black,  mid-night  blue  and  nigger  head  brown. 
These  shapes  are  small,  have  soft  crowns,  and  brims 
over  which  the  satin  is  plainly  drawn,  and  fulled  into 
the  headsize.  A  single  uncurled  ostrich  or  a  cluster 
of  neumidi  or  aigrettes  placed  toward  the  back,  if  not 
directly  there,  is  the  usual  trimming. 


BOAT-SHAPED    HATS    SHOWN. 

The  boat-shaped  hats,  Egyptian  in  their  sugges- 
tion, are  being  shown  for  Spring.  These  are  trim- 
med uniformly  sometimes  in  front  and  back,  at  the 
point  directly  in  the  centre,  or  only  in  the  back. 

The  majority  of  hats  have  a  very  exaggeratedly 
long  line  from  front  to  back,  and  as  the  hats  continue 
to  be  worn  well  over  the  ears,  this  line  is  not  straight, 
but  decidedly  lower  in  the  back. 

Practically  all  shapes  are  tilted  very  much  to  the 
side — another  picturesque  touch. 

Crowns  are  rather  low,  or  is  it  only  that  they  ap- 
pear so  because  the  trimming  towers  so  above? 

There  are  many  hand  made  hats  being  worn, 
and  it  should  prove  an  excellent  season  for  milliners 
because  almost  every  hat  has  a  fold,  or  cording  or 
crown  added,  which  requires  a  milliners  skill. 

WONDERFUL  FANCY  FEATHER  SEASON. 

Once  again  we  are  having  a  wonderful  fancy 
feather  season,  and  ostrich  manufacturers  are  at 
their  wits  end  to  deliver  orders.  All  branches  of  the 
o-trich  trade  are  rushed,  for  almost  every  variety  of 
feather  is  in  demand.  Fancies,  made  of  shaded,  or 
two-tone  effects,  uncurled  are  the  most  popular  and 
some  of  the  smartest  hats  show  a  high  standing  trim- 
ming of  uncurled  ostrich  around  the  stem  of  which 
ribbon  is  twisted  and  sometimes  bowed.  This  is 
surely  a  new  idea.  We  have  long  since  grown  accus- 
tomed to  ostrich  and  flowers  being  closely  combined, 
but  it  is  surely  a  novel  idea  to  tie  a  bow  around  the 
stem  of  a  feather. 

As  one  might  infer,  narrow  ribbon  is  used  for 
this  purpose,  or  rather  a  two  to  three  inch  velvet  rib- 
bon, but  not  infrequently  a  wide  soft  satin  ribbon  is 
used,  being  two  faced,  and  in  two  contrasting  colors. 
This  trimming  is  decidedly  effective  and  some  really 
artistic  color  effects  are  possible. 

Tt  is  to  be  deplored  that  the  smartest  hats  are 
scantily  trimmed  but  such  trimming  as  is  used  is 
very  handsome  and  is  so  arranged  to  show  it  to  its 
best  possible  advantage. 

Many  ostrich  effects  have  to  be  wired  in  order  to 
get  the  eccentric  curve  and  angles  feathers  must 
assume  to  be  in  the  mode. 

Black  ostrich  has  had  to  take  a  back  seat  and  col- 
ored stock  is  in  such  demand  as  to  exceed  the  supply. 

FASHION   DEMANDS    NEUMIDI. 

Neumidi  is  worth  its  weight  in  gold.     Fashion 
demands  neumidi;  and  neumidi  is  very  scarce  and, 
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3   Cripplegate   Buildings,  Wood  St.,  LONDON,   ENGLAND 

Branch  Establishments 
Manchester,      Liverpool,      Edinburgh,      Glasgow,       Montreal,      Toronto,     Vancouver 
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MANUFACTURERS   AND    IMPORTERS   OF 

HATS,     FLOWERS, 
FEATHERS,  ORNAMENTS 

AND 

MILLINERY    NOVELTIES 


TRADE     MARK 


FALL  1913  IMPORT 

Samples  are  now  in  the  hands  of  our 
representatives,  who  will  call  upon 
you,  in  due  course,  with  the  largest 
and  most  complete  range  of  Millin- 
ery Goods  ever  shown  in  Canada. 
Wait  for  them  before  placing  your 
Fall  orders. 


GERMAIN,  SMITH  &  BIRKS,  Limited 

SELLING  AGENTS 

MONTREAL— 43  Union  Avenue— ARTHUR  ROY,  Representative 
TORONTO- 32  King  Street  West— J.  S.  WHYTE,  Representative 
VANCOUVER— 432  Cordova  St.— J.  K.  MARSHALL,  Representative 
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therefore,  high  priced,  a  single  piece  being  worth 
one  dollar  wholesale.  Natural  neumidi  is  smartest, 
but  black  and  colored  effects,  in  fact  neumidi  of  any 
kind,  are  very  much  in  demand,  and  in  markets 
where  the  authorities  have  not  restricted  the  use  of 
aigrettes,  they  are  being  much  used. 

It  is  to  be  regretted  that  the  flower  situation  is 
not  stronger,  but  those  who  are  in  the  know  predict 
that  their  day  is  soon  to  come  for  various  reasons — 
one,  the  scarcity  of  such  fashionable  fancy  feathers 
as  are  demanded  and  the  other  the  fact  that  they 
will  be  over  popular,  with  the  result  that  the  elite  will 
turn  to  flowers.  As  a  matter  of  fact,  there  are  many 
beautiful  flower  trimmed  hats  shown,  but  the  first 
Spring  hat,  needed  on  account  of  an  early  Easter 
even  before  the  usual  time,  will  not  be  a  flower  hat, 
for  as  usual  the  tailored  or  semi-dress  hat  is  the  first 
considered. 

A  great  many  small  flowers  in  bizarre  colorings, 
curious  brilliant  Oriental  combinations  and  others 
about  crossing  the  primary  color  line,  are  being 
shown.  These  are  worn  for  corsage  effects,  on  gowns 
and  are  applied  tight  against  a  hat. 

What  flowers  are  used  are  used  in  combinations. 
Clusters  of  small  light  silk  flowers  are  the  thing  — 
unnatural  looking  affairs,  but  quite  in  the  picture  at 
the  moment. 

There  are  as  well  decidedly  flat  wreath  or  garland 
effects  for  under  brim  decoration  also  in  multi-color, 
for  not  a  few  hats  are  so  trimmed,  brims  being  so 
bent  or  blocked  that  such  an  arrangement  naturally 
suggests  itself. 

A  FLOWER  MADE  OF  FEATHERS. 

A  novelty  from  Paris  is  a  flower  made  of  feathers. 
These  come  in  very  natural  colorings  and  to  the 
touch  are  much  more  suggestive  of  petals  than  when 
they  are  made  of  silk  or  muslin.  These  feather 
flowers  come  in  large,  medium  and  small  flowers, 
singly  in  clusters  and  in  wreaths  and  have  met  with 
approval. 

Ribbon  is  a  ready  seller  these  busy  days,  and  the 
large  millinery  jobbing    houses    are    displaying   it 


conspicuously,  also,  but  to  a  lesser  degree — crepe 
meteors,  and  plain  and  figured  satins,  the  latter  in 
tapestry  or  Oriental  effects. 

Colored  velvet  ribbons  in  all  widths  and  wide 
two-faced  satin  ribbons,  brocaded  effects  and  plaid 
velvets  are  being  bought,  as  are  picot  edge  ribbons  in 
heavy  silk,  very  old  fashioned  in  their  suggestion. 

Ribbon  is  being  used  around  the  crown,  and 
sometimes  drawn  over  it  as  well,  and  finished  with 
exaggerated  propeller  or  aeroplane  bows  at  the  back. 
There  is  nothing  soft  about  the  treatment  of  ribbon ; 
it  is  twisted  and  knotted  tightly,  to  say  nothing  of 
being  frequently  wired. 

OPENINGS    WELL    ATTENDED. 

The  February  openings  were  well  attended  and 
the  hats  imported  were  for  the  most  part  well  liked. 
There  was  a  great  deal  of  paradise  displayed  mount- 
ed in  odd  ways,  usually  over  the  crown,  and  the  posi- 
tion reversed,  for  nothing  droops  these  days,  every- 
thing is  pert,  or  dashing,  rather  than  graceful  and 
sweeping.  Most  of  the  lines  are  up,  not  down,  the 
result  as  previously  stated  being  unusually  smart. 

While  the  all  black  satin  hat,  and  other  all  black 
hats  have  been  the  best  sellers,  to  date,  it  will  un- 
questionably be  a  season  of  strong  colors,  combined 
with  a  bold  hand  but  sure  eye.  Such  a  season  is  al- 
ways good  for  trade  since  it  means  more  hats  are 
necessary. 

Malines  hats  have  also  sold  well  to  date  and  Mal- 
ines  promises  well  throughout  the  season.  The  new 
ornaments  are  worthy  of  note.  They  like  all  else 
must  be  high,  so  one  finds  sprays  and  prongs  of  jet 
which  are  to  be  used  directly  in  the  front  of  a  hat. 
at  the  base  of  a  few  neumidi  pieces  or  a  tailored  ar- 
rangement of  ribbon.  There  is  of  course  an  Oriental 
suggestion  about  the  ornaments  worn  other  than 
these  and  for  other  purposes  than  hat  trimming 
(here  is  a  demand  for  rhinestone  fringes  and  orna- 
ments. 

The  market  is  so  filled  with  novelties  that  it  is 
impossible  to  do  more  than  skim  over  them,  but  the 
general  impression  is  perhaps  conveyed. 


Spring   Millinery  Opening 

H  We  have  a  large  stock  of  latest  shapes  in  Hair  Braids,  Milans 
and  Hemp  at  very  lowest  prices. 

H  Wire  shapes  (large  assortment)  at  $1.50  per  doz. 

H  Send  in  your  orders  and  we  will  give  you  a  good  assortment. 

Ifi  ©  ffii  ft  ir  ©  a  II  HuG  <H  IFraunn®  C©m$mmj 

388  Notre  Dame  Street  West  MONTREAL 
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Jlillinerp  Specialties 

THE  BEST  YET 

Our  Representatives  will  call  on  you 
in  due  time  with  a  choice  range  of 

Right  Things 

in  Hats,  Mounts,  Flowers,  Velvets, 
Laces,  Ribbons,  Ostrich  Goods  and 
Novelties. 

Make  an  effort  to  investigate. 
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Continental  ^Manufacturer*'  intricate 

Htmtteb 

77  York  Street,  Toronto 
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Active  Season  Ahead  in  Fancy  Goods 

Caps  are  a  big  selling  line — Dainty  lingerie  caps  one  of  the  best  lines — Becom- 
ing convertible  caps  for  auto  and  outing  wear  a  desirable  and  practical 
novelty — Flashing  rhinestone  bandeaux  and  pins,  combs  and  barrettes  decor- 
ated with  rhinestones  and  mock  jewels  in  high  favor — Tea  aprons  interest 
buyers — Odd  shaped  jewelled  buttons  hard  to  keep  in  stock. 


SOMETHING  like  an  early  Victorian  revival  in 
the  wearing  of  caps  is  taking  place  only  of 
course  with  a  modern  difference.  Buyers  are 
extremely  interested  in  caps  and  are  buying  them 
freely.  Possibly  when  one  sees  the  dainty  trifle  of 
lace  ribbon  and  embroidery  one  thinks  that  they 
can  easily  be  made  at  home.  No  doubt  a  woman 
here  and  there  can  accomplish  a  smart  jaunty  cap. 
but  as  a  rule  the  necessary  touch  of  smartness  that 
gives  the  selling  value  can  only  be  achieved  by  a 
practised  hand.  Designers  have  taken  advantage 
of  the  shadow  laces  to  produce  some  beautiful  caps. 
Generally  a  cap  of  allover  shadow  is  lined  with  fine 
net  to  give  it  more  body  and  substance  and  the 
pleated  frills  made  of  the  shadow  laces  are  exquisite 
in  their  dainty  fineness. 

But  the  dainty  boudoir  cap  is  only  one  of  the  cap 
family  for  the  cap  is  in  the  lead  for  outing  sports. 


and  auto  wear.  For  auto  wear  there  is  a  cap  of  soft 
satin  with  a  half  brim  of  velvet  which  turns  back, 
forming  a  pretty  Dutch  cap.  When  more  protection 
is  wished  the  cap  is  reversed  and  the  brim  turned 
down  to  form  a  curtain  at  the  back  and  there  are 
silk  covered  rings  exactly  matching  through  which 
an  auto  veil  may  be  drawn.  This  practical  and  be- 
coming hat  comes  in  all  the  new  high  colors  as  well 
as  in  staple  shades. 

More  suitable  for  boating,  and  general  outdoor 
wear  is  a  reversible  cap  of  very  rich  firm  light  chiffon 
velvet.  This  cap  is  really  what  milliners  term  a  hood, 
and  can  be  manipulated  and  shaped  by  a  few  deft 
touches  into  almost  any  becoming  shape.  For  in- 
stance, the  crown  may  be  draped  and  the  brim  turn- 
ed up  at  side  back  or  front  as  is  best  liked  by  the 
wearer.  Moreover  as  the  cap  is  reversible,  one  side 
being  black  and  the  other  in  contrasting  color,  either 


Barette  of  rhinestone,  shown 
by  courtesy  of  E.  W.  E. 
Cowie.  Ehinestone  bandeau 
shown  by  courtesy  of  Smith, 
I)  'Entremont. 
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The  NAIAD  Shield 

Beautiful,  Sanitary. 

A  favorite  with  fashionable 
women.  The  choice  of  the 
particular. 


UNSEEN  -NAIAD  PROTECTS 


NAIAD 

DRESS  SHIELDS 

Stand  Every  Test 

The  Naiad  stands  every  test  that  any  dress  shield 
ever  stood — and  then  some. 

— The  user  likes  it  for  its  lightness,  durability, 
economy,  comfort  and  sanitary  qualities. 

— It  can  be  sterilized  in  boiling  water — the  only 
way  to  kill  germs. 

— It  does  not  deteriorate  with  age. 

— The  only  shield  that  is  as  good  the  day  it  is 
bought  as  the  day  it  is  made. 


NAIADS  are  always  ready  sellers. 

Write  us  for  samples 
and  prices. 


Wrinch,  McLaren  &  Co. 

Sole  Canadian  Manufacturers 
77  Wellington  St.  W.,  Toronto,  Can. 


UNSEEN— NAIAD  PROTECTS 
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side  can  be  worn  outside  and  the  turned  up  brim  will 
be  in  high  contrast.  Mention  should  be  made  of 
the  beauty  and  richness  of  the  colors.  Coque  de 
roche,  Paddy  green,  and  the  National  and  Saxe  blues 
are  particularly  pleasing  but  practically  any  and 
every  fashionable  shade  can  be  ordered. 

The  season  is  too  far  advanced  for  much  busi- 
ness to  be  done  in  evening  caps,  but  the  prediction 
is  made  that  the  coming  Fall  will  witness  a  very  big 
development  in  this  direction  and  that  evening  caps 
made  of  gold  and  silver  lace  and  net  will  be  big 
sellers. 

Something  to  wear  in  the  hair  now  that  such 
demure  styles  of  arranging  it  are  fashionable  seems 
to  be  a  necessity,  and  bandeaux  therefore  and  other 
hair  ornaments  are  selling  freely.  Rhinestones  are 
if  possible  even  more  popular  than  ever,  and  there 
are  some  really  lovely  things  showing  in  rhinestone 
bandeaux.  Just  simple  lines  of  brilliants  are  most 
becoming  either  to  the  young  girl  or  the  woman  of 
more  mature  age.  Combs,  pins,  particularly  the  new 
casque  pins  are  very  much  worn  anil  their  sale  is 
increasing.  All  these  articles  are  very  much  decor- 
ated, gold  chasing  and  rhinestones  being  the  leading 
decorations. 

There  is  a  decided  fancy  for  white  metal  pins  and 
barrettes  and  like  everything  else  in  hair  ornaments 
they  are  set  with  flashing  stones.  Rhinestones  are 
of  course  used,  but  colored  stones  are  also  in  evidence. 


"Oriental"    Spool    Silk 

A  trial  order  will  convince  you  that  we 
have  the  largest  assortment  of  shades 
in  100  yards  and  50  yards.  Ask  for  our 
shade  card  containing  216  shades. 

Special  Shades  will  be 
dyed     upon    request. 

Handsome  Oak  Finish  Cabinets  for  dis- 
playing stock  will  be  furnished  at  half 
manufacturing  cost  price. 

Oriental  Silk  Co.,  Limited 

52  Nazareth  St.  Montreal 


Some  of  the  most  pleasing  form  a  kind  of  metal  net 
work  with  a  stone  placed  at  each  intersection. 

Colored  crystal  and  rhinestone  buttons  in  vari- 
ous odd  shapes  and  in  the  form  of  rhinestone  studs 
with  a  rim  of  colored  glass  are  more  than  good  sell- 
ers, for  the  demand  is  so  great  that  it  is  difficult  to 
keep  up  the  supply.  Buttons  of  this  class  are  rignt 
in  line  with  the  new  craze  for  Oriental  fashions  and  it 
looks  as  though  the  vogue  of  flashing  buttons  would 
be  one  that  will  continue  and  increase. 


The  Tom  boy  convertible  cap  (left  at  top).  This  cap  is  made 
of  velvet,  and  is  reversible.  It  is  perfectly  soft  and  can 
be  pulled  into  any  shape  the  wearer  desires.  Shown  by 
R.  W.  R.  Cowie,  77  York  St.,  Toronto. 

The  Madcap  (left  at  top),  designed  for  auto  and  sports  wear. 
The  soft  cap  is  of  satin  with  brim  that  can  be  Vfom 
either  turned  back,  forming  a  Dutch  cap,  or  turned  down 
to  protect  the  neck.  Rings  are  provided,  through  which 
a  veil  may  be  threaded.  Shown  by  R.  W.  R.  Cowie,  77 
York  St.,  Toronto.  ! 

Boudoir  cap.  Dutch  shape,  of  allover  shadow  lace,  with  band 
of  Irish  crochet  with  flounce  of  pleated  lace  across  the 
back,  and  bow  of  mauve  satin  ribbon.  Shown  by  A.  & 
T.  Hall. 

Boudoir  cap  of  Swiss  embroidery  with  pleated  frill  of  shadow 
lace.  Pink  satin  ribbon  is  threaded  through  a  beading 
and  tied  in  a  dainty  bow  on  one  side.  Shown  by  A.  & 
T.  Hall. 

Another  line  that  is  finding  an  all  the  year  round 
sale  is  that  of  fancy  aprons.  Buyers  down  for  the 
openings  have  bought  largely,  and  have  expressed 
themselves  as  highly  satisfied  with  the  saleability  of 
the  line  offered.  The  latest  idea  is  the  apron  decor- 
ated with  a  hand  embroidered  spray,  the  embroidery 
of  course  being  worked  on  the  hand  machine.  Sprays 
are  so  designed  as  to  follow  the  curve  of  the  apron. 
Ruffles  of  Malines  and  of  shadow  lace  form  the  trim- 
ming and  there  are  dainty  bows  in  pink,  blue,  or  any 
other  preferred  color  and  ties  of  the  same. 
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WE  make  a  large  col- 
lection of  fancy 
articles  suitable  for 
Stationery,  Jewelry  and 
Fancy  Goods  Trades. 


\ 


L 


collar  case  Always 


LUNCHEON  OUTFIT 


POCKET 
FLASKS 


TRADER   l_J    /  MARK 

Reliable 

C.  F.  Rumpp  &  Sons 

([Manufacturers  and^Exporters  of 

Fine  Leather  Goods 

Philadelphia,  U.S.A. 


NEW  YORK   SALESROOM, 

683  and  685  BROADWAY 


Western  Canada 
Representatives  : 

Williams  &  Miller 

CALGARY,  ALTA. 


MACDONALD'S  SCARF  HOLDER 


CORRESPONDENCE 
SOLICITED. 
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Ta\e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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The  Line  That  Creates  Trade 


ABEL  MORRALL'S 
NEEDLES 

Every  Needle  Selected  and 
Guaranteed  Perfect 

STOCKED    BY    THE    BEST    JOBBERS 


Women  Prefer  "DUCHESS"  HOOPS 


-Because  of  holding  thin  or  thick 
fabrics  tightly  stretched. 

-The  Felt  Cushion  protects  the  em- 
broidered work  from  injury  when 
being  placed  in  or  removed  from  the 
hoops. 


-No  Springs  or  attachments  to  catch 

the  silks. 
-No    metal    about  the    hoops  to  rust 

and  stain  the  fabrics. 

Eight  Sizes  in  round  3,  4,  5,  6.  7,  8,  10,  12  inch. 
Three  Sizes  in  oval  3  x  6,  4  J  x  9,  6  1 12  inch. 


Order  To-day 

Your  jobber  recom- 
mends and  carries 
them. 


The  Best  and  Most  Popular  Hoops  on  the  Market 

"  Duchess  "  Hoops   have   sold  for 
15  years   in  over    18,000    stores. 


The  GIBBS  MFG.  CO.,  Canton,  Ohio,  U.S.A.  ( 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR     :    :    :    : 

Che  Dry  Goods  Review 

FOR    YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates 


The  Qrip  that  Qrips  and  Never  Slips     : 

Mr.  Dealer,  if  you  want  to  get  a  sure  grip 
on  all  the  trade  in  your  district  you  should 
stock 

SPHERE    SUSPENDERS 

They  have  stood  the  test — they  sell  the  world 
over  because  of  their  daintiness,  their  effici- 
ency and  their  economical  price. 

Just     try    them    if    you    want    a    Boom     in 

business. 


FAIRE  BRO 


LEICESTER, 
ENGLAND 


The  Buyers  Viewpoint 

Ratines  occupy  the  leading  place  so  far  in  Spring- 
novelties  in  wash  fabrics.  Big  development  in  crepes. 
All  desirable  fancy  cotton  fabrics  in  short  supply. 
Pile  fabrics  manufacturers  well  supplied  with  orders 
for  Fall  1-913-14.  Mole  plushes.  Astraehans  big- 
sellers.  Large  orders  placed  for  velvets  and  velvet- 
eens both  plain  and  fancy. 


Pile  Fabrics  Good  for  Another  Season 

Orders  already  placed  for  velvets  and  velveteens — Astraehans  and  mole  plush 
the  novelty  in  fur  imitation  lines — Novelty  velvets  will  be    used    to    combine 

with  other  materials. 


BUSINESS  in  the  primary  market  is  far 
enough  advanced  in  certain  lines  to  admit 
of  a  definite  anticipation  of  what  class  of 
fabrics  will  be  wanted  in  the  coming  Fall.  This,  in 
particular,  applies  to  pile  fabrics  which  are  already 
assured  of  another  good  season.  Pile  fabrics  have 
had  the  lead  from  a  fashion  standpoint  all  the 
Winter  of  1912-13,  and  have  finished  the  season  in 
so  strong  a  position  that  it  does  not  seem  as  though 
they  had  yet  reached  the  highest  point  of  their  popu- 
larity. 

One  convincing  evidence  of  this  lies  in  fhe  fact 
that  big  orders  for  velvets  are  already  placed  with 
European  manufacturers  for  next  Fall.     The  velvets 


ordered  are  of  the  erect  pile  variety.  Novelties  and 
fancy  velvets  are  important  and  it  is  safe  to  say  that 
brocaded  velvets  will  be  the  high  key-note.  Brocad- 
ed and  other  novelty  velvets  will  be  used  to  combine 
with  other  materials,  and  for  trimmings  and  expens- 
ive outer  wraps. 

The  vogue  of  velvets  always  includes  that  of 
velveteen.  Not  only  will  plain  velveteens  be  good 
hut  cord  weaves  are  also  being  ordered  out.  Big 
orders  are  being  booked  and  another  significant  fact 
is  that  both  the  makers  of  the  cloth  and  the  convert- 
ers are  obtaining  higher  prices  than  ruled  a  year  ago. 

Plushes,  both  in  plain  and  in  stamped  and  other 
fancy  effects  are   certain   from  the  reception   given 


Printed  trimming  silks  in  Bulgarian,  Servian  and  Turkish  patterns.     Shown  by  the  Hart  Mfg.  Co. 
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Have  These  Quick-selling  Lines  on  Your 

Counters 


a 


Monarch"    Serges 


In  Rough  Cheviot  or  Smooth  Finish.         Particularly 
the  Blue  Shades  for  Ladies'  Wear 


"Empire"    Satin 

27  and  36  inch.         In  all  the  Popular  Shades. 
The  Greatest  Value  on  the  Continent 


Vickerman's 

BLUE  CHEVIOTS  AND  BARE-CUT  SERGES 

In  Weights  Suitable  for    he  Higher-grade 
Ladies'  Tailor-made  Suits. 

SAMPLES     OR     SELLING       BUNCHES      SUPPLIED      TO      THE      TRADE 

DEPARTMENTS 
Men's  Fine  Woollens  Tailors'  Trimmings 

Ladies'  Costume  Cloths  and  Coatings 
Household  Linens  Silk  and  Satin  Linings 

fiff&Gu&jCimifed 


QUEBEC 


TORONTO 


MONTREAL 
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plushes  in  the  Winter  that  is  passing,  and  from  the 
strong  selling  position  in  which  plushes  have  finished 
the  present  selling  season.     Besides  plain  and  stamp- 
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Summer    weight    wool    ratine.      Shown    by 
W.   R.   Brock   Co.,  Montreal. 


ed  plushes,  the  manufacturers  are  putting  out  fancies 
which  show  patterns  in  high  color -combinations. 

In  cloaking  plushes  the  high  novelty  is  the  dupli- 
cation of  mole-skin.  This  imitation  is  shown  in  such 
perfection  of  pile  and  color  that  it  is  difficult  to  tell 
it  from  the  real  skin. 

Another  seller  for  the  coming  AVinter  is  Astra- 
chan  cloakings  in  a  varied  number  of  weave-  and 
curl. 

Other  weaves  imitating  fur  are  also  proving 
desirable  for  Fall  selling  because  they  combine  the 
warmth  and  the  appearance  of  fur  with  moderate 
price.  Astrachans,  mole  plushes,  seal  plushes,  and 
other  imitations  promise  to  he  used  extensively  for 
making  up  into  sets  both  for  children's  and  grown- 
ups wear.  These  sets,  when  well  made  are  attractive 
and  a  big  business  is  anticipated  for  them. 


Are  Featuring  Cotton  Ratines 

Excellent  distribution  of  better  grade  ma- 
terials —  French  and    English    makers  of 
novelty  cottons  in  a  sold  up  condition. 

There  is  a  very  big  development  in  the  field  of 
novelty  cotton  fabrics  and  the  feature  of  the  demand 
is  the  big  sale  of  high  class  and  expensive  cottons. 
Deliveries  for  some  time  now  have  been  in  a  bad 
state  and  jobbing  houses  have  had  extreme  difficulty 
in  keeping  up  stocks.  This  condition  is  likely  to 
continue  as  advices  from  abroad  state  that  both  the 
Manchester  and  French  mills  are  sold  up  far  in  ad- 
vance of  orders,  and  this  condition  is  promising  to 


develop  into  a  well  defined  shortage  when  the  selling 
season  fully  opens  up. 

So  far  the  retail  trade  has  made  a  big  feature  of 
ratine.  Many  attractive  novelties  in  this  weave  are 
shown  and  in  most  cases  prices  parallel  those  in  the 
section  devoted  to  wool  fabrics.  Ratines  to  retail  from 
$1.00  to  $2.00  are  freely  shown  and  it  is  a  point 
that  should  be  noted  that  the  city  stores  showing 
these  cloths  are  doing  good  business.  All  through 
the  department  this  feature  holds  good,  and  the  line 
of  cotton  novelties  to  sell  at  50c  is  a  very  large  one. 
Crepe  fabrics  are  also  in  the  novelty  class  and  here 
also  deliveries  are  hard  to  secure,  the  English  makers 
in  many  cases  asking  advances.  Handsome  embroid- 
ered crepes  are  good  sellers,  but  the  high  novelty  are 
the  printed  crepes  in  Jouy  and  Bulgarian  patterns. 
There  is  a  decided  revival  of  borders  and  handsome 
bordered  crepes  show  both  ratine  and  printed  floral 
and  Bulgarian  patterns.  Crepe  fabrics  decorated 
with  ratine  stripes  are  leaders  in  popular  priced 
lines.  Crepe  voiles  and  voiles  are  particularly  good 
in  white  particularly  when  decorated  with  cord 
stripes. 

Piques,  welts,  poplins,  cotton  Bedfords  and  fancy 
cord*  from  the  point  of  yardage  are  the  best  sellers. 


These  four  cloths  represent  the  latest  in  fabric  development: 
Brocaded  woollen  allover  brocaded  pattern  in  self-color. 
Tricot  or  basket  cloth,  woven  reproduction  of  a  knitted 

fabric. 
Eatine  wool  brocade. 
Cotton  brocade  ribbed  ground  and  satin  figure. 


White,  and   solid  colors  are  strong  and  so  are   the 
combination  patterns  in  stripes. 

The  Fall  business  in  cottons  has  been  excellent, 
substantial  orders  having  been  booked  on  all  lead- 
ing lines.  Outing  flannels  both  in  fancies  and  in 
solid  colors  have  sold  freely,  and  many  manufactur- 
ers are  deeply  engaged.  Dress  ginghams  have  also 
sold  well  as  these  fabrics  are  used  largely  by  manu- 
facturers making  childrens  garments  and  the  Better 
class  of  house  dresses. 


98 


DRESS    GOODS 


Dry  Goods  Review 


R::?  Trade  Ma:.a 

PROOFED    BY 

The  '-GiwwiOe'O  LT? 


FOR  RAINY  DAYS 


there  is  nothing  you  can 
wear  so  satisfactory  as  a 


DUSTPROOF 

as  well  as 
SHOWERPROOF. 


COAT. 


(REG.)S 


Facsimile  of  Stamp. 
The  CRAVENETTE  Co., 
Ltd.,  affix  their  stamp  only 
to  such  goods  as  are  suit- 
able in  quality  for  Shower- 
proof purposes.  Therefore, 
this  stamp  is  a  guarantee 
not  only  of  Shower-proof 
properties,  but  also  of  the 
Quality  if  the  Material. 


The  "Cravenette"  proof  is  rain  and  weather  resisting,  be- 
cause it  treats  each  separate  fibre  of  the  cloth;  it  is  perma- 
nently rainproof,  water  running  off  as  from  a  duck's  back. 
The  ventilation  is  perfect,  the  goods  being  porous. 
"Cravenette"  fabrics  in  great  variety  in  black  and  colours, 
and  ready-to-wear  Coats  and  Cloaks  in  tasteful  and  fashion- 
able styles,  are  readily  obtainable  FEOM  ALL  LEADING 
IMPOETERS. 

In  case  01  any  difficulty,  please  write  to 

THE  CRAVENETTE  CO.,  LTD.,  2  Well  St.,  BRADFORD, 


ATTRACTIVE  SHOW  CARDS  FOR  WINDOW 
DISPLAY  CAN  BE  OBTAINED  THROUGH 
WHOLESALE     IMPORTING    HOUSE. 


m 

Cnpvrieht 


Let  us  send  you  the  1913  samples  of 


Copyright. 


An  Exact 
Reproduction 


This  is  Your 
Protection 


PATENTED 


HAND 


******  B«SS»*** 

LACE 


MADE 


Manufactured  solely  by  Birkin  &  Co.,   Nottingham,  England 

Also  Manufacturers  of    High  Class  Washing  Valenciennes 
and  Exclusive  Novelties  in  Dress  Laces,  Allover  Nets,  Etc. 

Canadian  Agent:  A.  B.  FISHER, 

400  Empire  Building,  64  Wellington  Street  West,  TORONTO 
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Dress  Broches 


One  of  our  many  designs 


HAYES  &   LAILEY 

TORONTO 
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Silks 
Satins 
Velvets 


On 

o 


S3 
O 
fD 

C/3 

(XI 

&> 

r-h 

■Mat    • 

C/3 


HAYES  &  LAI  LEY 


Two  Questions  and  a  Fact 

^        To  the  Silk  and  Dress  Goods        j^ 
•  Buyer:  • 


HAVE  you  customers  who  want  something 
for  evening  gowns  or  tailored  costumes,  a  little 
higher  in  price  and  a  little  more  "extreme" 
than  the  larger  percentage  of  your  patrons 
call  for? 

ARE  you  aware  that  the  very  latest  novelty 
effects  are  in  our  stock  and  we  are  catering  for 
this  very  demand? 

HERE  are  a  few  special  lines:  32  in.  Came- 
leon  Armures,  40  in.  Faille  Mousselines,  32  in. 
shot  and  plain  Broches  in  quiet  tones  for  street 
and  evening  wear. 

High  class  wide  width  Messaline,  Duchess 
and  Charmeuse  Silks  in  the  prevailing  colors. 

Write  us  for  samples  and  the  return  mail  will 
carry  them  to  you. 


HAYES  &  LAI  LEY 


Serge 
Cloth 

Vicunas 

Tailor's 
Linings 


<x> 

C/D 

c 

*   *■■■ 


G 

CM 


101 


Dry  Goods  Review 


DRESS    GOODS 


JHKKKXKMXKXKK><X>0^>(K)<KKKKKKK><^^ 


WHITE  GOODS 

will  be  in  great  demand  this  Spring  and  Summer 

Lingerie  Muslins 

Sheer  Mercerised  Muslins 

and  India  Linons 

Our  "Lisle,"   "Lingerie"  and  "Imperial"  Muslins 

are  the  acme  of  style  and  can  be  had  from  all 

wholesale  salesmen  now  on  the  road. 

The  Montreal  Cottons,  Limited 

SALES  OFFICES: 

Toronto  MONTREAL  Winnipeg 


'<>CK><><><XX><>0<><>CK>0{><><>^^ 


jpp-  Good  Coat  Linings  are  essential  if  you  wish  to  please  your  customers 


Kirk's  Permanent  Finish 

'PERMANENT'  FINISH  for  ITALIANS. 

'TpHIS  Finish  on  Botany  Weft  Italians  is  well  known  to  the  trade,  and  has  been  so 
-*-  successful  that  it  has  come  to  be  regarded  as  a  guarantee  of  the  wearing  qualities  of 
the  Linings,  as  well  as  the  superior  quality  of  the  Finish,  and  is  quite  unapproached  by  any 
other  process.  The  goods  are  absolutely  permanent  to  the  tailor 's  iron,  lustre  and  handle 
are  always  maintained,  and  pieces  kept  in  stock  improve  in  appearance.  The  black  is  dyed 
by  the  latest  and  most  improved  method. 

PATTERNS   showing   FINISH   can   be   had   on   application   to 

THE  BRADFORD  DYERS'  ASSOCIATION,  LTD.  ?LYU^,^Tl0ornddon 

Showcards   or   booklets,    if   desired,    may    be   had   by   applying   through   Wholesale   Importing   Houses. 
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Meranda 


Costume 


Serges 


We  Help  You  Sell 

Priestleys'  r%5wl 


FINISH 

THE 

WORLDS 
BEST 


ISUPERBA 

# 

# 
# 

* 
# 
# 


Dress 
Fabrics 


They  are  known  the  world  over  as  the 
Standard  in  Dress  Goods. 

See  the  range  for  Spring  1913 


Electros   like  these 

furnished  free  for 

your  newspaper 

advertising 


Barbican 
.'.   Cloth! 


Greenshields  Limited,  Montreal 

Sole  Agents  in  Canada  for  Priestleys*   Dress  Fabrics 


Merchants  and   Buyers 

get  the  habit  of  reading  the  advertise- 
ments each  issue.  They  contain 
valuable  information  about  goods 
you  should  know  about. 

Clerks 

get  familiar  with  the  selling  points  of 
the  goods  you  have  in  stock.  Many 
good  selling  arguments  are  found  in 
the  advertisements  in  the  "Review" 
each  issue. 
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The 


"PIRLE" 


(Reg'd) 


Finish. 

"Indispensable  for  the  Open-Air  Girl." 


A  "  PIRLE  "  COSTUME 

does  not  mark  or  cockle  with  rain. 

"Lady's  Realm"  says: — "The  outdoor  girl  who  loves  to 
cycle,  walk,  and  drive  will  never  wear  anything  but  a 
'PIRLE'  costume  when  she  has  once  donned' one.  It  may 
be  the  shower  of  May  or  the  storm  of  November,  her  neat 
cloth  dress  will  remain  unspotted  and  unshrunk,  and, 
when  dry,  will  be  as  fresh  as  when  it  came  from  the 
lailor's  hands." 

"Madge,"  in  "Truth,"  sfys: — "Every  dressmaker  ought 
to  leave  out  a  bit  of  selvedge  somewhere  with  the 
'I'IRLE'  stamp  on  it,  as  this  affords  an  absolute  guar- 
antee for  the  wearer.  The  Proprietors  undertake  to 
make  good  any  material  so  stamped  that  has  been 
actually  damaged  by  rain." 

"  Pirle  "  finished  Cloths  and  made-up  Skirts 

in  great  variety  to  be  obtained 

from  Leading' Importers. 

If  any  difficulty,  please  write  to 

The  Bradford  Dyers'  Association,  Ltd. 

39  Wall  Street      I    128-129  Cheapside 
Bradford.  '  London. 

England. 

Attractive    rhowcards    supplied    free    of    charge 
through    leading    importers. 


ft 


Copyright 


KING'S 

Established  1775 

FAMOUS 

Sold  by  leading  jobber* 

SCOTCH 

Every  piece  perfect 

HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 
Montreal  and  Toronto 


Store  Management-Complete 


16  Full-Page 
Illustrations 


272  Page* 
Bound  in  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  BOOK 

BY 

FRANK 
FARRINGTON 

A  Companion  Book  to 

Retail  Advertising 
Complete 

$1.00  POSTPAID 

"Store  Management- 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
but  the  largest  profit 
may  be  realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample: 

CHAPTER  V.-THE 
STORE  POLICY- What  it 
should  be  to  hold  trade. 
The  money-back  plan. 
Taking  back  goods. 
Meeting  cut  rates. 
Selling  remnants.  De- 
livering goods.  Sub- 
stitution Handling 
telephone  calls. 
Courtesy.  Rebating 
railroad  fare.  Courtesy 
to  customers. 

JUST  PUBLISHED 


Stnd  us  $1 .00.    Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 

TORONTO 
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NEW    LABEL    FOR    STEELCLAD    GALATEAS 


To  avoid  confusion  with  any  ticket  used  on  Galatea  resembling 

STEELCLAD,   we   have   changed   the   style    of   STEELCLAD 

GALATEA  ticket  as  shown  above. 

STEELCLAD    GALATEA 

Is  the  Ideal  Fabric  for  Ladies'  and  Children's  Wear 

Light   in   weight  —  Shrink   and   Stretch    Proof.      A   beautiful    finish. 
More  than  Y^  yard  wide.     Retails  with  good  profit  at  popular  prices. 


Put  STEELCLAD  on  your  shelves. 
It    will    sell    all    the    year    round 


See  your  Wholesaler  for  the  Goods 

Made  and  Guaranteed  by 


Dominion  Textile  Company,  Limited 

SALES  OFFICE: 
Toronto  MONTREAL  Winnipeg 
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The  Buyer's  Viewpoint 

A  big  variety  is  being  shown  in  mats  and  rugs 
for  use  in  Summer  cottages  and  on  verandahs.  Splen- 
did demand  promises  in  tbese  lines. 


Variety  of  Lines  for  Summer  Furnishings 

Many  new  ideas  are  being  introduced  in  the  way  of  mats  and  rugs  for  veran- 
dahs— Mourzouk  rugs  are  well  to  the  front — Fabrics  of  all  kinds  are  being  used 


PERHAPS  during  no  season  in  the  past  has 
there  been  such  great  variety  of  mats,  and 
rugs  for  verandah  or  Summer  home  furnish- 
ing as  are  to  be  displayed  this  season.  New  lines,  too, 
are  being  introduced  in  verandah  furniture,  and 
greater  variety  being  displayed  in  the  older  lines,  so 
that  the  problem  of  stocking  and  displaying  these 
seasonable  goods  is  becoming  a  more  important  one 
yearly. 

In  buying  mats  and  rugs  for  the  summer  home 
the  wholesaler,  or  the  merchant  if  he  buys  direct. 
has  to  look  to  every  quarter  of  the  globe.  From  the 
western  states  come  the  western  wire  grass  fabrics 
made  into  rugs.  These  come  in  all  sizes,  right  from 
the  smallest  mats  up  to  big  carpet  sizes.  The  rug  in 
green,  its  natural  color,  is  most  saleable,  but  variety 
is  given  by  the  introduction  of  brown,  blue  or  red 
either  in  part  or  to  the  total  exclusion  of  green. 
The>e  colors  are  printed  with  oil  paint  printing 
and  though  not  fast,  prove  very  durable  and  satis- 
factory. Fancy  effects  are  produced  by  printing  in 
two  tones,  or  sometimes  by  medallion  effects  of  two 
or  more  colors,  worked  in  simple  oriental  designs. 
From  Japan  come  the  printed  straw  mats  and  rugs 
made  in  breadths,  and  come  in  all  sizes  from  mats 
to  rugs.  Fancy  rugs  in  both  Japanese  and  Chinese 
mattings  are  becoming  stronger  and  will  lie  used 
very  extensively  this  coming  season.  Then  there 
are  the  jaeqnard  mats  which  greatly  resemble  the 
Japanese  matting.  In  the  more  expensive  mats, 
the  colors  are  woven  right  in,  lint  in  the  greater 
number  offered  for  sale  the  coloring  is  simply  sten- 
cilled. These  come  in  sizes  3x6,  6x9,  9x9,  9x10 
and  9x12,   thus  being  suitable    for    any    purpose. 


Demand  for  these  is  continually  increasing. 


Being 


inexpensive  they  are  used  very  frequently  in  the 
summer  home  for  one  season  and  then  thrown  away. 
From  Japan,  too,  comes  a  rice  straw  mat — an  imita- 
tion of  the  western  wire  grass  mats.  This,  however, 
is  more  suitable  for  indoor  purposes,  as  the  printing 
is  more  liable  to  brush  off,  and  less  fitted  to  wi( li- 
st and  sun  and  rain. 

Then  from  China  come  the  twisted  damask 
straw  rugs.  These  are  made  from  a  heavy  Chinese 
straw  in  damask  weave  and  damask  patterns.  They 
are  made  in  two  colors,  natural  and  one  other,  and 
are  used  very  extensively  where  an  inexpensive  ver- 
andah covering  is  desired.  These,  too,  can  be  had 
in  all  sizes. 

The  par  excellence  in  out  door  rugs  and  strips, 
however,  is  presented  in  what  are  called  the  mour- 
zouk rugs.  These  are  very  heavy  and  durable,  and 
come  in  a  variety  of  colors  and  patterns.  Two  or 
three  qualities,  varying  greatly  in  weight-  are  pre- 
sented in  these,  and  come  in  both  English  and 
Continental  sizes. 

For  indoor  summer  rugs  most  of  the  above  are 
used  very  freely,  in  addition  to  a  variety  of  rugs 
used  exclusively  for  indoor  purposes.  From  the 
States  comes  a  fibre  rug  made  out  of  paper  and 
another  made  from  paper  and  a  coarse  wool.  Both 
of  these  are  presented  in  dark  colors  in  medallion 
effects,  various  matting  effects,  and  regular  carpet 
designs.  From  Europe  also  comes  a  paper  fibre 
rug.  Being  made  in  almost  all  the  European  count- 
ries a  very  great  variety  both  in  designs  and  colorings 
is  presented,  but  for  the  most  part  these  are  dis- 
tinctively characteristic  of  the  country  in  which 
they  are  manufactured. 
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Good  Values 


MEAN 


Good  Business 


If  you  want  to  command  the  best 
trade  in  Pillows  and  Comforters,  or 
if  your  trade  is  developing  into  better 
grades,  try  out  Swan  Brand  lines. 

No  other  similar  lines  in  Canada 
are  made  from  better  materials,  or 
finished  with  more  care.  Our  goods 
stand  for  quality  and  absolute  relia- 
bility. 

Send  us  a  trial  order.  We  make  a 
specialty  of  prompt  shipments. 

The  Toronto  Feather  &  Down 
Company,  Limited 

"Where  the  Eeliable  Goods  Come  From." 

35   BRITAIN    STREET,    TORONTO 

Eastern  Agents: 

J.    F.    Hughes    &    Co.,    corner    St.    Catherine    and 

University  Streets,  Montreal,  Que. 


SPRING  1913 


IN  CASE  SOMETHING 
IS  FORGOTTEN 

We  have  prepared  a  number  of 
small  sample  books  of  classified 
Wall  Papers,  ready  for  mailing  at  a 
moment's  notice,  such  as  : — 

Stripes 

Independents 
Crowns 

Decorative  Trimmers 
Ceiling  Papers 

Fabric  Effects 

Leathers 

Oatmeals 

Etc.,  Etc. 

Write  us  if  you  are  short  of  any- 
thing and  the  return  mail  will  bring 
you  what  you  require. 

STAUNTONS   LIMITED 

Wall  Paper   Manufacturers 
941  Yonge  St.  TORONTO 
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Throughout  the  States  colonial  rag  rugs  and  rag 
mats  are  becoming  very  popular.  Up  to  the  present 
time  these  have  not  been  introduced  here  to  any 
great  extent,  but  they  are  continually  growing  in 
favor  and  in  another  season  or  so  are  expected  to 
be  used  very  freely.  These  rugs  are  made  in  the 
States  in  colonial  rag  effects.  A  more  elaborate 
appearance  is  produced  by  the  introduction  of  pretty 
poster  borders,  and  a  variety  of  such  contrivances 
all  producing  an  effect  of  neatness  and  simplicity. 

Round  rag  mats,  duplicates  of  the  old  hook  mats 
such  as  grandma  used  to  make,  are  meeting  with 
great  favor  throughout  the  States.  In  some  parts 
the  makers  sign  these  just  as  an  artist  would  sign 
his  most  perfect  painting,  and  sell  them  in  the 
shops.  So  strong  are  they  in  the  States  that  they 
are  almost  past  the  stage  of  being  simply  a  fad,  and 
are  coming  to  be  regarded  as  a  fixture.  But  in 
Canada  they  are  as  yet  only  being  introduced. 
There  is  nothing  very  elaborate  about  them.  After 
all  is  said  and  done  they  are  simply  duplicates 
of  the  old  round  hook  mat  which  may  still  be  seen 
in  some  of  the  oldest  country  homes  throughout  the 
province. 

Then  too,  there  are  the  Moravian  rugs  made  out 
of  a  cheap  jute,  and  used  for  indoor  purposes. 

But  of  all  these,  both  for  outdoor  and  indoor 
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Oriental  &ug£ 

FOR  THE  SPRING  TRADE 


I  am  prepared  to  offer  the  trade  one  of  the 
largest  assortments  of  high-grade  Oriental 
rugs  that  I  have  ever  been  able  to  present 
before.  My  stock  consists  of  Real  Smyrna, 
Persian,  Caucasian  and  East  Indian.  With 
Oriental  rugs  so  much  in  vogue  at  the  present 
time,  why  not  stock  this  line,  which  is  sure 
to  meet  the  demand  of  your  best  customers. 
And  the  prices  ensure  good  profits  to  your- 
self and  satisfaction  to  your  patrons.  Mail 
orders  promptly  attended  to. 


Levon  Babayan 

Wholesale  only 

77  Bay  Street  Toronto,  Ont. 

Constantinople,      Smyrna,     Tiflis,     London 
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purposes,  the  Chinese  and  Japanese  mattings,  the 
western  wire  grass,  and  the  Mourzouk  rugs  and  mats 
are  sold  very  exclusively,  but  these  are  more  popular 
in  the  better  summer  homes. 

In  verandah  furniture  great  variety  is  also  shown. 
Some  years  ago  verandah  furniture  and  summer 
furnishings  of  all  kinds  were  considered  as  a  side 
line,  and  were  handled  almost  exclusively  by  the 
furniture  man,  but  to-day  this  is  developing  into 
a  branch  for  the  dry  goods  retailer  as  well,  to  be 
handled  along  with  the  hundred  and  one  other  lines 
which  the  summer  cottager  seeks  at  his  store. 

All  styles  of  summer  furniture  are  being  devel- 
oped so  that  this  season  greater  variety  than  ever 
will  be  displayed.  There  is  the  reed  and  willow 
furniture  manufactured  in  several  of  the  towns  and 
cities  throughout  Ontario.  This  is  sold  chiefly  in 
buff  and  makes  a  big  feature.  Then  there  is  the 
rattan  furniture  coming  in  natural,  green  and 
brown.  Imported  from  Japan  and  China  comes  the 
seagrass  furniture  in  natural  coloring  unaffected  by 
sun  or  rain.  From  the  states  comes  the  prairie 
grass  furniture  with  framework  of  red,  green  and 
natural,  and  with  seat  and  back  in  natural  cane. 

Old  hickory  furniture  will  meet  with  greater 
demand  than  ever.  Throughout  the  States  where  it 
is  made  it  has  become  very  popular,  and  now  its 
popularity  is  rapidly  spreading  throughout  Canada. 
Being  heavy,  plain  and  strong  in  structure,  it  at 
once  adapts  itself  to  all  purposes  in  the  summer 
home,  and  through  its  attractive  appearance  is  rap- 
idly becoming  a  strong  feature. 


News  Items 

Victoria,  B.C. — Cunningham  and  McLean  have 
purchased  a  new  location  and  are  holding  a  big 
clearance  sale  preparatory  to  moving. 

Winnipeg,  Man. — The  loss  through  the  gutting 
of  the  Avenue  Block  on  Portage  Avenue  by  fire  early 
this  morning  approximates  a  quarter  of  a  million 
dollars.  The  building  was  of  stone,  three  storeys, 
and  was  owned  by  Sir  Daniel  McMillan.  The  walls 
are  left  standing,  but  the  interior  is  wrecked.  Stilas 
&  Humphries,  men's  furnishings,  sustained  the 
heaviest  loss,  estimated  at  sixty  thousand. 

Maryfield,  Sask. — The  men's  wear  store  of  H.  0. 
Fowler,  was  burned  out. 

High  River,  Alta. — Miss  Jean  A.  Simpson  has 
succeeded  Miss  Clute  in  the  millinery  and  fancy 
goods  business. 

Wingham,  Ont. — McGee  &  Campbell,  men's  fur- 
nishers, are  holding  a  going  out  of  business  sale. 

Calgary,  Alta. — Andrews,  Moffat  &  Co.  are  open- 
ing a  new  men's  wear  store  in  the  Crescent  Heights 
section.    It  will  be  known  as  "The  Economic." 
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If  the  QUESTION  is  House  Furnishings? 
The  ANSWER  is  Greenshields 

20  Lines  We  SPECIALIZE  in 


Quilts 

Hartshorn  Rollers 

Madras  Muslins 

Blankets 

Rubber  and  Cocoa  Mats 

Bungalow  Nets 

Carpets 

Tap.  Curtains 

Scrim 

Linoleums 

Couch  Covers 

Cretonnes 

Shades 

Table  Covers 

Upholstery  Goods 

Shade  Cloths 

Comforters 

Velours 

Curtain  Rods 

Lace  Curtains 

Canada's   Largest   House   Furnishing  Department  is 

at  your  service 

GREENSHIELDS   LIMITED 

Montreal 


European    Museum    Reproductions 

The  finest  display  of  riglit-up-to-the-minute  rugs  we  have  ever  shown 
is  now  at  the  service  of  the  Canadian  merchant.  We  are  importers 
and  agents  for  Axminster  Rugs  and  Mats,  Seamless  reproductions  of 
Oriental  Rugs  and  Mats,  Matting,  Curtains,  etc. 

Write  for  our  sample  line  if  you  do  not  know  our  goods  and  we  will 
convince  you  that  our  reproductions  of  Orientals  are  the  best  seamless 
goods  made  in  the  world. 

Canadian  agents  for :  Hermann  Patz,  Oelsnitz,  Saxony,  and 
Sachsische  Kunstweberei   Claviez,  Adorf,  Saxony.  Our  prices  are  right. 

Send  for  Color  Cards 

OTTO  T.  E.  VEIT  &  CO. 

IMPORTERS  AND  COMMISSIONERS 

SHOWROOMS  : 
726  Empire  Building,   64  Wellington  St.  West 

TORONTO 

Phone,  Main  2592 
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DEARDEN  QUILTS 

Made  by  Jonathan  Dearden  &  Co.,  Ltd. 

11-13  Bridgewater  Place,  Manchester,         Mills:  Bolton,  Lanes. 

Our  specialty  is  weaving  names  and  special  designs  in  quilts  for  hotels, 
steamships,  railroads,  etc. 

Find  out  the  requirements  of  your  local  hotels  and  institutions  and 
submit  conditions  to  us.  This  trade  is  an  ideal  one  because  it  entails  no 
carrying  of  stock,  yet  it  gives  a  fair  profit. 

Let  us  submit  our  1913-14  samples  of  sheeting  and  quilts  for  your 
approval. 


R.  H.  COSBIE,  Limited 

30  Wellington  St.  W.  Toronto 

Irish  Linen  Agency 


The  Eureka  Electric   Suction  Cleaner 

ADVERTISES   ITSELF 

The  Dry  Goods  merchant  who  uses  the  EUREKA  is  keeping  his  store  in  a  cleanly,  sanitary 
condition,  and  is,  at  the  same  time,  taking  the  best  possible  means  towards  BOOSTING 
THE  SALES  OP  THIS  MACHINE  IN  HIS  HOUSE  FURNISHING  DEPARTMENT.  That 
is  why  Vacuum  Cleaners  are  a  line  particularly  adapted  to  the  dry  goods  trade.  People 
want  the  EUREKA  when   they  see  it  in   operation.     It  is   so  different  from   other  cleaners. 

Write  the  Retails  at  $45.00 

Onward  Manufacturing  Co. 

BERLIN  -:-  -:-  -:-  ONTARIO 


Talk  to  the  Man 

who  has  the  final  say  about  what  goods  come  into  the  store 
through  the  columns  of  "The  Review." 

He  reads  it  because  it  pays  him.    Why  not  tell  him  why  he 
should  buy  your  product? 


no 


DRY    GOODS    REVIEW 


r\0  you  know  of 
any  dry  goods 
dealer,  anywhere  in 
Canada,  who  does 
not  subscribe  to  the 
Dry  Goods  Review? 

If  so,  you  will  be  doing  him 
a  good  turn  by  giving  us  his 
name  and  address,  so  that 
we  may  send  him  a  sample 
copy  and  an  order  blank. 


DRY  GOODS  REVIEW 

Canada's  Only   Semi-Monthly  Dry  Goods  Paper 

MONTREAL    TORONTO    WINNIPEG 
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Forecast  of  Fall  Underwear  Market 

Conditions  as  they  exist — The  advancesjpredicted  depend  on  the  wool  market 
of  the  future  —  In   benefiting  by  conditions,  retailers  have  every   excuse  for 

higher  profits. 


FALL  placing  on  underwear  is  progressing 
favorably.  Most  of  the  mills  are  comfortably 
sold  up.  Others  have  withdrawn  samples  of 
leading  numbers  which  are  sold  to  capacity.  The 
margin  of  orders,  still  to  be  booked  by  jobbers  or 
direct  representatives  indicates  that  merchants  can 
be  supplied  with  fair  quantities  for  some  time  yet. 

The  unique  conditions  of  this  year's  market  have 
been  entirely  in  the  merchants  interest.  Competition 
up  until  the  time  mills  withdrew  samples  was  keener 
than  in  previous  seasons.  There  are  several  reasons 
for  these  conditions,  but  the  trade  does  not  see  that 
any  advantages  have  been  gained.  Mills  have  book- 
ed orders  early  but  the  controversy  of  values  simply 
to  influence  business  has  not  resulted  in  any  other 
improvement. 

It  is  claimed  that  conditions  are  such  that  business 
placed  on  lines  up  to  $3  dozen  is  not  profitable.  Some 
mills  did  not  take  out  samples  less  than  $4  a  dozen,  as 
they  preferred  to  lose  the  cheaper  business.  Values 
shown  in  competition  justified  these  mills  in  their 
contention  that  the  demand  for  better  grades  is 
growing  sufficiently  to  keep  knitting  machines  on 
profitable  work.  Representatives  are  advising  their 
accounts  that  values  up  to  a  certain  price  are  bought 
better  elsewhere.  Travelers  are  satisfied  to  see  these 
orders  placed  in  other  quarters  and  to  book  the  bet- 
ter grades  as  far  as  possible. 

The  values  offered  have  created  conditions,  which 
cannot  continue.  It  is  seen  that  the  trade  were  aware 
of  the  competitive  quotations  and  in  anticipating 
higher  prices  wore  anxious  to  place  the  bulk  of  their 
orders  early,  especially  in  the  cheaper  grades.  Some 
orders  have  been  placed  on  a  5  per  cent,  basis.  On 
some  numbers,  values  compared  for  weight  and  qua- 
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lity  of  yarns  used  are  estimated  at  a  loss  of  as  high 
as  40c  on  the  dozen.  As  pointed  out  early  in  the 
season  advances  were  expected  until  ranges  and 
prices  quoted  made  any  changes  improbable.  Sev- 
eral mills  adhered  to  last  year's  figures.  They  were 
satisfied  they  could  hold  their  trade  with  values, 
which  were  suitable  a  previous  season.  This  ar- 
rangement has  proved  satisfactory  but  buyers  are 
being  advised  that  conditions  are  too  speculative  to 
continue. 

The  present  prices  of  wools  and  the  figures  which 
are  considered  a  safe  estimate  in  quoting  prices  may 
warrant  this  conclusion.  Prices  on  which  orders 
have  been  booked  are  estimated  on  stock  at  last  year's 
low  figures.  The  quantity  of  business  taken  until 
samples  were  withdrawn  is  no  doubt  profitable  en- 
ough with  the  large  output.  The  cost  of  production 
is  higher  but  does  not  change  sufficiently  in  one  sea- 
son's output  to  alter  estimates  from  those  of  a  specu- 
lative yarn  market. 

On  this  assumption  and  with  orders  booked  for 
Fall,  the  talked  of  future  advances  depend  on  the 
wool  market  of  the  future.  This  season's  business 
as  placed  is  good  buying  and,  as  buyers  are  covered, 
the  likelihood  of  changed  prices  is  reduced.  Com- 
petitive conditions  still  make  a  seller's  market,  which 
is  for  the  present  at  least  in  the  merchants  interests. 
There  is  every  confidence  that  prices  will  be  higher. 
At  any  rate  quotations  will  not  be  lower  for  some 
time. 

It)  benefiting  by  these  conditions  retailers  have 
every  excuse  for  higher  profits.  There  is  no  question 
of  value,  as  pointed  out.  For  Fall,  merchants,  who 
bring  their  underwear  values  up  to  a  standard,  which 
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asfe  gour  OTfiolesaler  Jfnr 

SCOTCH  KNIT 

Woollen   Gloves 
Woollen     Caps 

Woollen   Waistcoats 

Woollen   Motor-Scarves 

LEICESTER 

Sweater   Coats 

Caps  and  Motor  Scarves,  etc. 

To  the  wholesale  trade 

We    are    representing: — 

J.  L.  Gibson  &  Co.,   Dumfries,     -  Scotland 

John  Currie  Son  &  Co.,  Stewarton,  Scotland 

William  Lockie  &  Co.,  Hawick,      -  Scotland 

H.  W.  Plant  &  Co.,  Leicester,         -  England 

All  of  whom  are  the    largest   and    best    manufacturers    of  their   respective    lines. 


Seward   Bros. 

Selling  Agents  to  the  Wholesale  Only 

251  St.  James  St.  -  Montreal 

PHONE,  MAIN  4179 
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is  in  keeping  with  firm  prices  are  sizing  up  condi- 
tions bound  to  confront  the  trade  if  present  wool 
prices  continue.  Outside  of  the  speculative  features 
of  the  market  is  the  knowledge  that  underwear 
stocks  are  not  being  sold  too  cheaply.  Gradual  ad- 
vances make  future  advances  easier.  Every  depart- 
ment is  entitled  to  all  the  profits  it  can  procure.  With 
values  to  stand  the  prices  there  is  every  reason  to  se- 
cure the  advances  now. 


Larger  Margin   Needed   on   Knit  Goods 

(Concluded  from  last  issue.) 

If  the  limit  of  cost  and  corresponding  retail 
prices  show  33  1-3  to  50  per  cent,,  the  totaL.  of  stock 
is  reduced  to  increase  the  turnover  on  investment. 
Whether  the  volume  of  business  or  change  in  de- 
mand is  solving  the  problem  on  a  50  per  cent,  basis, 
because  of  style  or  averaged  advance,  is  a  depart- 
ment manager's  question.  It  must  be  admitted  that 
buying  for  the  underwear  and  hosiery  sections  is 
harder  than  in  other  lines,  provided  the  standard 
is  50  per  cent,  advance.  The  tendency,  as  in  every 
other  department  is  to  let  jobbers  and  mills  carry 
the  stock,  irrespective  of  the  branded  line.  A  great 
deal  can  be  said  on  both  sides  of  this  argument- 
Larger  profits  and  their  necessity  suggest  that 
the  ranges  can  be  averaged  to  show  50  per  cent,  ad- 
vance. The  result  is  due  partly  to  clever  buying  and 
partly  to  salesmanship.  The  standard  of  the  mar- 
ket and  the  number  of  ranges  shows  that  the  im- 
provement is  in.  the  merchants  hands  if  they  have 
not  already  accomplished  the  result.  Retailing  com- 
petition is  to  blame.  Values  are  produced  to-day, 
which  pay  the  advances  on  a  selling  average. 


Fairness  in  allotting  overhead  expenses  is  a  mat- 
ter of  individual  expenses.  Different  practices  are 
followed  but,  in  justice  to  other  sections  of  the  store, 
the  costs  should  be  applied  and  the  department 
brought  to  the  required  standard.  Sooner  or  later, 
the  costs  of  doing  business  are  going  to  increase  as 
the  section  grows.  Selling  trend  per  season  or  year 
is  going  to  account  for  a  drop  in  sales  in  other  de- 
partments. Such  staple  lines  as  hosiery  and  un- 
derwear can  surely  meet  their  own  merchandising 
costs,  if  salesmanship  is  part  of  the  campaign.  Un- 
less the  overhead  charges  can  be  reduced  to  give  a 
better  profit  on  the  initial  turnover  and  that  turn- 
over is  at  least  4  times  a  year,  merchants  are  not 
getting  enough  out  of  their  hosiery  and  underwear 
departments. 

But  then  competition  has  to  be  considered.  The 
competition  idea  of  reduced  or  cut  price  leaders 
belittles  the  claim  that  the  profit  average  is  50  per 
cent,  advance  on  each  turnover.  If  a  buyer  is 
clever  enough  to  average  underwear  sales  and  still 
sell  at  reduced  prices  or  maintain  a  reputation  for 
unreasonable  leaders,  most  merchants  would  ap- 
preciate the  standard.  This  applies  to  first  cost,  sell- 
ing prices  and  proper  overhead  charges.  It  is  allow- 
ed that  system  in  store  management  reduces  the 
cost  of  selling  to  a  minimum  in  these  sections.  If 
this  accounts  in  a  measure  for  values  offered  neces- 
sarily it  is  not  likely  to  permit  supplying  the  trade 
at  less  than  cost  and  charging  the  difference  to  ad- 
vertising. Competitive  prices  do  not  invite  50  per 
cent  average  in  opposition. 

Clever  buying  is  not  the  entire  reason  because 
other  buyer's  sense  of  value  limit  and  selling  stand- 
ard is  not  less.  Leaders  shown  do  not  guarantee  a 
monopoly  of  the  underwear  business  because  of  the 


Smart  brushed  knit  outing  hats  and  motor  hood,  showing  novelty  numbers  from  an  exclusive  range  of  import 

knitted  wear.     Courtesy  H.  Zintag,  Montreal. 

114 


KNITTED    GOODS 


Dry  Goods  Review 


Hosiery 


HOSIERY 
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There's  Money  in  Hosiery — 
Especially  the  PEN-ANGLE  Seamless  Kind 

YOU  should  handle  Pen-Angle  Full-Fashioned  Seamless  Hosiery  for  Men,  Women  and  Children, 
the  only  kind  made  in  Canada  that  is  actually  knit  to  form  and  so  fashioned  in  the  knitting  that 
it  will  neither  shrink  nor  stretch. 

Made  of  the  finest  quality  Cotton,  Lisle,  Cashmere  and  Silk. 

YOU'LL  get  YOUR  full  share  of  Hosiery  Profits 
if  you  stock  up  your  shelves  with  the  Pen-Angle 
Seamless  Kind. 

PENMANS    LIMITED,    Paris,    Canada 


Hosiery 


Sweaters 


Underwear 
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A  Big  Campaign  for 
Radium  Hosiery 

NOTHING  quite  like  Radium  advertising  has  hither- 
to appeared  in  Canada.  It  was  inaugurated  to 
awaken  the  public  to  a  realization  of  the  import- 
ance of  high  grade  hosiery  as  a  necessary  adjunct  to  proper 
attire,  and  to  emphasize  the  fact  that  styles  change  in  hosiery 
as  in  other  wearing  apparel. 

An  increased  demand  for  better  hosiery  is  bound  to 
result. 

Leading  newspapers  throughout   Canada  will   carry 
this  advertising  during  the  Spring  and  Summer.    More  than 
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a  million  people  will  be  constantly  reminded  of  the  superior- 
ity of  Radium  Hosiery.  Attention  is  sure  to  be  aroused, 
and  this  awakened  interest  will  lead  the  public  to  look  for 
the  store  where  their  wants  can  be  supplied. 

As  a  connecting  link  between  the  newspaper  advertis- 
ing and  your  store,  these  handsome,  four-colored  window 
posters  have  been  designed.  Place  them  in  your  windows. 
Their  presence  will  at  once  bring  back  to  the  minds  of 
passersby  the  favorable  impressions  already  formed  from  the 
newspaper  ads — and  the  result,  to  you,  means  an  increased 
business  of  the  better  kind.  jifc 

That    you    may    not    lose    a    single    sale    of  fw1 

Radium  Hosiery,  write  for  these  posters  at  once. 

Perrin  Freres  &  Cie.,  Montreal         U 
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sales  of  these  leaders.  Healthy  competition  and 
the  best  possible  values  at  all  times  are  just  as  much 
the  ambition  of  one  buyer  as  another.  If  the  op- 
position allows  for  50  per  cent,  average,  the  cor- 
responding competition  is  not  conducive  to  the 
same  standard. 

The  percentage  of  profit  is  not  increased  by  the 
volume  of  business  done  on  leaders.  Clearing  prices 
may  be  good  salesmanship  but  values  and  reduc- 
tions offered  in  many  cases  are  not  necessary  on  the 
higher  standard.  Usually  this  is  evidence  that 
neither  the  difference  in  reduction  or  former  retail 
price  shows  the  confidence  in  the  range  throughouf 
9n  50  per  cent,  basis. 

Unnecessary  competition  is,  therefore,  the 
trouble,  as  in  many  other  departments.  Merchants 
have  their  own  remedy.    . 

EDUCATE  PEOPLE  TO  PAY  MORE. 

People  can  be  educated  to  other  than  standard 
prices.  They  will  pay  more.  The  most  successful 
departments  have  taken  advantage  of  the  demand 
for  lighter  and  better  goods.  Any  store  can  do  it. 
Salesmanship  is  the  first  essential  and  confidence  is 
another.  The  only  trouble  is  that  merchants  do  not 
co-operate  or  adopt  a  principle  to  show  the  way. 
Smaller  business  with  larger  profits  is  just  as  satisfac- 
tory in  the  long  run. 

Lessening  cost  prices,  by  manufacturers  is  not 
going  to  attain  the  result.  The  plan  followed  in 
the  United  States  of  shorter  discounts  and  value 
limits  at  212^>  and  $4.25,  etc.,  proved  abortive. 
Merchants  are  at  present  making  19c  and  39c  prices, 
which  represent  lines  at  the  above  costs.  For  lead- 
ers prices  are  sometimes  less.  It  does  not  follow 
however,  that  merchants  in  Canada  would  not  be 
quick  to  appreciate  a  straight  50  per  cent,  propo- 
sition on  special  lines.  These  values  are  no  more 
apparent   than   comparative   cotton   underwear. 

The  solution  does  not  seem  imminent  in  this  di- 
rection unless  the  buyer  makes  it  feasible  by  lessen- 
ing his  standard  of  costs  and  raising  retailing  val- 
ues. Any  advantage  of  the  situation  should  con- 
form with  the  prospect  of  higher  prices.  Advances 
can  be  quoted  in  every  line  but  dry  goods.  If  the 
turnover  on  the  investment  is  sufficient  to  enable 
quoting  present  values  and  prices,  well  and  good. 
If  not  the  quicker  way  is  to  co-operate  as  a  sensible 
plan  and  maintain  prices  the  same  as  in  other  com- 
modities or  produce,  and  the  quickest  way  is  for 
each  merchant  to  enforce  a  straight  50  per  cent, 
average  standard. 

Many  instances  can  be  cited  of  remarkable  vol- 
ume of  business  being  done.  In  the  end  the  stand- 
ard of  value  or  profits  has  only  been  lessened  for 
everybody.  But  the  same  firms  never  come  in  on 
the  same  basis  and  help  to  raise  the  profit  average 
or  maintain  satisfactory  business.  Lowering  the 
standard  of  value  and  increasing  competition  for  any 


locality  is  easy  enough.  The  result  is  that  nobody 
is  able  to  regain  the  old  order  of  business,  which 
was  primarily  enjoyed. 

Very  often  lessening  the  ratio  of  profit  with- 
out corresponding  returns,  considering  the  vol- 
ume of  business  done  is  termed  modern  merchan- 
dising. Small  profits  on  underwear  and  hosiery  and 
in  fact  many  profits  in  the  store  on  20,  25  or  33  1-3 
per  cent,  advance  are  the  result  of  this  course  of 
competition  in  boosting  business.  Nobody  has 
since  been  able  to  boost  the  values  back  to  prices 
demanded  by  increased  costs  of  doing  business.  Con- 
sequently many  lines  represent  a  supply  sendee 
now.  The  same  thing  is  happening  everyday  in 
so-called  up-to-date  merchandising,  whereas  the  list 
of  satisfactory  profit  lines  is  only  being  reduced  for 
the  locality. 

Competition  has  to  be  met,  but  meeting  it  does 
not  forego  good  business  or  the  elimination  of  ser- 
vice lines.  If  they  are  kept  at  all,  salesmen  do  not 
push  these  numbers.  Hundreds  of  arguments  can 
be  given  in  preference  for  the  more  profitable  lines. 
Merchants  have  only  themselves  to  blame  in  selling 
low  profit  lines  in  competition  because  manufac- 
turers do  not  set  the  prices  complained  of. 

The  importance  of  underwear  and  hosiery  de- 
partments and  the  growth  of  the  departmental  plan 
necessitates  that  sooner  or  later  these  sections  will  be 
put  on  a  50  per  cent,  limit. 

Retailing  prices  necessary  to  meet  present  ad- 
vances are  to  average  50  per  cent.  Merchants  can 
and  are  getting  this  profit  on  less  stock  and  an  in- 
creased turnover  on  investment.  This  result  is  a 
fair  standard  for  any  department. 


Tariff  Tinkering  and  Trade 

The  eyes  of  all  Canadians  are  turned  with  inter- 
est on  the  coming  occupant  of  the  White  House. 
President-Elect  Wilson  is  pledged  to  tariff  reform. 
Just  how  he  will  go  about  it  remains  to  be  seen,  and, 
in  view  of  the  intricacies  of  the  situation,  few  have 
cared  to  predict  what  course  he  is  likely  to  take.  The 
fact  remains,  however,  that  Canada  will  almost  cer- 
tainly feel  some  of  the  effects  of  the  change,  whatever 
it  is,  and.  for  that  reason,  Wilson's  "tariff  tinkering" 
(as  the  cartoons  have  termed  it)  will  be  watched  with 
more  than  casual  interest. 

Radical  reduction  of  the  American  tariff  would, 
it  is  claimed,  mean  a  reduction  in  the  price  of  many 
goods.  Protectionists  advance  the  counter  claim  that 
it  would  mean  lower  wages.  In  any  case,  the  effect 
would  communicate  itself  in  some  lines  at  least  to 
Canada.    Progress  will  be  watched  closely. 

The  problem  of  tariff  reform  is  a  "ticklish"  one 
and  American  politicians  have  shown  a  marked  aver- 
sion to  handling  it. 
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Something  New  and  Better  in 

First-Quality 

Hosiery  and  Underwear 


WE  believe  that  sincerely.  We  honestly  believe  that  those  merchants  handling 
our  new  lines  will  add  to  their  reputation  as  discriminating  buyers  and  gradually 
corner  the  better  trade — the  paying  trade — the  trade  worth  while.  And  the  mar- 
gin of  profit  is  pleasing — well  worth  the  little  extra  time  it'll  take  to  look  over  the 
new  products  of  the  Mercury  Mills. 

Here  are  our  main  reasons  for  the  faith  that  is  in  us  regarding  the  New  and  Better 
Quality  of  our  lines. 

We  buy  the  raw  product  for  cash  and  take  all  discoimts — Our  entire  equipment  is 
new,  thoroughly  modern  in  every  respect  and  the  best  that  money  can  buy — 
Our  employees  are  highly  skilled  and  are  enthused  with  our  ideals,  a  happy,  con- 
tented staff  of  men  and  women  who  take  a  pride  in  nothing  short  of  perfection — 
Our  executive  officers  are  well-known  to  the  trade  as  men  who  have  made  a  long 
and  successful  study  of  the  Canadian  market. 

Spring  Goods  Now  Ready  For  Delivery 


Hosiery 

Mercerized,  Pure  Silk,  Silk  and  Wool 
and  Cashmere  Hosiery  for  men,  women 
and  children. 


Underwear 

Balbriggan,  mercerized,  worsted,  Silk 
and  Wool  flat  and  ribbed  underwear. 


Note : — A  careful  study  has  been  given  to  the  production  of  a  Closed  Crotch  Com- 
bination or  Union  Suit  possessing  decided  points  of  superiority  in  fit  and  comfort. 

Our  policy  of  selling  direct  to  retailers  is  proving  mutually  satis- 
factory. See  our  travellers.  They  are  covering  Canada  from 
coast  to  coast. 

Mercury  Mills  Limited 

Hamilton      -      Canada 
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IMPERIAL 
BRAND 

PURE  WOOL 
UNDERWEAR 


v.. 


As  Specialists 

We  Lead 


This  is  the  day  of  speci- 
alists, and  no  person  will 
gainsay  the  advantage  a 
specialist  has  over  the  gen- 
eral man.  Specializing  in 
Wool  Underwear  enables  us 
to  offer  values  that  cannot 
be  touched  in  any  way.  The 
quality  is  the  highest,  the 
fit  is  perfect,  and  the  price 
is  a  big  feature.  Imperial 
Brand  Underwear  has  a 
strong  lead. 

We  are  specialists  in 
Men's  Natural  Wool,  Men's 
Elastic  Knit,  Men's  High- 
Grade  Imperial,  Men's 
Double  Thread  Balbriggan. 
Present  delivery  orders  at- 
tended to  promptly. 

Send  for  samples  of  both 
Wool  Underwear  for  your 
present  and  Fall  trade,  and 
Balbriggan  Underwear  for 
Summer  Selling. 


KINGSTON 
HOSIERY 
COMPANY 

Established  1880 

Kingston,  Ontario 


J 


See  the  Gillies*  Easter 
Range  of 

KNITTED  TIES 


It's  not  a  case  now  of 
"Do  you  know  the 
Knitted  Neckwear?" 
It's  a  case  of  "Do  you 
know  Gillies'  "?  It  is 
only  a  matter  of  how 
many  different  novelties 
we  can  produce  to  keep 
the  neckwear  trade  com- 
ing our  way.  Our  1913 
line  is  a  remarkable  one 
and  one  that  will  inter- 
est you.  Now  is  the  time 
to  select  your  Easter 
stock  of  Ties.  Do  it 
now. 


And  Incidentally  Select  Your  Stock 
of  Fall  Mufflers 


The 
A.  J.  Gillies  Mfg.  Company 

Formerly 

Laces  and  Braids  Mf%.    Co. 


121   Prescott  Avenue 


Toronto 
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DENTPA 

[THE  WEAR  IS  THERE  1 

V  KNIT  V> 


THE  popularity  of  the  Brushed  Woollen  Aviator 
( laps  for  next  season  is  an  accepted  thing,  and 
the  big  demand  is  sure  to  bring  out  many 
makes,  but  we  venture  to  say  that  none  will  excel  the 
Beutro  Knit. 

It  is  a  sure  winner.  We  have  a  range  that  will 
suit  the  most  exacting.  Made  of  the  softest  yarn  in 
heather  mixtures  as  well  as  plain  colors.  Our  travel- 
lers are  now  on  their  routes  with  these  caps  and 
samples  of  MITTS  AND  GLOVES,  TOQUES  AND 
SASHES,  MOTOR  AND  SPORTING  CAPS  AND 
SWEATER  COATS. 

Bentro  Knit  goods  are  made  under  sanitary  con- 
ditions in  a  newly  built  factory  equipped  with  the 
most  modern  and  efficient  machinery  for  manufac- 
turing woollen  knit  goods. 

A  card  will  bring  our  representative. 


The  Williams,  Trow  Knitting  Company,  Limited 

STRATFORD,   ONT. 

Agents  :    J.   M.  Robertson   &   Co.,   70  Bay   St.,   Toronto 
Geo.    A.   Harris,   Hammond   Block,   Winnipeg 


BURRITT  NOVELTIES 


KNIT  GOODS 
OF  QUALITY 

Is  your  knit-goods  depart  - 
ment  paying  well  or  do  you 
have  trouble  in  turning  your 
stock  over?  With  Burritt 
high-grade  knit  novelties  a 
keen  demand  for  quality  at  a 
reasonable  price  is  created 
and  met.  And  a  good  profit 
is  assured  you. 
Our  traveller  will  be  calling 
on  you.  It  will  pay  you  to 
see  samples  of  our  large 
range. 


A.  BURRITT  &  COMPANY 

DOMINION  MILLS 

MITCHELL  -:-  -:-  ONTARIO 


Health  Brand 


Und 


erwear 


Guarantees 
Satisfaction  to 

Seller  and  Buyer 


See    our   wonderful    range 
and  book  your  orders  early. 


Greenshields  Limited 

Montreal 
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^  Hood  Mufflers 

Manufactured  by 

H.  W.  PLANT  &  CO. 

Leicester,   England 


IN   ALL   COLORS 

'TMIFj  demand  for  these  mufflers  is  now  enormous 
•*-  and  they  have  "come  to  stay."  They  are  made 
of  pure  wool,  are  extremely  serviceable  and  very 
stylish.  They  retail  at  popular  prices  and  the 
smallest  store  can  make  large  sales  in  them. 
Don't  be  misled,  but  stock  the  best,  viz.,  the 
Aeroplane   Hood   Mufflers. 

Sole  Selling  Agents  to  the  Wholesale  Trade 

SEWARD  BROTHERS 

251    St.    James   Street,  Montreal,  Que. 

Phone,   Main   4179 
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The 


Mufflers 


Manufactured  by 


H.  W.  PLANT  &  CO. 

Leicester,  England 


In  All   Colors 

The  demand  for  these  mufflers  is  now  enormous, 
and  they  have  '  come  to  stay."  They  are  made  of 
pure  wool,  are  extremely  serviceable  and  very  stylish. 
They  retail  at  popular  prices,  and  the  smallest 
store  can  make  large  sales  in  them.  Don't  be  mis- 
led, but  stock  the  best,  viz.,  the  Aeroplane  Mufflers. 

Sole  Selling  Agents  to  the  Wholesale  Trade 

SEWARD  BROTHERS 


251  St.  James  Street 


Montreal,  Que. 


Phone  Main  4179 
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The  Perfection 

of  Colored 
Cotton  Hosiery 

" Hermsdorf   Brilliants"    have    none    of   the   streaks   that   usually 
characterize  cotton  hosiery  in  bright  solid  colors. 

The  "Hermsdizing-"  finish  is  permanent  and  laundry  proof. 
"Hermsdorf  Brilliants"  look  like  silk  but  wear  like  cotton. 

The  greatest  hosiery  retailing  events   in  the  near  future  will  be 
based  upon  the  exploitation  of  "Hermsdorf  Brilliants." 

Progressive   hosiery  buyers   everywhere  are  preparing  NOW. 
For   further   information    write 


Works:     CHEMNITZ,   SAXONY.     American  Bureau:   235   West 
39th  St.,  New  York. 
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TRADE  MARK 


BEEHIVE 

KNITTING  WOOLS 

—BRITAIN'S  BEST— 

J.  &  J.  BALDWIN'S  BEEHIVE  AND  WHITE  HEATHER  specialties 
form  the  finest  range  available  from  any  source. 

AGENT :— DUNCAN  BELL, 


MONTREAL 
&  TORONTO 
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JAEGER  PURE  WOOL 

NEGLIGE   SHIRTS    and   SHIRTWAISTS 


IN 


WOOL  TAFFETA  and  WOOL  ZEPHYR 


Our  Shirts  and  Shirtwaists  are  made  in 
our  own  factory  from  exclusive  designs 
and  have  the  smart  tailored  appearance. 
Owing  to  the  rapidly  growing  demand 
for  these  lines,  we  have  largely  increased 
our  factory  accommodation  at  our  new 
premises. 


WHOLESALE  WAREHOUSE 


243  Bleury  Street,   MONTREAL 


TIGER  BRAND. 


You  Cannot  Show  the  Sheep 

to  a  customer  when  selling  him  pure  woollen 
underwear,  but  if  it  bears  the  trade-mark  of 

Tiger    Brand     Underwear 

you  have  just  as  good  a  guarantee  of  its  ster- 
ling qualities.  These  splendid  garments  never 
fail  to  give  tbe  greatest  satisfaction  because  of 
their  soft,  comfortable  feeling,  elegant  finish, 
durability,  elasticity;  and  because  every  gar- 
ment is  made  of  nothing  but  the  very  best 
of  wool  yarns. 


WRITE  FOR  PRICES. 


THE   GALT   KNITTING   GO,  Limited 

GALT,  ONT. 

Agents: — Ontario,  J.  E.  McClung,  Toronto.  Quebec, 
Philip  rte  Gruchy,  Montreal.  Maritime  Provinces, 
Fred.  S.  White.  St.  John.  West,  Hanley,  McKay, 
Chisholin    Co.,    Winnipeg. 


The  Maple  Leaf  Brand 


SELL 
BETTER 


WEAR 
LONGER 


Hosiery  and  Mitts 

We  are  specialists  in  these  two  lines,  and  our 
entire  knitting  factory  is  devoted  to  the  ex- 
clusive manufacture  of  "Maple  Leaf  Brand" 
Hosiery  and  Mitts. 

The  Best  Quality  at  the  Lowest  Price  is  what 
we  offer  you. 

You  can  sell  Guaranteed  "Maple  Leaf 
Brand"  goods  to  your  customers,  and  be 
assured  of  pleasing  all. 

Our  Agents  are  out  now.     Wait  for  them. 

Goderich  Knitting  Co.,  Limited 

GODERICH,  ONTARIO 
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TWO  WINNERS  IN 


Women's  Woollen  Vests 


Westfield  Brand 


"Bute"  and 

"Eskdale" 


LIGHT- 
BUT  WARM 


COMFORTABLE 
BUT  STYLISH 


INEXPENSIVE- 

BUT  GOOD 


Made  in  best  shades 
and  combinations  to 
match  colorings  in  Fall  Suitings. 

A  real  Scotch  Knit,  Well  Napped,  Pure  Wool 
Vest  ;  well  finished  edge  and  dainty  buttons  to 
match  each  color. 

"Bute"  in  striped  designs  to  retail  at 
$1.75  each. 


"  Eskdale  "  in  solid  and  heather  shades  to  retail  at  $1.50  each. 


JOHN  M.  GARLAND,  SON  &  CO., 

OTTAWA  -:-  -:-  -:-  CANADA 
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MAKE 
OF    :    : 


GIBSONS 

H  SEAMLESS  WOOLLEN  GLOVES 


TT"  HERE  are  so  many 

so-called      "Scotch 

Knit"    gloves    on    the 

market  made  outside 
of  Scotland;  the  best 
are,  and  always  have 
been,  made  in  Scotland. 
To  make  sure  the  gloves 
you  buy  are  actually 
manufactured  in  Scot- 
land, thus  obtaining 
for  your  customers  the 
best  glove,  all  that  is 
necessary  is  to  ask  for 
GIBSON'S. 

These  gloves  are  made 
in   a  variety  of  styles. 

Sole  Selling  Agents  to 
the  Wholesale    Trade 


SEWARD  BROTHERS 


251  ST.  JAMES  STREET 


(Phone,  Main  4179) 


MONTREAL,  QUE. 


When  buying  Hosiery 
ask  for 

HAWLEYS 
"HYGIENIC  BLACK" 

There  is  no  better 
Dye  in  the  World, 

Every  Pair 

Warranted  Fast 
toMfoshing,  Hard  Wear 
and  Perspiration. 

Works  -  Hinckley,  England. 
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Sweate 
Coats 


CANADA 


KNir 
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COUNTING  UP 

There's  plenty  of  good  game  in  your  vicinity — ju  t   waiting  to   be   bagged — so   it's   up  to   you  to 

put  in  a  good  supply  of  ammunition  and  get  busy. 

Load  your  guns  with  Pen-Angle  Sweater  Coats — for   men    and    women — and    you'll   not   only   bag 

your  game  quicker,  but  when  you  come  to  count  up   at   the   end  of  each   day  you'll  find  you've 

had  splendid  success. 

Made  of  soft,  fleecy  wool — and  Knit  (by  the  Pen- 
Angle  Process)  into  lasting  shapeliness — these 
smart  Sweater  Coats  are  bound  to  give  satis- 
faction. 

Penmans  Limited,  Paris,  Canada 

Sweaters  Underwear  Hosiery 
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Our  Shaker 
lines  are  win- 
ners, be  sure 
to  see  them 
or  write  for 
samples.  ::    :: 


M-53—  Shaker 
Coat— Strictly 
full  fashioned 
thro  ugh  ou  t . 
This  coat 
makes  a  very 
stylish  and 
serviceable 
ladies'  gar- 
ment. 


The  Largest  Knit 
Goods  Manufacturers 
in  the  World. 


M92— Made  in  Jumbo  Stitch. 
This  class  of  coat  will  be  very 
popular   for  the  coming   season. 
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arch-Knit" 


STANDARD  FOR 
STYLE,  QUALITY 
and     WORKMANSHIP 


Jerseys    for   Spring   and    Summer 


We  have  a  complete  range  of  Ladies'  Cashmere  Middy 
Blouses,  Men's  and  Boys'  Jersey  Sweaters,  specially 
adapted  to  Spring  and  Summer  wear  and  athletic  pur- 
poses, also  a  complete  range  of  full-fashioned  Bathing 
Suits,  no  rough  seam;.     Write  for  samples. 


> 


Middy—  L-3—  Full 
fashioned  Cash- 
mere Middy  Blouse 
entirely  new. 


L-107—  One 
of  our  new 
Middy  styles 


The    Monarch    Knitting    Co, 

Head  Office:  DUNNVILLE,  ONT. 


LIMITED 


DUNNVILLE, 


Factories  at 
ST.  CATHARINES,  ST.  THOMAS, 
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ALL-WOOL  UNSHRINKABLE 

Underwear 


Every  Customer  who  purchases 
JAY  Underwear  will  be  a 
satisfied  customer. 


Viewed  at  from  every  point  of  view— comfort, 
durability,  weight,  range  of  sizes,  cost— JAY 
is  emphatically  the  underwear  for  Canadians. 

The  patented  improvements,  securing  greater  comfort  and 

. ,  n      _  .  durability,  added  to  the  high  skill  dis- 

N.B.— Lvery  genuine  .  ,   .  ,  .  , 

JAY  garment  bears  Played  m  lts  manufacture,  have  made 
this  Trade  Mark.  JAY 

THE  WORLD'S   LEADING  WOOLLEN   UNDERWEAR 


Wholesale   Agents  :     I.    &   R.    Morley  ;     Geo.    Brettle   &  Co. 


LONDON,   ENGLAND 


Steele's  Ad.  Service 


Show  This  Coat  to  Your  Townsmen 


THE  "VISOR" 

Four-in-One 

SWEATER 

will  meet  with  the  heartiest 
approval  with  the  smart  young 
men's  trade  of  your  town.  It 
is  the  all-year-round,  service- 
able Knit  (.'oat,  and  is  convert- 
able  into  four  distinct  styles. 
It  is  the  coat  of  utility  anil 
quality.  The  four-in-one  col- 
lar is  covered  by  letters  patent 
in  Canada  and  "the  States.'' 
Made  in'  six  grades  and  in  the 
best   colors  and   weights. 

Write  for  samples  of  the 
"Visor"  four-in-one  coat,  also 
ruff  necks  in  cardigan  and 
shaker   knit. 


Big    Business    with 
Write  now. 


;  Visor. ' ' 


THE  VISOR  KNITTING  CO.,  Limited 

Niagara  Falls,  Ont. 


FACTORIES  ALSO  AT 


NIAGARA'TALLS,  N.Y. 
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Ladies',  Misses'  and  Children's  Underwear 

For   Fall  1913 


Before  placing  your  order  for  Fall  goods  kindly  await  the  call  of  our 
representative,  who  will  be  able  to  show  you  many  improvements  in 
our  well  known  brands,  viz: 


in  Womens',  Misses',  Children's  and  Infants'  Vests,  Drawers  and  Combinations. 

MANUFACTURED  ONLY  BY 

S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole   Selling   Agents 

RICHARD  L.  BAKER  CO.,   100  Wellington  St.  W.,  Toronto,  Ont. 


Enterprising    and    Alert    Dealers 

who  are  forging  to  the  front  ranks  always  stock 


Our 

Slogan 
is  : 

Worn    by     the 
Best  People. 

Sold  by  the  Best 
Dealers. 


PURE 
WOOL 


CEETEE 

UNDERWEAR 

They  sell  "CEETEE"  because  they  know 
and  have  proved  that  its  guaranteed  qual- 
ity brings  substantial  sales  and  satisfied 
customers  and  then  customers  want  it. 
They  also  know  that  "CEETEE"  Under- 
wear is  widely  and  strongly  advertised. 
We  create  the  demand — they  fill  it. 

Our  travellers  ere  now  out  showing  full 

lines. 


We  are   also    manu- 
facturers of 

Turnbull's  High- 
class  Ribbed  Under- 
wear for  Ladies  and 
Children. 

Turnbull's  "M55 
Bands  for  infants, 
a  n  d  "CEETEE" 
Shaker  Knit  Sweat- 
er Coats. 


The  C.   TURNBULL   CO.   of  GALT,  Limited 


GALT, 


ONTARIO 
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ZIMMERKNIT 


« 


■finer  than  silk- 


99 
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OME  of  the  distinctive  outstand- 
ing features  of  the  ZIMMER- 
KNIT line  are  pre-eminently 
responsible  for  its  remarkable 

success  from  one  end  of  this  country  to 

the  other. 

Prominent  among  these  features  is 
the  new  design  of  Closed  Crotch,  which 
provides  the  maximum  of  comfort.  This 
is  embodied  in  all  qualities. 

The    ZIMMERKNIT    Porous-Knit 

goods  differ  from  the  regular  run  in 
that  they  give  a  perfect  fit.  In  such  a 
light  and  open  texture  it  has  always 
been  a  problem  to  produce  a  perfect- 
fitting  garment.  This  has  been  accom- 
plished in  the  ZIMMERKNIT  line. 


The  superior  quality  and  finish  of 
all  our  garments,  from  the  lowest  to  the 
highest-priced  lines,  has  won  for  them 
the  preference  of  the  most  select  stores 
in  all  parts  of  Canada. 

Judged  by  the  standards  of  price 
and  quality,  ZIMMERKNIT  Under- 
wear excels  the  imported  lines.  Our 
Mercerized  and  Lisle  goods  merit  the 
particular  notice  of  every  progressive 
men's  wear  dealer  in  Canada. 

Judicious  use  of  the  advertising 
helps  we  are  sending  you  from  time  to 
time,  and  frequent  reference  to  the 
superior  finish  and  uniform  quality  of 
ZIMMERKNIT  in  your  local  advertis- 
ing will  result  in  more  sales  for  YOU 
and  bigger  business  for  us  both. 


E.    H.    Walsh  &    Co.,    Toronto. 
Agents   for    Quebec. 
Maritime       Provinces,       Manitoba, 
Saskatchewan    and   Alberta. 


ZIMMERKNIT  AGENTS: 

W.    B.    Begg,    Toronto. 

Agent    for 

The     Province     of     Ontario. 


A.    B.    McFarlane,    Vancouver. 

Agent   for 

The    Province    of    British 

Columbia. 


THE  ZIMMERMAN  MANUFACTURING  COMPANY,  LIMITED 

HAMILTON,  -  ONTARIO 


UNDERWEAR 
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ZIMMERKNIT 
DEALERS:  ^U 

warning:  If  you  want 
prompt  delivery  you 
must  order  from  your 
jobber  early — at  once, 
if  possible.  Otherwise, 
stocks  will  very  soon 
be  exhausted. 


^r 


You  can  tell 
by  the    feel 

of  a  ZJMMEEKN1T  garment  that  more  than  ordinary  care 
has  gone  into  its  making.  ZIMMEEKNIT  garments  are 
made  in  all  the  staple  colors,  in  distinctive  styles  to  fit  all 
figures. 

The  Fabrics  used  in  Men's  and  Boy's  goods  are: — 
Fine  Silkette  (In  White,  Natural  and  Colors),  Fine  Lisle 
(In  White,  Natural  and  Colors),  Fine  Porus-Knit  (In 
White,  Natural  and  Colors).  Fine  Mesh  (In  White  and 
Natural),  Egyptian  Balbriggan  (In  White,  Natural  and 
Colors),  Velvetrib  (In  Natural  Egyptian  only),  Eandon 
Merino   (In  Natural  only),  Cashmere   (In  Natural  only). 

The  Fabrics  used  in  Ladies'  and  Misses'    goods  are: — 

Fine  White  Silkette,  Fine  White  Lisle,  Fine  White  Porous- 
Knit,  Fine  White  Plain,  Fine  White  Combed  Sea  Island. 


\ 


m  mm  irw©  slip 


^ 
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THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI* 

PLE,  and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had   from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


Textile    Soaps 

A  SPECIALTY 

THIRTY-FIVE  years' experience  in  the 
manufacture  of  textile  soap  in  England 
and   in   Canada. 

Send  for  Samples  and  Prices 

LONDON   SOAP   CO. 

(A.  G.  Phillips,  Prop.) 

LONDON,  -  ONTARIO 


STORE     MANAGEMENT— COMPLETE 


JO  Fiill-Paio 
III  msi  ration*- 


\    Compa 


272   l'.mps 
Bound  in  Cloth 


ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 
ion  book  to    Retail  Advertising  Complete 
$1.00     POSTPAID 

"Store  Management— Complete"  tells  all  about  the 
management  of  a  store  so  that  not  only  the  greatest  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 

CHAPTER  V.— The  Store  Policy— What  it  sWiM  be 

to  hold  trade.  The  money-b*ck  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.      Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1.00.      Keep  the  book  ten  days  and  if  it  isn't 
orth  the  price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 
TORONTO 


SPECIAL  ARTICLES 

Reciprocity  Demurrage  Urged 11 

Half  Million  Extension  Planned 12 

Selling  for  Cash  Builds  Big  Business  ...  13 

Show  Cards  for  St.  Patrick's  and  Easter  18 
Figuring    Profits    on    Returned    Glove 

Splits 20 

EDITORIAL 

Honesty  in  Advertising  —  When  East 
Meets  West — Doing  a  Cash  Busi- 
ness— Significant  Figures  —  Cabaret 
Programmes  in  Stores — The  Passing 
View 22-23 

ART  OF  DISPLAY 

Spring  Style  Trend  in  Opening  Display     24 
Concentration  in  Display 32 

CANADIAN  FUR  TRADE  NEWS 
Contract  With  Order  for  Demonstration     58 

DRESS  ACCESSORIES. 

Wide  Choice  is  Offered  in  Neckwear  ...  42 

Yeilings  Improve  Rapidly 44 

Light  Laces  Still  Lead 44 

Embroideries  are  Gaining    46 

READY-TO-WEAR 
Recommendation  of  Canadian  Manufac- 
turers    62 

Novelty  Fall  Cloakings    66 

New  Fashions  in  Misses'  Coats 66 

Variety  is  the  Keynote 68 

AYaists  Blouse  More 68 

Ideas  Taken  from  the  East  Dominate . .  70 

Balkan  Blouse  Models  Shown   72 

MILLINERY 

Smart  lines  and  color  blend  the  feature     82 
February  Openings  Held  in  New  York     86 

FANCY  GOODS,  NOTIONS  AND  TOYS 
Active  Season  Ahead  in  Fancy  Goods  .  .      90 

DRESS  GOODS  AND  FABRICS 
Pile  Fabric  Goods  for  Another  Season.  .      96 
Ave  Featuring  Cotton   Ratines 98 

I  [( )USEFURNISHINGS 
Variety  of  Lines  for  Summer  Furnish- 
ings       106 

KNIT  GOODS  NEWS 
Forecast  of  Fall  Underwear  Market  .  .  .    112 
Lareer  Margin  Needed  on  Knit  Goods  114 
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yers'    Guide 


PROFITABLE  LINES 

for  your  Notion  Department—  Collar  Fins,  Beauty  Pins, 
Ladies'  Cuff  Links,  Bead  Necklaces  and  Ear-rings  to 
retail  at  popular  prices.     Write  to-day  for  samples. 

R.  A.  PHILLIPS 

The  Notion  and  Jewelry  Home 
77  YORK  STREET.        TORONTO 


FOUNTAIN    AIR    BRUSH 

Model  A    Price  $20.00 

The   Standard   Air    Brush   of  the  World 

Show-Card    Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C-79. 

Thayer  &  Chandler,  Chicago 


/"VNE  inch  space   in 
this    Department 
will  cost  you   $25.00 
for   12   insertions. 


!0CK41 


ATERSON 


LIMITED 


The  Wholesale  Millinery  and  Fancy  Dry  Boodi 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 


LARGEST  MANUFACTUREKS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicago,  111, 


Condensed  Advertisements 


PARTNER  WANTED 

A  WELL  KNOWN  LACE  AND  EMBROIDER! 
manufacturers'  agent,  established  in  Toronto. 
with  most  important  agencies  for  the  whole 
of  Canada,  needs  a  partner  to  help  develop  a 
big  business.  The  latter  must  bring  some 
capital,  and  preferably  have  a  connection  with 
leading  users  of  the  articles.  Address  Box  5. 
Dry  Goods  Review. 


ORDERS  WANTED 


WANTED— ORDERS     FOR     FINEST     HAND- 
made     Irish     crochet     laces,     insertions,     picot- 


edges,  headings,  motifs,  collars,  yokes, 
d'oyleys.  etc.  M.  Hughes.  Scotch  Street  Bridge, 
Armagh,    Ireland 


AGENT  WANTED 


WANTED  BY  A  PLAUEN  LACE  MANUFAC- 
turer  an  agent  for  Montreal  and  Toronto. 
State    references    to    Bendersky,     Plauen   I.V., 

Saxony. 

AGENCIES  WANTED 

ENGLISH  FIRM  OF  MANUFACTURERS  OF 
Hair,  Hair  Goods,  Hair  Nets,  as  used  by  high- 
class  hair-(fressers  and  stores,  desire  to  ar- 
range a  Canadian  agency  on  commission  with 
established  sound  house  who  has  a  good  con- 
nection   in    the    trade,    for    Toronto,    Montreal 


and  district.  Arrangement  for  stock  to  be 
kept  in  Canada  would  be  made.  For  further 
particulars,  write  to  Box  97,  Dry  Goods 
Review,   88   Fleet   street,    London,   England. 

FOR  SASKATCHEWAN  —  AGENCIES  FOR 
store  fixtures  and  fittings  of  all  kinds.  Also 
fixtures  for  department  stores,  office  buildings, 
banks,  schools,  churches  and  theatres.  we 
cover  Saskatchewan  three  times  a  year,  and 
work  the  larger  cities  all  the  time.  North- 
west  Specialty   Company,   Saskatoon. 

MISCELLANEOUS 

BECAUSE  THE  REMINGTON  TYPEWRIT- 
er  Company's  Employment  Department  has 
earned  the  reputation  among  stenographers  of 
filling  the  most  desirable  office  positions,  the 
result  is  that  we  place  the  most  desirable  class 
of  office  help.  May  we  fill  your  stenographic 
vacancy?     No  fees.     144  Bay  SI..  Toronto. 


HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  *'  Review"  do 
not  necessarily  hold  themselves  responsible 


BRINGING  LATEST  RANGES. 
Dry  Goods  Review  has  received  a 
cable  message  from  Richard  Haworth 
&  Co.,  Limited,  .Manchester,  to  the 
effect  that  their  Mr.  McNieol  had  sail- 
ed for  Canada  with  the  latest  ranges 
of   Madras   and    fancy    shirting's. 


THOMPSON  LACE  AND  VEILING 
CO.,  LTD.,  MOVING. 

Owing  to  the  exceptional  demand 
lor  the  laces  and  veiling  offered  by 
this  young  and  aggressive  firm,  it 
has  been  found  necessary  to  find 
larger  quarters.  The  Thompson  Lace 
and  Veiling  Co..  Ltd.,  will,  there- 
fore, from  now  on  be  found  at  59 
Wellington  St.  W.,  Toronto,  on  the 
ground  floor  of  the  new  Brereton  and 
Stewart  Building.  This  will  give 
The  Thompson  Lace  and  Veiling;  Co., 
Ltd.,  four  times  the  space  which  they 
now  occupy,  and  will  enable  them  to 
show  their  excellent     assortment     of 


laces  and  veilings  to  much  better 
advantage.  The  firm  have  also 
greatly  increased  their  traveling- 
staff,  having  the  whole  of  Canada 
covered  by  a  competent  staff  of  nine 
travelers,  having  permanent  sample 
rooms  at  Halifax,  Montreal,  Toronto, 
Vancouver.  Mr.  E.  C.  Thompson  has 
just  returned  from  a  successful  buy- 
ing trip  to  the  Continent,  and  will 
again  visit  his  friends  in  Western 
Canada.  The  city  and  Ontario  cus- 
tomers who  visit  the  firm's  show- 
rooms at  59  Wellington  Street  West 
will  be  atended  to  by  Mr.  Tod,  spe- 
cial attention  being  directed  to  hav- 
ing an  exceptional  display  for  the 
spring  millinery  season.  The  firm 
carry  a  beautiful  assortment  of 
rhinestones,  Bulgarian  trimming's. 
shadow  laces,  also  Malines  veilings, 
chiffons,  nets,  etc. 

© 

E.    W.    UNWIN    TO    REPRESENT 
ST.    GALL    FIRMS. 

Edgar  W.  Tnwin,  who  is  well 
known  to  most  lace  and  embroidery 
buyers  in  this  market,  has  definitely 
made  his  home  in  Toronto,  and 
represents  some  leading  St.  Gall 
135 


(Switzerland)  lace  and  embroidery 
houses  for  the  Dominion,  in  the  Mc- 
Kinnon  Building.  He  is  well  posted 
in  the  requirements  of  this  market, 
as  he  has  already  made  a  number  of 
selling  trips  to  this  country  with 
laces  and  embroideries,  and  knows 
the  manufacturing  and  technical  end 
of  it,  as  he  was  for  some  fifteen  years 
in  the  St.  Gall  factories. 

Mr.  Unwin  represents  Belser, 
Forster  &  Co.,  St.  Gall,  who  manu- 
facture a  strong  line  of  staple  em- 
broideries, combining  good  design 
and  workmanship  with  moderate 
selling  price,  and  their  products  are 
specially  suited  to  the  needs  of  the 
manufacturing  and  wholesale  trade. 
Buyers  are  recommended  to  look  at 
their  wide  voile  flouncings,  heavily 
embroidered,  which  land  around  50 
cents  up  to  a  dollar. 

Lace  buyers  will  also  be  interested 
to  know  that  Mr.  1  nwin  handles  the 
entire  line  made  by  A.  Hufenus  & 
Co.,  St.  Gall,  whose  wonderful  high- 
class  novelties  are  so  well  known  in 
the  New  York  market,  where  they 
have  an  important  branch,  as  well  as 
in  Paris,  where  they  work  hand  in 
hand  with  the  leading  model  houses. 
Manufacturers    of  waists,     costumes, 
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neckwear,  etc.,  are  finding  the  pro- 
ductions of  this  firm's  "staple"  de- 
partment of  laces  particularly  smart 
and  very  suitable  to  the  up-to-the- 
minute  requirements  of  this  market. 

— @ 

DELFOSSE  CATALOGUES. 

A  handsomely  illustrated  catalogue 
containing  212  pages,  has  just  been 
issued  by  Delfosse  &  Co.,  Montreal. 
manufacturers  of  display  fixtures, 
forms,  mirrors,  wax  figures,  show- 
cases and  all  forms  of  store  equip- 
ment. 

A  large  number  of  new  and  origin- 
al designs  in  fixtures  are  shown  and 
the  catalogue  should  be  an  invaluable 
aid  to  dealers  everywhere  when  the 
purchase  of  store  equipment  is  under 


consideration.  The  book  is  presented 
in  a  very  convenient  size — b'  x  9  in- 
ches; the  cover  is  slate  colored,  em- 
bosse'd  in  gold;  the  design  being  of 
a  purely  Canadian  character  with  a 
spray  of  maple  leaves  and  a  beaver, 
worked  out  by  an  artist  of  repute,  es- 
pecially for  this  cover.  Several  in- 
terior views  of  the  factory  are  shown, 
including  the  machine  shop,  polishing 
department,  and  metal  fixture  stock 
room,  as  well  as  a  series  of  views 
showing  the  manufacture  of  papier 
maehe  forms.  Delfosse  &  Co.  claim 
to  have  the  largest  and  best  equipped 
factory  in  Canada  wherein  they  man- 
ufacture and  finish  every  article  turn- 
ed out,  including  wax  figures,  papier 
mache  forms,  show  cases,  mirrors, 
met  a  I   stands,  etc. 


Since  t he  business  of  Delfosse  & 
Co.  was  established  in  1S98  they 
have  had  to  increase  their  factory 
space  to  a  considerable  extent  in  or- 
der to  cope  with  the  growing  demands 
made  upon  them.  They  are  now  pre- 
pared to  turn  out  orders  promptly, 
though  customers  are  asked  to  bear  in 
mind  that  these  goods  require  time  in 
the  making  and  orders  should  be 
placed  as  early  as  possible  so  as  to 
assure  perfectly  satisfactory  deliver- 
ies. 

In  addition  to  their  other  lines. 
Delfosse  &  Co.  carry  in  stock  a  very 
complete  assortment  of  the  finest 
French  wax  figures.  These  are  very 
life-like  in  appearance  and  are  the 
highest  achievement  of  skilled  art- 
ists. 
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hours — 
instead  of  days 


The  business  pulse  of  to-day  is  swift;  business 
methods  are  more  intensive — competition  be- 
comes more  keen — and  the  business  that  would 
keep  the  pace  must  do  in  hours  what  was  for- 
merly done  in  days. 


Copeland-Chatterson 
Loose    Leaf    Systems 


give  increased  efficiency,  eliminate  time  waste. 
simplify  the  details  of  office  work,  .save  labor 
and  pave  the  way  for  swifter  growth.  Our  sys- 
tems are  equally  efficient  for  your  business, 
whether  small  or  large.     We  can  help  you. 


Write  us,  or  call 
and  talk  it  over. 


For    information    write     to     Department    "A." 
Corner  Richmond  &  Yonge  Sts.,  Toronto.  Out. 


The  Copeland-Chatterson  Co.,  Limited 


OFFICES  : 

Montreal,    Winnipeg, 

London,    Eng. 


TORONTO 

Home  Office 


FACTORIES: 

Brampton,  Ont. 
Stroud,  Glos.,  Eng. 
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Selling  Points  for  Your 
Salespeople 

Many  successful  merchants  tell  us  their 
salespeople  are  selling  more  dress  shields 
and  better  dress  shields  since  they  have 
been  using 


Dress  Shields  Chart 

Keeping  the  salespeople  interested  is  one 
of  your  problems. 

Making  more  profit  is  another. 

Kleinert's  Dress  Shields  Chart  helps'in  both. 

See  that  it  is  on  display  at  your  Notion 
Counter. 

I.  B.  Kleinert  Rubber  Co. 

Toronto,   Canada 


DRY    GOODS    REVIEW 


T")0  you  know  of 
any  dry  goods 
dealer,  anywhere  in 
Canada,  who  does 
not  subscribe  to  the 
Dry  Goods  Review? 

If  so,  you  will  be  doing  him 
a  good  turn  by  giving  us  his 
name  and  address,  so  that 
we  may  send  him  a  sample 
copy  and  an  order  blank. 
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Canadian  Women  Buy  Costly  Clothes 

As  high  as  $14,000  has  been  paid  for  furs  in  Toronto — Many  hats  sold  for  over 
$150— Society  women  of  the  Queen  City  spend  from  $1,500  to  $10,000  a  year  on 

clothes. 


WITH  the  increase  of  wealth  in  a  country 
comes  a  corresponding  increase  in  prices 
paid  for  clothes.  In  Canada,  there  has  been 
a  marked  tendency  of  late  years  on  the  part  of  the 
well-to-do  class  to  spend  sums  on  furs,  clothes  and 
jewelry  which  compare  with  prices  obtained  even  in 
the  capital  of  foreign  countries.  In  dealing  with  the 
subject  of  the  high  living  expenses  of  the  wealthy 
class  in  Toronto,  a  writer  in  the  Star  Weekly  touches 
on  the  question  of  dress  as  follows: 

Just  at  the  present  moderate  stage,  the  only  re- 
markable points  of  difference  in  the  spending  ac- 
counts of  the  very  rich  and  the  very  poor  are  the 
price  tags  on  clothes,  Summer  residences  and  motor 
cars — certainly  harmless  in  themselves,  and  the  legi- 
timate right  of  the  man  or  woman  who  can  afford 
them. 

"What  amounts  are  spent  by  some  of  Toronto's 
richest  women  on  their  clothes?"  I  asked  a  society 
Woman  who  knows  every  compass  point  of  fashion- 
able life. 

"From  $200  to  $10,000  a  year.  By  the  latter 
figure  I  refer  to  one  or  two  ultra  extravagant  women 
who  pick  up  five-hundred  dollar  dresses  in  Paris,  pay 
a  thousand  dollars  a  year  for  jewelry,  and  never  look 
at  a  hat  that  isn't  marked  above  $200.  Hundreds — 
literally  hundreds — of  Toronto  women  of  fashion 
spend  from  $500  to  $1,500  a  year  on  clothing  alone." 

To  prove  such  a  statement  I  questioned  the  head 
of  one  of  the  largest  Toronto  fur  establishments. 
"What  are  some  of  your  prices  for  fashionable  gar- 
ments?" 


He  quoted  the  sale,  before  mentioned,  at  $14,000 
and  added:  "That  is  unusually  large.  One  of  the 
biggest  local  sales  was  made  the  other  day — $3,500 
for  a  mink  coat.  A  large  number  are  made  at  $2,000 
and  $500  is  a  very  common  figure  in  a  day's  run. 
Although  this  Winter  has  been  extremely  mild,  more 
high-class  furs  were  sold  than  ever  in  our  history  for 
the  reason  that  the  wearing  of  furs  has  ceased  to  be 
a  matter  of  warmth  primarily,  but  of  fashion.  My 
experience  in  Toronto  has  convinced  me  that  no  city 
of  its  size  has  more  read}'  money  or  a  greater  eager- 
ness to  pay  generously  for  the  mark  of  quality." 

"And  what  prices  for  some  of  your  fanciest  hats 
for  women  ?"  I  questioned  another  dealer  who  comes 
into  touch  with  the  trade  of  the  rich. 

"Three  hundred  and  seventy-five  dollars  was  paid 
for  one  of  our  hats  last  season.  Two  hundred  and 
fifty  is  not  unusual,  and  many  were  sold  at  $150. 
Do  they  represent  value?  Yes,  value  in  exclusive- 
ness  and  taste  as  well  as  the  best  materials.  The 
woman  with  a  ready  purse  who  sees  the  hat  she  wants 
will  not  hesitate  at  an  extra  fifty  or  even  hundred 
dollars.  The  three  hundred  dollar  sales  are  made,  of 
course,  to  people  who  have  abundance  of  wealth. 
Such  a  purchase  is  merely  an  incidental  in  the 
week's  shopping." 

,  The  figures  given  above  relate  only  to  transactions 
with  the  very  rich  in  the  large  cities.  An  unmistak- 
able trend  is  shown  in  this  article,  however.  Canada 
has  passed  through  an  era  of  unprecedented  pros- 
perity and  money  is  unusually  plentiful.  People  in 
all  stations  of  life  are  spending  money  more  freely. 


Art  Classes  as  Advertising  Medium 

McKinnon's  Limited,  of  Weyburn,  Sask.,   hold  classes  for  children  on  Satur- 
days, free  tuition  being  given  in  embroidery  and  crocheting— Wide  interest  has 
been  created  and  the  store  has  benefited  accordingly. 


A  NOVEL  advertising  method  has  been  followed 
by  McKinnon's,  Ltd.,  of  Weyburn,  Sask., 
with  a  marked  degree  of  success.  An  art 
class  has  been  formed  for  girls,  weekly  classes  being 
held  in  the  store.  The  result  has  been  to  arouse  a 
deep  interest  among  the  members  in  art  fancy  work 
and  benefits,  both  direct  and  indirect,  have  accrued 
to  the  store. 

The  class  was  first  organized  last  fall  and  it  was 
so  successful  that  it  was  decided  to  form  a  new  class 
this  year,  in  order  to  accommodate  those  wishing  to 
attend.  Accordingly,  the  new  class  was  started  on 
February  1  and  the  two  divisions  have  been  carried 
on  since  under  the  charge  of  Miss  Meldrum,  with 
Miss  McLeod  as  assistant. 

In  order  to  create  interest  in  the  classes,  the  fol- 
lowing circular  was  sent  out  to  mothers : 
Dear  Madam : — 

During  the  Winter  months  we  have  been  hold- 
ing an  Art  Class  for  children  and  girls  which  has 
been  of  great  interest  to  a  large  number.  Practical 
work  has  been  taken  up.  One  little  girl  after  two 
lessons  made  an  aviation  cap  for  herself,  while  an- 
other embroidered   a   Dutch   collar,    while   still    an- 


other made  a  very  pretty  pin  cushion.  The  work 
of  any  of  these  little  girls,  we  think,  will  compare 
favorably  with  that  of  adults. 

Mi<s  Meldrum,  who  has  this  work  in  charge,  takes 
great  pains  with  the  class  and  guides  each  individual 
in  such  a  way  that  the  work  will  not  only  be  interest- 
ing but  profitable.  Miss  Meldrum  comes  to  us  from 
Winnipeg,  but  was  formerly  of  Heriot  Watt  Art 
College,  Edinburgh,  where  her  work  entitled  her  to 
an  Art  Certificate. 

The  Spring  Class  will  open  on  Saturday,  Febru- 
ary 1st,  at  10  o'clock  and  classes  will  be  held  every 
following  Saturday  at  the  same  hour.  The  work 
taken  up  will  be  eyelet  and  solid  embroidery  on  cot- 
ton, and  crochet  work  on  wools  and  cottons. 

These  classes  are  ABSOLUTELY  FREE  and  the 
only  cost  will  be  for  the  material  used,  which  am- 
ounts to  about  ten  to  twenty-five  cents  to  each  girl. 
No  charge  is  made  for  the  stamping  of  work  for 
these  lessons. 

Have  you  a  little  girl  that  would  like  to  take  up 
this  free  class  work? 

We  know  that  she  will  thoroughly  enjoy  it  if 
you  decide  to  let  her  attend,  and  it  will  prove  to  be 


tin  hi 


Group   photograph   of   children's   art     club  in  store  of  McKinnon's,  Ltd.,  Weyburn,  Sask. 
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useful  to  her  as  she  grows  older.    Bring  or  send  your 
little  girl  on  Saturday,  February  1st. 

We  are, 

Yours  truly, 
McKINNONS,  LIMITED. 

This  was  followed  up  by  advertising  in  the  local 
papers.  The  result  was  a  big  enrollment  of  pupils. 
Spring  classes  have  an  enrollment  of  57  and  the 
average  attendance  has  been  37.  Usually  there  are 
about  45  on  hand  when  the  weather  is  favorable.  In 
the  photograph  is  shown  a  class  of  normal  size.  Miss 
Meldrum,  the  instructress,  is  at  the  right  side  of  the 
picture. 

The  classes  are  held  every  Saturday  morning 
from  10  to  12  o'clock.  The  work  taken  up  is  em- 
broidery and  crocheting  and,  since  the  classes  began, 
the  pupils  have  shown  marked  proficiency. 


As  an  advertising  effort,  the  holding  of  these 
classes  has  been  resultful.  They  have  shown  results 
both  direct  and  indirect.  The  fact  that  the  children 
have  become  deeply  engrossed  in  the  work  is  of  im- 
portance as  it  means  that  the  household  from  which 
each  student  comes  is  bound  to  take  an  almost  equal 
interest.  In  this  way,  the  store  is  advertised  very  di- 
rectly and  unmistakably. 

Another  fact  is  worth  noting.  Mothers  or  sis- 
ters often  accompany  the  children  to  and  from  the 
store.  But  behind  all  this  is  another  result  which 
must  he  regarded  as  the  most  important.  The  chil- 
dren are  being  educated  to  appreciate  the  value  of  the 
articles  which  they  produce.  Through  them,  their 
mothers  and  sisters  are  sharing  in  the  same  educa- 
tion ;  and  the  results  are  seen  in  the  demand  for 
fancv  goods,  notions  and  materials  for  art  work. 


Eliminating  Evils  in  Dry  Goods  Trade 


THERE  are  many  evils  in  the  dry  goods  trade 
as  in  all  other  trades.  Merchants  are  facing 
conditions  which  are  highly  detrimental  but 
from  which  it  seems  impossible  to  escape.  They  are 
forced,  for  instance,  to  do  a  great  amount  of  work 
free-work  which  should  be  charged  for  and  would 
be  if  custom  had  not  put  the  merchant  in  the  un- 
fortunate position  of  having  to  do  it  as  a  kind  of  con- 
cession or  premium.  The  giving  of  discounts  has 
become  another  evil  of  formidable  proportions.  It 
would  be  possible  to  continue  the  list  of  abuses  and 
evils  almost  indefinitely,  for  they  have  crept  into 
every  phase  of  the  management  of  a  retail  business. 

One  of  the  most  succinct  and  complete  sum- 
maries is  presented  by  Geo.  F.  F.  Roberts,  who  was 
recently  elected  as  president  of  the  New  England  Dry 
Goods  Association.  In  a  circular  addressed  to  the 
dry-goods  merchants  of  that  section,  Mr.  Roberts  of- 
fers the  following  excellent  suggestions  for  the  com- 
plete elimination  of  trade  abuses. 

Why  not  STOP  FREE 

1  Coat  and  Suit  Alterations? 

2  Carpet  Making  and  Laying? 

3  Curtain  and  Upholstery  work? 

4  Delivery  of  small  parcels? 

5  Delivery  beyond  sane  limits? 

6  Fares  to  your  city  or  town  ? 

7  Gifts,  Prizes  and  Premiums? 

8  Millinery  Making  and  Trimming? 

9  Parcel-post  before  it  gets  too  far  and  your  ex- 
pected boom  becomes  a  boomerang? 

Why  not  cease  to  give  discounts  to 

1  Clubs,  Dressmakers,  Peddlers  and  Societies? 

2  Restaurants,  Hotels,  and  Sewing  Circles? 
Why  not  reduce 

1  Advertising  as  a  whole  and  exaggerated 
statements? 

2  Fake  sales   and  the   number  of  sales? 


Why  not  discourage  the 

1  Club  plan  and  Installment  plan? 

2  Sample  Fiend  and  Approval  system? 

3  Needless  offer  of  Credit  and  Too  willing  Ex- 
changes ? 

Why  not  encourage  the 

1  Cash  customer  and  Careful  shopper? 

2  People  who  Carry  their  Purchases  and  Keep 
them? 

Why  not  depend  for  success  upon 

1  Your  own  Personality  and  the  Efficiency  of 
your  help? 

2  The  Character  of  your  Store  and  the  Quality 
of  advertising? 

3  The  Style  and  Completeness  of  your  stock  and 
Display  of  same? 

Why  not  (as  seasons  have  changed) 

1  Stop  Forcing  the  season  and  Losing  your 
profits? 

2  Have  your  Clearance  sale  later  and  Save  the 
profits? 

As  selling  goods  is  not  a  six  days  a  week  task, 
Why  not  Close 

1  On  all  New  England  Holidays  and  insist  on 
same  day  in  six  states?* 

2  On  More  evenings  if  all  agree,  in  your  com- 
munity? 

3.  One-half  day  each  week,  except  when  there's 
a  holiday  in  it? 

The  clause  marked  with  an  asterisk  is  meant  to 
apply  only  to  the  particular  section  covered  by  the 
New  England  Association,  but  the  same  condition  is 
found  in  Canada.  Uniformity  in  holiday  dates, 
although  a  sane  proposition  to  which  no  real  objec- 
tions can  be  raised,  has  not  yet  been  brought  about 
in  this  country.  Civic  holiday  dates  vary  in  all 
parts ;  being  celebrated  on  perhaps  a  dozen  different 
dates  in  different  parts  of  the  country. 


Raising  Standard  of  Glove  Department 

The  proper  selection   of  stock — Keeping  stocks  clean  by  periodical  clearance 
sales — Giving  satisfaction  to  customers — The  proper  storing  and  displaying  of 

glove  stocks. 


Editor  of  Dry  Goods  Review. 

We  would  like  some  suggestions  re  kid  glove  de- 
partment. We  think  we  should  be  selling  more  of 
them  and  any  hints  on  fixtures,  salesladies,  publicity, 
etc.,  will  be  much  appreciated." 


KID  glove  departments  and  their  ultimate  suc- 
cess are  always  a  problem.  There  have  been 
many  experiences  in  style  trend,  competi- 
tion and  selling  sequence.  Without  the  knowledge 
of  makes  carried  and  business  done  any  suggested 
improvements  must  be  general. 

In  some  localities  branded  names  which  are 
household  words  through  advertising,  sell  the  gloves. 
But  unfortunately  every  merchant  in  a  town  does 
not  carry  these  same  makes.  Again  unless  he  is  en- 
tirely sure  of  quality  and  connections  he  does  not 
care  to  advertise  any  one  line  to  create  a  demand 
for  the  manufacturer's  gloves.  The  situation  is  that 
while  merchants  are  willing  enough  to  benefit  by 
the  makers'  advertising  they  are  not  willing  to  pro- 
mote an  obscure  make.  Kid  glove  manufacturers  or 
branded  lines  are  not  numerous  so  little  improvement 
can  be  expected  by  changing  connections.  This  is 
not  a  reason,  why  any  merchant  cannot  handle  one 
or  as  many  makes  as  his  trade  warrants.  If  the  quali- 
ty and  values  are  correct  each  merchant  can  afford  to 
take  advantage  of  manufacturers'  advertising  and 
promote  a  departmental  brand  of  his  own. 

Numerous  inside  conditions  might  contribute  to 
slow  glove  sales.  The  first  of  these  is  the  stock  itself. 
Most  manufacturers  or  their  representatives,  have 
been  selling  their  lines  season  after  season.  They 
expect  that  when  a  merchant  places  an  order,  which 
is  satisfactory,  the  stock  is  clean.  If  suggestions  are 
made  to  the  contrary  they  are  resented.  The  result 
has  been  that  the  traveller  often  knows,  as  well  as 
anyone,  why  orders  are  not  increasing  as  anticipat- 
ed." 

STOCKS   MUST   BE   CLEANED. 

In  handling  many  glove  stocks,  the  merchandis- 
ing policy  of  the  store  is  wrong.  As  an  improvement 
the  only  option  is  to  lose  money  preparatory  to  a 
season  and  clean  up  stocks.  After  this  general  clean- 
up each  season's  sales  are  made  to  carry  the  smaller 
losses,  incidental  to  good  business  and  satisfactory 
profits  on  the  investment.  The  trouble  is  in  the  as- 
sortments and  quality  of  stock.  Therefore,  the  am- 
ount of  initial  loss  depends  on  the  stock. 

Several  tests  are  necessary  in  placing  kid  glove 
departments  on  a  100  per  cent,  basis  or  as  near  that 
standard  as  possible.  One  of  the  first  of  these  is  qual- 
ity. The  test  of  fineness  or  texture  of  relative  num- 
bers is  in  the  feel  of  individual  pairs  of  gloves.  This 


is  the  customer's  test  and  should  be  equally  so  for 
I  lie  merchant.  The  same  test  in  a  measure  determ- 
ines the  life  of  the  gloves,  being  handled  and  their 
ultimate  wearing  satisfaction.  Life  in  a  kid  glove 
depends  on  the  softness,  pliability  and  weight  of  the 
skins  and  the  test  of  feel  only  comes  with  practice 
or  careful  comparison. 

Among  the  several  reasons  for  putting  quality 
gloves  on  the  sale  table  are  the  following:  In  some 
cases  gloves  in  stock  become  hard  or  unpliable.  They 
seem  thick  because  the  dressing  of  the  skins  or  oil 
has  been  absorbed.  They  are  flat  and  stiff  and  show 
patches  of  white. 

A  second  reason  is  that  gloves  have  been  stretch- 
ed and  from  numerous  causes,  fitting,  method  of  pre- 
senting to  customers  or  stock-keeping  are  not  new 
when  presented.  At  any  rate,  a  number  of  pairs  are 
mis-shapen  and  do  not  sell,  as  in  each  case  a  perfect 
pair  is  wanted.  While  these  gloves  are  perfect  in 
quality,  size  or  color  stock  is  increased  by  the  value 
of  these  numbers  in  stock. 

Damaged  gloves,  which  accumulate  for  that  cause 
are  a  contributory  reason  for  unclean  stocks.  These 
gloves  often  represent  part  of  the  stock,  which  is 
considered  in  first-class  shape.  Minute  inspection 
reveals  imperfections  for  which  no  one  is  directly  re- 
sponsible at  the  time  but  which  can  be  traced  to 
many  minor  influences.  Spots  or  rough  effects  caus- 
ed by  dust  are  a  defect.  Almost  new  stock  is  some- 
times spotted  because  the  counter  was  wet,  when  they 
were  shown.  Defects,  which  are  unaccountable,  show 
in  a  short  time.  Faded  shades  are  also  found.  A 
streaked  appearance  is  seen  in  light  colors.  Whether 
these  gloves  faded,  when  on  display  or  after  being  re- 
turned to  the  original  wrappers,  is  conjecture.  Their 
place  in  stock  represents  an  investment,  which  does 
not  mean  sales  and  turnover. 

Many  of  the  causes  of  slow  sales  are  seen  in 
comparison  with  perfect  and  saleable  gloves,  which 
are  approved  quality  and  value.  When  customers 
are  satisfied  in  their  selection,  they  choose  the  right 
gloves  every  time.  Salespeople  continually  pass 
these  odd  gloves.  Very  often  a  sale  is  lost  because 
of  the  difference  in  feel  between  sizes  or  in  matching 
colors. 

Shape  is  important.  Complaints  from  customers 
that  the  fingers  or  thumbs  are  too  short  or  the  hand 
is  too  narrow  and  the  cuff  short  or  small  have  to  be 
satisfactorily  answered.  Customers  and  merchants 
interests  are  protected  as  these  criticisms  are  some- 
times justified.  Such  simple  things  as  stitching  on 
the  back  makes  enough  difference  to  lose  a  sale.  To 
carefully  gloved  people,  the  lines  of  the  glove  are 
as  important  as  fit.    Fasteners  and  their  number  are 
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often  according  to  locality  demands  just  as  longer 
lengths  sell  better  one  place  than  another.  For  in- 
stance, every  pair  of  lace  fastened  or  buttoned  gloves 
in  short  lengths  are  not  worth  much,  when  custo- 
mers want  particular  domes  and  fasteners. 

PERIODICAL     STOCK    CLEANING. 

Profits  on  gloves  for  a  time  are  in  proportion  to 
the  necessity  for  house  cleaning  and  its  effectiveness. 
Clearance  prices  depend  on  the  quantity  and  condi- 
tion of  the  accumulated  seconds.  With  judicious  ad- 
vertising and  display,  the  sale  price  depreciates  until 
the  lot  is  gone.  A  proper  clean  up  will  likely  show 
prices  from  89c  a  pair  down  to  25c.  If  the  latter  fig- 
ure does  not  complete  the  clearance,  the  gloves  left 
are  usually  an  insult  to  a  good  department.  After 
stock  is  cleared  once,  a  periodical  stock  cleaning  is 
a  policy  of  precaution. 

Stock-keeping  arrangement,  department  location, 
fixtures,  and  publicity  are  the  same  applied  to  kid 
and  fabric  gloves  as  in  any  other  section.  Success- 
ful sales  are  not  the  result  of  following  the  lines  of 
least  resistance.  Glove  departments  are  not  treated 
as  trade  pulling  mediums  for  other  sections  in  the 
store  which  demand  profits.  If  any  other  element 
is  present,  the  causes  are  usually  evident.  The  head 
of  the  department,  buyer,  or  salesman,  are  afraid  they 
cannot  ask  or  get  more  than  fixed  prices.  This  does 
not  prove  that  the  plan  is  not  feasible.  Confidence 
is  necessary. 

Careful  buying  of  kid  gloves  is  an  important  fea- 
ture of  successful  kid  glove  sales.  Continued  changes 
in  styles,  selling  conditions  and  competition  make 
buying  a  different  matter  than  assorting  sizes,  num- 
bers and  colors  once  or  twice  a  year.  While  percent- 
age of  profit  may  be  increased  by  changing  numbers, 
merchants  are  depending  on  quantity  sales  and 
quicker  turnover  on  investment.  Naturally,  if  semi- 
annual clearance  is  effected,  larger  profits  and  cor- 
respondingly larger  stocks  with  quicker  sales  for  the 
important  glove  selling  events,  Easter,  Thanksgiving 
and  Christmas  are  necessary.  Therefore,  gloves  are 
bought  oftener  than  ever.  Buying  develops  into 
staple  placing  and  novelties  in  which  the  success  of 
the  latter  is  guided  by  intuition  and  knowledge  of 
future  styles.  This  is  the  only  important  reason  for 
correct  connections  and  in  a  measure  more  satisfac- 
tory repeats  because  style  influence  is  also  catered  to 
by  larger  firms.  The  same  policy  approves  adding 
new  lines  which  the  demands  of  the  trade  dictate. 

In  most  cases  more  satisfactory  business  is  being 
done  on  better  gloves  than  on  cheaper  grades.  The 
question  of  non-guaranteed  sale  gloves  is  an  open 
one.  Merchants  usually  concede  that  gloves  carried 
in  average  Canadian  stocks  or  the  quantities  sold  do 
not  favor  cheaper  quality  numbers  in  building  up  a 
good  trade.  Those,  who  are  anxious  to  educate  cus- 
tomers to  come  each  season  for  gloves  can  afford  to 
sell  satisfactory  gloves  at  certain  prices  and  seasons. 
The  idea  is  to  build  up  a  better  clas^  of  trade  and  in- 


vite exclusive  glove  business  which  pays  larger  prof- 
its. This  is  one  of  the  advantages  of  the  semi-annual 
clearance  sales.  Prices  at  that  tin  e  are  never  less 
than  cost,  so  the  turnover  of  the  season  is  clean. 
Profits  are  not  estimated,  but  accomplished. 

Another  flay  to  consider  the  situation  is  that  for 
every  pair  of  cheaper  gloves  sold,  customers  expect 
adequate  return  in  wear  and  satisfaction.  Salesman- 
ship takes  advantage  of  this  demand.  Every  pair 
of  cheaper  gloves  sold  fills  the  demand  for  a  better 
pair.  Sales  are  not  increased  as  the  sale  of  second- 
ary gloves  is  limited  and  satisfactory  gloves  usually 
give  sufficient  wear  to  serve  for  everyday  use.  Cus- 
tomers remain  loyal  to  the  store  in  this  case  which 
means  increased  business.  Petained  and  built  up 
patronage  is  augmented  by  new  customers. 

Buyers  pay  as  much  as  estimated  expenses  allow 
and  give  a  good  margin.  Profits  should  average  at 
least  50  per  cent,  on  cost.  In  the  average  store  $1, 
$1.25,  $1.50  and  $1,75  or  $2  are  favorite  selling  pric- 
es for  short  gloves.  Long  gloves  sell  up  to  $3.50  a 
pair.  Every  sale  is  a  dollar  or  more.  With  a  grow- 
ing turnover  on  investment  and  stock  closer  to  im- 
mediate demands  the  profits  on  investment  should  be 
satisfactory. 

A  careful  buyer  uses  good  judgment  in  selecting 
shades,  After  the  stable  stock  is  ordered  the  amount 
of  success  attending  the  choice  of  novelties  depends 
on  how  far  each  buyer  is  confident  that  selections  are 
right.  With  the  knowledge  at  the  time  of  ordering 
and  at  the  buyer's  disposal  as  the  season  advances, 
there  is  little  speculation  compared  with  other  de- 
partments. The  policy  is  to  conserve  profits  while 
building  up  a  reputation  for  correct  assortments  and 
service. 

METHODS     OF     STOCK-KEEPING. 

Stock-keeping  is  defined  by  the  stock  carried  and 
the  natural  divisions  of  size,  color  and  price  of  for- 
ward and  reserve  stock.  Glove  cabinets  about  6  feet 
6  inches  high  are  approved.  These  cabinets  are  built 
to  the  floor  or  have  double  drawer  base.  Each  lock- 
er is  about  4  x  6  x  12  inches,  finished  inside  and  out. 
Smaller  inside  divisions  separate  the  shades.  Cloth 
covered  boxes  made  to  fit  fixtures  are  the  next  best 
equipment.  These  boxes  are  3%  x  4  x  12  inches  or 
multiples  in  width  up  to  12  inches.  Ordinary  glove 
boxes  in  which  gloves  are  received  are  splendid  for 
stock-keeping.  Each  size  is  kept  separate  and  each 
pair  wrapped  in  tissue  paper  as  received.  Packages 
are  held  by  an  elastic  band  with  ordinary  label  and 
side  papers.  With  careful  allotment  of  colors,  sizes 
and  prices  any  saleswoman  can  keep  stock  ship  shape 
by  examining  and  replacing  stock  daily.  Counters 
are  padded  with  velour  fitting,  board,  wash  basin  and 
fitting  appliances. 

Perhaps  the  main  trouble  is  found  in  keeping  up 
stock.  Slowness  in  delivery  of  the  staple  shades 
sometimes  contributes  to  losses.  This  can  be  improv- 
ed by  shrewd  buyers  and  the  service  of  repeats  kept 
strictly  up  to  the  minute. 
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Evils  of  the   Trade 

IN  this  issue  a  comprehensive  summary  is  given 
of  the  more  pressing  evils  now  felt  in  the  trade. 
The  proportions  of  the  list  appear  startling  and  formi- 
dable. One  wonders  at  first  how  the  merchant  ever 
manages  to  stagger  along  under  so  heavy  a  load  of 
hampering  conditions.  After  studying  each  item, 
however,  it  is  found  that  the  practices  mentioned  as 
evils  are  not  in  any  sense  new  but  that  they  have 
existed  for  many  years  and  the  trade  has  managed 
to  bear  up  under  them.  It  is  probably  true  that  the 
dry  goods  man  is  no  worse  off  than  merchants  in  oth- 
er lines  of  trade. 

The  question  should  not  be  dismissed  with  the 
cursory  and  far  from  consolatory  reflection  that 
evils  of  the  nature  cited  are  an  inevitably  concomit- 
ant of  retail  trade,  however.  There  are  many  of  the 
items  contained  in  our  list  which  could  be  soon  dis- 
posed of  in  effectual  style,  if  the  merchants  made  a 
determined  effort  to  stamp  them  out.  It  would  not 
be  a  difficult  matter,  for  instance,  for  the  trade  to  el- 
iminate such  practices  as  making  alterations  free, 
laying  carpets  without  charge,  giving  gifts  and  prem- 
iums and  similar  unnecessary  bonuses;  that  is,  the 
difficulty  would  not  be  great  if  any  degree  of  unani- 
mity were  reached  among  members  of  the  trade  in 
certain  localities.  Where  one  merchant  adopts  some 
such  scheme,  his  competitors  think  they  are  compell- 


ed to  go  him  one  better  and  in  this  way.  the  public 
are  led  to  expect  concessions  of  the  kind  and  to  regard 
them  as  their  just  due. 

Running  down  the  list,  which  is  given  on  anoth- 
er page,  the  eye  encounters  evils  of  a  varied  nature, 
all  of  which  could,  we  believe,  be  eliminated  if  a  de- 
termined effort  were  made.  One  item  in  particular 
applies  with  force  to  many  localities  in  Canada  ■ — 
the  practice  of  keeping  open  every  evening.  Although 
in  many  centres,  the  merchants  have  reached  an 
agreement  whereby  they  close  at  six  every  evening 
except  on  Saturdays  and  before  holidays,  there  are 
still  thousands  of  stores  where  the  old  idea  of  keeping 
open  practically  from  cock's  crow  to  the  last  hour  at 
which  a  belated  night  customer  might  happen  in, 
is  still  in  force.  Under  such  circumstances,  the 
merchant  makes  of  himself  a  voluntary  slave,  free  in 
name  perhaps  but  nevertheless  bound  down  by  chains 
as  irksome  as  those  ever  worn  by  captive.  And  it 
is  extremely  doubtful  if  his  business  returns  are  any 
more  satisfactory  as  a  result  of  the  unremitting  toil 
and  endless  hours  that  he  gives.  Why  cannot  early 
closing  he  made  general? 


Push    Collections  Now 

ALTHOUGH  the  merchant  who  conducts  his 
business  on  a  credit  basis,  must  push  collec- 
tions vigorously  at  all  seasons  of  the  year,  there  are 
certain  times  when  it  is  advisable  to  make  an  extra 
special  effort.  For  instance,  in  the  fall,  when  the 
farmer  has  realized  on  his  crops  and  has  plenty  of 
ready  money,  no  effort  should  be  spared  to  get  out- 
standing accounts  with  farmers  collected. 

At  the  present  time,  there  is  need  for  the  prose- 
cution of  an  unusually  active  collection  campaign ; 
but  for  a  far  different  reason.  Money  at  the  present 
time  is  tight.  Banks  are  loth  to  lend  and  there  is 
every  indication  that  none  but  the  most  strictly  legi- 
timate enterprises  will  be  financed  this  year.  While 
the  dry  goods  man  will  not  find  any  difficulty  in  se- 
curing reasonable  accommodation  from  his  banker, 
it  is  not  at  all  likely  that  he  will  find  any  tendency 
to  give  him  "leeway."  With  the  prospect  of  com- 
parative tightness  in  financial  circles,  the  dealer 
should  endeavor  to  put  himself  in  a  position  where 
it  will  not  be  necessary  to  seek  assistance.  The  merch- 
ant who  keeps  his  accounts  collected  will  not  find 
it  necessary  to  get  accommodation  at  the  bank  and 
therefore  will  not  leave  himself  open  to  inconven- 
ience should  a  more  serious  financial  stringency  de- 
velop in  the  future. 

® 

Much   Money   Spent  in  Dress 

IT  is  not  necessarily  a  sign  of  national  prosperity 
and  wealth  when  a  certain  proportion  of  the 
population  begin  to  pay  what  seems  like  extraordin- 
ary prices  for  articles ;  hut  it  is  a  sign  that  the  retailer 
can  expect  to  sell  goods  which  previously  he  was 
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afraid  to  handle.  The  statement  is  made  that  society 
women  in  a  certain  city  spend  as  much  as  $10,000 
a  year  on  clothes  alone.  The  figures  given  in  another 
part  of  this  issue  indicate  that  the  conditions  exist- 
ing in  foreign  capitals  where  extravagance  runs  riot 
are  now  being  reflected  in  the  larger  cities  of  the 
Dominion. 

Although  it  is  only  in  the  larger  cities  that  such 
sums  are  paid  out,  the  same  tendency  is  making  itself 
felt  all  over  the  country  in  a  more  or  less  degree. 
People  are  paying  for  articles  which  were  once  re- 
garded as  the  rarest  of  luxuries.  What  is  more  to 
the  point,  they  are  becoming  educated  to  the  necessity 
of  paying  a  good  price  for  a  good  article.  It  is  the 
natural  result  of  the  unprecedented  prosperity  which 
Canada  has  enjoyed.  Money  is  plentiful  among  the 
people — and  they  are  learning  to  spend  it. 


The   Customer   is   Right 
tffT^  HE  customer  is  always  right." 

A  This  maxim  was  laid    down  by  a  merch- 

ant prince  whose  success  in  business  has  been  so 
great  that  one  is  inclined  to  trust  to  his  judgment 
on  such  questions.  His  business  throughout  was 
managed  on  the  one  principle : — That  the  merchant 
must  please  the  public.  Service  was  the  keynote  of 
his  policy. 

Students  of  merchandising  problems  agree  that 
in  the  main  the  merchant  must  base  his  store  policy 
on  the  idea  that  the  customer  is  always  right.  He 
must  strive  to  please,  accepting  losses  with  good  grace 
and  aiming  to  get  his  reward  in  the  shape  of  a  wide- 
spread reputation  for  service  —  the  kind  of  reputa- 
tion which  can  be  coined  into  profits. 

Still,  all  will  agree  that  the  idea  of  elevating  the 
customer  to  the  plane  of  infallibility  and  pampering 
him  in  every  whim  can  be  carried  too  far.  There 
are  some  customers  who  are  never  right.  The  crafty 
customer,  who  can  always  buy  cheaper  elsewdiere  or 
by  mail,  who  is  never  willing  to  pay  a  fair  price,  de- 
serves a  short  shrift.  It  does  not  pay  to  let  the  cus- 
tomers of  this  type  think  that  they  are  right;  on 
the  contrary,  it  is  necessary  to  promptly  demonstrate 
that  they  are  wrong.  The  man  who  is  always  asking 
for  credit  and  building  up  accounts  which  he  is  very 
slow  to  settle  is  another  who  must  be  dealt  with  as 
an  exception  to  the  general  rule  that  the  customer  is 
always  in  the  right.  There  are  other  types,  other 
kinds  of  customers  who  must  be  regarded  as  danger- 
ous to  a  degree  and  dealt  with  firmly  and  unswerving- 

With  these  exceptions  in  sight,  however,  it  is 
still  necessary  for  the  retailer  to  base  his  selling  cam- 
paign with  the  broad  idea  in  mind  that  he  is  there 
to  please  the  public.  Promptness,  courtesy  and  a 
willingness  to  stretch  a  point  where  possible,  and  to 
oblige  on  all  occasions,  are  the  main  factors  in  win- 
ning the  favor  of  the  buying  public. 


The  Financial   Outlook 

T"E  Financial  Post  in  its  last  issue  states  that  the 
attention  of  business  men  is  centred  on  the  mon- 
etary outlook  and  that  the  country  is  feeling  the 
stringency  keenly  in  so  far  as  the  market  for  Can- 
adian securities  in  London,  Eng.,  is  concerned.  Some 
heed,  it  says  might  well  be  given  to  the  official  trade 
returns  just  issued  by  the  Dominion  Government  cov- 
ering the  first  nine  months  of  the  fiscal  year  ended 
December  last.  The  imports  and  exports  of  merch- 
andise are  as  follows: — 

Imports.  Exports.  Balance. 

1909  ..$267,041,035     $238,667,077     $28,373,958 

1910  ..   331,502,622       235,317,515        96,185,107 

1911  ..   382,451,923       241,885,332       140,566,591 

1912  ..  496,692,803      297,134,761       199,558,042 

It  will  lie  seen  that  the  balance  is  rather  great 
against  Canada. 

It  is  not  so  much  a  question  as  to  the  quantity  of 
money,  but  the  price  Canada  will  pay  for  it.  Mean- 
while during  the  past  week  there  has  been  some  ease- 
ment of  the  stringency.  Some  of  the  banks  have 
been  lending  in  strictly  call  loans,  and  the  rate  is  6^2 
per  cent.  Some  manufacturers  and  business  men 
have  not  been  able  to  get  money  from  the  banks  for 
the  purpose  of  capital  expenditure,  and  have  had  in 
consequence  to  turn  to  the  loan  companies. 

The  problem  in  the  mind  of  most  thinking  busi- 
ness men,  The  Post  adds,  is  as  to  what  is  going  to 
happen.  Leaving  external  influences  out  of  consid- 
eration, it  does  not  think  anything  serious  is  in  pros- 
pect. The  tight  money  will  certainly  slacken  up 
business,  building  operations,  etc.,  somewhat,  but 
outside  of  money  the  fundamentals  are  sound,  and 
there  is  no  occasion  for  fear. 


Changes  in  Mercantile  Law  Wanted 

AT  the  annual  convention  of  the  Ontario  Associat- 
ed Boards  of  Trade  in  Hamilton  last  week  a 
resolution  was  passed  urging  the  Provincial  Govern- 
ment to  pass  legislation  dealing  with  bulk  sales  with 
a  view  to  protecting  the  wholesaler  from  loss  through 
actions  of  dishonest  retailers.  The  latter,  it  was 
charged,  sometimes  sell  their  stock  in  bulk  before 
some  of  it  was  paid  for. 

This  was  objected  to  on  the  score  that  it  would 
make  the  wholesaler  careless  as  he  would  have  the 
tendency  to  feel  he  had  the  protection  of  the  Gov- 
ernment. However,  notwithstanding  the  objection, 
the  resolution  was  carried. 

There  was  also  a  resolution  presented  asking  for 
a  uniform  Dominion  Insolvency  Law.  It  was  stated 
by  the  introducer  that  under  the  present  system  in 
Canada  it  is  necessary  for  those  dealing  with  merch- 
ants in  the  various  provinces  to  be  familiar  with  all 
the  different  systems  and  that  this  was  annoying  to 
the  creditor  abroad.  More  data  were  required  on  this 
so  that  it  was  not  carried  at  the  time. 


CANADIAN 


FUR,  TRADE  N  EWS 


The  Style  Trend  for  Furs  Defined 

From  present  outlook,  45-inch  coats  are  expected  to  sell — Many  styles  shown 
are  remarkably  plain,  although  original  and  striking  fur  combinations  are  seen. 


RANGES  of  fur  samples  for  Fall  1913  are  still 
incomplete.  Several  manufacturers  left  for 
the  West  during  the  first  weeks  in  March. 
Samples  are  mostly  staple  numbers  in  styles  and 
pelts.  Compared  with  last  season's  lines,  value  as 
well  as  finish  is  similar.  Although  an  exceptional 
novelty  season  with  business  later,  manufacturers  are 
basing  values  and  styles  for  early  placing  on  the 
trend  of  last  season. 

Style  trend  and  season  placing  are  different  ac- 
cording to  locality.  Sample  ranges,  ready  early,  show 
mostly  staple  styles.  The  few  novelties  seen  are  not 
extreme  compared  with  this  season's  exclusive  styles. 
That  some  of  the  novelty  influences  will  take  well  is 
conceded  because  for  general  trade  the  demand  for 
novelty  is  growing  faster  than  the  production  of  oth- 
er than  the  most  staple  lines.  Those  novelties  already 
shown  are  more  to  indicate  style  trend  and  tone  up 
stock  to  find  the  feeling  of  the  trade  on  coming  influ- 
ences. 

45-INCH   COATS. 

A  fair  selection  of  fur  and  fur-lined  coats  is  seen. 
In  most  parts  of  the  trade  45-inch  coats  are  expected 
to  sell  in  proportion  to  furs,  which  are  most  suitable 
in  weight  and  texture.  First  samples  are  from  40  to 
52  inches  long.  Some  of  the  styles  are  remarkably 
plain,  while  others  run  to  extreme  in  fur  combina- 
tion and  outline.  Staple  coats  are  semi-fitting  with 
some  fulness  to  the  skirt.  In  the  novelties,  as  predict- 
ed, most  of  the  fur  is  above  the  waist  line.  Garments 
are  cut  away  in  front  from  gradual  rounded  effects 
to  pronounced  sweep.  The  length  determines  the 
mode  of  fastening,  which  is  3  to  4  button  or  single  or 
double  frogs  with  tassels  and  loops. 

Mink  coats  are  shown  in  the  three  lengths  and  for 
high-class  trade,  style  favors  plain  matched  shell, 
shawl  collar  and  deep  cuffs  with  bias  or  outline  pelt 
trimmings.    Seal  with  Alaska  Sable  collar,  cuffs  and 


border  are  sampled  in  one  range.  Persian  lamb  coats 
are  similar  and  the  quality  and  cure,  linings  and 
finish  are  equal  to  last  season's  samples. 

NOVELTY    IN    EUR    COMBINATIONS. 

The  greatest  novelty  in  fur  combinations  and  cut 
is  seen  in  Hudson  Seal.  This  is  becoming  one  of  the 
leading  furs  from  a  retail  standpoint.  Some  of  the 
best  combinations  seen  are:  Hudson  seal  and  beaver, 
civet  cat,  opossum  or  any  light  fur.  which  contrasts 
well  with  black.  Civet  cat  is  used  to  outline  collars 
and  cuffs.  These  coats  are  usually  40  to  45  inches, 
with  long  shawl  collar,  large  cuffs  and  double  fasten- 
er with  one  large  ornament  and  tassels. 

Similar  application  and  cut  is  seen  in  pony  skin. 
A  few  long  marmot  coats  are  featured  for  Western 
trade,  motoring  wear  and  driving.  Both  plucked 
and  unplucked  beaver  for  men  and  women  are  shown 
in  more  ranges  than  heretofore.  This  is  in  accord 
with  the  growing  style  favor  for  this  fur. 

For  warmth,  motoring  or  driving,  some  advanced 
numbers  in  Fall  and  black  muskrat  are  shown.  These 
garments  have  real  style  and  are  made  of  best  quality 
selected  rats.  They  are  mostly  40  inch  length  and 
made  in  both  panel  and  bias  pelt  styles.  The  trim- 
ming is  contained  in  the  arrangement  of  the  skins, 
which  are  beautifully  matched.  These  smart  coats 
are  higher-priced  than  the  average  and  are  quoted 
at  $90  to  $125  each,  but  other  lines  in  different 
lengths  are  full  value  in  quality  and  appearance  at 
regular  costs.  The  general  impression  is  that  rat 
prices  are  easier.  The  problem  is  to  secure  select 
skins  at  closer  prices. 

In  coon  coats  for  men  and  women  the  market  is 
remarkably  firm.  Some  manufacturers  estimate  the 
advance  for  No.  1  coon  at  j0  per  cent.  The  trade 
want  a  leader  $100  coat  and  are  willing  to  pay  up  to 
$70  but  this  year  makers  are  not  prepared  to  offer 
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first  quality  matched  pelts  less  than  $75  to  $80  a 
garment.  An  instance  of  this  is  noted  in  early  quo- 
tations. In  an  effort  to  procure  a  sample  coat  of 
right  quality  and  appearance  to  round  out  a  sample 
range,  a  suitable  garment  was  selected  at  $68  net. 
This  coat  stood  the  lest  of  value.  It  was  returned 
for  a  minor  defect  in  workmanship  but  both  the 
quality  and  price  were  withdrawn.  The  maker  could 
not  produce  garments  to  sample  less  than  $75  net. 
No.  1  and  2  grades  are  sampled  in  satisfactory  coats 
at  fair  quotations.  One  of  the  smart  coats  of  the 
season  for  women's  wear  is  made  50  inch  length  of 
dark  raccoon  in  panel  effect,  with  side  vent  and 
rounded  corners.  The  pelts  from  the  lines  of  collar 
and  cuffs  and  both  shawl  and  notched  collars  are 
good  in  this  garment. 

Sales  of  fur-lined  coats  are  likely  to  be  limited  for 
a  season  on  or  so,  by  value  and  locality  demands. 
Some  of  the  values  shown  are  attractive,  because  they 
are  close  quotations.  A  good  fine  broadcloth  shell 
with  a  fair  length  rat  lining  and  Alaska  Sable  notch- 
ed or  shawl  collar  is  quoted  at  $40.  The  neatly 
strapped  shell  gives  a  style  that  is  good  for  more 
than  one  season.  It  is  well-tailored  and  has  extra 
quality  canvas  collar  foundation.  Pile  fabric  com- 
petition and  the  vogue  of  velvet  Electric  and  Hudson 
seal  accounts  for  the  falling  off  of  fur-lined  garment 
sales.  Furriers  expect  this  to  continue  and  are  only 
carrying  supply  numbers  to  meet  the  leading  retail 
prices,  where  there  is  still  a  demand.  Garments  with 
Western  Sable  notched  or  shawl  collar  are  quoted 
well  within  the  $50  retail  cost  limit. 

In  matched  sets,  mink,  as  one  of  the  most  dressy, 
stylish  and  serviceable  furs,  continues  in  styles  simi- 
lar to  last  season.  Each  furrier  is  left  to  accept  his 
own  limit  of  extravagance.  Whole  pelts  with  heads 
and  tails  are  used  and  style  seems  to  prefer  bias 
treatment.  Some  of  the  smarter  styles  are  crossed 
back  and  front  and  the  animal  effect  is  retained  in 
matching  each  pelt.  Samples  contain  styles  from  the 
smallest  neckpiece  or  stole  to  the  most  elaborate 
throws,  shoulder  pieces  and  caperines.  Muffs  in- 
clude pillow,  bolster,  shield  or  envelope  shapes.  Some 
novelties  are  seen  in  the  latter  and  one  or  two  num- 
bers are  narrower  and  longer  with  deep,  inset  shirred 
linings  and  inside  pocket. 

Mink,  and  its  preference  by  customers,  favors 
quality  and  styles  which  are  not  too  elaborate.  Sam- 
ples prepared  so  far  take  this  into  consideration  and 
count  on  careful  matching  and  service  to  sell  plainer 
styles  again.  Better  furs  are  expected  to  wear  for 
some  }rears  and  customers  select  styles  which  are  not 
too  extreme.  Except  for  a  few  numbers  the  lasting 
qualities  are  better  than  style  this  year,  although 
some  novelties  already  displayed  are  quoted  up  to 
$125  and  $150  a  piece  and  are  approved  innova- 
tions. 

Persian  Lamb,  matched  sets  and  small  pieces,  are 
plain.  Neat  throws,  shoulder  pieces  and  pillow  muffs 
are  quoted  at  last  season's  figures.     The  activity  of 


Persian  paw  and  the  suitability  of  this  fur  for  med- 
ium trade  is  noticeable.  Some  early  quotations  show 
good  merchandising  values. 

Marmot  is  easier  in  price.  Among  the  furs  of 
medium  quality  Hudson  seal  and  muskrat  continue 
in  prevailing  models.      Dubany  stoles  with  bias  ends 


Hudson  seal  and  beaver  in  an  attractive  style  for  Fall,  1913. 
Shown  in  pleasing  combinations,  including  Hudson  seal 
tipped  with  civet  cat.  Courtesy  Alexander  Fur  Co., 
Toronto. 

are  sampled  in  several  widths.  Many  of  these  quality 
furs  are  trimmed  with  self-colored  fringes  or  tassels 
in  bias  arrangement.  Values  are  satisfactory  at  the 
staple  prices. 

Skunk  is  the  only  long-haired  fur  which  is  be- 
yond last  seasons  price  limits.  Animal  styles  in  nat- 
ural, black  and  pointed  fox,  raccoon,  blue  silver  gray 
and  black  are  still  made  in  single  pelt  and  double 
skin  styles  with  single  head  and  tails.  As  far  as  can 
be  verified  at  this  date,  prices  are  competitive  at  last 
season's  quotations  and  values. 

Linings  are  more  vivid  in  color  in  keeping  with 
styles  in  general.  In  plain  silks  and  satins,  white, 
soft  greys,  tans,  browns  and  blacks  are  used  to  match 
the  pelt.  Rich  broches  in  grey,  tan,  brown,  blue 
primrose   and  cerise  are  shown   in   larger  patterns. 


Getting  Competitive  Value  in  Furs 

Conditions  which  must  be  considered  by  the  retail  furrier  in  making  his  selec- 
tions— Some  remarkable  values  are  being  offered — How  this  result  is  obtained. 


FURRIERS,  buyers  and  merchants  are  taking 
advantage  of  broader  trade  conditions  and 
buying  nearer  to  the  season's  demands.  The 
influence  of  ready-to-wear  styles,  growth  of  depart- 
ments and  closer  knowledge  of  the  trade  is  creating 
active  conditions.  Buyers  are  selecting  later  each 
season  and  discerning  between  values  and  stability, 
which  conforms  to  retail  changes.  The  increase  to 
be  expected  on  next  Fall  and  Winter's  business  is 
based  on  the  novelty  or  style  end  of  fur  manufactur- 
ing, confirmed  by  staple  numbers  in  which  value  is 
the  result  of  competition. 

The  number  of  wholesale  and  manufacturing  fur- 
riers is  steadily  increasing  and  values  offered  are  due 
to  specialization.  Qualities,  values  and  styles  to  meet 
retail  demands  are  no  longer  found  in  any  one  range 
of  furs.  Novelty  demand  for  average  trade  is  largely 
defined  by  the  sales  possibilities  of  the  locality. 
Therefore,  when  it  comes  to  values  on  staple  num- 
bers and  best  novelties  a  thorough  knowledge  of  com- 
petition is  necessary.  This  year  costs  of  manufac- 
ture and  style  trend,  are  responsible  for  early  values, 
which  in  some  instances  are  remarkable. 

These  values  are  not  the  result  of  anxiety  or  be- 
cause of  style.  Quotations  are  due  to  good  buying 
and  cost  reductions,  both  in  overhead  expenses  and 
machine  work.  Value  for  garments  or  pieces  is  es- 
timated on  the  standard  of  general  competition.  Ap- 
pearance and  quality  to  meet  either  staple  or  leader 
retail  prices  are  up  to  value.  Buyers  have  the  option 
of  a  value  basis  on  a  fair  amount  of  staple  style  and 
price,  which  novelty  business  increases  proportionate- 
ly with  the  class  of  business  done.  This  ranges  from 
value  at  a  competitive  price  to  extravagance  regard- 
less of  price.  Each  merchant  has  to  use  unusual  judg- 
ment in  estimating  the  ratio  of  value  and  excellence 
which  departments  should  contain. 

The  source  of  manufacture  of  furs  and  fur 
garments  is  not  evident  in  any  range.  On  a  question 
of  value  the  source  is  not  guaranteed  by  the  range 
in  which  the  fur  or  garment  appears.  Value  and 
low  costs  of  manufacture  are  as  important  to  whole- 
sale furriers  as  to  the  retail  end.  Values  and  styles, 
which  are  profit  leaders,  are  not  likely  to  be  overlook- 
ed, because  of  their  origin.  As  pointed  out  nobody 
knows  whether  exclusiveness  or  reputation  of  either 
wholesale  or  retail  furrier  is  being  counted  on  to  ele- 
vate the  standard  of  the  garment  to  meet  outside 
trade  conditions.  Such  practice  is  as  legitimate  for 
the  distributor  as  for  the  retail  furrier.  The  problem 
is  competitive  on  apparent  profits. 

The  character  of  this  competition  and  influence 
on  the  trade  is  proportionate  with  the  knowledge  of 
these  values  and  the  class  of  trade  catered  to.     To 


put  departments  on  a  proper  footing  furriers  are  not 
interested  in  the  source  of  manufacture.  Their  sense 
of  value  and  judgment  of  appearance,  workmanship 
and  quality  is  the  same,  whether  the  garment  is  made 
in  one  place  or  another.  Dependable  garments  are 
essential  in  both  cases  and  fur  buyers  are  not  critical 
if  they  obtain  values. 

Clean,  sanitary,  working  conditions  in  fur  factor- 
ies are  a  good  advertisement.  But  where  does  the 
guarantee  come  in  that  either  samples  or  stock  are 
made  in  these  buildings?  Health  may  be  safeguard- 
ed in  some  instances  but  retail  furriers  are  not  apt 
to  question  manufacturing  conditions,  which  pro- 
mote unusual  values  or  larger  profits.  If  they  were, 
no  one  knows  or  can  discern  these  garments,  which 
are  as  likely  to  be  offered  in  large  ranges  as  in  smaller 
ones.  In  everyday  competition  each  retail  furrier 
has  to  admit  that  his  confreres  doing  exclusive  fur 
business  are  taking  advantage  of  the  conditions.  By 
protecting  themselves  smaller  accounts  are  not  doing 
any  more  than  exclusive  houses,  which  are  so  particu- 
lar on  sanitary  arguments,  and  proper  working 
surroundings. 

Contract  work  does  not  mean  that  surroundings 
are  unsanitary.  Home  workmanship  is  the  same 
in  furs  as  in  men's  furnishings.  Fur  workers  and 
tailors  estimate  on  a  fixed  price  and  a  guaranteed 
season's  output.  The  advantage  in  price  on  account 
of  working  conditions  is  as  important  as  finish,  quali- 
ty and  appearance  of  the  completed  garment  or  set. 
Some  practical  buyers  can  discern  the  finish  or  class 
of  garments,  which  this  connection  is  turning  out. 
The  so-called  general  increase  in  the  standard  prices 
of  furs  is  not  noticeable  up  to  a  certain  figure  and 
the  tendency  of  price  of  these  leaders  is  downward. 
Just  how  far  this  class  of  work  is  the  result  of  manip- 
ulation depends  on  the  unscrupulousness  of  the  fur- 
rier. In  the  hands  of  the  average  reputable  furrier 
merchants  have  no  reason  to  forego  these  values, 
which  are  often  a  revelation  to  some  competition. 

The  future  of  this  season's  fur  buying  is  on  broad 
merchandising  lines.  Numerous  trade  elements  seem 
to  continually  change  with  the  differences  in  values 
and  styles.  If  the  buying  trend  is  the  result  of  great- 
er specialization  department  operations  must  depend 
on  closer  buying  acumen  .  Closer  study  of  the  fur 
trade  is  necessary  before  each  buyer  is  assured  he  is 
getting  the  best  of  the  season's  productions  and  ser- 
vice. While  the  style  influence  on  novelties  is  closer 
to  the  selling  season  and  larger  profits  are  due  to 
greater  novelty,  each  season's  buying  is  going  to  be 
later.  This  influence  is  seen  this  year  and  manufac- 
turers are  not  anxious  to  start  the  season  too  early. 
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Views  from  the  far  north  fur  country — typical  fur    trappers.      In   the   centre   is   shown   an   Eskimo   dog. 
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Fur  Prices  Up  at  Base  of  Supply 

Trappers  are  getting  higher  prices  now — An  interesting  sketch  of  conditions  at 
the  trading  posts  where  the  furs  are  secured — The  lonely  life  of  the  trapper. 

(Written  for  the  "Review"  by  Felix  J.  Koch) 


JUST  the  other  day  an  Associated  Press  dispatch 
chronicled  the  fact  that  furs  valued  at  $725,000 
were  brought  to  Edmonton,  Alberta,  from  the 
north  country,  and  trans-shipped  to  London,  Paris, 
St.  Petersburg,  New  York  and  Boston,  to  supply  half 
the  world,  eventually.  The  catch  of  fox  furs  was  es- 
pecially large.  There  are  several  silver  fox  skins 
appraised  from  $1,250  to  $1,500.  Experienced 
trappers  have  this  year  made  from  $1,500  to  $2,000 
on  the  average. 

All  of  which  brings  to  mind  again  the  romance 
and  pathos,  the  exile  to  the  fur-posts  of  those  engaged 
in  taking  and  handling  the  furs. 

Scattered  the  length  and  breadth  of  the  great 
lone  land  of  Canada  and  along  the  lonely  coast  of 
Labrador,  at  Cart-wright, — Rigolet,— even  to  Davis 
Inlet,  and,  still  again,  about,  on  the  shores  of  Hudson 
Bay,  refined  and  intelligent  Scotch,  English  and 
Canadian  families  live,  taking  charge  of  the  lone 
trading  posts. 

Round  about  them  there  stretches  the  wilderness. 
North  of  Cartwright,  in  fact,  and  almost  at  that  place 
itself,  there  is  not  even  a  tree  of  trunk  thicker  than 
a  sapling's  to  comfort  the  eye,  for  one  is  getting  be- 
yond the  tree  line.  Outside,  about  the  post,  in  the 
winter  nights,  the  wolves  come  and  howl  and  the 
call  of  the  wild  is  answered  by  the  yelp  of  the  Eski- 
mo dog,  who  is  not  a  dog  at  all,  but  a  species  of 
wolf. 

The  furs  which  milady  wears  with  such  consum- 
mate grace  are  secured  by  the  trapper  at  the  cost  of 
infinite  hardship.  After  the  trapper  has  secured 
the  fur,  he  sells  it  at  one  of  the  trading  posts  where 


it  is  stored  until  the  ships  arrive  in  the  spring  to  take 
the  stock  to  the  great  markets. 

The  writer  visited  a  far  northern  post  and  had  the 
pleasure  of  seeing  the  chest  in  which  the  furs  are 
kept — literally  a  treasure  trove  of  almost  inestimable 
value.  The  most  interesting  fact  probably,  from  the 
standpoint  of  The  Review  reader,  is  the  very  rapid 
advance  in  values.  Trappers  are  getting  more  for 
their  furs  than  ever  before. 

Two  or  three  silver  foxes  are  brought  in  a  year, 
some  of  these  net  the  trapper  several  hundred  dol- 
lars. One  year  the  post  secured  17.  Then,  again,  it 
is  a  long  matter  of  selection  for  barter, — toilet  soap 
and  jiggers  for  squid,  jugs  and  knives  in  leather  belts 
all  drawn  on  by  the  trapper.  Down  the  front  of 
the  store,  where  the  trade  is  consummated,  there  ex- 
tends a  heavy,  oldtime  counter,  with  ancient  hang- 
ing scales  at  one  end. 

No  Hud-son  Bay  sable  are  obtained  at  this  place, 
but  marten  are  in  the  yield  now.  All  the  skins  are 
packed  inside  a  glove-like  affair,  lined  with  skin. 
This  becomes  a  tight  case  after  proper  folding,  and 
the  fur  is  as  in  a  pocket  of  gut.  All  furs,  the  man 
tells  us,  will  fade  if  kept  exposed  to  the  light,  a.nd  so, 
in  addition,  these  packets,  when  filled,  are  kept  in 
the  tight  chest,  in  the  dark. 

Weasel  skins  are  found.  These  animals  are  white 
in  the  Winter,  dark  in  Summer.  Only  a  part  of  the 
skin  can  be  used. 

Some  furs  which  a  few  years  ago  were  worth  but 
$5.00  or  $6.00  up  here,  now  will  bring  up  to  $40. 
All  furs,  in  fact,  are  very  high  now,  since  they  have 
become  so  fashionable. 
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The  Buyer's  Viewpoint 

Wool  ratines  taken  in  blues,  tans  and  reds  for 
separate  coats.  Ratines  and  crepes  lead  in  wash 
lines.  Bedford  cord  the  popular  cloth.  Reps  and 
rough  serges  in  bright  colors  the  high  novelty. 


Business  Starts  Early  in  Wool  Fabrics 

Cord  weaves  in  first  place  Bedfords  the  popular  seller — Eponges  in  short  sup- 
ply— Reps  in  high  colors  sell  in  expensive  materials — Silk  and  wool  crepes, 
poplins  and  cords  lead  for  dressy  wear — Purple  featured  in  expensive  weaves. 


THE  early  Easter  is  starting  Spring  business 
in  the  retail  stores  in  good  lime.  In  Toronto, 
activity  began  with  the  initial  showings  of 
the  new  fabrics,  and  the  past  few  weeks  have  been 
busy  ones  in  the  dress  goods  department,  and  accord- 
ing to  reports,  sales  show  a  very  material  advance 
over  those  of  a  year  ago.  This  is  accounted  for,  not 
so  much  by  the  increase  in  yardage  as  by  the  tend- 
ency to  buy  better  goods,  fostered  as  it  is  in  the  pres- 
ent season  by  trade  conditions  that  have  produced  a 
shortage  in  many  wanted  lines.  This  means  that, 
when  the  cheaper  cloth  is  not  available,  the  more 
expensive  quality  is  taken,  making  the  shortage  not 
an  unmixed  evil,  as  it  educates  customers  in  the  ad- 
vantages derived  from  buying  better  grades  of  ma- 
terials. 

As  predicted  in  The  Review,  cord  weaves  are  the 
best  sellers  with  Bedfords  heading  the  list  of  popular 
cloths.  Navy  is  the  best  seller  in  solid  colors,  and 
gray  is  ,a;ood,  and  there  is  a  feeling  that  purple  will 
be  called  for  later.  Novelty  effects  are  numerous  and 
come  in  fancy  stripes,  mixtures  and  two-tones.  Prac- 
tically the  same  applies  to  diagonal  cords,  which 
come  next  to  Bedfords  in  the  popular  selling  scheme. 

Serges  still  maintain  their  high  place,  and  in  the 
novelty  end,  rough  series  and  cheviots  in  high  colors 
are  showing,  which  seem  to  point  the  way  for  a  fresh 
development  in  this  fabric  that  promises  to  extend 


its  supremacy  over  another  period.  Various  pinks, 
Nell-vose,  apricot,  brilliant  Oriental  greens  and  blues, 
purple  and  wisteria  shades  are  the  leadhiG,  colors  in 
these  rough  fabrics. 

Reps,  both  in  wool  and  in  silk  and  wool  mix- 
tures are  also  very  much  in  evidence,  as  a  high-grade 
novelty  fabric.  The  majority  of  the  hi^h-priced 
suits  are  made  of  this  material,  and  in  high-class 
goods  this  fabric  comes  in  the  above-mentioned  nov- 
elty colors. 

Much  is  heard  of  eponge,  but  department  store 
buyers  seem  to  have  been  afraid  to  anticipate  in  this 
material  and  now  that  it  is  being  asked  for  there  are 
no  supplies  on  the  market  to  draw  from.  That  is,  of 
course,  in  the  wrool  fabric  and  the  woman  who  wishes 
an  eponge  suit  or  coat  has  to  rely  on  the  ready-to- 
wear  garments. 

Fabrics  suitable  for  dresses  are  extra  well  repre- 
sented, particularly  in  mixtures  of  silk  and  wool. 
Crepes  lead  here  and  are  strong  in  both  plain  and 
brocaded  patterns.  Poplins  and  bena;alines  are  well 
shown  and  crepon  effects  have  some  prominence. 
The  vogue  of  drapery  brings  voiles  once  again  to  the 
fore  and  plain  voiles,  striped  voiles,  and  embroidered 
voiles  are  showing  in  a  big  variety  of  prices  and  qual- 
ties. 

For  house  dresses  and  for  children's  wear  delaines 
have  firmly  established  themselves  in  popular  favor. 
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Brocades  Lead  in  Silks 

Retail  openings  feature  brocades  in  every 

line — Crepe  weaves  in  first  place — Oriental 

patterns  and  high  colors  shown. 

There  have  been  few  seasons  when  the  display 
made  in  the  silk  department  has  been  so  beautiful 
and  so  varied.  The  showing  is  by  no  means  confined 
to  one  or  two  materials,  but  in  all  lines  the  emphasis 
is  placed  on  brocades.  Brocades  are  showing  in 
stamped  plushes,  and  in  velvet  brocades  on  satin  and 
repp  grounds.  In  satins  patterns  range  from  neat 
small  figures  to  large  floral,  tapestry  and  Oriental  de- 
signs. Beautiful  two-tone  effects  are  seen  as  for  ex- 
ample a  rich  turquoise  blue  satin  patterned  over  with 
grey  velvet.  Such  colors  as  purple,  coque  de  roche, 
National  and  brass  are  combined  with  black  or  the 
new  tete  de  negre.  The  pattern  comes  in  the  high 
color  with  the  ground  shot  in  the  two  shades,  black 
predominating.  Crepes,  repps,  poplins,  and  kindred 
weaves  are  showing  in  big  variety  and  in  both  plain 
and  brocaded  patterns.  Foulards  are  represented  by 
radiums  in  line  stripes  and  in  Jouy  printings.  For 
trimming  purposes  Bulgarian  and  Cubist  patterns  in 
brilliant  colors  are  big  sellers.  These  patterns  are 
printed  on  messalines.  cords  and  Ottomans,  and  on 
Shantung  silks. 

Charmeuse  is  in  high  favor  in  expensive  silks, 
and  the  brocaded  channelises  are  exceptionally  beau- 
tiful in  design.  Failles  and  gros-grain  are  coming 
into  more  prominence  for  dress  and  for  trimming  and 
foundation  purposes. 

The  prominence  of  color  is  well  shown  in  these 
opening  displays  for  besides  the  street  colors  all  the 
new  rich  Oriental  colors  and  in  pastel  shades  are 
showing. 


Cotton  Fabrics  Featured 

Ratines   first   in   heavy  materials — Crepes 

in  light  weights — -An  extensive  showing  of 

cotton  dress  materials. 

Cotton  dress  materials  are  more  extensively 
shown,  especially  in  high  priced  lines  than  has  been 
usual  for  many  seasons.  The  place  of  honor  is  giv- 
en to  ratines  and  the  range  of  prices  is  almost  as  ex- 
tensive as  the  novelty  range  in  this  fabric.  A  very 
presentable  cloth  is  shown  at  35c,  but  the  bulk  of 
the  business  is  being  done  in  the  better  grades,  $1.25 
being  a  favorite  prices  a=  this  insures  a  cloth  that 
gives  good  service.  Particularly  pleasing  are  the 
many  striped  effects  in  two  shades  of  the  same  color 
and  in  pin  and  narrow  stripes  of  black,  both  on  white 
and  colored  grounds.  Two  colored  effects  are  also 
prominent  with  the  ratine  yarn  thrown  up  on  a  col- 
ored background.    Ratine  yarns  are  used  to  ornament 


plain  fabrics  and  a  new  departure  is  a  brocaded  fab- 
ric with  the  pattern  in  ratine  on  a  plain  ground. 
Matelasse  patterns  are  also  worked  out  in  cotton 
yarn  and  are  well  thought  of  by  the  buyers  that  have 
been  able  to  stock  these  novelties. 

In  suiting,  fabrics  welts  and  piques  stand  second 
only  to  ratine.  In  solid  colors,  ecru  and  tan  sell  first 
and  then  pink  and  medium  shades  in  blue.  Novelty 
effects  come  in  mixed  stripes.  These  show  various 
cords  alternating  with  the  welt  stripes.  Poplins  and 
cotton  Ottomans  are  having  an  immense  sale,  and 
the  cotton  serges  and  shot  whipcords  are  also  selling. 

In  the  lighter  weaves,  crepes  lead.  Crepe  voiles 
and  crepe  neige  are  selling  in  white,  ecru,  and  pastel 
tones  for  evening  wear.  The  high  novelty  in  crepes, 
however,  are  the  printed  patterns  in  Jouy  and  Ori- 
ental effects.  These  come  in  soft,  yet  high  colors 
and  each  flower  is  outlined  with  black. 

Borders  are  back  again  in  favor  and  Bulgarian 
Persian  and  floral  borders  are  all  in  evidence.  Ra- 
tine borders  are  produced  on  every  fabric  in  stripes 
and  in  brocaded  effects.  Ramie  and  medium  weight 
linens  are  selling  in  all  the  season's  shades  as  well 
as  white,  oyster  white,  natural  and  ecru  and  drawn 
work  and  embroidered  borders  are  the  feature  of 
high  grade  lines. 

For  popular  selling  for  house  dresses  simple  street 
dresses  and  for  childrens'  wear  cotton  Panamas, 
ducks,  chills  and  suitings  come  first.  The  colors  sell- 
ing are  sky.  cadet,  navy,  tan,  ecru,  pink,  and  red. 
Ginghams  are  taking  the  place  of  prints  and  both 
stripes  and  checks  are  called  for. 
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Moved  to  First  Floor 

Rearrangement  in  Eaton's  store, jToronto, 

results  in    dress   goods  department  being 

moved  from  the  main  to  the  first  floor. 

Much  interest  is  being  taken  in  the  removal  of 
the  dress  goods  department  in  the  T.  Eaton  store, 
Toronto,  from  the  ground  to  the  floor  above;  for  it 
brings  to  the  front  once  again  the  oft  debated  ques- 
tion as  to  which  is  the  most  advantageous  location. 
The  modern  idea  seems  to  be  in  line  with  the  carry- 
ing of  dress  materials  on  the  second  floor,  particu- 
larly at  the  present  time  when  the  trade  is  demand- 
ing more  expensive  and  higher  class  fabrics.  It  is 
the  woman  who  has  money  to  spend  that  is  the  big 
buyer  of  dress  materials,  for  much  of  the  trade  that 
requires  cheapness  goes  now  to  the  ready  to  wear  de- 
partment. 

When  dress  materials  are  carried  on  the  second 
floor  a  better  appeal  can  be  made  to  the  high  class 
trade.  For  one  thing  more  space  can  be  allowed  to 
the  different  sections  than  on  the  crowded  ground 
floor.  Surroundings  also  are  more  easily  improved. 
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The  one  item  of  a  carpeted  department  is  in  itself  no 
mean  advantage  in  attracting  the  right  class  of  trade. 
Also  there  is  more  space  for  display  purposes  and  the 
goods  can  he  made  more  easily  accessible  which  is  an 
inestimable  advantage  in  selling  dress  goods.  All 
these  advantages  the  T.  Eaton  department  now  has 
in  its  new  location  and  in  addition  the  department 
is  splendidly  lighted,  and  the  windows  are  north, 
which  makes  the  department  ideal  for  the  selling  of 
dress  fabrics.  For  the  opening  spring  flowers  have 
been  lavishly  used  and  open  spaces  have  been  banked 
with  ferns  and  flowery  shrubs  and  trees. 

Each  day  since  the  opening  the  department  has 
been  crowded,  and  it  has  proved  that  when  the  in- 
terest is  properly  aroused  it  is  easy  to  get  custom- 
ers to  use  both  elevators  and  stairs  to  mount  to  the 
dress  goods  department. 


Want  Yardage  Marked 

U.S.  association  is  agitating  for  legislation 

to  compel  the  marking  of  goods  according 

to  measure    or   weight — The    question   of 

adulteration. 

New  York,  March  17. 

A  movement  is  on  foot  in  the  United  States,  back- 
ed by  the  National  Retail  Dry  Goods  Association,  to 
procure  National  legislation  similar  to  the  Brooks 
law  in  New  York,  which  provides  that  manufacturers 
of  various  lines  of  dry  goods  must  indicate  on  the 
container  of  their  goods  the  exact  yardage  or  weight. 
The  matter  has  been  put  in  the  hands  of  Representa- 
tive, Thomas  W.  Hardwick.  of  Georgia,  who  will  in- 
troduce a  measure  before  Congress.  It  is  believed 
that  the  question  will  be  dealt  with  at  the  next  ses- 
sion of  Congress. 

Since  no  tentative  bill  has  yet  been  drafted,  the 
association  is  backing  the  Brooks  law,  in  so  far  as  it 
pertains  to  dry  goods,  with  whatever  modification2 
may  be  necessary  to  fit  the  requirements  of  a  Nation- 
al Act.  In  the  opinion  of  Secretary  Pinkham,  of  the 
National  Retail  Dry  Goods  Association,  such  an  act 
is  as  necessary  to  the  defense  of  the  honest  manufac- 
turers as  to  the  protection  of  the  retailers.  He  out- 
lines his  view  as  follows: 

"The  retailers  lose  from  a  half-yard  to  a  yard  on 
every  bolt  of  goods  that  comes  to  them  in  three  or 
four  separate  pieces,  and  it  happens  frequently.  On 
expensive  goods  this  loss  runs  into  large  figures  in 
the  course  of  a  year,  and  there  is  need  of  a  law  that 
will  make  it  unnecessary  for  the  retailers  to  fight 
such  losses  by  removing  the  cause.  To  get  satisfac- 
tion now  often  costs  more  than  to  suffer  whatever 
loss  may  be  sustained." 

THE  ADULTERATION  QUESTION. 

The  United  States  National  Association  is  also 
working  for  the  enactment  of  legislation  to  make  it 


obligatory  that,  when  it  is  found  possible  to  determ- 
ine the  percentage  of  adulteration,  silk  goods  be 
marked  according  to  the  amount  of  weighting  used 
in  the  process  of  drying — or  in  other  words,  the  ex- 
tent to  which  it  has  been  adulterated.  It  is  contend- 
ed again  that  such  a  matter  would  be  equally  of  ben- 
efit to  the  honest  manufacturer  as  to  the  retailer. 


May  Start  in  Montreal 

B.  Gimbel,  of  Gimbel  Bros.,  New  York,  was  in 
Montreal,  the  week  of  February  16  and  inspected  a 
number  of  properties  in  the  retail  business  district, 
with  the  view,  it  is  understood,  of  opening  a  branch 
of  this  famous  store  in  the  Canadian  city. 

A  new  departmental  store  project  is  being  launch- 
ed in  Montreal.  Negotiations  are  under  way  for 
leasing  by  the  Associated  Stores  Co.,  the  store  at  the 
corner  of  Mountain  and  St.  Catherine  St.  "West,  re- 
cently vacated  by  the  James  Ogilvie  Company  when 
the  latter  firm  moved  into  their  big  new  building  on 
the  opposite  corner. 

While  the  store  will  be  under  one  general  man- 
agement it  is  proposed  to  have  each  department  op- 
erated by  a  different  firm. 

The  system  of  a  company  obtaining  a  great  store 
building  and  sub-letting  floor  space  to  numerous  bus- 
iness firms,  one  of  which  will  have  charge  of  each 
department,  the  Company  supplying  various  con- 
veniences, is  said  to  be  absolutely  new  in  Canada. 
It  is  intended  to  provide  for  all  the  small  business 
men,  who,  while  desiring  to  cater  to  a  high-class 
trade,  yet  have  not  the  capital  to  start  business  on  one 
of  the  leading  thoroughfares,  and  in  any  event  find 
it  impossible  to  secure  a  sufficiently  small  place  to 
suit  their  requirements. 

The  company  will  provide  light,  heat,  telephones, 
floorwalkers,  elevator  and  janitor  services.  The  build- 
ing will  be  divided  into  suitable  departments  and 
these  departments  will  be  leased  for  periods  of  years, 
six,  nine  or  twelve  years,  to  suit  tenants. 

The  basement  will  be  leased  to  grocery,  delicates- 
sen and  dairy  stores.  On  the  ground  floor  dry  goods, 
jewellery  and  drug  firms  will  establish  departments 
The  second  floor  will  be  devoted  to  ladies'  wear,  and 
on  the  third  floor  will  be  a  restaurant  as  well  as  crock- 
ery and  hardware  departments.  While  no  definite 
plans  have  been  made  for  the  disposition  of  the  top 
storey,  it  is  intended  to  devote  a  part  of  it  at  least 
to  a  furriers'  establishment,  the  good  light  making 
it  especially  suitable  for  that  business.  The  company 
will,  according  to  present  plans,  provide  public  rest 
rooms  and  waiting  rooms. 

Arrangements  are  being  made  to  obtain  a  sec- 
ond building  on  St.  Catherine  St.,  east  of  Mountain 
St.  and  other  stores  will  be  opened  in  Toronto,  Win- 
nipeg, and  Vancouver,  as  well  as  in  other  cities  of 
the  Dominion. 
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KINGS 

Established  1775 

FAMOUS 

Sold  by  leading  jobbers 

SCOTCH 

Every  piece  perfect 

HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives : 

CAMPBELL  SMIBERT  &  CO., 
Montreal  and   Toronto 


SUBSCRIBERS 

will  do  the  manufacturer  and  this  paper  a  great  service  by  mentioning 
the  "Review"  when  answering  advertisements. 

The  manufacturer  wants  to  know  what  prompted  the  enquiry,  and  we 
want  him  to  know  that  his  advertisement  in  the  "Review"  pays  him. 
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The  Buyer's  Viewpoint 

Early  Fall  street  dresses  show  Bulgarian  touches 
in  cut  and  trimming.  Summer  dresses  in  two  fabrics 
favored.  Dancing  dresses  in  voile  and  lace  favored. 
Pink  the  leading  color. 


Bright  Colors  and  Combining  of  Materials 


These  features  make  up  the  leading  mode — Reds  enter  into  all  color  schemes 
— Trimmings  all  on  Bulgarian  order— Summer  lingeries  machine  embroidered 
— Bordered  stuffs  high  style — Bolero  shown,  but  blouse  models  most  favored — 
New  three-quarter  coats  follow  this  fashion — The  flat  front  new  in  corsets — 

Many  scarfs  worn. 


New  York,  March  19. 

THE  return  to  the  use  of  brighter  colors  and 
standing  features  of  the  new  modes.  Red 
the  combining  of  two  materials  are  the  out- 
maintains  a  high  place  as  a  fashionable  color  and  all 
the  rose  reds  and  scarlets  are  much  used,  both  in  mil- 
linery and  for  trimmings.  Red  also  enters  largely 
into  the  color  scheme  of  the  Bulgarian  trimmings, 
both  printed  and  embroidered.  These  trimmings  are 
worked  out  in  heavy  silk  cotton  or  wollen  yarns,  and 
.are  used  as  borderings  on  voile  and  crepe  flouncings, 
jor  for  band  trimmings  of  various  widths  and  for  col- 
lars and  facings.  Printed  voiles,  crepons,  eponges, 
shantings,  messalines.  and  ribbed  silks  come  in  these 
gay-colored  patterns. 

These  bright  trimmings  are  very  effective  when 
used  judiciously  and  when  offset  by  the  dark  solid 
color  of  the  material  trimmed. 

Other  colors  prominent  are  bright  blues  and 
greens  on  the  order  of  gendarme,  turquoise.  Balkan, 
National,  emerald  and  olive,  strong  rich  violet 
shades  such  as  prelate,  petunia,  and  purple.  Yellows 
are  strong  and  brass  is  very  much  in  evidence. 

All  this  bright  trimming  color  requires  a  dark 
toned  or  pale  tinted  background,  and  for  present 
jwear  navy,  gray,  brown  shades  are  used  and,  later, 
such  colors  as  ecru,  beige  and  banana  and,  of  course, 
white  will  be  used.  For  Summer  wear  also  there 
will  most  probably  come  some  softening  of  the  pres- 
ent garish  tones. 


LINGERIE  TO  BE  EMBROIDERED. 

Judging  from  the  gowns  turned  out  for  Palm 
Beach,  and  from  what  the  stores  are  showing,  the 
Summer  lingerie  is  to  be  much  embroidered.  Em- 
broideries are  worked  on  all  the  Summer  fabrics  run- 
ning from  linen  to  net.  Embroidered  crepes  and 
voiles  are  specially  adaptable  as  they  are  wonderfully 
well  adapted  to  the  drapery  effects  now  in  vogue. 
Moreover,  they  afford  the  best  possible  background 
to  the  Oriental  colors  and  patterns  now  the  mode. 
Not  only  are  Balkan  patterns  used,  but  the  crazy 
quilt-like  patterns  and  the  glaring  color  effects  of  the 
Cubists  and  Futurists  are  pressed  into  service.  A 
new  mode  of  embroidery  that  is  more  pleasing  than 
usual  as  it  softens  the  color  effect  is  when  the  pattern 
is  worked  out  in  a  darning  stitch  that  gives  a  shadow-^ 
like  softness. 

Bordered  stuffs  are  high  style  again,  and  certain- 
ly are  the  season's  favorites.  Cotton  crepes,  voiles, 
ratines,  linens,  crashes,  batistes  and  other  fabrics  are 
all  bordered.  Other  soft  drapable  materials  worn  are 
mousseline,  mesh  cloth,  voile  neige,  and  snow-flake 
and  crepe  voile.  Such  fabrics  will  be  made  up  into 
dainty  afternoon  frocks  trimmed  with  Bohemian, 
Venise,  shadow  and  other  light  laces.  Flounces  are 
to  be  used  in  developing  these  dresses,  but  they  are 
not  the  old  straight-gathered  flounces,  but  a  combin- 
ation of  shaped  flounces,  scant  frillings,  and  intri- 
cate draped  designs. 

Contrasting  skirts  and  coats  are  especially  good 
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Raincoats  for 

Ladies  and  Gentlemen 

Can  be  shipped  at  once 


New  Coat  Models 

In  three  quarter 

Cut-away   Effects 


MADE  SINCE  1902 


The   exclusive   selling   agency   of   the    Pullan   Garment 
granted   where   we   are   not   already   represented. 

For  the  Merchant 
Who  Is  Looking  For  "SOMETHING  DIFFERENT" 

You  will  find  the  Pullan  showing  of  Novelties  vastly  interesting. 


Anticipating  a  big  demand  for  Suits,  we  have  made  up  stock  in  the 

following  cloths  : — Bedford  Cords,  Whipcords,  Serges,  Eponge  and      (£  Q    Elf\    4- s~\     ^OO    ^O 

Novelty  Mixtures,  priced  from \PO«0\J     LO     vj)— -—  .Cm/ 

LET  US   HAVE  YOUR    OPEN   ORDER— IT  WILL   BE  FILLED   AT  ONCE. 

M.  PULLAN  &  SONS 

An   Exclusive   Cloak,    Suit   and   Skirt   House. 

Pullan   Building,   Bay   and  Wellington   Streets,   TORONTO. 

Montreal   Office,    Lindsay   Building. 
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and  for  Summer  wear  the  eponge  fabrics  are  good. 
The  favored  mode  is  a  Russian  blouse  of  colored 
eponge  either  plain  or  brocaded  and  a  skirt  in  plain 
or  striped  eponge  with  a  band  to  match  the  coat 
around  the  feet. 

A  distinct  attempt  is  being  made  to  introduce  the 
bolero  and,  in  the  form  now  offered,  there  is  a  pros- 


Featherweight,  reversible  silk,  auto  or  rain- 
coat with  transparent  proofing.  This  garment 
is  plain  on  one  side  and  a  neat  line  stripe  on 
the  other.  Made  with  convertible  collar, 
strapped  cuffs  and  patch  pockets.  Courtesy, 
Toronto  Waterproof  Mfg.  Co.,  Toronto. 


pect  of  some  success.  The  fashionable  bolero  reaches 
the  waist  in  front,  but  is  prolonged  below  the  waist 
at  the  back  into  a  rounded  point.  The  skirts  to  wear 
with  these  boleros  are  either  draped  or  have  some  sort 
of  tunic  arrangement.  This  also  applies  to  the  skirt 
of  the  dressy  tailored  suit,  and  all  suits,  it  should  be 
premised  these  days,  are  on  the  dressy  order. 

The  new  note  both  in  suits  and  dresses  is  the 
blouse  and  there  is  every  sign  thai  bloused  and  low, 
wide  belted  models  have  come  to  stay  awhile. 


This  bloused  idea  lias  invaded  the  coat  line  and 
the  extremely  popular  %  coat  shows  the  low  bloused 
waist-line  or  is  gathered  into  a  band  or  shaped 
flounce  at  the  foot.  There  is  any  quantity  of  taking 
coats  shown  and  the  materials  are  just  as  varied  as 
the  coat  styles. 

There  is  no  denying  that  the  corset  points  the 
way  of  future  fashion  changes  and  indicates  what  is 
to  be  staple  in  the  outline  of  the  figure.  For  radical 
innovations  have  to  be  well  founded  and  on  the  high 
road  towards  becoming  well  established  before  the 
corset  manufacturer  goe,=  to  the  length  of  making 
up  a  number  of  models  featuring  the  new  cut. 

The  call  is  for  the  natural  figure  models  that  com- 
bine the  fashionable  requirements  with  the  greatest 
degree  of  comfort.  By  the  natural  figure  the  corset- 
iere  means  a  figure  that  is  hardly  normal  from  the 
accepted  feminine  view  for  though  the  waist  is  large 
the  hips  are  slender,  and  the  back  flat,  and  though 
the  bust  must  not  be  raised  it  must  be  small.  This 
figure  is  natural,  but  is  more  boyish  than  feminine. 

SKIRTS   ARE   LONG. 

The  very  pliable  tricots  have  been  succeeded  by 
cloths  that  are  firmer  and  less  pliable  combined  with 
body  is  uncorseted,  there  never  was  a  time  when 
skirts  were  so  long.  This  is  because  the  unbroken 
line  is  so  desirable  as  the  drapery  is  too  scant  to 
conceal  unsightly  prominences. 

There  has  been  a  tendency  to  cut  corsets  so  as  to 
give  considerable  development  at  the  diaphragm. 
This  prominence  is  not  generally  liked  and  the  new 
models  are  so  cut  as  to  correct  this  defect.  To  do 
this  they  have  a  flatter  cut  over  the  abdomen  and 
waist-line,  and  though  it  is  not  apparent  in  the  figure 
line  there  is  enough  fit  to  give  a  firm  waist-line  and 
the  top  of  the  corset  is  high  enough  to  come  well 
under  the  edge  of  the  brassiere. 

As  usual,  it  is  the  stout  figure  that  is  hardest  to 
take  care  of,  and  where  the  flesh  has  to  be  placed 
somewhere,  a  curve  at  the  hips  is  found  more  de- 
sirable than  any  rounding  of  the  back  or  front. 

A  new  model  that  has  found  great  favor  and 
which  gives  the  desired  flat  shape  over  the  diaphragm 
is  cut  with  a  long  V-shaped  front.  Another  model 
for  fuller  figures  has  a  close-fitting  belt  brought  well 
down  over  the  abdomen  and  its  top  line  cut  away  in 
V  shape. 

These  new  models  make  for  both  ease  and  com- 
fort, but  they  also  give  an  unbroken  line  from  the 
shoulder  to  the  knee  and  though  there  is  no  decided 
waist-line  due  to  the  bat  V  front  the  figure  measures 
less  at  this  point.  The  feature  of  popular-priced  lines 
at  present  is  the  demand  for  low-cut  models. 

Manufacturers  of  house  dresses  and  lounging 
robes  have  been  quick  to  see  the  adaptability  of  the 
new  straight-waisted  and  no-waisted  styles  to  the 
class  of  dress  they  produce,  and  smartly  designed 
gowns  on  the  new  order  have  been  very  favorably 
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THOUSANDS  ^/DRESSES 


and  none  higher  or  lower  than 


$3.75     &     $5.00 


Every  merchant  in  the  country  knows  full  well  the  possi- 
bilities of  big  buying  and  specializing.  This  is  the  secret 
of  the  values  we  are  here  presenting  to  the  trade.  We 
make  nothing,  but  $3.75  and  $5.00  dresses,  and  buy  our 
goods  in  immense  quantities,  thus  giving  values  that  are 
most  extraordinary. 


Values  never  before  equalled  in  the  Canadian 
ready-to-wear  trade 


1000  SILK  FOULARD   DRESSES 


in  Tamalines,  Paillette  and  Messalines,  in  all  the  season's 
most  fashionable  shades.  To  only  one  store  in  any  town 
or  city   we  offer  these  dresses  at    

STYLES    TO    SELECT    FROM 

Immediate  Delivery — Net  30    Days 


$CE!> 


5 


1500  BEDFORD  CORD  DRESSES 


tretty  fashionable  styles,  nicely  made  and  in  the  most 
fetching  shades — for  immediate  delivery— net  30  days  to 
only  one  store  in  a  town  or  city  


3    DIFFERENT    STYLES 


$3L5 


We   sell   to   only    one   store   in   any  town  or  city  and  in  lots  of  not  less  than  50  garments 
assorted.     Open  orders  are  personally  selected  and  satisfaction  is  absolutely  guaranteed. 

If  shipment  is  not  up  to  expectation,  send  it  back. 

Entrust  us  with  a  sample  order  of  fifty  dresses.     Write  to-day. 

AMERICAN    DRESS  CO. 


56  BAY  STREET 


TORONTO 
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received.  A  house  dress  is  made  of  grey  cotton  crepe, 
piped  with  pink.  It  is  cut  perfectly  straight-fitting 
and  with  the  waist  reaching  to  the  hip  where  the 
skirt  is  piped  on  with  a  heavy  cording  of  pink.  The 
sleeves  are  kimona  and  the  waist  is  cut  down  in  V 
shape  at  the  neck  and  there  are  laidon  cuffs  and 
collar  of  the  pink  as  a  finish. 

Oriental  fashions  have  brought  scarfs  into  the 
limelight  again,  and  many  novelties  are  appearing. 
Among  these  novelties  are  fluffy  scarfs  of  'shaded 
chiffon,  pale  gray  shading  off  to  deep  taupe,  orange, 
shading  to  pale  yellow,  old  blue,  running  out  to 
bluish  white,  and  shell  pink,  running  into  mauve. 
These  scarfs  are  gauged  so  as  to  form  a  cape  at  the 
back  and  have  long  ends  in  front.  The  shirring* 
have  inch-wide  ruche  headings  and  are  three  inches 
apart,  but  are  drawn  together  at  the  back  and  over 
the  shoulders  to  form  the  cape  effect,  and  there  is  a 
rippling  frill  of  chiffon  all  round.  These  scarfs  are 
also  worn  over  the  head,  the  ruchings  being  adjusted 
so  as  to  form  a  hood. 

Metal-printed  scarfs  and  scarfs  printed  in  the 
new  gay  colors  are  showing  in  great  variety,  also 
scarfs  spangled  and  beaded  in  gold  crystal  and  colors. 
A  new  use  for  the  chiffon  scarf  is  to  be  used  as  a  sash 
going  around  the  waist,  crossing  and  tying  low  down 
on  the  hip. 


Blouses  Cut  on  Simple  Lines 

Crepes  lead — Plain   and    brocaded  in  silk 

and  plain  and  printed  in  cotton — Lingeries 

show  the  shirt  front. 


It  matters  not  what  material  is  used,  the  style  ifi 
identical  in  the  blouse  field.  The  cut  is  simple  and 
semi-tailored  and  there  is  a  yoke  either  passing  over 
the  back  or  just  covering  the  shoulder  into  which 
the  material  is  either  tucked  or  fulled.  Many  models 
are  cut  with  the  dropped  shoulder  and  one  and  all 
they  blouse  more  at  the  waist. 

Crepe  de  chine  and  sheer  cotton  crepes,  either 
plain  or  the  silk  material  brocaded  and  the  cotton 
fabric  printed  are  high  style.  Morie  collars  are  the 
latest  New  York  touch.  They  are  softly  rolling  and 
give  a  more  or  less  modified  V  in  front.  The  cord 
and  tassel  finish  is  new,  but  ribbon  bows  in  contrast- 
ing color  are  also  used. 

Brocaded  crepes  have  the  neck  cut  low  and  are 
finished  with  frills  of  pleated  net  or  shadow  lace.  The 
sleeves  are  either  3/i  or  tight  and  full  length  and  also 
finished  with  the  lace  or  net  frill. 

In  spite  of  their  long  vogue  the  chiffon  waist  is 
still  a  big  seller  and  are  made  on  the  same  lines  as 
described  above  only,  of  course,  there  is  an  added  lin- 
ing of  Japanese  silk  of  net. 


Lingerie  waists  show  that  tucks  are  back  again. 
Many  waists  are  made  with  a  shirt  front  of  tucks  in- 
serted, but  there  are  many  models  that  while  fulfill- 
ing the  tailored  idea  are  prettily  trimmed  with  lace. 

For  instance  one  of  sheer  batiste  had  the  collar  that 
was  cut  square  at  the  back  and  with  revers  in  front 
edged  with  narrow  Venise  lace  which  was  again 
edged  with  a  narrow  Valenciennes     scantily  ruffled. 


Eussiau  blouse  model  in  navy  serge.  The 
over-collar  and  ties,  the  point  of  the 
sash,  a  piping  above  the  deep  tuck  on 
the  skirt  are  of  brilliant  colored  Bul- 
garian pattern  silk.  Shown  by  Ladies' 
Novelty  Co. 


Two  lines  of  insertion  to  match  also  edged  with  the 
ruffles  decorated  the  front  alternating  with  groups 
of  tucks  to  the  bust  line.  There  was  a  yoke  at  the 
back  with  a  group  of  tucks  across,  and  tucks  in 
groups  trimmed  the  back. 
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Allen's  waists  make  a  silent  appeal 
to  the  woman  of  refined  tendencies 

With  the  advent  of  Spring  comes  the  desire  for  new  apparel.  It  is  in  every  woman's 
thoughts  these  days.  This  desire  can  very  readily  be  turned  into  a  sale  for  you  if  you 
show  an  exclusive  range  of  Spring  waists  selected  from  the  Allen  line  of  novelties.  This 
desire  means  dollars  to  your  ready-to-wear  department,  so  let  us  sort  up  your  stock  with 
a  few  half  dozens  of  our  best  sellers. 

Out   With   Flannellettes    For   Fall 

Our  representatives  are  now  showing  a  complete  and  most  comprehensive  range  of 
Flannelette  garments  for  Fall — styles  and  values  that  will  strike  you  when  you  see  them. 
Donrt  miss  seeing  the  full  assortment  at  your  earliest  convenience. 


ALLEN  MANUFACTURING  CO.,  Limited 


105  Simcoe  St. 


Long  Distance  Phone 
ADELAIDE  966 


Toronto 
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Eaton's  Pageant  of   Formal  Spring  Styles 


Display  setting  for  the  promenade  of  mannequins,  showing  the  beautiful  Japanese  pagoda  banked  with  wistaria  and 
cherry  blossoms.  Singing  canaries  were  invisible  in  the  foliage.  The  lighting  featured  old  English  lanterns  and  ball 
lamps  suspended  at  the  corners  and  throughout  the  setting. 

This  formal  scene  on  the  third  floor  extended  diagonally  across  the  ready  to  wear  department  in  a  long  promenade  lined 
with  palms  and  ferns  and  hundreds  of  seats  for  customers.  The  models  posed  on  this  platform,  as  seen  in  the  illustration 
are  passed  up  and  down  the  suggested  boulevard,  before  the  interested  spectators.  Fully  twenty  mannequins  took  part  in 
the  Easter  parade  and  the  collection  of  imported  fashions  iu  both  women's  and  children's  ready  to  wear  and  millinery 
made  a  splendid  pageant. 


Park  scene  in  the  grand  display  showing  "The  bodies  in  the   Park."     This  setting  was  arranged  in  the  Queen  St.  section 
on  the  same  floor.     Courtesy,  T.  Eaton  Co.,  Toronto,  display   manager,  A.  E.  Apted. 
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The  Garments  with  Satisfaction 

in  overy  Stitch  and  Style 

in  every  Line. 

TF  you  are  in  need  of  new  novel- 
**■  ties  in  Coats  and  Suits  send  us 
your  open  order. 

We  have  the  cloths  in  stock 
and  are  in  a  position  to  deliver  in 
15  days. 

Open  orders  are  carefully 
selected. 


tfiade,         . 


The  Patrician  Cloak 
&  Suit  Co. 

Samuels   Bldg.,   King  and   Spadina 

TORONTO 


cUade, 


Early  Fall  Dresses  Show  Balkan  Influence 

Russian  blouse  styles  made  up  in  lingerie  flouncings  the  new  idea  in  lingeries 
— All  lace  dresses  beginning  to  be  shown. 


THE  great  success  achieved  with  dresses  is  lead- 
ing to  an  early  showing  of  what  are  termed 
Fall  models.  These  models  embody  the  ideas 
of  the  moment  and  as  the  manufacturer  has  the  ma- 
terials on  hand  they  are  being  used  as  late  novelties 
for  this  season's  selling.  Street  dresses  of  serge  in 
navy,  cadet,  tan  and  brown,  show  variations  of  the 
Russian  and  Balkan  blouse  idea.  The  blouse  fea- 
ture is  often  simulated  by  the  clever  placing  of  a 
deep  tuck.  Sometimes  this  tuck  goes  around  the 
back  and  sides,  giving  the  suggestion  of  drapery  ef- 
fect in  front  that  is  now  so  much  liked.  Other  mo- 
dels give  the  bolero  suggestion  and  one  and  all  are 
trimmed  with  the  new  Bulgarian  silks.  Girdle  and 
sash  effects  are  good,  and  the  sash  tied  on  the  hip 
and  encircling  the  waist  is  also  used. 

The  combining  of  eponge  with  crepe  or  voile  in 
the  form  of  coat  dresses  is  new.  The  coat  has  a  cut- 
away jacket  effect  and  the  skirt  is  of  the  crepe  or 
voile  and  has  a  wide  band  of  the  eponge  at  the  foot 
which  is  often  drawn  into  the  band  across  the  back. 
Generally  the  sides  of  the  band  are  broken  and  trim- 
med with  pearl  or  crystal  buttons. 

Batiste  voile  and  crepe  embroidery  flouncings  are 
being  made  up  in  Russian  blouse  and  Russian  tunic 
style.  As  a  rule  the  skirt  that  shows  below  is  trim- 
med with  bands  of  Venise  or  linen  lace.  The  voiles 
and  crepes  with  colored  embroideries  are  made  up 
in  this  stvle. 


Dressy  models  intended  for  Summer  dances  are 
made  in  flounced  and  draped  effects,  and  these  are 
very  much  trimmed  with  lace.  All  lace  dresses  made 
of  light  lace  flouncings  are  beginning  to  be  shown. 
Lace  and  voile  is  much  used  and  rose  is  the  leading 
color. 


Novelties  in  Separate  Coats 

High  priced  models  around  36  in.  appear- 
ing— The    trade    taking    sports    coats   in 
quantity — Many  are  cut  away. 

Many  novelties  in  separate  coats  are  making  there 
appearance,  and  some  of  them  are  very  much  shorter 
than  the  %  and  %  coats.  These  are  high  grade  mo- 
dels and  their  use  will  be  pretty  well  confined  to  the 
city  trade.  As  many  of  these  are  cutaway,  the  front 
is  decidedly  shorter  than  the  back,  but  wraps  are  ap- 
pearing that  are  as  short  as  36  inches.  Wraps  of  this 
class  are  developed  in  eponge,  white  Bedford  cord, 
wool  brocades,  cord  and  brocaded  silks.  Many  of 
them  are  cut  with  a  shaped  band  or  flounce  into 
which  the  body  of  the  coat  is  put  with  tucks  or  shir- 
rings.  Also  the  sleeve  is  cut  in  one  with  the  back  or 
is  in  the  straight  kimona  style. 

As  the  season  advances  it  becomes  evident  that 

(Continued  on  Page  28.) 


Short'M'  length  separate  coats  are 
appearing.  This  coat  is  of  ribbed 
silk  with  collar  and  trimming, 
touch  on  sleeves  embroidered  in 
Balkan  colors. 
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Style  Magnetizes 
lvalue  Sells 

W-W  Suits  and  Coats  have 
a  style  which  attracts  the  best 
trade  and  a  value  that  is  self- 
evident  and  which  clinches 
a  sale  every  time.  Our  range 
for  Spring  and  Summer  is 
proving  successful  beyond 
our  greatest  expectation.  It 
will  pay  you  to  look  it  over 
now.  Let  us  send  you  a  few 
lines  on  approval. 


758    -    -    -    $15.00 

Made  in  fine  quality  Whipcord  or 
Bedford  Cord,  in  leading  shades. 


Wilson  -Waldman  Costume  Co. 

58  FRONT  STREET  WEST,  TORONTO 
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Waist  of  filet  lace  with  medici  collar.     Sash  of  Scotch  plaid  silk  tied  low  on  the 

hip.    This  is  the  newest  sash  effect. 
Dress  of  plain  and  embroidered  linen.     The   embroidery   worked  in  heavy   blind 

work  and  dots.    The  waist  shows  a  new  form  of  blouse,  belted  and  with  points 

below  the  waist  back  and  front. 
Balkan  blouse  suit  developed  in  striped   cotton   Bedford.     The   opening   at   the 

front  discloses  a  blouse  of  printed  crepe. 
Novel  Moused  coat  to  be  completed  with  contrasting  skirt.     The  sash  and  collar 
are  of  Jony  printed  silk,  and  the  jabot  of  pleated  net. 
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Twenty  Five  Years  of  Children's 
Coat  Making 

The  orders  we  are  now  receiving  through  our  travelers  for 
next  Fall  are  convincing  us  that  the  merits  of  Fairsex  \'A 
Garments  are  fully  appreciated  by  our  patrons. 

You  cannot  afford  to  place  your  order  before  seeing  the     J 
Fairsex  Garments.  ,.?j 

Let  us  show  you  our  range  through  our  travelers  or  at     | 
our  showrooms.  I  f 

To  ensure  early  delivery  kindly  assist  us  by  placing  your     ,| 
orders  as  early  as  you  possibly  can. 


^T^^^^-ft^tV'Zi^VSSt^SaSi^i^^^lfiiSSSaf^tJSii^t^^ " 


0 


52. 


HUTNER 

Specialists  in  Infants' 
•56  SPADINA  AVE. 


CLOAK   CO. 

Misses'  and  Children's  Costs 


m 


(D 


TORONTO 
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THE  OCEAN  BATHING  SUIT  CO. 

29-35  WEST  HOUSTON  STREET 
NEW  YORK 

Manufacturers  of 

Ladies',  Misses',  Men's  and  Boys' 

BATHING  SUITS 

AND  SUPPLIES 
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Lingerie  Frock  Developed 

Both  coloring  and  patterns  are  distinctly 
Oriental — Ecru  coming  into  more  favor. 

The  fashionable  lingerie  frock  for  the  Summer 
season  will  be  made  chiefly  of  embroidery.  This 
applies  .to  the  simple  dress  of  linen  and  to  the  after- 
noon and  dancing  frocks  of  crepe  or  voile  or  the 
sheerest  batiste.  The  embroideries  of  the  moment 
are  all  worked  in  high  colors,  and  the  designs  are  dis- 
tinctly Oriental  with  the  bright  Balkan  colorings 
in  first  place.  The  ground  colors  are  white  and  ecru, 
and  some  of  the  most  pleasing  patterns  show  the 
bright  colors  softened  into  a  shadowed  effect  by  the 
use  of  darning  like  stitches.  Border  effects  predo- 
minate and  batistes,  lawns,  cotton  crepes  and  voiles 
all  show  blendings  of  heavy  blind  work  novelty 
lacfcs  and  ratine  patterns.  Voile  negre  or  snowflake 
voile  has  established  itself  in  favor  and  will  be  much 
used  embroidered  to  develop  into  dainty  afternoon 
and  dancing  frocks. 

Embroidery  flouncings  will  be  used  to  develop 
the  new  flounced  dresses,  dresses  that  are  made  with 
shaped  or  scant  gatherings  into  intricate  effects  due 
to  the  addition  of  embroideries  cut  into  shaped  mot- 
ifs according  to  the  invention  of  the  designer. 

The  Russian  tunic  is  also  developed  in  embroid- 
ery, both  the  blouse  and  the  peplum.  Tunics  are 
open  in  front  or  split  up  at  the  sides  making  designs 
to  which  embroidery  flouncings  can  be  easily  ap- 
plied. Embroidered  materials  are  also  worked  into 
draped  skirts.  Many  of  these  skirts  and  also  the 
Russian  tunics  fall  away  to  show  a  skirt  richly  trim- 
med with  Venise  or  linen  laces. 


Novelties  in  Separate  Coats 

(Continued  from  Page  24.) 

the  business  in  sports  coats  is  to  be  of  large  propor- 
tions. 

Blazers  in  college  colors,  and  in  other  stripes  are 
selling  in  llama  cloth,  flannel,  and  cotton  eponge. 


Norfolks  are  made  in  all  these  materials  and  fancy 
and  shepherd's  checks  are  as  strong  as  stripes. 

Solid  colors,  such  as  reds,  bright  blues,  hunter's 
green  and  tan  are  made  with  collar  cuffs  belt  and 
pocket  flaps  of  white  or  contrasting  color. 

© 


New  Models  in  Suits 

Best  sellers  are  cutaway  blouse  and  pep- 
lum   coats  —  Russian    blouse    models   in 
combination  good  in  summer  fabrics. 

Imported  suits  are  developed  in  reps  and  ratines 
and  the  color  list  is  extended  to  include  Copenhagen, 
Balkan  and  other  bright  blues,  mustard,  tan  and 
various  shades  of  brown,  and  a  few  high  rose  snades 
and  purple. 

Bedford  cord  in  all  these  colors  and  for  popular 
selling  in  black  and  white  and  two-tone  greys,  tans 
and  browns  are  included. 

Manufacturers  of  separate  skirts  are  much  inter- 
ested in  the  progress  of  the  fashion  of  wearing  a  coat 
of  one  color  with  a  skirt  in  contrast  as  they  believe 
this  fashion  will  tend  to  increase  the  sale  of  the  sep- 
arate skirt.  Manufacturers  who  specialize  on  skirts 
have  no  complaint  to  make  as  to  size  and  number 
of  orders  for  a  smartly  cut  separate  skirt  is  an  article 
of  necessity  in  every  wardrobe.  There  is  little  dif- 
ference in  style  between  the  separate  skirt  and  the 
suit  skirt. 

In  the  cheaper  numbers  a  few  pleats  are  intro- 
duced, but  they  are  pressed  flat  and  do  not  increase 
the  effect  of  width  at  the  feet.  Higher  priced  skirts 
and  the  skirts  that  complete  the  expensive  suit  all 
show  drapery  suggestions.  There  is  little  real  full- 
ness, and  all  that  is  done  is  to  break  the  line.  More- 
over the  present  tendency  is  to  place  the  drapery 
higher  so  as  to  break  the  line  at  the  hips  following 
the  suggestion  of  the  barrel  figure.  When  there  is 
only  a  suggestion  of  this  effect  this  design  has  attrac- 
tive lines,  but  it  is  difficult  to  suppose  that  any  mo- 
del that  is  a  little  on  the  extreme  in  this  respect  could 
achieve  success. 


M 
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Announcement 

We  beg  to  announce  that  we  are  manufacturers  of  novelty  waists,  specializing 
silks  and  chiffons.  We  are  confident  that  our  line  will  not  only  interest  you, 
but  prove  to  be  profitable  sellers. 

AVe  trust  that  you  will  find  it  convenient  to  give  us  a  call  next  time  you  are 
in  the  city,  or  we  will  be  pleased  to  send  a  few  samples  at  your  request. 

Meyer  Manufacturing   Co. 

Designers  and  Makers  of  Novelty  Waists 
Samuels  Building,  Cor.  King  and  Spadina,  TORONTO 

Phone  Adelaide  3518 


M 
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W  7E  frequently  have 
*  *  requests  from 
Merchants  asking  if 
they  can  secure  cuts 
shown  in  the  Editorial 
section  of  "The  Re- 
view." 

These  cuts  can  be  se- 
cured at  less  than  actual 
cost  if  applied  for  im- 
mediately after  each 
issue  to 

Engraving  Dept. 
DRY    GOODS    REVIEW 

Toronto 


The 

Clayson  Co. 

Limited 


Manufacturers  of  an  ex- 
clusive high  grade  range 
of  women's,  misses'  and 
junior  girls'  dresses  and 
skirts. 

New  York  styles,  the  best 
Canadian  workmanship 
and  garments  that  fit  and 
hang  well. 

Compare  our  values  with 
the  best  and  be  convinc- 
ed. Travellers  are  now 
showing  Fall  models. 


280  College   Street 
TORONTO 
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Displays  for  Housefurnishing  Campaign 

The  display  manager's  part  in  creating  a  big  demand  for  housefurnishings — 

Suggestions  for  the  proper  showing  of  carpets,  rugs,  curtains  and  linoleums — 

Obtaining   the  maximum  of  results. 


WHATEVER  the  first  decisions  regarding 
early  Easter  business,  display  managers  are 
holding  their  opening?  and  Easter  show- 
ings to  schedule.  Whether  sales  are  ahead  of  the 
record  of  a  corresponding  time  last  year  depends  on 
the  success  of  early  showings  and  the  weather.  Dec- 
orators, who  have  made  the  strongest  appeal  in  the 
history  of  their  store  are  satisfied  that,  although  the 
season  commenced  unusually  early,  departments  are 
away  to  a  good  start.  The  climatic  conditions  have 
a  great  deal  to  do  with  the  situation,  hut  that  any 
money  is  lost  by  either  milliners  or  merchants  is  not 
evident. 

The  amount  of  turnover,  done  up  till  Easter  last 
year  could  hardly  be  expected  this  year.  Compared 
with  the  general  conditions  on  previous  Easters,  the 
results  show  an  increase.  On  all  sides  the  reports  of 
response  to  the  windows  and  interior  decorations  and 
Easter  publicity  are  satisfactory.  Sales  depend 
largely  on  the  displays  as  they  designate  the  change 
of  the  season  and  the  attractiveness  of  the  merchan- 
dise. 

One  thing  is  certain  now  that  departments  are 
presented.  Arrangements  for  an  active  after-Easter 
sales-campaign  will  benefit  merchants,  who  take  ad- 
vantage of  it  to  surpass  former  records.  Sales  in 
the  novelty  sections  have  started  earlier.  The  pro- 
per atmosphere  for  Spring  business  is  already  cre- 
ated. Therefore,  sales  from  Easter  until  May  24  are 
directly  responsible  to  the  display  manager. 

The  plan  of  the  campaign  is  usually  decided  by 
the  size  of  the  stocks  in  important  departments  and 
the  investment  represented.  April  is  the  month  for 
record  home  furnishings  business  as  this  is  the  house 


cleaning  season.  There  are  other  reasons  for  this 
plan.  The  change  is  direct  from  one  season  to  an- 
other. With  the  upheaval  of  Spring  cleaning,  home 
furnishings  look  worse  than  at  any  other  time  of 
the  year.  Fully  a  week  is  available  this  season  to 
prepare  for  the  event  on  a  large  scale.  This  gives 
plenty  of  time  to  recover  from  the  holiday  rush  and 
have  everything  ready  to  open  the  April  sale  either 
on  the  last  Saturday  of  March  or  the  Monday  fol- 
lowing. In  any  case,  plans  of  display  can  be  pro- 
moted with  more  success.  At  the  same  time,  if 
stocks  or  assortments  require  more  space  or  extra 
time,  changes  can  be  alloted  without  losses  to  any 
other  section.  This  means  more  work  and  clever 
ideas  to  keep  up  interest. 

In  carpets  and  housefurnishings  the  number  of 
departments  and  sub-sections  which  suggest  new 
window  groupings  are  growing.  Best  selling  results 
come  from  showing  this  merchandise  in  its  pro- 
per environment.  The  same  idea  solves  the  problem 
of  correct  layout  of  properly  displayed  goods.  These 
classes  divide  by  price  or  quality  in  rugs  or  carpets. 
Color  defines  the  scheme  for  each  room  and  the 
matched  effects  in  the  windows.  The  advertising 
plan  helps  decide  the  display  scheme.  Elaborate 
settings  are  followed  by  sale  windows,  which  repre- 
sent the  leaders  for  different  inter-sections.  A 
glance  through  stock  reveals  a  wealth  of  ideas  to  re- 
furnish or  reneAv  the  home.  Suitable  display  facili- 
ties range  all  the  way  from  period  work  to  simple 
arrangements  for  the  model  house  and  modern  con- 
ditions. 

Latest  influences  assist  display  managers  to  make 
the  best  window  attractions.  The  host  of  sugges- 
tions, which  are  offered  by  the  carpet  manager,  com- 
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A  Clothing  Store  Equipped  with  Taylor-made  Double-Bar, 

Polished  Steel  Tube  Racks 


No.   331 B.   Suit    Hanger    .  ..$7.50  per  100 
No.  33  B.  Boys',  15  in.  wide  7.50  per  10( 


Made    of    Polished    Steel   Tubing.      No   Paint,   no    rust, 
no  tools  or  trouble  to  set  up. 

Shipped   K.D.,    crated,    ball   socket  rollers, 

0  feet  long,  6  post    $10.50 

8  feet  long,  ('.  post    11.50 

10  feet  long,  C  post   12.50 

Made  of  Oxidized  Steel  Tubing  : 

0  feet  long,  G  post    $13.00 

8  feet  long.  0  post    14.00 

10  feet  long,  6  post    15.00 

Suit  Racks,   5  feet  high,  26  in.    wide. 

Overcoat  and  Ladies'  Garments,  6  feet  high. 


No.74B     Combination     Suit    Hanger, 
with  w  tod  tiouser  bar,  $15  per  100. 


TAYLOR  MANUFACTURING  CO. 


HAMILTON, 


CANADA 


Mail  Orders  Promptly  Filled 
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Grouping  for  case  interior  or  window  setting,  showing  style  suggestions  for  evening  wear.  Accessory 
novelties  are  arranged  on  centre  plateau.  Each  full  form  is  draped  to  the  season 's  fashion  and  style 
outlines.  The  early  Victorian  or  pannier  on  the  left,  and  the  overdress  on  the  right  are  matched  in 
perfect  detail  to  bring  out  the  colors  and  corresponding  trimmings.  Fixtures  balance  the  display 
besides  adding  to  the  richness  of  the  setting.  A  smart  millinery  model  completes  the  ensemble.  For 
Strawbridge  &  Clothier,  by  Jerome  A.  Koerber. 


1  lined  with  the  ingenuity  of  the  display  section  to 
bring  out  new  but  homelike  designs,  are  innumer- 
able. Co-operation  by  salespeople  in  the  different 
sub-departments  is  limited  only  by  the  size  of  their 
stock.  A  free  hand  is  given  because  heads  and  sales- 
people are  going  to  be  busy  for  six  weeks  and  are 
anxious  to  make  the  most  of  the  event.  Enthusiasm 
aroused  is  engendered  by  actual  suggestions,  which 
a  clever  decorator  can  carry  out  with  stocks  on  hand. 
And  if  these  designs  convey  the  decorative  hints  of 
those  in  charge,  sales  enthusiasm  is  on  the  increase. 
It  is  more  so  if  the  windows  carry  out  practical 
plans,  which  are  submitted  to  customers  for  their 
approval. 

The  windows  divide  as  follows: — Carpets  and 
borders,  rugs,  Oriental,  Axminsters,  Wiltons  or  other 
qualities  or  color,  tans,  browns,  greens,  blues  or  reds. 
Corresponding  hangings  for  different  rooms  of  the 


house  with  fittings  to  match  these  schemes  are  in- 
cluded. Displaying  these  goods  is  not  hard  because 
the  lines  themselves  do  not  afford  much  mani]  r-1 
tion.  There  are  a  few  rules  which  are  observed: 
When  a  carpet  is  inhered  without  cutting,  the  pile 
should  be  away  from  the  perspective  to  get  the  right 
result,  of  quality.  Carpets  reversed  in  the  full  piece 
look  better  if  the  size  of  the  rolls  are  uniform.  Al- 
though heavier  work  is  entailed  full  pieces  from  stock 
appear  fresher  than  lengths  on  blocks  because  the 
pile  and  design  are  shown  from  a  perfect  sample 
of  the  carpet. 

The  relieving  draperies,  rugs,  screens,  fixtures 
and  accessories  are  carefully  chosen.  Any  units  of 
decorative  treatment  are  perfect  in  combination  on 
modern  work  done  by  the  contract  department/ 
These  comprise  window  arch  wall  and  furniture  to 
match  designs  in  each  instance. 
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2h, 


Wishbone''  Hanger 


Patented  by 

J 

ohn 

Thomas 

Batts 

Sole 

Canadian  Agents 
ind  Licensees : 

J 

3nes 

Bros.  &  Co 

,Ltd. 

Toronto,  Can. 


The  "PFishbone"  Hanger 

Absolutely  the  best  made,  being  the 
only  Garment  Hanger  that  absolutely 
conforms  to  the  human  shape. 

No  Wrinkles  No  Broken  Collars 

No  Bushelling  No  Extra  Pressing 

Increased  Sales  Increased  Profits 

Satisfied  Customers 


No.  1 — 91  Men's,  without 
Pant  Holder,  <>  s\  o  a  A 
Per  100    -    -      J^O.UU 

No.  1—91-3  Men's  with 
Pant  Holder,  d^^c  A  A 
Per  100    -    -     $£D.UU 

F.O.B.  Toronto 
Packed  100  in  Box 


If  you  have  never  used  the      Wishbone"  send  25c.  for  sample. 

Jones  Bros.  &  Co.,  Limited 

STORE   FITTERS  TORONTO,   ONT. 
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PPELDOORW 

i    •   SHOES  •  /^ 


\PPBL  DOORW 

"V  •  SHOES  •  /  V 


Will  These  New  Fronts  Bring  in  More  Business  Than  Newspaper  Advertising  ? 

This   Merchant   Believes   So. 


HE  INS1 


Now  He  Sh« 
Line  EVI 


With  KAWNEER  Store  Fronts 

He's  Now  Ready  for  Big  Business 

Here's  a  Merchant  that  took  his  1913  newspaper  ad- 
vertising appropriation  and  bought  new  KAWNEER 
STORE  FRONTS.  Will  it  pay?  Will  he  make  a  good  in- 
terest on  his  investment?  Will  the  expenditure  bring  home 
as  much  actual  profit  as  the  same  amount  of  money  ap- 
plied to  newspaper  advertising?  These  questions  were 
decided  by  him  before  the  change  was  made.  What  do 
you  think  about  it — has  he  misapplied  his  money  ? 


Keep  Your  Windows  Working 

Push  Every  Line  Every  Day 

Don't  be  afraid  of  giving  your  show  windows  too  much 
attention — they  are  pumping  t lie  very  life-blood  of  your 
whole  business.  Take  an  abstract  example — let  any 
man,  woman  or  child  be  consciously  or  unconsciously  in 
the  market  for  a  new  gown,  a  pair  of  shoes,  an  overcoat 
or  anything  in  fact.  Turn  this  buyer  loose  on  a  business 
street  in  your  home  town.  Which  store  will  yet  the  busi- 
ness— which  store  will  make  the  profit?  Seventy-five 
times  out  of  one  hundred  it  is  the  Merchant  with  the  at- 
tractive Store  Front — the  inviting  windows. 

Look  at  this  from  the  position  of  an  ordinary  buyer 
— isn't  it  natural  to  spend  your  money  with  the  Merchant 
whom  you  believe  to  be  giving  most  in  return?  Don't 
you  unconsciously  stop  to  study  attractive,  trade-pulling 
windows? 

With  the  most  crude  window  display  efforts  you  can 
trace  a  certain  number  of  sales — then  isn't  it  reasonable 
to  base  your  conclusions  on  a  practical  proportion? 


The  New  Departure  Store  Fronts 

To  handle  a  proposition  of  any  consequence,  it  is 
necessary  to  specialize — it's  necessary  to  apply  the  know- 
ledge derived  from  past  experience  in  that  line  to  the 
actual  requirements  in  order  to  attain  the  desired  results. 
Ami  so  it  has  been  with  us  in  Store  Fronts. 


About  eight  years  ago  a  practicing  Architect,  Mr.  F. 
J.  Plym  (now  President  of  the  KAWNEER  MANUFAC- 
TURING CO.),  realized  the  inefficiency  and  inadequate- 
ness  of  Store  Fronts  at  that  time — they  had  shown  no 
development  for  practically  fifty  years.  Merchants  all 
over  the  country  were  crying  for  new  Store  Front  ideas — 
for  something  that  would  Pull  Business.  Builders  were 
looking  for  some  new  idea  in  Store  Front  construction 
that  would  insure  permanency  and  safety. 

KAWNEER  was  conceived  under  those  conditions. 
It  came  as  an  entirely  new  departure  and  from  the  first 
was  met  with  much  enthusiasm. 

Frankly,  we  admit  that  at  first  a  few  Merchants  looked 
upon  KAWNEER  with  more  or  less  skepticism — was  too 
different  from  the  old  ideas.  They  required  proofs  and 
we  produced  them — produced  them  by  the  actual  installa- 
tion of  thousands  of  Fronts  all  over  the  country. 

Now  you  may  go  into  almost  any  town  or  city  in  the 
United  States  and  find  KAWNEER  FRONTS—standin- 
there  as  representatives  of  this  new  era. 

And  all  this  in  less  than  eight  years. 

He  Commercializes  the  Front 
of  His  Store 

It  is  fair  to  presume  that  you.  along  with  the  multitude 
of  other  Merchants,  have  had  your  troubles  with  steam 
and   frost  on  your  show    windows.     Probably  there   isn't 

Kawneer  Man 


Francis  J.  Ply 


87  Duchess  Street 
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fALLED 


ows  EVERY 
ERY  Day 


The  First  Step  to  Bigger  Business. 


a  more  troublesome  and  expensive  thing  in  your  whole 
business.  It  is  of  little  benefit  to  neatly  dress  your  win- 
dows only  to  have  your  efforts  hidden  by  frost  or  sweat 
on   the  glass. 

Without  a  doubt  you've  experimented — you've  spent 
a  lot  of  time  and  money  trying  to  solve  the  problem.  What 
success?  We  have  too,  but  by  making  a  business  out  of 
it — by  going  into  the  subject  thoroughly  have  been  able 
to  place  on  the  market  a  system  that  is  far  in  advance  of 
anything  ever  offered.  Nothing  particularly  new,  though 
— simply  the  scientific  application  of  the  old,  time-tried 
theory  of  admitting  cool,  dry  air  into  the  show  windows 
and  causing  it  to  circulate  along  the  inner  surface  of  the 
L;lass — right  where  it 's  effective. 


Our    proof 
Fronts. 


success    is    our    long    list    of   successful 


A  Permanent  Store  Front 

Have  you  ever  figured  how  much  you  have  paid  out 
during  your  retail  career  for  repairs,  paint  and  incidentals 
on  your  Store  Front?  If  not,  just  make  a  review  of  that 
and  the  total  will  astonish  you.  See  how  much  money 
you  could  have  kept  in  your  pocket  if  this  expense  had 
been   eliminated. 

To  interest  you  it  is  only  necessary  for  us  to  say  that 
KAWNEER  is  permanent — made  of  either  solid  copper, 
brass,  bronze  or  aluminum  and  the  mouldings  interlock, 
making  them  water-tight.  KAWNEER  is  a  complete 
Front   from  sidewalk  to  I-beam — not  simply  a  corner  and 


ufacturing  Co. 

m,  President 

Toronto 


division  bar.  KAWNEER  mouldings  are  cold-rolled  and 
drawn — we  use  only  heavy  gauge  metals.  For  example, 
the  face-pieces  of  all  glass-bearing  members  are  made  of 
No.  1G  B.  &  S.  gauge  metal.  One  square  foot  of  this 
metal  weighs  35  ounces — almost  three  times  as  heavy 
as  the  metal  your  local  tinner  uses  on  cornice  and  other 
work  of  that  nature. 

We  could  use  lighter-gauge  metal  and  save  a  great 
deal,  but  as  long  as  we  started  out  to  make  a  different 
Front — as  long  as  we  originated  this  new  idea,  we're  go- 
ing to  hold  fast  to  our  initial  ideas.  We're  going  to 
make  a  Store  Front  that  is  permanent  and  efficient. 
KAWNEER  has  proven  its  practicability  and  we  don't 
intend  to  cheapen  it  and  affect  the  vital  elements. 

Book  of  Information 

Boosting  Business  No.  21 

There  are  many  points  about  Store  Fronts  that  you 
are  vitally  interested  in — points  that  are  not  clear,  points 
that  have  been  figured  out  only  by  specialists,  so  we  have 
compiled  a  book,  "Roosting  Business  No.  21,"  which  con- 
tains the  information  you  need  to  decide  on  the  Front  for 
your  Store.  "Boosting  Business  No.  21"  shows  photo- 
graphs of  many  of  the  finest  big  and  little  Fronts  in  the 
country — Fronts  for  all  kinds  of  businesses. 

We  will  give  you  suggestions  that  will  interest  you. 
Bear  in  mind,  however,  that  you  must  build  your  new 
Front  around  your  conditions — make  it  individual — to 
produce  big  results.  To  find  out  what  you  need  just  fill 
in   this  coupon  and  send  it  in. 

.  ( 

,  COUPON.  - 

|  KAWNEER  MFG.  CO.,  ■ 

87  Duchess   Street,  Toronto. 

I  r.  I 

.  Kindly  send  "Boosting  Business  No.  21"  without 

obligation  to  me. 

Name I 

'  Street  No | 

1  City    I 
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Dry  Goods  Review 


THE    ART    OF    DISPLAY 


Opening  windows,  showing  original  drapes  in  a  series  of  dress  goods  displays.  Chiffon  accordion  velvet  and  wool 
velvet  chinchilla  are  grouped  with  millinery  and  suitable  trimmings  to  match.  This  background  is  effective 
as   a   semi-permanent    design.      Courtesy   T.    Eaton  Co.,  Winnipeg.     N.  W.  Bradley,  display  manager. 


On  a  merchandising  plan  the  decorator  helps  to 
finish  April  sales  and  all  short  or  odd  lengths  of  car- 
pets up  to  20  yards  together.  Bargain  windows  in 
an  aggressive  campaign  contain  one  price  carpets, 
or  one  price  rugs  in  any  quality,  Brussels  or  Bal- 
moral tapestries  are  preferred  as  leaders  at  quantity 
quotations,  advertised  at  69c,  79c,  98c  a  yard  or 
similar  prices.  Rugs  from  $12.95  and  up  to  $25  are 
good  window  lines.  These  may  comprise  some  in- 
troductory value  lengths  which  a  cut  would  improve 
or  odd  rugs  of  questionable  pattern.  One  of  the 
strongest  windows  of  the  series  is  an  accumulation 
of  short  lengths  ticketed  with  former,  present  and 
total  price  of  each.  The  size  of  the  room  the  pieces 
will  fit  is  designated.  One  of  the  advantages  of  this 
display  is  to  interest  customers  in  better  goods  and 
-how  by  contrast  the  necessity  for  refurnishing. 
Some  great  values  in  sample  ends  or  rugs  have  the 
same  effect. 

Lace  curtains  are  easy  to  handle  and  arrange. 
No  plan  is  quite  so  effective  as  color  in  the  back- 
ground or  in  the  units  of  the  trim.  Blue,  nile,  pink 
or  yellow  combine  and  T  stands  are  suitable  to  fea- 
ture Arab  or  white  curtains  or  many  of  the  bunga- 
low nets  or  Madrases  found  in  the  department.    One 


or  two  background  settings  of  lambrequins  or  sash 
designs  show  the  goods  and  curtains  in  use. 

As  corresponding  windows,  draperies  and  hang- 
ings with  cedar  and  cretonne  covered  bedroom  box- 
es, boudoir,  and  sewing  furniture  and  upholstered 
pieces  are  good  grouping.  These  designs  are  made 
up  so  that  the  price  of  the  room  furnished  complete 
can  be  quoted.  The  upholstering  department  is 
pushed  to  suggest  the  field  for  cosiness  in  many 
homes,  and  the  scope  of  the  work  done  by  those  in 
charge  of  this  section. 

Shades,  verandah  furniture,  hangings,  matting 
and  rugs  and  the  findings  of  the  different  rooms  are 
interspersed  in  the  many  trims.  The  time  is  early 
to  give  these  goods  more  than  passing  attention. 
Space  is  required  for  wanted  goods  and  the  second 
home-furnishing  event  of  the  season  gives  promin- 
ence to  goods  of  a  Summery  nature.  Brass  goods, 
beds  and  bedding  pay  for  the  space  used  in  April. 

April  linoleum  sales  are  calculated  to  make  quick 
returns.  The  energy  behind  the  event,  cannot  be 
improved  by  the  windows  except  for  the  value  which 
the  display  has  with  the  public  to  inform  them  the 
sale  is  in  progress.  About  the  only  way  to  show 
these  goods  is  to  block  2x2  yards  or  other  saleable 


Serve  Your  Customers 
With  Dispatch 


and  thereby  incur  their  favor,  for  is  it  not  the  twentieth  century  nature  to  be  in  a  hurry. 
Speed  is  paramount  in  modern  store  service.  When  customers  have  made  their  selections  it  is 
up  to  the  store  management  to  let  them  away  as  quickly  as  they  desire.  The  "Perfect"  cash 
and  parcel  carriers  make  speedy  store  service  an  accomplished  fact. 


WRITE  FOR  FULL  PARTICULARS 

Hamilton  Brass  Mfg.  Co.,  Limited,  Hamilton,  Ont. 

MONTREAL  OFFICE :   327  CRAIG  STREET  WEST 
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Dry  Goods  Review 


Multiply  your  sales  this 
season  by  the  use  of  good 
display  forms — the  D.  &  P. 

What  a  wonderful  difference  there  is  in  the 
tone  of  a  display  when  forms  of  correct  style 
and  poor  unsightly  forms  are  used.  The 
difference  in  dollars  and  cents  is  at  once 
apparent,  for  the  garments  look  a  full  hun- 
dred per  cent,  better,  which  assuredly  means 
increased  sales. 

No.  2  Suit  and  Costume  form  is  made  of  the 
highest  grade  mineral  wax,  with  human  hair, 
glass  eyes  and  real  teeth,  has  jointed  arms, 
and    wax   hands. 

No.  16  Blouse  Form — latest  style,  covered 
with  jersey  cloth,  heavy  metal  base,  any 
finish. 

Send  for  our  handsome  illustrated  catalog 
with  price  list. 

Manufactured  By 

DALE  &  PEARS  ALL 


MANUFACTURERS  OF  HIGH 
CLASS     FIXTURES    ETC. 


Blouse  Form,  Style  No.   16 

(See  Page  27  Catalog)  106    FRONT    ST.,  E. 


TORONTO 


Wax  Form 
Style  No.  2 

(See  Page  9  Catalog) 


The  Economy' 
+909 


The 

Economy 

Circular 

Rack 

No.    387X,    Oxi- 
dized  Copper, 
$10.50. 
Black    Enamel, 
$9.00. 

(IV. till     prices    in- 
clude   Card 
Holder). 


The  Care  and  Display 
of  Ready-to- Wears 


are  most  important  in  conducting  a  ready-to-wear 
department.  Suits,  coats  and  dresses  must  be 
properly  arranged  in  stock  to  faciltate  quick 
service  and  to  keep  them  in  the  best  possible 
condition.  The  circular  rack  here  shown  revolves 
readily  and  enables  the  merchant  to  keep  a  stock 
of  45  garments  always  ready  to  be  shown  easily. 
For  displaying  these  goods  either  in  the  window 
or  department  this  No.  41AA  Tilting  Form  is 
unequalled — conforming  to  the  latest  dictates  of 
fashion — can  be  tilted  to  any  angle. 

No.   41   A  A.   as  cut    $7.50 

Same  as   No.  41  AA,  without  flesh  colored  bust....  $(i.75 

Same  as  No.  41  AA,  without  tilting  device $5.75 

Sizes  32  to  40. 


387X 


Large 

Variety 

Millinery 

Stands 


A.  S.  RICHARDSON  &  CO. 


Showroom 
Factory   — 101 


Oldest  and  Best  Manufacturers  of  Wax  Figures  and  Display  Forms  in  Canada 

99  ONTARIO  STREET  TORONTO 
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THE    ART    OF    DISPLAY 


Spring  interior  display  held  by  the  T.  Eaton  Co.,  Winnipeg.  A  realistic  arrangement  of  ready-to-wear  apparel 
and  millinery,  with  a  profusion  of  decorative  effects.  This  parklike  scene  contained  brooks,  waterfall, 
rustic  paths  and  seats,  Summer  nouses  and  an   aviary  of  100  singing  canaries. 


lengths  and  fill  the  window.  Bathroom  or  kitchen 
requisites,  coacoa  metal  and  rubber  mats  and  mat- 
ting assemble  well  in  such  a  trim.  Windows  and 
advertising  are  boosted  by  store  signs.  An  effective 
sign  is  made  by  cutting  squares  of  oilcloth  about  a 
foot  each  way  and  have  the  cardwriter  label  them 
as  a  store  directory  to  the  linoleum  section.  Every 
piece  of  oilcloth  on  view  is  neatly  ticketed  with  the 
price  per  square  yard. 

April  housecleaning  means  an  overturning  of 
the  carpets  and  home  decoration  departments.  Goods 
do  not  sell  on  the  shelves.  Price  is  another  attrac- 
tion and  the  leader  values,  which  have  been  procured 
to  make  the  semi-annual  event  memorable  are  kept 
forward.  An  upheaval  of  values  seems  to  take 
place.  Carpet  business  reaches  the  highest  monthly 
sales  in  April  and  in  making  these  sales  price  is 
confined  to  the  advertising  and  clearing  leader.-. 
Main  attractions  of  the  event  are  in  the  newness  of 
the  merchandise  and  the  necessity  for  renovating. 


® 

Enter  in   Display  Contests 

Millinery  and  Easter  openings  are  the  next  op- 
portunity to  show  the  ability  of  display  managers 


in  handling  their  departments.  Each  store  makes 
premier  efforts  to  show  new  styles  and  to  place  the 
store  foremost  as  a  leading  emporium.  Many  of  the 
windows  and  settings  of  interior  display  are  second 
to  none  in  the  art  of  decorating.  Display  managers 
are  proud  of  their  efforts  and  success.  They  have 
adopted  the  best  methods  which  study  and  experi- 
ence have  taught  them. 

Other  trimmers  are  not,  so  fortunate  and  are 
working  against  odds.  They  do  not  feel  they  are 
getting  the  best  results  from  either  their  ability  or 
appropriations.  Their  location  and  chance  for  com- 
parison does  not  enable  them  to  do  as  well  as  they 
wish.  They  are  interested  in  what  other  display 
managers  are  doing  so  as  to  improve  their  work. 

Every  display  manager  is  anxious  to  help  the 
craft.  They  may  not  all  be  professional  trimmers. 
but  the  ideas  embodied  in  their  work  may  prove  a 
suggestion  and  help  tit  other  decorators.  This  year 
there  is  a  double  incentive. 

All  trimmers  should  enter  their  displays  in  the 
contest  of  The  Canadian  Window  Trimmer's  Asso- 
ciation. The  classes  are  widely  diversified  so  that 
everyone  has  an  equal  chance.  Besides  conveying 
ideas  to  other  trimmers  the  opportunity  of  helping 
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men  with  real  artistic  ability  is  important.  Some- 
times these  men  are  doing  splendid  work  and  feel 
overawed  by  the  displays  of  other  decorators,  whom 
they  think  have  many  advantages.  Their  modesty 
is  a  harrier  to  advancement  in  keeping  with  their 
work. 

The  interest  of  the  trade  and  the  development 
of  window  trimming  depends  greatly  on  this  inter- 
change of  ideas  through  photographs.  And  other 
trimmers  are  glad  to  know  of  the  success  of  their 
fellow  workers. 

Every  trimmer  is  asked  to  send  in  examples 
of  his  work,  either  for  reproduction  in  Dry  (mods 
Review  or  the  annual  competition  of  the  C.W.T.A. 


Telephone  as  a  Business   Getter 

Toronto,  Out.— 11.  W.  Bell  &  Co.,  555-7  Bloor 
St.  West,  are  not  to  be  counted  among  merchants 
who  consider  the  telephone  a  poor  medium  for  the 
securing  of  business.  They  are  making  an  aggres- 
sive effort  to  get  people  into  the  custom  of  calling 
up  the  store  and  ordering  goods  when  they  need 
them. 


The  following  circular  letter  has  been  sent  to 
customers : 

Toronto,  February  25th,  L913 
Dear  Madam, 

Our  Telephone  Service  is  for  your  convenience. 
We  have  put  an  experienced  clerk  in  charge  of 
'Phone  and  Mail  Orders.  Your  orders  will  be  prompt- 
ly attended  to.  We  will  submit  a  first  or  second 
choice  of  goods  for  your  approval.  Your  parcels  will 
be  delivered  at  any  time  of  the  day. 

We  carry  a  first  class  and  well  selected  stock  of 
Dry  ( ioods.    We  are  specializing  just  now  on 

Laces,  Embroideries  and  Summer  I) rex*  Fabrics. 
We  will  be  pleased  to  have  you  call. 

Yours  respectfully, 

W.  II.  BALL  &  COMPANY 


The  results  have  been  very  satisfactory  in  every 


way. 


Orillia,  Ont. — A.  S.  Rennie,  who  has  bad  charge 
of  the  dress  goods  department  of  the  Northway  Co., 
here,  left  the  first  of  the  week  for  Tilsonburg  where 
he  has  accepted  the  position  as  manager  of  the  N.A. 
Hewer  dry  goods  store. 


Spring  Opening  Window,  showing  elaborate  portico  and  Grecian   marble  effect,   with  foliage,  for  the  pageant  of  Spring 
styles  in  millinery  and  ready-to-wear.     Courtesy  T.  Eaton  (Jo.,  Toronto,  by  A.  E.  Apted. 
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Novelties  for  Fall  and  Mid -Seasons 

Desirable  novelties  good  sellers — Rambler  rose  and  raised  looped  effects  new 
features — Pattes  and  braids  make  the  working  of  looped  patterns  easy — Darn- 
ing and  cross-stitch  much  used  in  the  development  of  the  new  patterns — Art 
linen  novelties  have  taped  borders,  and  the  embroidery  is  worked  on  lawn  and 

linen  lawn. 


N 


OVELTY  lines  for  Summer  selling,  and  ad- 
vance lines  of  samples  for  the  coming  Fall, 
are  rapidly  being  prepared. 

The  outlook  is  bright  for  a  good  season's  business 
for  prosperity  rules  and  financial  conditions  are 
sound. 

At  the  same  time  the  present  money  stringency 
is  making  itself  felt,  particularly  in  the  West,  and 
there  are  many  cases  where  the  wholesale  trade  feels 
doubtful  about  shipping  because  last  season's  goods 
are  yet  to  he  paid  for.  In  some  cases  also  last  sea- 
son's goods  are  yet  on  the  shelves,  but  this  is  due  sole- 
ly to  climatic  conditions.  This  applies  to  such  lines 
as  infants'  bootees,  jackets,  children's  sweaters,  and 
knitted  suits,  and  also  to  wools  from  which  these 
goods  are  made.  The  only  grain  of  comfort  here 
cdines  from  the  fact  that  wool  prices  are  advancing 
and  that  the  goods  on  the  shelves  represent  appreciat- 
ing values.     It  should  also  be  pointed  out  that  an- 


other season  their  billed  cost  does  not  represent  their 
true  value  for  the  merchant  to  come  out  on  top  will 
have  to  figure  interest  on  money  up-to-date.  With  sea- 
sonable weather  in  the  coming  Fall  this  condition 
will  be  speedily  adjusted  as  a  little  cold  weather  will 
bring  out  the  real  need  for  these  articles. 

Stamped  goods,  that  is  articles  for  useful  wear 
such  as  corset  covers,  gowns,  princess  slips,  drawers 
and  drawers  and  corset  covers  combined,  stamped 
ready  for  working  found  a  ready  sale.  A 
new  development  that  promises  to  increase  this  al- 
ready wide  distribution  is  that  these  articles  can  now 
be  obtained  with  the  seams  joined  up  and  when 
the  embroidery  is  completed  the  garment  is  com- 
pleted. This  is  a  very  practical  development  to  which 
buyers  have  taken  kindly  and  orders  are  coming  in 
in  quantity  as  the  present  vogue  for  hand  embroider- 
ed lingerie  makes  this  line  an  exceptionally  attractive 
one. 


Runner  of  linen  lawn  with  taped  edge.     Irish  hand  embroidery.    Shown  by  W.  H.  Baker,  Wellington 
Street  West,  Toronto. 
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More  color  enters  into  everything  this  season  and 
this  applies  even  to  embroidered  art  towels  and  guest 
towels.  Cross  stitch  is  used  combined  with  simple  out- 
lining and  it  is  surprising  the  number  of  and  the 
excellent  effect  of  the  patterns  that  can  be  produced. 
Many  patterns  are  worked  all  in  one  color  and  China 
blue  is  a  favorite,  but  various  colors  are  combined, 
the  fact  that  most  cotton  colors  are  fast  when  care- 
fully washed,  making  these  color  effects  safe  to  use. 
Darned-in  patterns  are  in  as  high  favor  as  those 
worked  in  cross-stitch  and  these  stitches  are  applied  to 
all  kinds  of  embroidery.  Cushion  tops,  table  covers, 
center-pieces,  tie-racks,  bags,  tidies  and  the  thous- 
and and  one  articles  decorated  with  embroidery  show 
motifs  in  outlining  or  couching  filled  in  most  decor- 
atively  with  darning  stitches.  Anything  that  is  rais- 
ed also  is  in  vogue,  the  Rambler  rose  is  more  used 
than  ever,  and  French  knots  and  looped  stitches. 
The  use  of  looped  stitches  is  made  easy  by  the  pattes 
or  buttons  made  of  looped  silk  which  come  in  every 
imaginable  color  and  combination  and  shaded  effects. 
When  other  forms  than  the  rounded  pattes  are  re- 
quired there  is  a  braid  provided  which  when  the 
string  that  binds  one  edge  is  broken  gives  the  loop 
in  braid  form  so  that  they  can  be  applied  to  any  con- 
tour. Another  stitch  much  used  is  made  by  couch- 
ing a  heavy  silk  thread  with  contrasting  silk  or  metal 
threads.  A  handsome  trellis  effect  is  gained  in  this 
way  that  is  much  used. 

In  connection  with  the  art  needle-work  depart- 
ment many  stores  are  running  classes  where  instruc- 
tion in  the  working  of  the  new  stitches,  and  needle- 
work generally  is  given  free.  If  the  department  is 
located  on  the  second  floor  there  is  usually  enough 
room  to  run  the  classes  close  to.  If  the  department 
is  on  the  ground  fioor  space  is  provided  on  one  of  the 
upper  floors,  and  in  certain  lines  a  duplicate  stock 
is  carried  there.  No  charge  is  made  for  the  lessons 
but  of  course  all  materials  used  during  the  lessons 
are  bought  from  the  department. 

The  use  of  wood  silk  since  the  improvements 
made  in  its  manufacture  permitted  washing  with 
safety,  for  embroidery  purposes  is  developing.  It  is 
indispensable  when  Rambler  rose,  and  knotted  and 
looped  forms  have  to  be  made,  and  its  brilliance  and 
the  body  it  has,  make  it  indispensable  for  the  pro- 
duction of  rapid  and  effective  work. 

Brilliance  and  color  and  novelty  in  shape  repre- 
sents what  is  asked  for  in  buttons.  Ball  buttons  in 
clear  glass,  both  in  white  and  in  colors  faceted  to  re- 
flect the  light  are  used  in  small,  medium  and  sizes 
up  to  that  of  a  large  marble.  Olives,  squares,  oblongs 
and  other  odd  shapes  in  colored  glass  with  an  inset 
of  opal  or  clear  white  dotted  with  spots  or  bars  of 
black  or  high  color  are  featured. 

The  composition  pearl,  known  as  French  pearl, 
is  shown  in  numerous  designs  and  is  selling  well  as 
buttons  made  of  this  material  are  much  used  on  the 
new  washing  materials.  Ball  buttons  from  small  to 
medium  large  sizes,  are  the  leading  sellers. 


Hair  ornaments  continue  to  the  fore,  and  the 
trade  has  taken  kindly  to  the  new  bandeaux  of  rhine- 
stones.  The  best  liked  take  the  form  of  single  or 
double  lines  of  the  stones  across  the  head.  Barrettes 
and  pins  of  white  metal  set  with  rhinestones  and 
other  mock  jewels  are  also  very  much  worn.  Casque 
pins  and  combs  very  elaborately  set  with  rhinestones 
are  also  good  sellers. 

Something  new  in  the  art-linen  department  is 
always  desirable.  Arery  dainty  and  attractive  are 
the  Irish  hand-embroidered  bed  spreads,  runners, 
bolster  cases,  etc.,  worked  in  lawn  or  in  better  grade 
in  linen  lawn.  The  high  novelty  feature  is  the  tap- 
ed border  with  a  wide  hemstitched  hem  as  a  final  fin- 
ish. <  >ne  distinctive  feature  of  the  patterns  is  that  no 
eyelet  motifs  are  used,  the  patterns  being  developed 
in  solid  blind  work.  Bed  spreads  and  cot  spreads 
have  either  one  large  centre  design  or  have  a  wide 
baud  of  embroidery  arranged  to  turn  back  like  em- 
broidered sheets. 

® — - 

Berlin,  Ont. — The  stock  of  D.  Doworsky  &  Co., 
dry  goods  and  ladies'  tailors,  has  been  sold. 


Hamilton,  Ont. — T.  II.  Pratt,  whose  premises 
were  visited  by  fire  recently,  is  holding  a  big  sale  of 
goods  damaged  bv  water. 


Are 
You 
Ready 
for 

Spring  Demands  in 
your  Hair  Goods 
Department  ? 

We  have  some  new  lines  to  show 
you,  such  as — A  switch  made  up  in 
three  strands  (very  handy  to 
braid);  our  "Cask"  frame,  as  il- 
lustrated below,  and  many  others. 


YOUR    WHOLESALER    HAS    COMPLETE 
SAMPLES. 

Standard  Hair  Go. 

Ill  Windsor  Street 
MONTREAL 
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The  Buyer's  Viewpoint 

High  colors  the  feature  in  ribbons.  Embroider- 
ies working  back  into  high  favor.  Shadows  still  the 
sellers.  Flat  Venise  and  linen  laees  trim  Summer 
lingeries.     Advance  ideas  in  handkerchief's. 


Later  Developments  in  Ladies'  Neckwear 

Many  novelties  in  flat  collars — Tendency  favors  sheer  effect — Voile  combined 

with  net  and    shadow   lace    new — Bulgarian  embroidered  collars    worked    in 

heavy  cotton  and  crewel  wools  the  ultra  novelty. 


ACTIVITY  in  ladies'  neckwear  continues  to 
develop  and  the  complaint  that  more  help 
could  be  utilized  if  it  was  forthcoming,  is 
the  only  one  voiced.  Though  the  true  Robespierre 
is  a  thing  of  the  past,  some  of  the  spirit  lingers  in  the 
designs  while  distinctly  new  still  feature  the  charac- 
teristic soft  roll.  Though  stocks  are  still  selling  and 
will  sell  in  certain  quantities  all  through  the  summer 
season,  the  flat  collar  or  the  collar  that  is  raised  a 
little  at  the  back  and  which  is  cut  V-shape  in  front, 
is  the  decided  leader  in  whatever  material  it  is  devel- 
oped in.  Silk  is  giving  place  to  net  and  lace  and  to 
novelty  cottons  such  as  brocaded  piques  and  cotton 
ottomans,  ratines  and  crepes.  Much  Mack  and  white 
is  still  being  taken,  but  the  tide  is  turning  in  favor 
of  color.  Some  very  charming  collars  are  made  of 
white  liberty  or  other  soft  satins  in  white  with  jabot 
or  fichu  ends  of  shadow  lace  and  line  net. 

This  is  the  day  of  the  large  jabot  and  many  jabots 
show  a  velvet  hand  to  go  round  the  neck  with  a  small 
flat  bow  in  front.     Velvet  hows  and  tiny  buttons  par- 


ticularly rhinestone  buttons  rimmed  with  jet  or  with 
colored  crystal  are  used.  Quantities  of  black  velvet 
ribbon  are  used  in  this  way.  hut  high  colors  such  as 
Turkish  green,  coque  de  roche,  purple  and  cerise  are 
beginning  to  show  strength. 

For  summer  wear  the  fashion  trend  points  large- 
ly ',o  made  effects  in  sheer  materials.  The  very  sheer- 
est of  nets  and  finest  of  shadow  laces  are  selected. 
Voile  is  another  material  that  is  being  used  and  this 
material  is  also  combined  with  sheer  net  and  shad- 
ow lace.  A  very  handsome  neckpiece  showed  a  large 
Rembrandt  collar  of  white  voile  edged  with  a  band  of 
fine  net  about  2  inches  broad  and  joined  to  the  voile 
with  a  fancy  stitch.  Attached  to  the  front  edges  of 
the  collar  was  a  broad  jabot  of  pleated  shadow  lace 
with  a  pleated  ruche  of  net  trimmed  with  tiny  pearl 
buttons  running  from  the  fastening  of  the  collar  to 
the  edge  of  the  jabot. 

Collars  of  plain  and  brocaded  pique,  cotton  otto- 
man and  other  cord  fabrics  are  showing  in  epaulette 
and  in   numerous  other  flat  shapes.     Venise  edges,. 


1.  Epaulette  collar  vestee  of 
white  pique.  Pearl  ball  buttons. 
•_.  Pleated  collar  of  fine  shadow 
lace  with  jabot  to  match.  Shown 
by   Plett   Lowndes  &  Co. 
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Weather    Conditions 

in  all  Parts   of  Canada 

Indicate  an  Early  Spring. 


This  brings  with  it  the  assurance  of  our  travellers,  backed 
up  by  important  orders,  that  Veilings,  Laces,  Trimmings, 
Neckwear,  etc.,  will  enjoy  the  best  season  in  many  years. 
Departments  all  over  the  country  feel  this  increasing  de- 
mand, and  are  drawing  on  our  stock  heavily.  If  you 
intend  to  keep  up  with  these  conditions  and  benefit  by  the 
popularity  of  these  lines  you  must  give  consideration  to 
our  lines  of 


Venise  Allovers  and  Collars 
Oriental  Allovers  and  Laces 
Flouncings,  Veilings,  Nettings 
Malines,  Chiffons, 
Scarfs  and  Silk  Knitted  Shawls 


These  lines  consist  of  the  latest  designs  and  novelties 
brought  out  for  this  season's  showing,  and  comprise  the 
most  saleable  merchandise  that  will  give  your  customers 
the  best  satisfaction  and  will  increase  your  sales  just  as 
soon  as  you  begin  to  show  these  elaborate  and  beautiful 
designs. 

Our  salesmen  are  now  covering  all  parts  of  Canada  show- 
ing our  entire  Spring  line. 

IF  YOU  MISS  THEM  WRITE  US  for  a  collection  of 
samples  of  the  newest.  (Sent  prepaid  for  your  approval) 
or  inspect  these  lines  at  our  branch  offices. 

Montreal— 18  St.  Alexis  St.,  Room  13,  Mr.  L.  J.  Traube 

and  J.  G.  Guild. 
Winnipeg — Room  248,  Chamber  of  Commerce  Bldg.,  Mr. 

Leo.  Rosenbaum. 
Vancouver— 1016  Rogers  Building,  Mr.  J.  Barnard. 
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Novelty  trimming  in  Laeit 
braid  and  lace  stitches  in 
heavy  wood  silk.  Shown 
by  Cull  &  Gordon,  Toronto, 
ronto. 


Collar  of  filet  net  embroider- 
ed in  Bulgarian  effect  in 
heavy  cotton.  Shown  by 
Sterling  Lace  &  Novelty  Co. 


Advance  novelties  in  Christ- 
inas handkerchiefs.  Shown 
by  W.  H.  Baker,  Wellington 
St.,  Toronto. 


Agents  Wanted 
Everywhere 

Hundreds  of  live  business  men  throughout 
Canada  are  making  large  profits  with  very 
little  money  invested.  You  can  do  likewise 
by  being  our  agent  for  your  town.  By  showing 
our  display  card  you  will  have  constant  de- 
mand for 

Accordion  Plaitings 

Hemstitching 

Plaited  Skirts 

Covered  Buttons 

It   will    cost   you   nothing   to   give   it   a   trial. 

"Write   for  display    card,    prices    and   special 

discounts. 

TORONTO   DRESS   PLAITING  CO. 

600  Yonge  Street,   Toronto,   Ont. 


and  embroidered  filet  laces  are  used  to  trim  and  edge 
these  collars. 

There  is  a  very  heavy  demand  for  Plauen  and  St. 
Gall  lace  colors  in  mixed  effects  with  Venise  as  the 
main  lace.  Filet,  Bohemian  crochet  and  even  Orient- 
al lace  and  Bruges  motifs  are  freely  combined  and  in- 
troduced. These  collars  come  in  a  wonderful  range 
of  shapes.  Collars  of  the  same  class  only  of  lawn  or 
batiste  and  embroidered  on  the  hand  machines  are 
good  in  the  more  expensive  lines.  The  high  novelty 
consists  in  the  collars  embroidered  on  scrim  or  filet 
net.  The  net  comes  in  ecru,  dark  brown,  navy  or 
black  and  the  embroidery  is  worked  in  colored  heavy 
cotton  or  fine  crewel  wool  in  Bulgarian  colors  and 
patterns. 

Scarfs  are  becoming  a  big  item  and  the  introduc- 
tion of  eastern  ideas  has  brought  out  a  wealth  of 
novelties  in  metal  printed,  color  printed  and  in  glit- 
tering beaded  and  crystal  embroidered  novelties. 
Soft  crepes  and  chiffons,  both  in  brilliant  and  in  soft 
colors,  are  showing.  Taped  borders  are  new  and  are 
present  in  all  lines. 


Kamsack,  Sask. — Coppin     Bros,     have     opened 
their  new  men's  wear  store. 


Guelph,  Ont.— W.  C.  Deverell,  of  the  King  Ed- 
ward Clothing  Co..  has  sold  to  Stout  and  Campbell. 
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The  time  has  now  come 

for 

X®Qnir   It  onirdlQasces   ®ff    It 

Judging  by  the  numerous  signs  which 
are    the   unfailing    harbingers   of  a    tremendous 

Spring  Business 


h; 


IDJ 


T 


are  going  to  make  bigger  strides  and  cover  an 
incomparably  large  field 


ymsiniEiD) 

although 

M©PIES¥ 


These  r  four 

words  express 

better  than 


OMATIEraiL 

but  not 


long    sentences    our    appreciation    of    the     results 

already  obtained  and  of  the  brilliant  promises 

held  out  to  us  by  a  generous  future. 

SUCCESS  is  a  marvellous  STMIIJLANT 

It  clears  the  vision  of  those  elements  which  insure 

great  rewards. 

Faithful  to  this  great  truth  we  feel  unbounded  confidence 
in  the  continued  favor  of  the  Canadian  trade 


¥E®M^  &  €©, 


St.  Fiden,  St.  Gall    (Switzerland) 

Agent:  J.  H.  Gagnon,  Birks  Bldg.,  Montreal 


Import 

Orders   Filled 

Rapidly. 


Talk  to  the  Man 

who  has  the  final  say  about  what  goods  come  into  the  store 
through  the  columns  of  "The  Review." 

He  reads  it  because  it  pays  him.    Why  not  tell  him  why  he 
should  buy  your  product? 
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VANITY 
EILS 
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We  carry  a  complete  line  of 
the  new  "Vanity  Veil"  in  all 
colors  as  per  above  illustra- 


tion. 


"HOOKA LOOP" 

The  new  dress  and  blouse  fas- 
tener.   Write  for  sample  card. 

B u I  g  aria  n  Tri  m  mings , 
Shadow  Laces, 
M alines, 

Chiffons,  etc. 

The  Thompson  Lace 
&  Veiling  Co.,  Ltd. 

59  Wellington  St.  W. 
TORONTO 


Shadow  Laces  Still  Popular 

Eighteen  and  27  inch  flouncings  selling — 

Better  trade  taking  Orientals — Flat  Venise 

and  linen  laces  considered  for  summer. 

Shadows  are  still  the  strongest  item  on  the  mark- 
et and  promise  to  continue  strong  right  through  the 
coming  season.  This  is  because  there  are  so  many 
fashion  uses  to  which  they  are  most  appropriate. 
Shadows  are  used  for  sleeve  flounces  and  pleating  and 
also  extensively  for  neckwear.  Wide  ( 18  and  '21 
inch)  flouncings  are  selling.  These  are  used  for 
tunic  and  drapery  purposes  and  also  for  development 
into  simple  all  lace  dancing  dresses  showing  the 
three  tier  straight  flounces  now  so  fashionable.  These 
dresses  are  very  pretty  as  the  waist  is  in  plain  kimona 
cut,  with  sleeves  reaching  just  above  the  elbow  and 
with  a  round  neck  cut  moderately  low  and  with 
both  neck  and  sleeves  edged  with  pleatings  of  fine 
net.  There  is  a  crushed  girdle  in  any  bright  shade 
of  soft  crepe  or  silk  as  a  waist  finish  and  a  row  of 
glittering  rhinestone  studs  trim  the  front  of  the 
waist.  In  the  more  exclusive  trade  Oriental  laces 
are  beginning  to  displace  shadows.  This  does  not 
apply  to  Chantillys  in  shadow  effects  for  Chantilly 
laces  are  much  favored. 

For  Summer  selling  the  favor  seems  to  lie  be- 
tween flat  Venise  and  linen  laces.  Paris  favors  filet 
but  should  the  linen  lace  vogue  extend  Clunys  will 
again  sell  freely.  Apart  from  trimming  uses  Cluny 
laces  are  in  high  favor  for  trimming  household  and 
art  linens.  This  season  it  should  be  noted  it  is  not 
the  cheap  laces  that  are  sought  after,  but  laces 
around  a  dollar  per  yard  are  the  ones  that  buyers 
want. 

For  dress  purposes  and  for  many  veiling  uses  a 
very  wide  collection  of  novelty  nets  is  being 
brought  out.  The  meshes  are  various  but  a  certain 
firmness  of  weave  combined  with  softness  of  finish  is 
a  feature.  Buyers  are  interested  in  black,  ecru  and 
white,  but  high  colors  are  also  taken,  and  a  very  deli- 
cate flesh  shade  is  favored.  Paris  is  emphasizing  this 
color  and  all  the  large  buyers  are  stocking  it. 


Handkerchiefs  for  Christmas 

Buyers  are  now  placing  orders  for  handkerchiefs 
for  Fall  and  for  Christmas  selling.  As  in  so  many 
other  lines  the  tendency  is  most  markedly  in  favor 
of  the  Better  lines  and  there  is  very  little  difference 
noted  here  between  prices  last  year  and  those  now- 
quoted.  The  feature  of  the  new  handkerchiefs  is 
the  handsome  embroidered  corners.  The  utmost  at- 
tention and  care  has  been  lavished  upon  the  pro- 
duction of  these  designs,  and  even  when  the  selling- 
price  is  not  placed  very  high  a  very  high  average  of 
artistic  and  productive  merit  is  attained.  The  new 
feature  is  the  use  of  a  design  that  is  not  just  a  corner 
but  which  fills  up  the  square  made  when  the  hand- 
kerchief is  f  ilded  over. 
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To  Manufacturers  and  Jobbers: 

Are  you  after  Business  in  the  West  ? 

If  50,  we  have  a  proposition  to  make  to  you. 

We  have  decided  to  send  Mr.  Clarke,  the  best  sales- 
man in  our  organization,  to  represent  us  in  the  western  provinces 
with  headquarters  in  Winnipeg. 

He  will  carry  a  complete  range  of  Barry  Ribbons. 

We  have  also  decided  that  he  can  carry  another  line  of  samples 
provided  it  is  a  good  line--a  line  of  small  samples  that  can  be 
readily  carried  around  in  a  grip. 

We  will  consider  applications  from  manufacturers  or  jobbers 
who  would  be  interested  in  this  proposition.  But  remember  it 
must  be  a  line  of  recognized  value  or  it  will  not  be  considered. 

We  are  not  begging,  but  offer  you  an  opportunity.   It's  up  to 
you.  Write  at  once,  if  interested,  for  fuller  particulars. 

Only  the  two  lines  will  be  carried. 

WALTER  H.  BARRY  &  CO. 

"RIBBON   SPECIALISTS" 

ST.  JAMES  STREET  -:-  MONTREAL 


We  just  want  to  impress  upon  you 

that  BARRY'S 

'THE    RIBBON    HOUSE    OF  C ANA-DA" 

gives  REAL  VALUE  for  your  MONEY 

Our  stock  is  selected  with  the  sole  object  of  meeting  the 
requirements  of  the  Canadian  trade.  We  study  ribbons  and 
ribbons  only  and  you  may  rely  on  our  judgment. 

If  it's  saleable,  we  stock  it.  If  it's 
not  saleable,  you  don't  want  it. 

CONSULT  THE  RIBBON  SPECIALISTS 

Walter  H.  Barry  &  Company 


MONTREAL 
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The  April  Housefurnishing  Campaign 


THE  semi-annual  campaign  of  house  furnish- 
ings in  April  is  stock-cleaning  as  well  as 
sales  time.  Standards  set  by  the  depart- 
ment in  commencing  a  season's  campaign  are  not 
on  market  prices,  the  opposition  values  on  the  store 
departments.  Most  carpet  managers  base  their  val- 
ues on  the  ability  to  buy  and  the  merchandising  sys- 
tem, which  takes  advantage  of  odd  lots  offered  or  in 
stock.  The  difference  between  the  prices  for  quick 
turnover  and  a  supply  department  Is  founded  on 
this  principle.  Some  smaller  towns  may  not  be  able 
to  apply  the  idea  successfully.  But  the  volume  of 
business  kept  at  home  and  the  reputation  which  de- 
partments establish  is  worth  the  effort  to  keep  people 
loyal  to  the  store. 

In  this  season  of  new  buildings,  both  public  and 
private,  especially  homes,  the  activities  of  carpet 
salesmen  are  manifold.  They  do  not  commence  with 
the  opening  of  the  selling  season  in  April.  This 
sale  campaign  is  meant  to  close  prospective  business 
as  well  as  home  renovating  demands  of  the  new  sea- 
son. Sales  are  facilitated  on  the  plan  that  value  is 
the  issue  and  these  values  meet  the  demands  of  mail- 
order competition. 

Department  standards  and  the  knowledge  of  the 
buyers  basis  in  another  town  completed  by  the  in- 
creasing values   of   an    enlarging  turnover   are   the 


©dental  3&ug£ 


THE   GENUINE 


Deftly  Woven   by  the   Hands   of 
Expert  Orientals 

The  extreme  popularity  of  the  Oriental 
floor  covering  has  given  rise  to  the  manu- 
facture of  inferior  imitations.  My  range 
consists  entirely  of  real  Turkish,  Persian 
and  Indian  Rugs  and  Large  Carpets.  I  sell 
absolutely  nothing  hut  the  genuine  Oriental 
rug-  and  only  the  best  grade  of  those.  My 
values  are.  unequalled. 

Mail     orders     receive     prompt     attention. 

Levon  Babayan 

Wholesale  only 

77  Bay  Street  Toronto,  Ont. 

Constantinople,      Smyrna,      Tiflis,      London 
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three  points  in  home-furnishings  sales.  The  argu- 
ment is  not  theory  but  the  volume  of  sales  and  larger 
stocks  are  not  growing  any  faster  than  the  response 
to  well  conducted  sales  plans.  This,  combined  to  the 
extra  scope  of  many  added  departments,  does  not 
make  the  investment  out  of  proportion  to  other  well- 
handled  departments.  The  difference  to-day  is  that 
the  turnover  on  investment  is  not  done  in  two  months 
of  the  year.  Staffs  are  not  reduced  to  a  minimum 
or  given  charge  of  unspecialized  stocks  at  other  sea- 
sons. 

Cleverness  in  buying  and  the  reputation  of  values 
as  a  result  are  the  signs  of  a  growing  department. 
In  home  furnishings,  especially  in  the  sectional  lines, 
values  in  placing  orders  are  largely  a  matter  of  com- 
parative information.  This  is  true  of  relative  lines, 
either  direct  from  the  manufacturer  or  through  the 
jobber.  Outside  of  the  listed  departments  there  is 
a  close  price,  which  the  information  buyers  have, 
will  justify  the  difference  in  this  close  price,  besides 
improving  the  stock  standard,  offsets  the  minor  re- 
ductions of  bringing  values  at  relative  sales  prices  to  a 
new  leader  basis. 

An  average  difference  cannot  be  estimated  on  the 
stock  as  a  whole  because  the  savings  vary,  but  sec- 
tions on  a  100%  basis  are  not  compiled  on  the  invoice 
cost  prices.  The  average  is  two-fold  because  it  takes 
into  consideration  that  the  reductions  in  odd  lots 
of  stock  are  worth  while.  The  offerings  are  attractive 
and  the  savings  of  close  buying  are  sufficient  to  im- 
prove on  those  standards  of  value  passed  by  buyers. 
The  offerings  are  always  varying  and  combine  goods 
at  cost  or  less  to  stock  lines  at  from  .V;  to  10%  reduc- 
tions. This  average  of  values  is  entirely  apart  from 
office  discounts  and  is  still  possible  in  view  of  over- 
head expenses.  The  same  difference  makes  the 
change  from  supply  to  aggressive  departments. 

For  leaders  in  opening  a  campaign  the  standard 
of  stock  instead  of  the  buying  standard  is  taken  as 
a  basis.  Coupled  with  the  motive  that  a  leading 
value  to  effect  sales  is  necessarily  a  first  quotation,  the 
offerings  in  any  sub-section  of  the  department  values 
are  often  questioned  by  the  trade.  The  first  leader 
is  obviously  cheap.  At  the  same  time  the  campaign 
of  house-furnishings  is  only  taking  advantage  of  the 
previous  season's  clean  profits  and  the  additional 
lines  of  leader  values.  Merchants  lose  money  at  times 
to  increase  turnover  on  profitable  numbers. 

There  are  lines  which  have  more  attraction  than 
others  in  interesting  customers.  This  same  medium 
does  not  mean  that  a  customer's  preference  is  always 
on  those  lines,  sizes  or  patterns  which  are  included 
to  make  a  sale  worth  while.  The  values  embodied 
in  specially  purchased  leaders  is  evident  and  if  this 
is  augmented  by  odd  lots  of  stock,  results  are  equally 
satisfactory.  They  mean  the  bulk  of  the  customers' 
order  by  means  of  an  introductory  line. 
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The  Buyer's  Viewpoint 

Small  model*  in  pressed  and  made  effects. 
Brilliant  color  combinations.  Purple  and  cer- 
ise prominent,  coque  de  roche  brass,  brilliant 
blues,  and  bright  greens  leading  colors.  Few 
neutral  shades  and  little  black  used. 


Models  Seen  at  Toronto  Openings 

Hats  small  to  tininess  but  making  up  in  height  of  trimmings  what  is  lacking  in 

size — Speaking  generally,  everything  is  Bulgarian,  and  color   runs  riot — Hats 

are  delightfully  light  on  the  head  this  season. 


THE  Toronto  millinery  openings,  as  usual, 
were  well  attended,  though  many  of  the 
Western  buyers  bad  left  for  home  before  the 
culminating  day.  This  is  a  condition  that  occurs 
each  season,  but  was  more  than  ever  evident  this 
year  because  of  the  very  early  date  upon  which  Easter 
falls,  and  because  of  the  shortened  interval  of  prepar- 
ation left  between  the  day  of  the  openings  and  that 
date. 

In  a  season  like  the  present  one.  when  totally  new 
style  features  both  with  regard  to  color  and  shape, 
are  sprung  at  the  last  moment,  the  full  benefit  to  the 
visiting  milliners  of  the  large  grand  combined  dis- 
play made  by  the  Toronto  millinery  bouse-  is  best 
appreciated.  Toronto  is  unique  in  lbi<  respect  for  in 
no  other  market  is  it  possible  to  view  a  >imilar  collec- 
tion of  millinery  models  embracing  Parisian  cre- 
ations and  expensive  pattern  hats,  and  also  bats  fol- 
lowing on  the  lines  of  the  latest  fashion  development, 
but  approved  in  materials  and  design  as  suitable  for 
the  popular-priced  trade. 

The  educative  value  of  such  a  combined  display 
is  great,  and  the  trouble  and  expense  gone  to  by  the 
wholesale  millinery  houses  in  arranging  for  such  a 
display  is  by  no  means  light.  And  moreover  it  is  to 
be  feared  that  the  milliners  as  a  whole  are  not  exactly 
appreciative,  but  take  both  the  openings  and  other 
free  services  accorded,  too  often  as  a  matter  of  course. 

SMALL   HAT HIGH   TRIMMIKG. 

From  the  models  on  view  it  would  seem  as  though 
the  acceptance  of  the  bat  small  to  tinyness  is  decreed, 
but  in  most  cases  this  smallness  is  made  up  lor  by  the 


height  of  the  trimming  used.  Speaking  generally 
for  the  early  season,  everything  is  Bulgarian.  By 
this  general  name,  the  color  and  pattern  ideas  of  the 
Slav  nations  of  Eastern  Europe  are  generalized  and 
though  patterns  and  designs  may  be  Servian,  Turk- 
ish or  Roumanian,  they  are  all  classed  for  trade  pur- 
poses as  Bulgarian.     Brilliant  reds,     strong     blues, 


Turban  of  Malines  and  braid  with  ornament  in  Bulgarian 
shades. 
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New  model  showing  the  ex- 
treme posing  of  ostrich  to 
gain    the    elongated    line. 


bright  rich  greens,  and  clear  yellow  and  gold  shades 
run  a  perfect  riot.  Moreover,  not  only  is  the  coloring 
and  idea  Bulgarian,  but  it  is  military  too,  and  mili- 
tary trimming  suggestions  such  as  pom-poms,  and 
cockades,  and  tbe  tall  effects  used  are  all  traceable  to 
tins  source. 

HATS   ARK   VERY   LIGHT. 

There  is  one  feature  of  the  new  hats  that  no 
milliner  will  overlook  when  extolling  their  merits  to 
customers  and  that  is  their  lightness.  Llats  are  so 
light  this  season  that  their  wearers  will  scarcely  he 
conscious  of  their  presence  on  the  head.  The  straws 
are  extremely  light  and  the  materials  have  no  weight, 
and  the  feathers  are  attentuated,  while  beads  arc  of 
rubber  and  some  trimmings  are  even  made  of  cork. 
For  the  early  season,  the  small  hais  arc  certain 
of  success  and  most  favored  of  all  are  the  long  oval 
deep  telescope,  aeroplane  and  round-crowned  Orient- 
al models  with  rolling  brims  shaped  into  becoming 
crinkles,  and  undulations.  Many  brims  are  also 
slashed  and  the  slashing  emphasized  by  the  way  in 
which  the  trimming  is  posed. 

Though  many  pressed  shapes  are  worn,  there  is 
plenty  of  work  for  the  milliner  and  some  very  hand- 
some made  hats  are  shown.  Nor  is  the  model  of 
braid  absent  but  the  braids  used  are  fine  and  flat- 
One  of  the  most  novel  features  is  the  Use  of 
mourning  crepe  in  white  and  dyed  in  all  the  new 
luight  colors.  Crepe  Francais  and  areophaine  are 
also  to  the  fore. 

A  very  smart  sailor  shape  with  the  brim  slightly 
drooping  was  seen  at  the  openings.  The  crown  was 
of  white  mourning  crepe  with  a  heavy  roll  of  the 
same  about  ?>  inches  wide  around  the  crown.  The 
brim  was  of  shirred  Malines  with  another  wide  roll  of 
crepe  as  a  flange  and  a  large  bow  of  crepe  was  used  to 


secure  an  osprey  mount  posed  right  in  the  centre  of 
the  front. 

As  a  rule,  however,  trimmings  have  moved  round 
towards  the  back  and  tower  in  tall  shoots.  Aigrettes, 
wrings  and  bows,  however,  are  permitted  to  shoot  off 
at.  almost  any  angle,  and  some  rich  mounts  particu- 
larly of  paradise,  are  allowed  to  droop  gracefully  on- 
to the  shoulder.  Neumidi  is  in  high  favor  and  i^ 
very  high  in  price  compared  with  what  was  paid  for 
it  a  few  years  ago.  Other  trimming  novelties  are 
-lender  pointed  wings,  fancy  ribbon  bows  and  pom- 
poms of  Malines.  lowering  panaches  of  uncurled  os- 
strich,  swirls  of  ostrich  and  plume  effects.  Other  os- 
trich trimmings  are  Hat  and  quill-like  or  formed  into 
stiff  pom-poms  and  other  fantasies. 

FLOWERS  WILL  GAIN  IX  FAVOR. 

Though  feathers  are  much  used,  flowers  are  by 
no  means  neglected  and  the  universal  opinion  is  that 
flowers  will  gain  in  favor  as  the  season  advances. 
Exquisite  effects  in  mixed  flowers  are  used,  and  tiny 
bunches  of  silk  apples  in  the  new  colors  form  the 
high  novelty.  Floral  mounts  are  being  featured  and 
so  are  wreaths  and  single  conventional  designs.  Un- 
usual color  blendings  are  much  in  evidence,  and 
floral  effects  are  used  in  unusual  ways.  For  instance, 
wreaths  encircle  the  crown  and  extending  outward  at 
the  back  are  used  to  elongate  the  side  line.  Feathers 
and  flowers  are  used  in  combination  and  often  the 
quill  of  the  plume  will  be  hidden  under  a  line  of 
blooms. 

Small  hemp  hats  are  trimmed  with  bandings 
with  wool  flowers  embroidered  in  raised  effect.  There 
is  a  flat  bow  at  the  back  and  a  cluster  of  bright  flow- 
ers in  front.  Smart  small  models  are  covered  with 
printed  crepe  or  chiffon  and  are  trimmed  here  and 
there  with  clusters  of  colored  -ilk  apples  or  Dresden 
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jYLJIhn  ery    Beaut  ifu  1 
LATER  CREATIONS 


Our  large  and  exclusive  range  of  Millinery  and  acces- 
sories is  daily  augmented  by  the  later  creations  from 
the  Fashion  centres — novelties  that  will  brighten  up 
and  help  sell  your  stock. 

Our  representatives  are  in  close  touch  with  all  new 
lines  that  come  in,  and  are  authorities  on  the  hap- 
penings of  the  Fashion  world. 

Have  you  enough  Cerise,  Primrose,  Coq-de-Roche, 
Cherry  and  Purple?  These  are  the  season's  premier 
shades  and  form  the  basis  for  a  long  selling'  cam- 
paign.    Let  us  supply  you. 


The  D.  McCall  Company,  Ltd. 

TORONTO 

Winnipeg        Ottawa        Montreal        Quebec       Vancouver 
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bunches  of  flower.-.  Tailored  hats  show  the  crown 
covered  with  bengaline  in  high  colors  with  ribbons 
in  Bulgarian  colors  encircling  the  crown  and  trim- 
med with  roses  in  purple  emerald,  coque  de  roche  and 
red  shades. 

Looking  towards  Summer,  models  in  medium 
size  are  seen.  Many  of  these  are  Leghorn  and  are  de- 
cidedly mushroom  in  shape.  Sometimes  the  crown 
and  sometimes  it  is  the  brim  that  is  veiled  with 
printed  chiffon  or  plain  crepe  ami  shadow  lace  is  also 
used.  There  is  just  one  handsome  single  rose  and 
ties  of  Nattier,  blue,  dull  purple  or  Emerald  green 
velvet.  Smaller  mushrooms  also  of  Leghorn  have  a 
curtain  frill  of  lace  disposed  three  parts  around  the 
crown  put  on  under  a  line  of  crushed  roses  and  the 
line  edging  at  each  side  under  a  large  ribbon  bow. 
Ribbon  is  twisted  around  the  crown  and  disposed  in 
a  wired  bow  to  one  side.  The  new  three-inch  wide 
grosgrain  ribbons  are  freely  used  for  this  purpose  and 
the  crown  is  over-drawn  with  crepe  in  soft  shades. 
Both  Georgette  and  Rebow  favor  these  small  and 
medium  mushroom  shapes. 

Many  hats  are  velvet-covered  and  some  very  ex- 
pensive models  show  touches  of  fur  trimming. 


than  the  usual  importance.  There  is  no  doubt  that 
larger  hats  will  come  later,  but  they  will  not  be  so 
large  as  those  that  have  been  worn  during  the  past 


Looking  Towards  Summer  Styles 

You  don't  see  a  large  hat  in  New  York!  Nothing 
i>  shown  but  the  small  Bulgarian  shapes,  and  the 
colors  are  so  brilliant  and  certainly  not  suitable  for 
Summer  wear  in  Canada  for  the  bright  sun  would 
fade  and  the  colors  would  look  staring  and  garish 
when  worn  on  a  typical  Summer's  day.  There  were 
comments  heard  on  all  sides,  and  The  Review  put 
this  point  up  to  an  expert  who  has  had  Ions  experi- 
ence in  the  millinery  business  in  Canada,  and  who 
makes  the  question  of  colors  his  special  study.  Just 
because  New  York  is  showing  no  large  hats  at  the 
present  moment  is  not  equivalent  to  saying  that  New 
York  will  not  show  them  later  for  this  small  hat  is 
designed  and  intended  for  an  early  season  hat  in  a 
season  when  the  early  hat  promises  to  be  of  greater 


Rolled  turban  of  blue  tagel  straw  mount  of 
Numidi,  with  touch  of  breast.  The  rosette  is 
of  pleated  ribbon  velvet,  and  there  is  a 
band  of  Bulgarian  trimming  around  the 
brim. 

few  years  for  the  trend  of  fashion  is  in  the  opposite 
direction.  Colors,  too,  will  soften,  and  pastel  shade- 
will  take  the  place  for  Summer  selling  of  the  bril- 
liant colors  shown  at  the  present  moment.  But  when 
Fall  arrives  there  will  be  again  a  revival  of  small 
hats  and  brilliant  color  effects. 


Toronto,  Ont. — Lady  Evelyn  Ward,  whose  mil- 
linery shop  "Evelyn,"  at  62  West  Bloor  Street, 
stands  in  the  way  of  the  Teraulay  street  extension, 
yesterday  afternoon  purchased  83  and  85  West  Bloor 
Street  at  $20,000. 


MANU- 
FACTURERS 
OF 

OSTRICH 
PARADISE 
OSPREYS 

MARABOU 
DOMINION  OSTRICH  FEATHER  COMPANY,  Limited 

96-100  SPADINA  AVENUE,  TORONTO 
Montreal  Agents:    S.  E.  PORTER  &  CO.,    Birks  Building 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR     :    :    :    : 

Cbc  Dry  Goods  Review 

FOR    YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates 
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Strachan,  Burden  &  Plaskett,  limited 


76  Wellington  Street  West.,    TORONTO 
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Marabou    and    Ostrich    Stoles 


BEST     VALUES    IN    THE    MARKET 


1355 
1326 
1274 
1271 
1839 
1822 


MARABOU 

5  Rows  2X    yds.  long 


'5 
5 

12 
8 

12 


2lA 
214. 

2K 
2% 

2% 


special 


$2.50 
$2.85 
$3.25 
$4.50 
$6.50 
$7.15 


Black,  Natural,  Iron 


OSTRICH 

1305  5  Rows  254    yds.  long 

1306  5   "  2xk     "   " 
1277   4   "  2M  "   " 

1363  4   "  2M  "   " 

1364  4   "  2U     "   " 

1365  4   "  2H     "   " 

Black,  Grey,  White 


$4.50 

$6.50 

$8.50 

$11.15 

$16.90 

$21.90 


Hundreds    of   other    styles,    plain    and    fancy,    alway    in    stock. 

SAMPLES  ON   REQUEST 


Germain,  Smith  &  Birks,  Limited 


MONTREAL 
TORONTO 


43  Union  Ave. 
32  King  West 


VANCOUVER 
PARIS 


600  Welton  Bldg. 

r 

22  Rue  Bergere 
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than 

who 

g< 

sts 

it. 

Advertisers  should  investigate  the  standing  of  a  paper  in  its 
particular  field  before  placing  advertising.  The  DRY 
GOODS  REVIEW'S  supremacy  in  its  field  is  unquestioned. 
Why  experiment  with  papers  that  have  little  or  no  influence? 
The  authoritative  news  and  practial  ideas  in  "The  Review" 
make  it  absolutely  essential  to  any  live  dry  goods  merchant. 

Advertising  rates  always  consis- 
tent with  quality  of  service  offered 
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WE  ARE  PRODUCERS  OF  CORRECT  MILLINERY 

HEADOUARTERS    FOR    ALL     FORMS    OF    MILLINERY 

MERCHANDISE 

WRITE  FOR  'THE  GAGE  SUPPLEMENT  NO.  2" 
Showing  new  Gage  Untrimmed  Shapes,  Gage  Buck  rani 
and  Wire  Frames,  also  Trimmed  Hats  from  our  many 
departments.      Sent  to  dealers  on  request. 

When  in  New  York,  visit  our  New  York  Headquarters,  Gage 
Millinery    and    Gage    Merchandise  on    display,   11    W.  jj/id  St 


Gage  Brothers  &  Co.— Chicago 
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CO-PARTNERSHIP    IN    PROFITS. 

Messrs.  John  Heathcoat  &  Co.,  of 
Tiverton,  Devonshire,  lace  manufac- 
turers, have  just  called  together  their 
work-people  and  have  proposed  to 
them  a  scheme  of  co-partnership  in 
profits. 

The  business  is  now  owned  and 
managed  by  Mr.  Ian  Heathcoat  Am- 
ory  and  Mr.  Ludovic  Heathcoat  Am- 
ory — sons  of  Sir  John  Heathcoat 
Amory  Baronet —  of  Knightshayes 
Court,  Tiverton,  Devonshire.  The 
scheme  in  its  simplicity  and  gener- 
osity does  credit  to  its  proposers  and 
may  well  serve  as  a  model  for  other 
businesses  whose  owners  are  willing 
to  admit  their  work-people  to  a  share 
of  that  prosperity  which  comes  to  all 
well  managed  businesses  sometimes 
and  to  some  well  managed  businesses 
all  the  time.  The  firm  of  John  Heath- 
coat &  Co.,  was  founded  by  the  great 
grandfather  of  the  present  owners 
just  106  years  ago. 

The  original  John  Heathcoat  was 
not  only  the  founder  of  the  firm,  but 
was  also  the  inventor  of  the  lace  ma- 
chine —  that  machine  which  has 
brought  such  prosperity  to  Notting- 
ham and  also  to  Lvons. 


Dining  the  106  years  of  its  exist- 
ence this  firm  has  always  been  man- 
aged by  its  successive  owners  and  has 
in >t  only  never  had  a  strike  but  has 
never  had  any  serious  disagreements 
with  the  little  army  of  work-people 
whom  it   employs. 

The  main  principle  of  the  scheme 
which  has  now  been  proposed  is  that 
a  preferential  dividend  of  6  per  cent. 
shall  be  paid  to  the  owners  of  the 
business  upon  the  actual  present  day 
value  of  the  buildings,  machinery, 
plant,  cash  and  stocks  of  silk,  etc. — 
and  that  any  profit  which  there  may 
be  over  the  sum  required  for  the  pay- 
ment of  this  dividend  shall  be  divid- 
ed into  two  equal  halves. — one  half 
going  to  the  owners  of  the  business 
and  the  other  half  to  the  work-people 
— the  work-people's  shares  being  di- 
vided amongst  them  in  proportion  to 
their  salaries  or  wages  during  the 
previous  years. 

In  order  that  the  valuation  of  the 
machinery  and  plant,  stock,  etc., 
should  be  a  perfectly  fair  and  impar- 
tial one  it  was  made  in  the  ordinary 
way  of  business  by  the  heads  of  each 
department  in  the  business  before 
they  knew  the  purpose  for  which  it 
was  to  be  used. 


AGENCIES    WANTED 

i'OUNG  SCOTCHMAN  HAVING  PRACTICAL 
commercial  and  executive  experience  in  Glas- 
gow has  fixed  up  satisfactory  arrangements  to 
represent  throughout  Canada  several  import- 
ant firms  manufacturing  all  classes  of  Man- 
chester piece  goods  and  Scotch  Woollens  suit- 
aide  for  making  up  trade  and  general  whole- 
sale houses.  Advertiser  feeling  essential  to 
have  assistance  in  operating  these  Agencies 
satisfactory  is  desirous  of  making  acquaint- 
ance with  energetic  business  gentleman  with 
view  to  immediate  partnership  and  to  estab- 
lish central  office  in  Montreal  or  Toronto.  Ex- 
cellent opportunity  to  party  possessing  good 
business  ability  and  capital  with  view  to  in- 
creasing agencies  at  later  date.  Communica- 
tions will  be  treated  strictly  confidential. 
"Standard  Mills,"  William  Porteous  &  Co., 
Glasgow,  Scotland. 


TORONTO  HOUSE  WITH  GOOD  SELLING 
line  for  Dry  Goods,  General  Stores,  etc..  re- 
quire a  reliable  salesman  of  ability  to  handle 
their  samples  on  commission,  in  Manitoba. 
Saskatchewan,  and  Alberta.  Liberal  proposi- 
tion to  right  party.     P.O.  Box  206,  Toronto. 


ENGLISH  FIRM  OP  MANUFACTURERS  OF 
Hair,  Hair  Goods,  Hair  Nets,  as  used  by  high- 
class  hair-dressers  and  stores,  desire  to  ar- 
range a  Canadian  agency  on  commission  with 
established  sound  house  who  has  a  good  con- 
nection in  the  trade  for  Toronto,  Montreal 
and  district.  Arrangement  for  stock  to  be 
kept  in  Canada  would  be  made.  For  further 
particulars,  write  to  Box  97.  Dry  Goods 
Review,  88  Fleet  street,   London,  England. 


FOR  SASKATCHEWAN  —  AGENCIES  FOR 
store  fixtures  and  fittings  of  all  kinds.  Also 
fixtures  for  department  stores,  office  buildings. 
banks,  schools,  churches  and  theatres.  We 
cover  Saskatchewan  three  times  a  year,  and 
work  the  larger  cities  all  the  time.  North- 
West  Specialty  Company,  Saskatoon. 
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MEN'S    WEAR    SECTION. 


HE  ART  TAILORING  SERVICE  guaran- 
tees that  your  investment  of  earnest,  aggress- 
ive salesmanship  will  bring  you  the  biggest 
returns  your  town  can  pay  you.  Its  organiz- 
ation is  complete  to  a  point  heretofore  un- 
known in  the  trade. 


STYLE. — We  maintain  a  com- 
plete designing  organization, 
with  New  York,  Chicago  and 
London  affiliations,  producing 
an  original  and  exclusive  series 
of  new  models  each  season. 

FABRICS— Every  piece  of  goods 
we  show  has  been  designed  and 
patterned  for  the  stores  which 
sell  Art  Clothes.  There  are 
no  hold-overs  from  other  sea- 
sons. Our  Woollen  Buyers  visit 
the  centres  of  British  manufac- 
ture each  season. 


PRODUCTION— For  Fall  busi- 
ness, the  new  Art  Clothes  Shop 
now  under  construction  will 
double  our  already  tremendous 
output.  This  our  third  new 
building  in  six  years. 

ADVERTISING— We  spend  thou- 
sands of  dollars  each  season  to 
introduce  Art  Clothes  to  the  con- 
sumer directly,  including  Style 
Books,  Fashion  Plates  and  Art 
Clothes  Fashion  Portfolio.  This 
service  is  free  to  Art  Clothes 
dealers. 


ART  TAILORING  SERVICE  means 
that  we  feel  responsibility  for  the  entire  pro- 
position from  raw  material  to  your  satisfied 
customer.  We  assume  this  responsibilty  for 
it  all,  but  share  the  profit  with  you.  Our  repre- 
sentatives are  now  on  the  ground. 


!■ 
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The   Responsibility   of 
Department  Heads 


Every  store  has  salespeople  and  department  heads  who 
are  not  included  in  the  observance  of  store  rules.  The  lati- 
tude which  these  salespeople  have  in  handling  their  depart- 
ments leads  to  freedom  from  rules. 

Some  rules  are  not  listed.  The  firm  are  unable  to  define 
exact  rules  to  apply  to  all.  Some  conditions  cannot  be  cov- 
ered by  printed  rules. 

Should  department  heads  be  held  responsible  as  an 
example  to  fellow  employes  on  the  following: 


1st  Deportment. 

2nd  Financial  Standing. 

3rd  Social  Connection. 

4th  Traveler's  Friendships. 

5th  Deference  to  the  Firm. 


For  the  best  practical  replies  to  these  questions  The 
Review  will  pay  from  $2  to  $5  each. 

All  replies  must  be  in  by  April  12.    Address  Editor  Dry 
Goods  Review,  143  University  Avenue,  Toronto. 
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Clothing  Store  on  Immense  Scale 

A  detailed  description  of  the  new  home  of  the  Hub,  Chicago — Eight  storeys 
used  by  world's  largest  clothing  store — Unique  features  of  the  building — Large 

stock  carried. 


The  new  home  of  "the  Hub,"  Chicago's  big  cloth- 
ing store,  promises  to  take  rank  among  the  very  fin- 
est of  retail  mercantile  establishments  in  the  world. 
For  more  than  a  quarter  of  a  century,  the  Hub  has 
been  located  at  the  northwest  corner  of  State  Street 
and  Jackson  Boulevard  and  during  that  time,  it  has 
become  world  famous.  The  new  store  is  on  the  op- 
posite corner — an  eight-storey  structure,  erected  by 
Henry  C.  Lytton,  President  of  the  Hub,  after  whom 
the  new  building  has  been  named. 

The  new  building  is  marvelously  complete  in 
every  detail.  A  visitor  would  first  be  impressed  by 
the  size  of  the  departments,  the  handsome  fixtures 
and  the  immense  stock  carried.  The  lasting  impres- 
sion which  the  visitor  would  carry  away,  however, 
would  be  of  the  unique  features  of  the  establishment. 
The  Hub  boasts  of  several  ideas  distinctly  its  own. 
To  attract  and  hold  customers,  it  boasts  of  a  mini- 
ature golf  course,  a  playground  for  boys  and  a  spe- 
cial barber  shop  for  boys — among  other  original 
ideas. 


SPOKTING   GOODS   IN    SUBWAY. 

A  brief  description  of  this  establishment  will  be 
of  interest  to  readers  of  the  Review.  Starting  with  the 
subway  floor,  then,  we  find  the  sporting  goods  depart- 
ment. It  is  stated  that  the  stock  carried  in  this  de- 
partment will  have  few  equals  in  point  of  size  and 
range ;  certainly,  few  will  be  able  to  boast  of  fix- 
tures and  display  arrangements  on  a  similar  scale. 
Here  is  found,  among  other  features,  the  golf  links 
for  the  proper  testing  of  golf  clubs.  This  is  ac- 
cepted as  positively  the  last  word  in  point  of  service 
for  fastidious  customers. 

HABERDASHERY   DEPARTMENT. 

On  the  main  floor  is  found  the  haberdashery 
department.  It  will  be  advisable  at  this  point  to  ex- 
plain that  the  clothing  in  every  department  from  top 
to  bottom  is  kept  in  dust-proof  cabinets.  Each  gar- 
ment is  kept  on  a  fitted  frame.  By  carrying  out  this 
arrangement  it  has  been  found  possible  to  keep  the 
stock  in  perfect  shape.    Confusion  in  handling  goods 


Ground  floor  plan  of  The  Hub. 


Reproduced  from  Merchant's  Record  and  Show  Window. 
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Second  floor  of  The  Hub.     Reproduced  from  Merchant's  Record  and  Show  Window. 


is  avoided.  The  chief  advantage  is  that  the  depart- 
ments do  not  present  a  crowded  appearance.  Roomi- 
ness is  one  of  the  chief  attributes  of  every  section  of 
the  Hub  and  yet  the  capacity  for  storing  of  stock  is 
unexcelled. 

On  the  first  floor,  the  fixtures  are  particularly 
handsome,  being  of  mahogany  throughout.  A 
mezzanine  floor  has  been  installed.  Boots  and  shoes 
are  given  a  place  on  this  floor,  part  of  the  stock  being- 
shown  on  the  mezzanine  floor. 

The  second  floor  is  devoted  to  fancy  suits.  Stock 
is  stored  on  a  similar  scale — every  garment  is  shown 
on  a  frame.  There  are  in  all  92  revolving  glass 
cases  on  this  floor.  It  is  said  that  8,000  suits  are 
kept  on  this  floor,  so  that  some  conception  will  be 
gained  of  the  size  and  stocking  capacity.  At  that, 
the  same  roominess  which  is  noticed  below  is  also 
seen  in  this  department. 

SPECIAL   SALES   ROOMS. 

With  this  floor  is  inaugurated  one  of  the  special 
features  of  the  Hub.  The  corners  are  partitioned  off 
into  special  sales  rooms.  This  idea  is  carried  through- 
out the  building  in  departments  where  clothing  is 
sold.  Each  room  has  a  name  and  the  fixtures  and 
general  arrangement  are  in  accordance  with  the 
name.     For  instance,  on  the  second  floor  there  are 


two  sales  rooms,  designated  the  "College  Room"  and 
Beau  Brummel  Room."  The  College  Room  has  a 
large  fire  place  and  trophies,  and  pennants  decorate 
the  walls.  There  is  a  distinct  scholastic  atmosphere 
in  this  room.  As  the  name  implies,  the  Beau  Brum- 
mel room  is  a  very  stylish,  spick  and  span  room, 
with  handsome  and  tasteful  decorations. 

On  the  third  floor,  are  the  dinner  and  dress  suits, 
frocks,  morning  suits,  etc.  The  layout  is  on  a  simi- 
lar scale  to  the  apartments  below. 

On  the  fourth  floor  are  the  overcoats.  On  the 
fifth  is  the  automobile  department  where  everything 
for  motoring  purposes  is  sold. 

boys'  clothing  department. 

On  the  sixth  floor  is  the  department  devoted  to 
boys  clothes.  Here  is  located  the  playground  and 
the  special  juvenile  barber  shop. 

The  tailoring  department  occupies  the  seventh 
floor  and  the  top  is  devoted  to  the  general  and  execu- 
tive offices. 


Toronto,  Ont. — The  Keens  Manufacturing  Com- 
pany has  been  sold  to  the  Robert  Simpson  Company, 
the  deal  including  the  whitewear  business,  and  the 
company's  new  building,  on  the  north  side  of  Spa- 
dina  avenue,  just  north  of  Queen  street. 
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Do  Cut  Prices  Affect  Future  Sales  ? 

An   important   consideration    arising    out    of  the    custom    of  making    reduced 
prices  for  special  sales — The  question  considered   by  correspondents  from  a 

number  of  standpoints. 


THE  problem  submitted  by  The  Review  on  the 
subject  of  the  effect  of  cut  prices  has  brought 
a  splendid  response.  The  subject  is  one  of 
deep  interest,  as  it  crops  up  more  frequently  perhaps 
than  any  other  problem  in  the  daily  store  routine. 
Some  excellent  replies  were  received,  the  best  of 
which  are  appended. 

The  problem  was  as  follows : — 

The  necessity  continually  arises  of  advertising 
goods  at  reduced  prices.  For  special  and  clearance 
sales,  price  inducements  have  to  be  offered;  '"'lead- 
ers"  are  required  to  attract  attention  to  other  lines; 
and  in  other  ways,  the  necessity  for  cut  prices  creeps 
in. 

Does  the  advertising  of  lines  at  cut  prices  lessen 
selling  possibilities  at  regular  prices? 

Does  a  special  price  set  a  precedent  which  i;-  detri- 
mental to  future  sales? 

Do  many  people  make  a  practice  of  waiting  to 
buy  a  certain  article  until  they  see  it  advertised  at 
a  bargain? 

AVhat  is  your  answer  to  these  problems? 

ONLY    FOR    CLEARANCE. 

"1.  I  consider  cut  prices  should  be  used  only  to 
get  rid  of  odd  lines,  soiled  goods  and  goods  that  are 
liable  to  be  out  of  style  the  next  season,  and  should 
be  well  supplied  with  lines  at  regular  prices. 

''2.  Yes,  especially  on  the  same  article,  if  you 
make  a  special  price  on  a  special  brand  of  under- 
wear for  a  month  or  six  weeks  you  would  have  diffi- 
culty in  raising  these  particular  lines  to  regular 
prices.  You  may  not  have  to  switch,  but  you  will 
have  to  get  a  similar  line  for  a  while  until  you  can 
get  the  people  away  from  these  special  prices. 

"3.  I  believe  there  are  certain  classes  of  people 
who  wait  until  they  see  a  special  cut  price  sale  an- 
nounced, especially  in  Winter  lines,  as  a  greater  part 
of  our  year  is  cold,  cool  or  damp.  People  use  more 
of  the  heavy  goods  than  Summer  togs.  Therefore, 
laying  in  a  supply  in  March  or  April  doesn't  mean 
a  long  wait  until  they  start  wearing  them  next  sea- 
son. 

RESULTS  SHOULD  BE  GOOD. 

That  is  a  question  of  to-day  and  every  merchant 
is  asking  himself  "Are  they  good  or  are  they  bad?" 
As  is  the  case  with  most  problems  in  the  trade,  they 
are  good  when  used  in  the  right  way,  and  when  the 


retailer  has  the  hearty  co-operation  of  his  salesmen 
and  saleswomen  in  the  different  departments. 

1. — Does  the  advertising  of  lines  at  cut  prices 
lessen  selling  possibilities  at  regular  prices? 

NO.  It  should  not  lessen,  but  increase  such  pos- 
sibilities. It  brings  before  the  mind  of  the  public 
that  you  have  such  goods  and  the  public  at  large  are 
always  ready  for  a  bargain. 

Then  comes  the  work  for  the  clerk  in  charge  of 
that  department. 

Just  lately  a  sale  of  this  kind  came  under  my  spe- 
cial notice.  A  certain  line  of  goods  was  advertised 
at  a  low  price  and  a  window  display  made  of  the 
same. 

If  the  goods  on  sale  did  not  prove  to  be  quite 
what  the  customer  was  looking  for,  another  line  of 
the  same  goods  was  then  shown  to  her  and  in  nine 
cases  out  of  ten  she  bought  a  better  article  than  she 
had  first  intended  and  went  away  satisfied. 

Had  it  not  been  for  this  sale,  many  of  these  cus- 
tomers would  have  bought  their  goods  elsewhere  and, 
as  a  satisfied  customer  is  sure  to  return,  this  proved 
to  increase  rather  than  lessen  trade. 

2. — Does  a  special  price  set  a  precedent  which  is 
detrimental  to  future  sales? 

If  the  goods  are  not  what  they  are  advertised  to 
lie  and  customers  find  that  they  have  been  taken  in, 
these  sales  are  most  certainly  a  big  hurt  to  future 
trade. 

Let  your  customers  feel  that  they  can  depend  on 
your  word.  Let  them  see  that  you  will  do  as  you  say 
whatever  the  cost. 

The  answer  to  this  question  is  greatly  what  you 
make  it  yourself. 

3. — Do  many  people  make  a  practice  of  waiting 
to  buy  a  certain  article  until  they  see  it  advertised 
at  a  bargain? 

Only  the  perpetual  bargain  hunter.  Those  who 
spend  their  time  on  bargain  days  going  from  store 
to  store  will  wait.  People  of  this  class  are  few  in 
number,  but  a  difficult  problem  and  are  a  constant 
nightmare  to  every  clerk. 

The  larger  portion  of  the  trade  buy  a  bargain 
when  they  see  it.  but  do  not  wait  for  one.  They  also 
buy  the  goods  at  regular  prices  when  they  want  them, 
not  running  the  risk  of  losing  the  article  by  wait- 
ing. They  realize  that  delay  in  anything  means 
danger  of  loss. 

E.  N.  S. 
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PRACTICE  IS  OVERDONE. 

Pick  up  almost  any  paper,  in  any  town,  and  read 
the  advertisements,  and  you  will  find  Cut  Prices, 
Cut  Prices,  Cut  Prices!  What  does  it  mean?  It 
means  that  the  advertisements  wish  to  catch  and 
hold  the  attention  of  the  readers,  and  bring  them  to 
their  place  of  business,  being  willing  to  sell  them 
some  goods  at  Cut  Prices  in  order  to  sell  them  addi- 
tional goods  at  a  profit,  or  hoping  to  sell  enough  ex- 
tra of  the  goods  at  Cut  Prices  to  bring  additional  pro- 
fit on  the  whole  transaction.  The  people  have  been 
so  educated  to  Cut  Prices  by  the  large  departmental 
stores  that  many  of  them  look  for  them  continually 
and  send  a  considerable  portion  of  their  money  away 
from  their  home  towns.  Seeing  the  rapid  and  tre- 
mendous growth  of  these  large  concerns,  the  smaller 
stores  have  followed  suit,  hoping  to  hold  their  legi- 
timate trade,  win  new  trade,  and  grow.  In  many 
cases  cost  of  goods  and  profit  seem  to  be  only  secon- 
dary matters,  as  witness  one  of  Montreal's  large  de- 
partmental stores  offering  20  pounds  granulated 
sugar  for  3^0  per  pound  with  other  goods,  away 
below  cost,  taking  an  actual  loss  on  sugar  to  induce 
purchase  of  other  goods  bearing  a  profit. 

What  is  the  effect  of  this  sort  of  thing?  Il  keeps 
the  people  continually  on  the  outlook  for  Cut  Prices, 
and  it  makes  them  read  the  advertisements,  and  it 
brings  them  to  the  store  to  buy  the  goods,  but  many 
only  buy  in  small  quantities  at  regular  prices,  to 
keep  them  going  until  Cut  Prices  are  offered.  Again 
having  sold  a  customer  goods  at  Cut  Prices  you  make 
it  harder  to  get  regular  prices  on  further  sales,  and 
many  sometimes  lose  sales  thereby,  but  it  looks  as 
though  we  must  keep  it  up  if  we  wish  to  keep  up 
with  the  procession.    But  does  it  pay? 

Evidently  there  must  be  money  in  it,  but  it  re- 
quires great  wisdom  to  discern  what  is  the  least  cut- 
ting of  price  that  will  bring  the  most  trade  and  big- 
gest profit,  until  now  it  is  almost  a  High  Art  to  be 
able  to  so  cut  prices  as  to  bring  best  results.  Having 
brought  the  people  to  your  store,  it  is  up  to  the  Sales- 
people to  sell,  with  the  goods  at  cut  prices,  enough 
goods  carrying  a  profit  to  equalize  any  loss,  and  still 
show  a  fair  profit  on  the  whole  transaction,  and  to  do 
this  it  would  seem  that  some  goods  must  be  sold  at 
an  excessive  profit. 

For  Special  and  Clearance  Sales  it  would  seem 
10  be  a  wise  thing  to  cut  prices,  and  cut  them  deep, 
but  we  have  kept  at  it  until  it  has  been  overdone, 
and  now  every  day,  and  all  the  time  Leaders  are  re- 
quired to  bring  the  people  and  we  are  often  led  to 
think,  are  we  not  paying  too  big  a  price  for  our  gain? 

And  yet  it  looks  as  though  we  must  keep  it  up 
and  to  do  so  we  require  to  buy  at  Cut  Prices  and  the 
trade  are  buying  in  big  quantities — often  too  big — 
in  order  to  get  concessions  in  price  and  buying  in- 
ferior qualities  in  order  to  make  price  lower,  but  the 


wise  consumer  will  go  on  getting  good  goods  at  clos- 
est prices,  and  the  clever  buyer  will  do  his  best  to 
provide  them,  and  probably  cut  prices  too  and  yet 
win  out  in  the  contest — shall  I  say  fight — for  suc- 
cess. W.  0.  FORMAN. 
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Doable,  sliding  cord,  self  adjusting  suspenders: 
Made  by  The  Canadian  Suspender  &  Mfg.  Co., 
Toronto. 


THE  early  date  of  Faster  means  much  to  the  ha- 
berdasher. It  means  that  the  Spring  selling 
season  comes  just  that  much  earlier  than  usual  and 
in  consequence  the  store  must  be  in  a  position  to 
meet  the  demand  sooner.  It  means  that  Spring 
goods  must  be  featured  prominently  and  the  adver- 
tising campaign  begun  in  earnest.  The  openness  of 
the  weather  has  gone  a  long  way  also  toward  mak- 
ing an  early  Spring  season. 


Early  Season  Means  Big  Trade 

THE  early  Easter  season  this  year  will  mean 
increased  trade  for  the  dry  goods  merchant 
who  takes  advantage  of  the  opportunity.  A  double 
season  results  when  Easter  falls  on  an  early  date — 
a  style  and  a  merchandizing  season.  If  properly 
exploited  this  should  result  in  a  pretty  substantial 
increase  in  sales. 

It  is  essential,  in  view  of  the  earliness  of  the 
date,  that  merchants  should  make  their  preparations 
in  advance  of  the  usual  time. 
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FURNISHINGS 


Clothes,  Methods  and  Men 


GENERAL  approval  is  expressed  with  the  changes 
in  the  lines  of  men's  clothing.  Reversion  from 
the  unnaturally  wide  cut  with  herculean  shoulder 
and  Happing  trouser  to  the  closer,  neater  and  more 
natural  cut  now  adopted,  is  an  evidence  of  both  com- 
mon sense  and  artistic  perception.  The  padded  and 
loose  style  of  suit  made  the  American  and  Canadian 
more  or  less  conspicuous  when  they  went  abroad  and 
showed  themselves  in  countries  where  the  styles  fa- 
vored natural  lines.  The  new  styles  are  graceful, 
well-fitting  and  manly  in  their  lines.  It  is  to  be 
hoped  that  succeeding  seasons  will  not  find  the  idea 
carried  to  the  opposite  extreme.  To  those  who  appre- 
ciate good  clothes,  the  skin-tight  style  is  as  objection- 
abb'  as  the  extremely  loose  cut — and  not  nearly  so 
comfortable. 

*  *         * 

LE  COMTE,  writes  in  the  London  Standard  as 
follows: — -"Wise  men  make  a  point  of  having 
two  pairs  of  trousers  to  each  evening  coat,  and  one 
pair  of  trousers  is  of  a  heavy  cloth.  Trousers  of  this 
kind  are  probably  of  the  same  thickness  as  those 
worn  in  the  day.  They  last  longer  than  trousers  of 
thin  cloth,  and  look  better  all  the  time,  because  they 
are  not  easily  knocked  out  of  shape  with  continuous 
hard  wear  every  evening.  Knowing  this,  some  men 
make  a  point  of  always  having  the  trousers  of  their 
evening  suit  made  of  cloth  a  little  thicker  than  that 
of  the  coat." 

*  *         * 

AN  effort  is  being  made  on  the  American  hat 
market  to  push  the  sale  of  navy  bine  derbies. 
Although  somewhat  of  a  novelty,  navy  blue  derbies 
arc  not  absolutely  new  on  the  Canadian  market. 
They  have  been  shown  on  several  occasions  in  the 
past  and  have  sold  in  small  quantities.  They  make 
a  very  presentable  looking  hat  indeed  and  the  only 


thing  that  has  kept  demand  down  to  what  might  al- 
most be  termed  the  minimum  quantity  is  the  fact 
that  the  great  majority  of  men  are  conservative  when 
it  comes  to  derbies  and  prefer  the  time-honored  black. 
The  navy  blue  is  neat,  natty  and  at  the  same  time, 
quiet;  it  may  yet  come  to  the  front.  In  the  mean- 
time, it  is  reported  that  the  sale  of  any  other  shade 
of  derby  but  black  is  not  particularly  heavy.  Grays 
and  browns  are  always  more  or  less  in  demand,  of 
course,  bid  they  are  not  making  more  headway  than 
usual  this  vear. 


A  GENERAL  protest  is  being  voiced  by  retail 
bodies  against  the  publication  of  articles  in 
magazines  and  newspapers  which  indirectly  charge 
the  retailer  with  extortion.  There  has  unfortunately 
been  a  marked  tendency  of  late  on  the  part  of  vari- 
ous periodicals  to  publish  articles  which  purport  to 
establish  the  existence  of  huge  retail  profits.  The 
writers,  whoever  they  are.  have  succeeded  in  proving 
only  one  thing  so  far  and  that  is  the  fertility  and  ex- 
tent of  their  own  imaginations.  They  have  neither 
limited  their  fancy  nor  curbed  their  claims,  for  by 
the  figures  which  they  give,  the  retailer  is  pulling 
down  a  profit  of  anywhere  from  50  to  500  per  cent. 
To  the  poor  merchant,  struggling  along  perhaps  on 
a  margin  of  25  per  cent.,  with  overhead  expenses 
eating  up  22  per  cent,  of  it.  these  stories  appear  in 
the  light  of  huge  and  daring  fictions.  The  public. 
however,  take  them  seriously  and  if  the  truth  is  not 
presented,  will  begin  to  consider  that  the  retailer  is  a 
villainous  fellow,  whose  huge  profits  are  the  sole 
cause  of  the  high  cost  of  living.  Tt  is  pleasing  to 
see,  therefore,  that  retail  bodies  and  associations  are 
taking  the  cudgels.  After  a  lengthy  preamble  in 
which  the  matter  was  outlined,  the  Iowa  Retail 
Clothiers'  Association,  at  their  recent  convention, 
passed   the    following   resolution : — Resolved   by   us. 
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the  members  of  the  Iowa  Retail  Clothiers'  Associ- 
ation, in  convention  assembled,  That  we  condemn 
the  practice  of  the  magazines,  journals  and  public 
press  in  general  for  accepting  such  untruthful  state- 
ments and  publishing  them  without  ascertaining 
their  truth:  Resolved,  That  we  call  the  attention  of 
the  manufacturers  of  all  kinds  of  wearing  apparel 
who  are  using  such  magazines,  journals  and  news- 
papers as  a  medium  for  advertising,  to  the  fact  that 
they  are  patronizing  a  business  that  is  being  used  to 
the  detriment  of  this  trade  in  general.  Believing  the 
conduct  of  such  publishers  in  publishing  the  above- 
mentioned  statements  to  be  a  pernicious  practice, 
and  that  unless  such  practice- is  stopped  that  we  are 
willing  to  do  without  the  assistance  furnished  the 
retail  merchant  by  the  wholesaler  using  their  pub- 
lication as  a  means  of  advertising:; 


WOOL  sales  have  not  been  as  heavy  as  was  ex- 
pected so  far  this  year  on  the  American  market. 
At  the  end  of  last  year,  stocks  were  very  low  and  this 
was  accepted  as  the  sure  forerunner  of  a  heavy  de- 
mand this  year.  To  date,  however,  this  condition  has 
not  been  in  evidence.  In  fact,  sales  have  been  small. 
Prices  remain  firm  and  this  is  accepted  as  evidence 
that  the  market  is  basically  sound  and  that  a  larger 
volume  of  business  can  be  relied  on  during  the  rest 
of  the  year. 

A  contemporary  gives  the  following  aptly  express- 
ed home  truth  : 

A  store,  above  all,  should  be  cheerful.  It  must 
evidence  snap  and  action.  It  should  have  a  whole- 
some selling  atmosphere.  When  a  customer  goes  in 
and  finds  the  stock  perhaps  poorly  kept,  with  gloomy 
clerks,  and  a  listless  dealer,  the  influence  to  buy  falls 
way  below  par.  The  consumer  does  not  buy  when  in 
a  bad  mood,  or  confronted  with  the  glooms.  He  buys 
when  he  is  snapped  up  to  action  by  cheerfulness  and 
optimism,  and  moreover,  he  does  not  purchase  from 
others  who  are  down  in  the  dumps. 

The  place  must  have  a  pleasing  atmosphere.  It 
must  radiate  optimism  to  unfold  the  buyer's  wallet. 
A  store  must  not  only  sell  the  1  est  goods,  but  should 
stand  for  prosperity,  belief  in  good  business,  have 
faith,  hope,  health,  reciprocity,  and  love  of  the 
trade. 

All  the  glooms  have  a  jail  warden,  the  lock-ups 
play  in  the  open,  create  a  buying  atmosphere,  and 
even  old  tight  wad  will  loosen  up. 


of  salesmen.  Members  of  the  staff  are  brought  into 
the  head  office  from  all  parts  of  Canada  to  talk  over 
existing  conditions  and  to  make  plans  for  increasing 
the  efficiency  of  the  selling  plan.  These  conventions 
prove  very  instructive  and  educative  and,  although 
the  manufacturer  is  under  heavy  expense  in  calling 
in  all  his  salesmen  for  the  week,  he  believes  that  he 
will  be  amply  repaid  for  the  expenditure,  that  his 
staff  will  be  more  efficient,  and  that  the  result  of  the 
meeting  will  be  increased  business  for  the  firm  and 
better  satisfied  customers.  The  salesmen  become  bet- 
ter acquainted  with  their  fellow  salesmen,  the  heads 
of  the  firm  they  represent,  and  also  the  lines  of  goods 
they  sell.  Ideas  are  exchanged  which  prove  bene- 
ficial, and  new  selling  plans  are  formulated.  Some 
of  the  large  retail  firms  have  adopted  the  plan  of  hav- 
ing staff  conventions  at  stated  intervals,  when  the 
heads  of  the  firm  and  the  clerks  get  together  and  talk 
over  new  lines  that  have  been  added,  methods  that 
might  be  employed  to  increase  the  store  service,  etc. 
These  meetings  are  held  every  two  weeks  in  several 
of  the  stores,  but  special  meetings  are  often  called 
when  the  representative  of  a  manufacturer  is  present 
and  is  willing  to  give  a  talk  on  the  merits  of  the  line 
he  sells.  These  meetings  are  always  appreciated  by 
good  salesmen  and  incur  no  expense  for  the  merch- 
ant. 


CARTOONISTS  have  acquired  the  habit  of  turn- 
ing their  attention  to  male  attire.  Any  de- 
parture in  styles  for  men  is  made  the  inspiration  for 
funny  sketches.  A  few  of  the  most  recent  carica- 
tures of  American  cartoonists  are  shown  herewith. 


IT  has  become  customary    at    the    beginning    of     The  top  drawing  is  in  the  nature  of  a  hint  against 
each  year  for  many  of  the  largest  and  most      radicalism  in  evening  attire.     Below     is  given     the 
successful  business  organizations  to  hold  conventions     "seven  ages  of  hats,"  after  Shakespeare. 
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A  Summary  of  the  Knit  Goods  Market 

Early  business  has  resulted  in  increases  at  the  different  mills — Reports  of  un- 
usual business  have  been  verified — The  style  trend. 


RESULTS  of  early  business  show  an  increase 
at  the  different  mills.  Several  changes  are 
noted  in  the  season's  orders.  The  foremost 
is  the  yearly  demand  and  the  disposition  of  buyers 
to  take  advantage  of  the  seasons.  Ranges  for  outside 
trade  are  ordered  for  May  or  June  delivery.  Merch- 
ants are  looking  for  a  good  tourist  season  and  are 
planning  for  later  business  on  repeats  and  values, 
which  are  more  familiar.  Novelty  of  style  and  this 
influence  on  sales  and  competitive  values  for  Fall 
are  depended  on  to  favor  the  retail  end. 

Reports  of  unusual  business  placed  are  verified. 
One  mill  states  that  enough  orders  have  been  book- 
ed to  tax  the  present  equipment  for  two  years.  Of 
course  new  machinery,  being  installed,  is  intended 
to  increase  the  output  in  the  emergency.  In  this 
case  sales  show  that  orders  are  mostly  on  value  and 
specialized  lines.  Orders  also  indicate  growth  in  the 
field  of  knitted  novelties  more  than  increased  book- 
ings from  individual  buyers.  Newer  accounts  are 
being  opened.  The  volume  of  sales  is  larger  in  pro- 
portion but  the  development  of  the  season  and 
close  buying  has  tended  to  offset  any  increase  by 
regular  accounts.  These  houses  are  satisfied  to  cover 
for  May  delivery  and  are  planning  for  October  and 
repeat  orders  later. 

Some  buyers  are  profiting  by  competitive  con- 
ditions because  of  the  number  of  ranges  and  knit- 
ting interests  anxious  to  make  a  connection.  Ac- 
counts are  not  being  changed,  but  quantity  orders 
are  placed,  where  values  are  unusual.  Some  of  these 
are  on  well-known  numbers  and  are  copies  at  a 
price.  This  method  of  gaining  the  attention  of 
the  trade  is  at  variance  with  the  tendency  for  bet- 
ter grades.  Instances  of  unusual  prices  in  the  past 
have  resulted  in  a  splurge  for  a  time,  but  results 
have  been  similar.  Merchants  benefit  by  prices  and 
values  in  the  meantime. 

These  same  buyers  are  not  always  able  to  de- 
pend on  these  values.  One  instance  is  cited  where 
large  orders  for  the  same  cap  were  placed  by  two 
buyers.  The  value  in  competition  might  bring  $3.- 
50  a  dozen  but  quantity  orders  were  accepted  at  $2.50 
and  $3  for  sightly  caps.  The  result  is  that  the 
cheaper  order  will  never  be  filled.  Such  conditions 
accompany  the  competition  of  responsible  mills.  This 
kind  of  business  always  rebounds  to  the  credit  of 
reputable  houses.  The  costs  of  production  are  es- 
timated on  a  correct  basis  And  with  regard  to  fu- 
ture sales  by  these  firms. 

The  general  impression  of  the  market  is  decided 
by  value,  style,  weight  and  finish  on  predicted  or 


self-evident  conditions.  Both  style  and  color  se- 
quence follow  this  Spring  sales.  In  men's  depart- 
ments the  season  selling  is  expected  to  commence 
earlier.  So  far  as  orders  placed  show,  buyers  have 
a  broad  knowledge  of  both  styles  and  values.  Furn- 
ishers and  sporting-goods  stores  are  going  to  feature 
Shaker-knit  and  full  and  half  cardigan  jumbo 
weaves.  Both  plain,  Norfolk  and  semi-Norfolk 
styles  are  good.  The  latter  are  in  favor  in  both 
men's  and  boys'  styles.  Samples  contain  coats,  in 
weight  and  finish,  which  compared  with  last  sea- 
son's staple  and  fancy  racks,  are  almost  another  class 
of  business.  But  this  is  the  business  which  is  going 
to  be  done. 

Plain  and  semi-Norfolk  and  Norfolk  styles,  with 
fitted  belt  are  taken  in  a  variety  of  plain  shades 
and  heather  mixtures.  Early  orders  on  these  coats 
show  that  buyers  are  guided  more  by  staple  sales 
than  by  possible  or  unexpected  demand  for  any 
one  color  or  combination.  The  sale  of  a  leading- 
color  is  never  certain  until  the  season  is  on,  but  the 
sale  sequence  for  Spring  is  a  fair  indication.  Shak- 
ers are  made  in  cardinal,  maroon  or  Burgundy,  Hav- 
ana, brown,  tan,  slate,  grey,  and  heather  mixtures 
in  which  red.  olive  and  green  predominate. 
A  good  staple  color  list  is  made  up.  Cardinal 
two  shades,  maroon,  grey  three  shades,  navy, 
brown,  five  shades,  green,  two  shades  and  many  of 
these  in  combination  or  rounded  out  in  College  col- 
ors. The  favor  for  maroon  is  expected  with  holi- 
day visitors  and  sales.  College  colors  seem  to  lie 
wanted  in  heavier  weaves  and  favor  those  qualities, 
which  trend  to  make  the  season's  sales  unique  in  the 
better  values  shown  and  profits  received. 

Sales  of  Shakers  in  greys,  tans  and  maroons 
show  that  the  predicted  success  of  these  lines  is  only 
curtailed  by  the  output.  The  delays  are  likely  to 
be  in  obtaining  machines.  Several  improved  Shak- 
er machines  are  being  procured  and  on  some  oi 
these  delivery  is  slow.  Some  mills  have  been  un- 
able to  get  shipment  within  seven  months.  These 
new  machines  mean  improved  workmanship  and 
stocks  delivered  are  going  to  be  better  than  sample. 
Only  the  best  equipment  is  being  bought  and  buyers 
are  protecting  themselves  by  placing  their  order;?, 
where  experiment  on  these  new  machines  has  reach- 
ed a  satisfactory  result.  Makers  question  the  abili- 
ty of  others  to  manufacture  correct  garments  until 
they  have  overcome  numerous  difficulties.  However, 
the  advanced  season  will  show  whether  these  criti- 
cisms are  confirmed  or  not. 
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Prices  are  not  changed  from  early  quotation?. 
Each  buyer  has  his  own  opinion  of  the  relative  val- 
ue of  jumbo  stitchers  and  real  shakers.  The  better 
grade  of  garments  and  the  higher  price  standard  are 
looked  upon  to  increase  the  volume  of  turnover. 
Many  estimates  of  total  sales  for  the  season  are  giv- 
en but  all  sections  of  the  trade  agree  that  the  re- 
cords of  previous  years  will  be  surpassed.  With  ear- 
ly quotations  and  business  progressing  favorably, 
the  likelihood  of  advanced  prices  is  removed  to 
a  great  extent. 

Mills  are  well  situated  to  meet  any  advances  of 
the  wool  market,  The  supply  for  this  season's  out- 
put is  adequate.  This  is  augmented  by  the  large 
output  of  different  spinning  plants.  These  advant- 
ages are  apparent  in  values  offered  in  this  season's 
samples.  Fortunate  circumstances  have  kept  prices 
on  a  par  with  last  year's  values.  This  is  important 
on  staple  lines  and  racks  up  to  $24  a  dozen  but  on 
this  season's  better  grades  price  is  not  so  essential.  The 
garments  chosen  represent  the  buyers'  viewpoint  of 
the  best  colors,  weights  and  weaves  to  retail  at  the 
higher  prices. 

Quantity  business  both  over  the  counter  and 
mail  order  is  expected,  judging  by  the  decision  on 
the  correct  garments  and  size  assortments.  Sweater 
coats  are  for  everyman's  wardrobe  for  dress  and 
utility  wear.  For  outdoor  or  sporting,  the  coats  as 
they  are  made  thi*  season,  appeal  to  the  wearer  be- 
cause of  climatic  conditions  and  common  sense. 
Samples  conform  to  the  idea  of  a  sweat  coat.  These 
better  garments  chosen  at  prices  from  $30  to  $72  a 
dozen  are  judged  by  their  weight,  feel  and  suitabili- 
ty. The  competitive  selling  garments  are  to  be  de- 
cided later,  when  customers  have  expressed  a  ver- 
dict. 

Another  important  feature  of  the  retailing  of 
sweater  coats  is  the  extra  attention  given  to  gar- 
ments in  boys'  and  youths'  sizes  shaker,  cardigan 
and  fancy  weaves  are  taken  in  sizes  for  which  they 
are  most  suitable.  In  juvenile  two  and  three-piece 
suits,  sizes  to  fit  children  up  to  6  years  are  made  in 
domestic  mills.  The  styles  quoted  at  from  $21  to  $24 
and  $24  to  $80.  according  to  quality  and  siz^.  make 
leader  values.  The  increase  in  this  department  sug- 
gests growth  almost  equal  to  the  extra  turnover  'in 
account  of  the  higher  standard  of  retailing  prices. 

As  pointed  out  early  in  the  season,  this  year's 
growth  is  the  result  of  specialization  in  manufacture. 
Buyers  are  looking  for  and  taking  special  values, 
styles,  colors  and  weishts.  These  conditions  only 
result  in  larger  Quantities.  One  buyer  states  that 
the  quantity  of  $5  sweater  coats  sold  in  his  depart- 
ment to-day  is  equal  to  the  original  orders  for  $0 
to  $18  lines.  With  the  season  opening  early  a  good 
campaign  to  educate  people  to  the  extent  and  vain:' 
of  these  specialized  assortments  will  be  necessary  to 
handle  larger  quantities  ordered.  The  same  cam- 
paign will  help  to  elevate  the  standard  of  price  in 


keeping  with  the  better  class  of  business  to  be  done 
and  the  locality  demands.  Buyers  can  then  be  sat- 
isfied they  are  getting  the  most  of  this  season's  opera- 
tions. 


Good  Values  in  Waterproofs 

New   low   price    limit  —  Tailored    water- 
proofs  in   light   weight   are   preferred   for 
street  wear — This  is  season  for  featuring 
waterproofs. 

Some  splendid  values  are  offered  in  men's  water- 
proofs, for  repeat  delivery.  The  ranges  of  cloths 
and  the  numerous  styles,  which  are  ready  for  immed- 
iate, include  coats  for  special  sales  and  quick 
turnover.  Values  quoted  to-day  in  raincoats  are  on 
a  new  low  price  limit.  Garments  are  better  tailored 
and  the  samples  quoted  from  $3  to  $15  cover  a  wide 
range  of  paramattas,  super  cashmeres  and  tweeds. 
Some  prices  are  unusual  compared  with  import  quo- 
tations. Indeed  value  is  the  strongest  feature  because 
styles  are  not  changed  to  any  extent. 

At  present  tailored  waterproofs  in  light  weight 
are  preferred  for  street  wear,  travelling  or  driving. 
The  quality  of  the  materials  is  staple  and  except 
for  a  few  novelties  is  similar  each  season.  Among 
the  novelties  are  transparent  waterproof  garments, 
tailored  on  modified  English  outlines.  Under  this 
modern  process  of  waterproofing,  reversible  coats  are 
correct.  The  wearer  has  practically  two  coats  in  one. 
The  curl  straps  are  interchangeable  and  the  difference 
in  design  on  the  reverse  side  of  the  cloak  gives  a  gar- 
ment for  either  fair  or  rough  weather.  Style  is  seen 
in  the  one  and  service  in  the  other.  All  that  is  nec- 
essary is  to  turn  the  sleeves.  These  coats  are  favoring 
the  latter.  Collars  are  convertible.  Finish  and  tail- 
oring are  improved  in  the  smallest  detail. 

Among  the  more  striking  patterns  are  a  number 
of  new  grey  and  white  checks  and  fancy  backs  on 
newer  cloths,  which  have  been  added  for  the  re- 
peat trade.  In  these,  style  is  introduced  into  the 
pattern  rather  than  into  the  cut  or  change  in  out- 
line. For  the  staple  selling  coats  paramattas  in  fawn, 
tan  or  olive  and  an  excellent  quality  of  super  cash- 
meres in  soft  tans  in  any  style  are  selling.  Gar- 
ments costing  $5  to  $7.50  are  leading. 

For  Fall  new  samples  are  coming  forward  and 
the  ranges  will  be  completed  dining  the  month.  New 
tweeds  in  greys  and  tans,  checks  and  diagonals  and  a 
full  assortment  of  reversibles  or  plaid  backs  on  staple 
paramattas  or  cashmeres  are  to  be  featured.  In  the 
meantime,  the  trade  is  assured  cf  immediate  ship- 
ment of  stock  numbers.  For  sorting  the  stock*  of  gar- 
ments for  quick  delivery  meet  with  the  requirements 
tf  the  average  men's  furnisher.  Delivery  has  always 
heen  a  problem  in  other  seasons.  This  year  most 
numbers  sold  during  the  Spring  placing  can  be 
filled  at  once.  Special  orders  for  April  events  are 
to  be  filled  with  values  to  make  a  noise  in  finishing 
the  season. 
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Condensation  in  Extremis 

Mills  Bros.,  Sarnia,  have  accomplished  marvels 
of  condensation  in  the  accompanying  advertisement, 
A  really  remarkable  amount  of  matter  has  been 
introduced  into  the  space  and  with  the  best  of  effect. 
The  arrangement  is  particularly  effective  with  respect 
to  the  centre  panel  in  which  are  grouped  a  list  of  ex- 
tra special  values.  The  grouping  is  good  in  most 
respects.  Panels  are  effective  at  sides  of  the  space 
devoted  at  top  to  the  heading,  but  in  the  present  in- 
stance, with  the  body  so  solidly  set,  it  would  probably 
have  been  better  to  run  the  heading  right  across. 


Mills  Brothers  Invite  You  to  Their  Seventh  Anniversary  Sale 


Big  Heaps  of  Dress 

Goods  Remnants  at 

Hall  Price 


7fh  Great  Anniversary  Sale 


YS/lecia/x 


The  Mills  Brothers  Store 

Opens  Saturday  February  1st,  at  8:30  a.  m. 
and  Ends  Saturday.  March  1st,  1913 


(jMPomM^)    $ 


flpmiT'" """  "TQ 

Special  Values  Secured  in 

This  Great  Sale 


The  Buyer's  Guide 

W.  IT.  Scroggie,  Ltd.,  Montreal,  present  an  orig- 
inal form  of  advertising  with  cuts  of  the  buyers  in  the 
various  departments.  Tbe  idea  might  have  been  car- 
ried out  a  little  further  by  giving  signed  statements 
from  each  buyer..  Owing  to  the  varying  sizes  of 
each  department,  the  cuts  are  not  arranged  with  any 
degree  of  uniformity  and  the  general  appearance  of 
tbe  advertisement  sutlers  for  that  reason.  An  im- 
provement would  also  have  been  effected  had  the 
linn's  name  been  centered  at  the  foot. 

This  ad.  is  original  and  striking.  The  descrip- 
tions are  tersely  worded,  right  to  tbe  point,  sales- 
making  in  tbe  first  degree. 

© 


Millinary  Opening  Ad. 

The  John  "White  Co.,  Woodstock,  have  an  attrac- 
tive-looking announcement,     although    the    lay-out 


§CROGGIE'S    BUYERS'    SALE 


Th«Sopreme  Garment  EventoItbeYear '   T  — -     TkeWhitewwr  Store 


W.H.Scvcccve 


Anniversary  sale  ad.  of  Mills  Bros. 


Original  ad.  of  Scroeeie's,  Montreal. 
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might  have  been  improved  in  a  number  of  respects. 
The  strength  of  the  top  line  is  detracted  from  by  the 
use  of  the  line.  Blocking  out  the  cuts  with  lines  has 
given  the  advertisement  a  cut  up  appearance  and  has 
marred  the  general  ensemble.  The  body  of  the  ad- 
vertisement is  too  condensed  to  be  fully  effective.  On 
the  whole,  however,  the  advertisement  presents  both 
a  striking  and  attractive  appearance  and  it  is  not  at 
all  lacking  in  selling  force. 


Loss  of  Space 

( ieddes  Bros.,  Sarnia,  have  lost  the  value  of  a  good 
deal  of  space  in  the  ad.  herewith  presented.  The  up- 
per half  of  the  space  is  devoted  to  a  dissertation  on 
the  growth  of  Sarnia  which  at  first  glance  has  no 


Autumn    Millinery    Opening    Announcement 


i-  n  i^r- 1^-^     ■     ■'■■ 


The  John  White  Co.,  Ltd.,  invite  you  to  their 

GRAND  FORMAL  DISPLAY 

of= 

AUTUMN  MILLINERY 

Tuesday,  September  Tenth  a"?n™™' 

A  complete  and  auth- 
entic display  of  the  most  ap- 
proved styles,  as  shown  by  re- 
nowned fashion  experts,  at 
home  and  abroad,  awaits  your 
inspection,  and  in  conjunction 
with  the  millinery,  is  our  first 
complete  showing  of  this  sea- 
son's accepted  styles  in  ready 
to  wear  garments,  furs,  dress 
goods  and  silks. 

Every   Dept.  Has  its   Quota  of  the  New! 
Come  and  Enjoy  the  Entire  Display 

MUSIC  FURNISHED  BY  THE  ORCHESTRA  FROM  2  TO  5  P.M. 
The  New  Suit,  The  New  Fur  Neck    |  The  New  Suitings, 


^*^^. 


Hints  of  Other  New  Goods  in  the 
Most  Approved  Autumn  Styles 

A  £W  CARPETS  AND  RUGS 

NEW  CURTAINS  AND  WALLPAPER 

NEW  SILK  BLOUSES 

Af  rV  5,4  TIN  AND  SILK  PETT/COA  TS 

NEW  KB)  CLOVES 

Ni  *    PICOT  EDGE  RIBBONS 

«W  rCCK WEAR 

NEW   CORSETS 
and  MINS  CLOTHING  oW  FURNISHINGS 


nd  Separate  Coats        Pieces  and  Muffs 


Silks  and! rimmings 


hatl.ton.htt 

i  adjustable  dren  forms 

\txr.JL  -:Ja,Spal,< 

rn.alu.vy*  in, leek.    Fait 

Wathita  Book  nw 

on  ioit  in  pattern  Apt., 

2nd  flooi 

THE    JOHN     WHITE    CO.,     LIMITED 


.*«, 


Opening  announcement  advertisement. 

direct  connection  with  the  advertising  matter  below. 
Unfortunately,  many  persons  give  no  more  than  the 
first  glance  unless  they  find  something  to  immediate- 
ly arrest  their  attention.  One  cannot  help  but  think 
that  the  space  could  have  been  used  to  much  better 
advantage  with  direct  advertising  matter. 

The  lower  half  of  the  advertisement  contains 
good  selling  talks  but  there  is  little  evidence  of  uni- 
formity in  the  arrangement.  Three  sections  are 
headed  "9  to  10  only."  These  might  have  been 
grouped  together  in  a  single  panel.  In  setting  the 
headings,  the  printer  has,  without  any  apparent  rea- 


ls  it  to  be   Sarnia's 
GREATEST  YEAR  P 

Expansion   -    Prosperity  -  Development 


Her  piogrtititt  force,  m  |iai0£  up  Th 


bis  [be    right  to  elpeet-to  dtnnnd-ttit    tbc    business    mi-i   keep   step  "Sboi 

■  a  joa  hut,"  M?l  i  noted  *ntbontT  SARNIA'S  GREATEST   STORE  meets 

wiy  It  eaten  -h  n  promises  to  be  SARNIA  S  GREATEST   TEAR 


In  the  Annals  >it  I  iiher 
the  More  ur  the   Io*n 


The   Greatest    Merchandising   Event 

features  Uul  will  ke*p  SiFnu  s-Greitest  Slate  io  liae  witb  S*rni»»  present-d»T  progreiim 
t»eotr  new  departments  mtj  stsrt  nnlumpcred  »iUi  a  tingle  dalJir't  »ortb  ol  snrplui 

Greater  Sarnia  Greatest  Sale  is  Featured  Right  Now 


■,(  »nrplu» slock  t 


The  Greater  Sarnia  Sale  Opens  Friday.  Jan.  3. 1913.  at  9  a.m. 


9  to  10  Only 


Cashmere  and 
Wool  Hose 


Men's     Horn*?    Unit 
Sox 


UNDERWEAR 

Mens.  Women's 
Children's 


Pneev-linkfd  10  nuili 
Women's  Coats 


The  Greater  Sarnia 

Dress  Goods  Sale 


Velvet,     Velveteen 
Corduroy 


Mantle    Cloths 

and  Chintilla 


The  Greater  Sarnia 

Fur  Sale 


Flannel,    Flannellettes 
Prints 


White,    Pink   and    Striped 
Flannellettes 


"Wrapperettes 


9  to  II  Only 


Carpets,  Rugs, 
Curtains 


LINOLEUMS 


9  to  10  Only 


Ladies'  Gloves 


Sarmfsale     |GEDDE,S    BROS. 


Sarnia's 
Greatest  Store 


Special  sale  ad.  of  Geddes  Bros. 

son,  used  caps  for  some  and  upper  and  lower  for  oth- 
ers. The  result  is  not  pleasing  from  a  typographical 
standpoint. 


The  Robert  Simpson  Company.  Limited 


£&  f""? 


-*£, sw 


jfl/t&» 


,m^;21,j^ 


Cloak*  and  Suits 


The  Robert  Simpson  Company,  Limited 


An  original  special  advertisement  of  the  Robert  Simpson  Co. 
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A  Neat  Advertisement 

Moore  and  Armstrong  have  a  neat  advertisement. 
The  layout  is  splendidly  balanced  except  in  one  re- 
spect. The  only  two  illustrations  are  both  placed  on 
the  one  side.    It  would  have  been  better  if  either  had 


A  neat  and  well  laid  out  ad. 


been  placed  on  the  opposite  side  to  preserve  the  bal- 
ance. The  selling  talks  are  effectively  worded.  A 
2,ood  ad.  all  around. 


Large  Departmental  Store 

Retina,  Sask. — The  first  work  in  connection  with 
actual  building  on  the  monster  Departmental  .Store 
at  the  corner  of  Albert  and  Victoria  was  done  this 
morning. 

The  monster  building  will  be  one  hundred  feet 
by  one  hundred  and  sixty-two  feet  and  five  stories 
high. 

The  cost  of  the  building  alone  will  be  above 
$400,000. 

One  of  the  members  of  the  Albert  Improvement 
Company  when  interviewed  this  morning,  stated  that 
it  might  be  possible  to  erect  the  building  for  this 
amount  but  it  was  more  likely  that  it  would  reach 
the  $450,000  before  it  was  completed. 

The  building  will  be  reinforced  concrete  through- 
out, fireproof,  and  will  present  a  handsome  exterior. 
The  plans  are  practically  completed  by  the  architects, 
Brown  and  Vallance,  of  Montreal. 

© 


Portage  la  Prairie,  Man. — George  Murton,  men's 
wear  and  clothing  merchant,  one  of  the  pioneers  of 
Portage  la  Prairie,  died  suddenly  at  his  home  on 
Garland  street  of  heart  failure. 


Wardrobe  unit  showing  high-class  dress  requisites  for  men.     A  novel  arrangement  carried  out  in   the 
smallest    detail.      Courtesy   T.    Eaton  Co.,  Toronto. 
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An  endless  chain P 


vlil& 


'W 


of 

More 
Business 


\o\ 


32M 
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Pen-Angle  Closed-Crotch  Combination 
Suits  displayed  in  your  windows  will  mean 
an  endless  chain  of  MORE  BUSINESS. 
Perfect-fitting-  and  comfortable  (in  crotch 
and  seat.)  No  other  line  of  Underwear 
your  store  can  carry  will  take  so  well,  and 
you  can  be  sure  that  every  sale  will  be 
followed  by  another.  And  every  new  cus- 
tomer is  another  link  added  to  your  endless 
chain  of  more  business. 

Is  your  Pen-Angle  stock  ready?  If  not — 
order  NOW. 

PENMANS  LIMITED 

PARIS,  CANADA 

Underwear — Hosiery — Sweaters 


I      ». 


J 


Underwear 


71 


The  Art  of  Selling  Clearly  Expounded 

All  phases  of  the  problem  of  salesmanship  touched  upon  in  course  of  address 

before  the  Illinois  Clothiers'  Association — Will  power  and  won't  power — The 

proper  training  of  retail  salesmen. 


THE  following  interesting  and  comprehensive 
address  was  delivered  by  Otto  Buehrmann 
before  the  Illinois  Retail  Clothiers'  Conven- 
tion recently  held  at  Chicago: 

The  volume  of  business  of  the  house  is  developed 
and  determined  by  three  factors :  The  merchandise, 
the  policy  of  the  house,  the  salesmen.  And  the  sell- 
ing art  demands  that  each  be  right,  to  insure  success. 
It  is  indispensable  that  the  goods  be  bought,  as  ex- 
perience only  will  be  able  to  dictate,  to  suit  the  trade 
in  every  detail ;  that  they  be  new  and  attractive,  for 
no  man  can  sell  "carried  overs"  to  everybody  all  the 
time,  and  to  expect  it.  and  to  criticise  the  salesman 
for  not  selling  "stickers"  is  illustrated  by  this  story. 

WILL  POWER  VS.  WON'T  POWER. 

Old  Uncle  Zeke  and  his  wife  Dinah  had  attended 
a  lecture  on  "Will  Power,"  and  were  very  much  im- 
pressed with  the  efficacy  of  this,  to  them,  new  force, 
and  its  use  was  invoked  in  season  and  out,  according 
to  their  comprehension.  Uncle  Zeke  had  gone  out  to 
hitch  the  old  mule  to  the  rickety  wagon,  and  time 
and  again  had  failed  to  make  him  "back  up"  into  the 
shafts.  Aunt  Dinah,  watching  him,  had  become  pro- 
voked at  the  delay,  and  shrilly  called  out:  "You, 
Zeke !  Is  you  gwine  ter  let  dat  mule  do  as  he  please? 
Wha'  is  yo'  will  powah?"  "Huh!"  he  answered.  "Ma' 
will  powah  is  all  right ;  I  got  plenty  will  powah ;  but 
you  just  want  ter  come  out  hyar  and  measure  dis 
here  mule's  won't  powah!"  And  the  "won't"  power 
of  the  customer  spoils  many  sales  of  "carried  overs," 
or  poorly  bought  stock. 

Buy  to  sell;  not  to  keep.  The  fact  that  a  firm 
has  money  to  pay  for  all  it  buys  is  no  valid  or  good 
reason  why  it  should  buy  a  single  suit  more  than  it 
can  sell,  and  the  selling  is  so  often  defeated,  through 
mistakes  of  overbuying,  that  the  trade  accepts  it  as 
a  natural  evil. 

Over-buying  indicates  the  most  profound  ignor- 
ance of  the  capacity  of  the  house  to  distribute  the 
purchases,  for  we  will  not  suppose  that  a  buyer  know- 
ingly buys  in  quantity,  style  or  material  that  which 
he  cannot  sell  .  Enthusiasm  often  leads  him  astray, 
but  when  he  has  the  well  prepared  memorandum  to 
govern  him  he  is  safe  from  persuasion  ;  and  he  is  in  a 
position  to  make  his  purchases  to  advantage,  and 
thereby  promote  the  selling. 

Every  one  of  us  knows  the  difficulty  in  moving 
the  merchandise  from  last  season.  It  may  be  "as 
good  as  it  ever  was,"  but  as  a  buyer  no  merchant 
would  consider  it  for  an  instant.  True,  it  may  be 
"worked  off,"  a  piece  at  a  time,  at  a  price,  but  the 


time  lost  in  making  the  effort  would  bring  a  hand- 
some profit  if  employed  in  selling  new  goods. 

Small  and  frequent  buying  is  the  secret  of  hand- 
ling the  stock  profitably,  and  thereby  selling  fre- 
quently, and  this  is  one  reason  why  the  "book  busi- 
ness" has  obtained  such  a  hold  on  the  trade.  The 
stock  is  turned  as  often  as  the  order  is  taken,  and 
in  this  "turn  over"  is  the  profit  in  any  business.  Prof- 
its are  all  in  the  future,  as  long  as  the  goods  are  on 
the  sbelves;  they  are  imaginary,  and  selling  only 
causes  them  to  become  a  reality. 

THE  POLICY  OF  THE  HOUSE. 

Next,  the  policy  of  the  house  generally  determines 
beforehand  the  kind  of  objections  usually  voiced  by 
the  customers.  In  some  clothing  stores  the  state- 
ment of  the  salesman  is  accepted  at  its  face  value, 
for  the  reputation  of  the  house  for  correct  service  is 
unquestioned,  as  against  exaggerations  used  by  other 
concerns,  and  the  one  idea  to  make  the  present  sale 
at  the  expense  of  any  future  patronage  of  the  buyer. 
As  an  illustration:  A  merchant  was  telling  me  of 
his  inability  to  draw  trade  through  his  advertise- 
ments Said  he:  "We  have  been  in  the  town  for 
twenty  years,  and  the  people  have  grown  so  stale  and 
suspicious  that  they  will  not  respond  to  any  of  our 
advertising."  A  blind  man  would  be  able  to  see  the 
fault,  as  well  as  to  determine  the  policy  of  the 
house. 

An  ex-merchant  said:  "'We  were  as  honest  as  the 
average,'  when  the  suggestion  was  offered  that  his 
failure  was  due  to  wrong  policy. 

The  policy  of  the  house  is  told  in  this  terse  sent- 
ence: "The  customer  is  always  right,"  as  practiced  by 
Marshall  Field  &  Co.,  of  Chicago.  The  "Hub"  has 
an  equally  sound  policy.  Some  clothiers  will  say: 
"These  are  all  big  houses,  and  are  no  criterion  for  a 
smaller  clothing  store."  It  was  the  policy  of  these 
concerns  which  caused  them  to  grow  to  their  pres- 
ent size  and  importance.  When  the  "customer  is 
right,"  as  against  the  personal  opinion  of  the  dealer 
anywhere;  big  or  little,  then  the  clothier  will  sell 
his  goods,  instead  of  having  them  on  the  sbelves 
to  look  at. 

The  customer  will  always  pay  a  profit  when  he 
knows  he  is  getting  value  received,  but  when,  through 
poor  buying,  mistakes  are  made,  ask  the  customer 
"why"  they  are  mistakes,  and  he  will  tell  you  in  a 
hurry.  Merchandise  does  not  have  the  same  value 
in  the  eyes  of  the  buyer  that  it  does  in  the  estimation 
of  the  seller,  but  allowing  for  this  difference,  the  cus- 
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1006- 


Double 

in  fawn, 


-Leader  Raglan 

$7.50 

texture   Paramatta, 
brown  and  reseda. 


YOU  DON'T  KNOW 

What  Quality  Really  Means   Until  You 
Have  Seen 

^'QUALITY'S-"' 

Waterproofs 

BIGGEST    BUSINESS    BUILDERS    IN 
A   DECADE 

The   Only   Guaranteed   Waterproof 

SEND  FOR  SAMPLES 

Toronto  Waterproof  Mfg. 
Company 

30  Wellington  Street  West 
TORONTO 


717— Motor 
$5.50 

Single  texture  Paramatta, 
in  fawn  and  reseda. 


HT  MAKERS  OF  THE  FAMOUS "CEETEE  PURE  WOOL   W; 


Enterprising    and    Alert    Dealers 

who  are  forging  to  the  front  ranks  always  stock 


Our 

Slogan 
is  : 

Worn    by     the 
Best  People. 

Sold  by  the  Best 
Dealers. 


PURE 
WOOL 


CEETEE 

UNDERWEAR 


They  sell  "CEETEE"  because  they  know 
and  have  proved  that  its  guaranteed  qual- 
ity brings  substantial  sales  and  satisfied 
customers  and  their  customers  want  it. 
They  also  know  that  "CEETEE"  Under- 
wear is  widely  and  strongly  advertised. 
We  create  the  demand — they  fill  it. 

Our  travellers  are  now  out  showing  full 
lines. 


We  are   also    manu- 
facturers of 

Turnbull's  H  i  gh  - 
class  Ribbed  Under- 
wear for  Ladies  and 
Children. 

Turnbull's  "M" 
Bands  for  infants, 
a  n  d  "CEETEE" 
Shaker  Knit  Sweat- 
er Coats. 


The  C.  TURNBULL  CO.  of  GALT,  Limited 

GALT,  -  ONTARIO. 
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tomer.  as  a  rule,  is  always '  right,  therefore  take  his 
judgment. 

Why  did  Jones,  who  came  to  town  with  a  little 
stock,  in  a  little  store,  go  right  up?  It  was  his  policy 
of  doing  business.  He  did  not  try  to  fool  himself 
or  the  people  by  telling  them  he  was  the  "only  pebble 
on  the  beach,"  but  gave  them  new,  bright  merchan- 
dise, at  the  time  they  wanted  to  buy,  and  cheerfully 
took  back  goods  when  the  customer  wanted  to  return 
them. 

NOW1'    FOB    THE!  SALESMAN. 

We  now  come  to  the  salesman;  and  here  we  have 
the  'reason  why"  the  volume  of  business,  in  eight 
out  of  every  ten  clothing  stores,  is  not  over  half  of 
what  it  would  be  if  the  salesmen  were  as  efficient 
and  capable  as  they  might  be. 

All  merchants  recognize  that  in  the  selling  of  the 
goods  depends  the  entire  success  of  their  .business,  and 
yet  so  few — hardly  any — give  it  the  attention  they 
do  the  bookkeeping  or  the  stock -keeping,  and  I  pur- 
pose to  make  an  effort  to  impress  the  merchants  here 
present  with  the  necessity  of  creating  and  buying  a 
selling  service,  on  the  same  basis  they  would  buy 
merchandise,  never  taking  for  granted  that  usage 
makes  any  established  habit  correct,  or  that  age 
makes  aught  else  but  wine  good. 

HOW    DO    YOU    SELECT    YOUR    MEN? 

When  a  man  is  engaged  to  sell  in  a  store,  the  first 
question  asked  is  relating  to  his  experience,  this  not 
without  reasonable  justice,  for  no  man  can  sell  with- 
out experience;  and  he  is  taken  on  because  he  has 
occupied  his  last  position  for  a  time,  long  or  short, 
and  because  he  "looks  good"  to  the  manager  or  pro- 
prietor. 

In  all  candor,  I  ask  you  how  many  of  you  here 
present  would  take  a  doctor  or  a  lawyer  on  the  mere 
fact  that  he  "looks  good?"  No.  You  would  want  to 
know  his  alma  mater  and  see  or  know  from  good 
authority  that  he  is  qualified  to  give  the  proper  ser- 
vice. On  the  other  side  of  the  water  the  applicant  for 
a  position  must  show  his  papers  of  apprenticeship  and 
discharge,  and  these  will  give  an  idea  of  his  ability; 
but  we  take  on  men  on  their  good  looks,  their  shape, 
if  you  please. 

When  he  is  added  to  the  force,  thirty  minutes  pos- 
sibly are  given  to  the  new  man  to  tell  him  the 
"Don't"  usually  promulgated  by  the  house,  and 
which  are  supposed  to  be  as  unalterable  as 
the  law  of  the  Persians  and  Medes.  But  these 
"Don'ts"  are,  in  so  many  cases,  more  honored  in  the 
breach  than  in  the  observance.  The  policy  of  the 
house,  the  essential  element  of  any  successful  firm, 
as  it  involves  the  service  to  the  customer,  he  is  left 
to  learn  in  random  bits,  at  odd  times,  from  his  fel- 
low-salesmen or  the  errand  boy.  The  manager  or 
proprietor  is  too  busy  to  talk  to  him  about  such  trivial 
things,  and  .says:  "He  is  a  bright-looking  man,  he 
will  pick  them  up  all  right."     An  investment  in  an 


automobile  or  the  beautifully  engraved  bonds  of  the 
•Sunshine  Gold  Mine"  of  Umpty  Umpty  County, 
State  of  Nowhere,  is  given  more  thought  and  care- 
ful attention  than  the  live  flesh  and  blood  salesman 
through  which  the  very  life  of  the  business  is  sus- 
tained. No  wonder  the  average  life  of  a  business 
house  is  but  seven  years,  when  there  is  no  little  atten- 
tion paid  to  the  first  course  of  the  entire  founda- 
tion. 

The  salesmen  are  active  representatives  of  the 
firm  to  every  customer  whom  they  serve;  they  are 
the  "House"  to  the  buyer,  not  the  person  or  persons 
whose  name  in  gold  letters  is  blazoned  over  the 
door. 

Napoleon  made  a  success  of  his  military  efforts 
through  his  wisdom  and  the  choice  of  his  lieutenants. 
He  knew  his  work  and  he  said :  "If  there  was  no  one 
to  make  the  gunpowder,  1  could  do  it.  If  there  was 
no  one  else  to  cast  the  cannon,  I  could  do  it,  as  well 
as  to  make  the  gun  carriages.  As  to  the  financial 
policy  of  this  administration,  it  was  mine  and  mine 
alone."  He  was  Napoleon.  But  there  are  many  Na- 
poleons in  the  grind  of  everyday  work,  if  they  but 
only  be  developed,  by  learning  all  about  their  work, 
from  the  sweeping  of  the  floor  of  the  clothing  store 
to  the  successful  selling  of  the  cranky  customer. 

THE    OLD-FASHIONED    WAY. 

In  all  almost  all  stores  the  education  of  the  sales- 
men is  an  accidental  catch-as-catch-can  sort  of  pro- 
cess. He  is  expected  to  pick  up  the  art  of  selling 
by  making  mistakes  first,  for  which  he  is  brought 
upon  the  carpet  to  be  reprimanded.  Why  not  use 
the  means  and  take  the  trouble  to  provide  him  with 
a  course  of  instruction,  practical  and  thorough,  which 
will  prevent  the  expected  and  common  mistakes  al- 
ways occurring,  and  which  are  the  cause  of  the  loss 
of  many  customers  and  so  much  present  and  future 
profit? 

If  the  same  time  were  spent  in  telling  the  sales- 
man the  "Do's"  instead  of  the  "Don'ts"  with  good 
common  sense  "reasons  why"  he  should  do  thus  and 
so,  there  would  be  an  entirely  different  tone  in  the 
store.  The  reason  given  why  this  is  not  done  more 
frequently  is  that  "It  is  not  the  habit.  Who  ever 
heard  of  a  proprietor  starting  a  kindergarten?  I  hire 
my  men  to  do  my  selling,  and  I  expect  them  to  do 
it ;  I  have  other  things  to  do.  When  they  make  mis- 
takes I  call  them  down,  and  if  they  show  no  inclina- 
tion to  improve,  I  fire  them." 

Yes,  that  is  the  old  and  established  manner  of 
handling  help,  but  some  few  merchants  are  begin- 
ning to  find  out  that  it  is  cheaper  to  educate  their 
salesmen  than  to  fire  them ;  for  the  make-up  of  the 
newly-engaged  help  is  exactly  like  that  of  the  one 
who  has  been  fired,  and  the  problem  is,  therefore,  a 
little  more  complicated  with  every  new  man  engag- 
ed. 

Why  not  build  them  up  instead  of  tearing  them 
down?    I  hear  answers  such  as:     "They  take  no  in- 
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SHIRTS 


What  preparation    are    you    making    for 
the  assured  big  increase  in  sales  of 

FLANNEL 
SHIRTS   for    FALL 

fk    There    is    very    persistent    gossip   O 
r     among  shirt  authorities  that  next     r 

Are  Made/6r  Particular  People         *     ^all will  be  the  biggest  Flannel    • 
o7  r  shirt  season  yet.    All  present  indi- 

cations point  that  way  very  strongly,  and  we  have  prepared  a 
showing  such  as  has  never  been  offered  the  trade  since  we  began 
putting  "Stars"  in  shirts. 

Our  range  is  full  of  life  and  variety,  style  and  value.  Every  shirt 
is  built  for  the  smart  trade — the  trade  that  is  shirt-particular — 
the  trade   that   appreciates.     We   are 

showing  the  latest  styles  in  cut,  fabric    »r         *  |«        n      »     , 
and  finish.    See  our  1913-14  fine  Flannel     V  an  Allen  LO.,  Ltd. 
Shirts  before  placing  your  orders.  HAMILTON,  ONT. 


The  Fire  Test 

of  underwear  consists  of  its  abil- 
ity to  stand  up  against  the  wool 
underwear  experienced  Canadian 
trade.  Since  1905  Maple  Leaf 
Underwear  has  stood  the  fire  test 
and  come  out  with  laurels.  It  is 
the  fulfillment  of  our  one  aim — 
satisfaction  to  merchant,  wearer 
and  ourselves.  Maple  Leaf  Un- 
derwear wears  because  it  is  made 
to  wear,  satisfies  because  it  is 
made  to  satisfy. 

See  our  Fall  samples. 

THOS.  WATERHOUSE  &  CO.,   Ltd. 

INGERSOLL  ONTARIO 

HAROLD  F.  WATSON,    WELDON    &    CO..   Selling    Agents 

Coristine   Bldg.,    Montreal. 


Wreyf ord  &  Co.,  Toronto 

Wholesale  Men's  Furnishers 

Agents  for  following  Manufacturers: 

Young  &  Rochester,  LSnTo0nndearnr? 

Finest    Taffetas    and    Silk    Shirts,     Collars, 
Latest  Neckwear,  Dressing  Gowns,  Etc. 
New  Spring  Designs  of  their  noted  "Wyanar" 
Zephyr    Shirts — now    in    stock    in  Toronto. 
Prices  $12.00  and  $13.50. 

Tress  &  Co.,  London  and  Luton 

High-Class  Hats  and  Caps 

Patentees  of  the  "  Mascot," 
and  other  select  shapes — 

Own  designs  in  Homespuns 
and  Donegal  Tweeds. 

Good  selection  of  Caps 
stocked  in  Toronto,  and 
Straws  May  1st. 

Cohen  &   Wilks,  Manchester 

"Aquatite"    Raincoats     in    Yarnproof 
Gabardine,    Handspun  Tweeds,   etc. 
Reversible    Ulsters    and    Motor    Coats    for 
Gentlemen  and  Ladies. 


THE     BANFF" 


75 


Dry  Goods  Review 


MEN'S    WEAR    SECTION. 


terest  in  their  work?"  Why?  Because  they  have  had 
no  leader  who  devotes  a  part  of  each  day  to  instilling 
an  ambitious  interest  in  his  men.  "All  they  think 
about  is  the  money,'  says  another  proprietor.  They 
have  never  been  told,  time  and  again,  in  a  friendly, 
human  way,  that  to  increase  their  pay  envelope  they 
must  increase  their  efficiency. 

Have  they  ever  been  instructed  in  the  formation 
of  a  proper  character?  "No;  that  is  preaching,  and 
they  won't  stand  for  preaching?"  Will  the  banker 
lend  money  to  the  man  who  has  no  character?  "That 
is  business,  isn't  it?"  Equally  so  is  the  development 
of  character.  "When  our  salesmen  make  mistakes 
we  tell  them  about  it,"  says  another  proprietor.  Why 
wait  for  the  salesman  to  make  mistakes  before  you 
tell  him  how  to  avoid  them?  Why  wait  until  the 
horse  has  been  stolen  before  you  lock  the  stable  door  ? 
This  would  be  an  equally  logical  reason. 

After  the  applicant  is  engaged  for  the  position, 
insure  him  against  mistakes  by  beginning  a  common 
sense  course  of  training. 

As  the  subconscious  mind  does  not  act  on  a  nega- 
tive, this  explains  why  "Don'ts"  are  so  ineffective 
in  producing  results  in  training,  or  reprimanding 
the  salesman.  Negatives  have  no  place  in  the  art 
of  selling.  The  positive  only  produces  results.  Then 
begin  a  system  of  training  in  the  positive.  In  other 
woid-.  tell  the  salesman  what  to  do,  and  why,  and 
:-ee  that  he  does  it. 

Drill  him  in  all  the  different  experiences  in  sell- 
ing. Let  the  drill  follow  the  lesson,  as  would  the 
blackboard  exercises  in  school  the  recitation  from  the 
arithmetic. 

"It  costs  us  about  $20  to  find  out  if  we  have  been 
mistaken  in  our  judgment  in  hiring  a  man,"  said 
the  head  of  a  big  clothing  store.  "But  when  we  find 
he  is  capable  or  susceptible  of  being  developed,  we 
set  about  doing  it  in  our  house  school."  As  the  de- 
velopment of  a  salesman  is  such  a  purely  personal 
matter,  it  can  be  done  with  two  men  in  a  small 
clothing  store,  or  the  several  hundred  salesmen  who 
attend  the  lectures  in  classes  of  from  twenty  to  thirty 
at  a  time.  True,  numbers  have  a  stimulating  effect 
on  the  students,  but  against  this  the  personal  con- 
tact with  the  few,  of  the  proprietor  or  the  teacher, 
will    equalize  this  difference. 

Educate  Your  Salesmen. 

In  order  to  begin  this  development  of  the  sales- 
man, have  him  first  study  the  principles  of  a  sale, 
for  any  man  who  has  the  brains  to  sell  has  the  brains 
to  understand  why  he  can  sell.  If  he  be  a  salesman, 
fair  or  good,  he  will  want  to  know  why  at  times  he 
cannot  make  the  sale  and  at  others  it  is  no  trouble 
at  all. 

To  build  a  sale  is  a  material  undertaking  as  easily 
comprehended  as  the  building  of  a  house.  Few  of 
the  clothiers  here  present  could  build  a  house  accord- 

76 


ing  to  the  well-known  and  established  laws  of  archi- 
tecture ;  many  could  build  a  shack  of  upright  boards. 
So  can  many  salesmen  make  some  sort  of  a  sale,  but 
to  build  a  five-story  house,  to  meet  the  requirements 
of  the  building  ordinances,  and  be  safe  to  life  and 
property,  the  builder  must  be  a  master  workman, 
and  to  build  a  series  of  sales,  like  the  stories  of  the 
house,  the  one  resting  on  the  other,  he  must  be  a  mas- 
ter salesman.  And  this  knowledge  only  comes  from 
training  and  study,  and  the  school  which  can  give 
him  this  knowledge  in  the  least  time  is  best  for  him, 
for  experience  is  a  long  and  hard  teacher,  not  always 
thorough  when  the  principles  are  not  thoroughly 
understood,  and  much  can  be  avoided  by  learning 
(he  theory  of  selling,  as  applied  to  the  practice,  from 
someone  who  has  specialized  in  this  direction.  For 
this  is  a  day  of  specializing,  to  secure  efficiency,  save 
time,  and  to  insure  profitable  returns  on  the  invest- 
ment of  capital  and  brains. 

In  all  efforts  to  improve  the  efficiency  of  a  sales- 
man, the  "House"  gets  next  to  the  salesman  on  the 
broad  ground  of  human  interest,  and  as  humanity 
is  recognized  as  a  prime  factor  in  increasing  the  ef- 
ficiency of  any  organization,  it  will  be  found  to  be 
an  impelling  cause  in  promoting  the  selling  ability 
of  the  salesman. 

Don't  do  it  With  a  Club. 
To  do  as  one  firm  had  a  habit  of  doing,  i.  e.,  rub- 
bing men  down  in  the  morning  with  a  wire  brush  to 
wake  them  up,  is  to  antagonize  every  man  on  the 
floor  and  encourage  disloyalty  on  every  side.  Did 
these  salesmen  have  the  interest  of  the  "House"  at 
heart  after  the  rubbing  down?  The  answer  I  leave 
to  each  proprietor  here  present. 

On  the  other  hand,  "Come,  boys,  let  us  take  up 
the  question  of  how  to  sell  the  'Looker/  "  sets  every 
brain  in  active  motion  in  the  interest  of  the  selling 
art,  and  petty  personal  grievances  are  lost  in  the 
ambition  to  excel. 

One  day  at  the  beginning  of  my  work  at  the 
"Hub"  in  Chicago,  one  of  the  men  in  my  class  came 
in,  and  when  asked  by  a  fellow-salesman  what  the 
subject  of  the  lesson  would  be,  said:  "Some  calling 
down,  I  suppose."  I  jumped  at  the  chance  to  make 
plain  the  object  of  my  instructions,  and  told  him 
"I  never  call  my  men  down,  I  always  boost  them 
up ;  try  to  point  out  to  them  the  way  up  to  the  re- 
sults they  would  attain,  and  in  this  way  stimulate 
their  ambition  to  be  something  more  than  mere  ma- 
chines ;  to  be  men  who  have  the  interest  of  the  house 
at  heart,  and  to  know  that  when  they  discharged 
their  full  duty  the  results  would  be  found  in  the  pay 
envelope."  These,  and  many  other  suggestions  in 
the  same  key,  to  induce  them  to  look  up,  not  down. 

Make  a  mental  note  of  this.    In  the  most  success- 
ful houses  there  is  a  corp  d'esprit,  a  working  together 
which  makes  the  customer  feel  at  home  and  insures 
(Continued  on  page  81.) 
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If  you  have  a  call  for  waterproof  col- 
lars. Kantkrack  coated  linen  collars  are 
real  water  proofed  linen  collars,  pliable  and  wear-resisting.  Wear-resisting  because 
the  usual  weak  points  of  other  collars  are  reinforced  in  Kant KracK  attached  lips,  long 
slit  back  which  prevents  breaking  when  being  attached.     Laundred  with  soap,  water 

and  Sponge.  .  "  One  grade  only  and  that  the  best." 

(Made  in  Canada) 

The  Parsons  and  Parsons  Canadian  Co. 


HAMILTON 


ONTARIO 


THE  HALL-MARK  OF 


Registered  No.  262,005 


Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PR  IN  CI- 

PLE,  and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had   from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


tp-CH>00<><>OO<>O<K>00<>0-CH>CK^ 

Tailor  Your  Stickers 


So  often  goods  by  the 
yard  are  sacrificed  to  the 
"bargain  knife"  just  be- 
cause they  are  not  ready 
sellers.  This  is  where  we 
come  in. 

Send  us  your  stickers  and 
we  will  tailor  them  into 
quick  selling  garments 
which  will  bring  profit  in- 
stead of  loss. 

Our  styles  are  strictly 
correct  and  we  use  the 
best  trimmings  through- 
out. 

Write  to-day  for  estim- 
ates. 


"We  use  the  label. 


Suits  cut,  made  and  trimmed,  $5.00  up. 

Evans   Tailoring   Co. 

WHOLESALE  TAILORS 

342  and  344  Queen  St.  W.,  Toronto 

Ring  Us  Up— Main   5290 

C><XKKK><XK>O^X»<XKK><XK3<XKKK><><XKXK>0<^ 
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A  Forecast  of  Fall  Shirt  Ranges 

Slight  depreciation  of  textiles  likely  to  affect  average  of  retail  profit — Manu- 
facturers  are  assembling   broad    showings — All    requirements   met   in   broad 

selection  of  ranges. 


FALL  shirt  ranges  in  course  of  preparation  are 
to  be  interesting  for  several  reasons.  Manu- 
facturers are  assembling  broad  showings, 
which  include  dress  and  a  full  array  of  colored  shirts 
in  percales,  Oxfords,  Madrasses,  soiesettes  and  fine 
flannels  with  Summer  negligees  for  repeat  delivery. 
A  general  knowledge  of  shirt  samples  and  the 
relative  standing  of  the  ranges  is  necessary  to  secure 
the  best  values.  The  reputation  of  different  firms 
on  the  basis  of  value,  size,  style  and  finish  is  not 
changed.  But  values  in  some  instances  are  not  like- 
ly to  be  as  good.  Any  changes  noted  apply  to  only 
one  or  two  numbers,  but  these  include  the  volume 
of  the  shirt  business  at  the  prices.  Customers  are 
not  apt  to  question  the  quality  of  the  material  of 
these  lines  at  fair  retail  prices.  However,  the  trade 
is  sure  to  notice  the  difference  in  the  texture  of  the 
fabrics  and  the  effect  on  selling  prices. 

Leader  values,  which  are  offered,  depend  on  quan- 
tities. The  enormous  yardage  handled  by  some 
mills  has  kept  value  up  to  their  standard.  A  slight 
advance  was  noted  last  season  and  a  similar  deprecia- 
tion of  the  fabric  is  reported  again.  The  recognized 
best  $9  dozen  shirts  will  still  be  turned  out  by  the 
same  mills.  These  manufacturers  admit  they  can- 
not repeat  as  good  a  cloth  as  heretofore.  On  account 
of  advances  the  sample  lots  of  cloths  already  received 
are  not  up  to  last  season's  quality.  If  value  is  chang- 
ed on  such  shirts,  competing  values  are  correspond- 
ingly so.  Representatives  are  speculating  on  the  out- 
come of  this  difference  on  opposition  lines  for  Fall. 

The  trade  are  not  going  to  change  their  counter 
standard  because  of  the  change  in  qualities.  The  bulk 
of  business  done  on  the  leading  lines  suggests  that 
the  retail  prices  will  require  a  slightly  higher  average 
profit  to  offset  the  difference  in  quality  in  the  gar- 
ments as  assorted.  Travellers  intend  to  count  on  this 
practice  and  in  the  demand  for  better  goods.  Merch- 
ants are  getting  higher  prices.  The  change  of  value 
on  the  staple  selling  lines  is  not  expected  to  result 
in  any  less  volume  of  sales.  Any  loss  of  sales  on 
cheaper  numbers  is  overcome  in  the  increase  at  the 
next  higher  prices. 

This  is  a  question  for  buyers  themselves  to  de- 
cide. Different  opinions  are  heard  as  to  whether  the 
clothes  this  year  are  too  light  to  stand  the  extra  per- 
centage merchants  have  been  getting  for  the  best  pat- 
terns. Representatives,  who  have  compared  the  two 
season's  cloth  are  deciding  that  the  cambric  is  not 
good  enough  to  stand  more  than  33  1-3  per  cent,  on 
cost.  As  a  matter  of  profits,  departments  are  exactly 
as  they  were  before  merchants  advanced  their  average 
to  meet  the  extra  costs  of  doing  business. 


Merchants  have  the  advantage  in  one  thing. 
Their  attitude  has  helped  to  sell  better  shirts  or  the 
same  value  shirts  at  higher  prices.  With  the  latter 
depreciation  in  the  quality  of  material,  which  has 
been  maintained  in  $9  shirts  up  till  the  present,  two 
options  remain.  The  result  of  these  will  effect  plac- 
ing and  is  to  be  seen  during  the  Fall  selling  season. 
Whether  the  change  is  sufficient  to  make  $10.50  doz- 
en the  quantity  price  is  to  be  the  issue.  At  any  rate 
$1.50  each  will  become  the  leading  retail  price.  Some 
furnishers  have  been  obtaining  as  high  as  this  for 
$9  value.  Shirts  costing  $10.50  sell  at  this;  50c,  75c 
and  $1  on  $12  shirts  is  a  high  average.  With  the 
demand  for  better  makes  $2  and  $2.25  garments  are 
selling  in  larger  proportion.  The  average  is  satis- 
factory on  $15  and  $16.50  a  dozen.  Merchants  can 
readily  see  that  if  the  outside  profits  on  the  regular 
quantity  line  falls  off  their  opportunity  is  evident  on 
$10.50  and  better  qualities. 

The  trend  of  new  designs  and  styles  is  not  ex- 
pected to  change  so  much  in  the  samples  being  pre- 
pared as  from  the  influence  of  style.  Favorite 
cloths  are  only  changed  in  design  and  contain  the 
same  neat  and  effective  line  stripes  or  highly  mercer- 
ised plain  cloths  and  fine  flannels.  One  of  the  high- 
est class  novelties  of  the  season,  in  men's  shirtings 
is  now  being  offered.  It  is  included  in  the  range  of 
fancy  weave  Soisettes,  (piece  dyed)  and  consists  of 
a  ratine  yarn  stripe  on  a  figured  cloth.  The  stripes 
are  shown  in  varying  widths  from  a  very  fine  pin 
stripe  to  nearly  one-quarter  inch  wide.  A  jacquard 
figure  is  used  between  the  stripes,  and  a  remarkably 
neat  effect  is  produced. 

Flannels  are  expected  to  have  an  unusual  demand 
in  better  grade  shirts.  Values  start  at  $18  a  dozen, 
but  the  designs  and  their  clearness  of  color  make 
values  from  $36  to  $45  a  dozen  especially  attractive 
buying.  The  designs  are  neat  and  favor  the  usual 
colors  on  cream  or  soft  greys  in  varied  stripes.  French 
cuff  and  band  collar  styles  are  preferred,  of  course. 

Plain,  single  pleat  front  negligees  are  selling 
well.  Pleated  styles  are  falling  off.  This  is  a  manu- 
facturer's advantage,  but  the  trade  are  satisfied  to 
meet  the  demands  of  their  customers  in  this  respect. 
Buyers  are  taking  single  pleat  fronts  and  soft  cuff? 
for  a  reason.  The  extra  sale  of  collars  with  straight 
neckband  shirts  is  in  keeping  with  high  class  trade 
and  for  business  rather  than  negligee  wear.  This 
will  effect  Fall  samples. 

Merchants  can  depend  on  finish,  full  size  and  nov- 
elties if  they  are  willing  to  pay  for  these  as  they  virtu- 
ally do  in  any  case.    For  instance  in  laundering  and 
(Continued    on   page   81.) 
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Right  with  the       ^^jm* 
young  men's  ideas    £  ^    H  o 

Do  you  appreciate  the  fact  that  the  young  man 's  trade  of  your  town 
is  one  worth  going  after?  Do  you  realize  that  the  younger  generation 
are  less  conservative  about  their  selection  than  their  elders  and  are 
drawn  to  your  store  by  offering  them,  not  alone  real  value,  but  real 
smart  styles?  Beaver  Brand  Sweater  Coats  embody  both  style  and 
value,  which  makes  it  possible  to  get  all  classes  of  good  trade — the 
young  man,  the  older  man,  the  woman,  the  girl,  the  child.  Our  1913-14 
range  will  interest  you.     See  it  now. 


Style.   No  4675 


R.  M.  BALLANTYNE,  LTD. 

Manufacturers  of  Beaver  Brand^Knit  Goods 

STRATFORD,  ONTARIO 


u,  iu. 


Notice 
To  The  Trade 

WHOLESALE  AND  RETAIL 

Mr.   Dealer : 

Did  you  ever  compare  "Arlington"  Col- 
lars with  any  other  lines  which  you  may 
have  in  your  store  for 

(1)  Weight   of  materials? 

(2)  Strength   of   buttonholes? 

(3)  Proper   balance  of   Collar? 

(4)  Space  for   adjustment  of   tie? 

(5)  General    appearance    of    same? 

(6)  For    satisfaction    to    your    customers? 
We  have: 

Challenge   Brand    @  $2.00  per  dozen. 

Rubber  Brand   @..1.80  per  dozen. 

Pyralin    Brand    @..1.50  per  dozen. 

All  33  1-3%  heavier  material  than  other 
lines  offered  to  you.  Examine  and  see  who 
is  giving  you  the  best  value,  for  your  cus- 
tomer,  before   you   buy   any   other   than 

"ARLINGTON  COLLARS" 


The  Arlington  Company 


of  Canada,  Limited 
58  Fraser  Avenue, 


Toronto 


Eastern  Agent :  Duncan  Bell.  301  St,  James  St.,  Montreal 
Ontario  Agents:  J.  A.  Chantler  &  Co.,  8-10  Wellington  E.,  Toronto 
Western  Agent :  R.  J.  Quigley,  212  Hammond  Block,  Winnipeg 
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Arranging  "April  Shower"  Display 


How  effect  of  a  downpour  of  rain  in  window  can  be  secured — The  idea  could 
be  carried  out  effectively  at  the  present  time  in  men's  wear  stores. 


W 


INDOW  display  work  has  been  put  on  such 
a  high  standard  that  it  is  becoming  in- 
creasingly more  difficult  for  a  window 
trimmer,  no  matter  how  clever  and  resourceful  he 
may  be,  to  make  his  work  "stand  up."  The  opposi- 
tion that  a  display  man  meets  nowadays  is  infinitely 
surperior  to  what  he  met  with  a  few  years  ago. 

AVhere  neatness  in  arrangement  and  artistic 
handling  of  detail  have  been  brought  to  so  high 
a  standard,  it  is  necessary  for  the  display  man  who 
desires  to  get  ahead  of  his  competitors,  to  find  original 
ideas.  Originality  is  becoming  one  of  the  most  im- 
portant qualities  in  the  art  of  window  trimming. 

A  distinctly  original  method  of  securing  an  orig- 
inal effect  was  devised  last  year  by  Selfridge,  Lon- 
don, England.  By  roofing  the  window  with  perfor- 
ated galvanized  iron  or  tin  and  running  a  flow  of 
water  over  it,  a  very  realistic  representation  of  a 
shower  was  given.  The  accompanying  cut  shows  the 
window  as  it  appeared  when  the  water  was  turned 
on.  It  was  impossible,  of  course,  to  show  the  effect 
of  falling  water  in  the  photograph  which  does  not, 
on  that  account,  do  full  justice  to  the  idea. 

The  other  illustrations  show  exactly     how     the 


idea  was  worked  out.    As  will  be  seen,  the  mechanism 
was  fairly  simple. 

This  display  was  designed  for  wet  weather  wear. 
The  idea  could  be  utilized  by  men's  wear  stores  with 
splendid  effect  at  the  present  time.  A  shower  effect, 
used  in  conjunction  with  a  showing  of  raincoats  and 
umbrellas  would  be  found  a  sure  means  of  attracting 
wide-spread  .a Mention . 


Showing   plan    of    window    after    sprinkling   apparatus 
has  been  installed. 
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The  Art  of  Selling  Expounded 

Continued   from  page  76.) 

the  "come  back"  spirit.  Scrapping  of  any  sort  or 
kind,  between  any  persons  in  the  store,  generally  re- 
sults in  driving  the  customer  away. 

The  proprietor  is  the  "Boss,"  but  he  is  not  su- 
preme authority  to  the  customer,  and  what  he  says, 
and  how  he  says  it,  has  much  to  do  with  future  busi- 
ness, for  he  it  is  who  shapes  the  policy  of  the  house, 
which  includes  the  training  of  the  salesmen. 

Build  up  For  The  Future. 
In  all  successful  clothing  stores,  the  future  is  con- 
sidered in  making  the  sale  of  to-day,  and  a  policy 
to  insure  this  result  is  made  a  part  and  parcel  of  the 
practice  of  each  man  on  the  floor.  Sharp  practices 
but  defeat  the  end  of  successful  selling,  for  they  will 
be  discovered  and  used  against  the  firm  which  per- 
mits them. 

Take  the  customer  into  the  confidence  of  the 
house;  regard  him  as  a  silent  partner  in  the  busi- 
ness, who  will  come  back  because  his  interests  are 
carefully  considered  at  all  times  and  under  all  cir- 
cumstances, for  he  is  better  served  here  than  else- 
where. When  I  hear  a  proprietor  complaining  of  the 
inattention  and  carelessness  of  his  salesmen,  I  invol- 
untarily think  of  the  ill-mannered  child,  of  whom 
the  parent  says,  "I  cannot  control  him."  Each  re- 
flect the  lack  of  care  and  exercise  of  good  judgment 
in  the. bringing  up. 

The  proprietor  is  but  a  single  man,  who  has  but 
two  eyes  and  but  two  hands,  which  he  may  have 
trained  ever  so  well,  but  it  is  the  eyes  and  hands, 
as  well  as  the  brains  of  his  salesmen,  on  which  he 
must  depend  to  sell  his  goods. 

The  act  of  delivering  the  merchandise  to  the  cus- 
tomer and  taking  in  the  monev  is  but  the  result  of 


many  contributing  causes,  and  is  the  climax  to  the 
effort  of  the  merchant  to  sell  his  goods,  and  if  the 
salesman  be  not  duly  qualified  for  the  work  and  sus- 
tained by  the  houses  he  will  unmake  the  success  of 
the  business. 

When  you  have  bought  poorly,  not  sold  as  you 
should  have  done;  when  you  have,  through  not 
knowing,  established  a  poor  policy,  neglected  to  drill 
and  instruct  your  salesmen;  in  each  case  you  will 
need  to  make  a  special  effort  to  relieve  the  conges- 
tion. But  it  is  far  more  profitable  to  have  someone 
come  to  you  in  the  capacity  of  a  business  counselor 
and  a  developer  of  your  salesmen. 


A  Forecast  of  Fall  Shirt  Ranges 

(Continued  from  page  78.) 

special  sizes  or  labelling.  The  garments 
offered  can  be  turned  out  equal  to 
any       in  competition.  Manufacturers       do 

not  encourage  these  extras  on  the  regular  range, 
but  with  a  satisfactory  order  are  prepared  to  meet 
any  conditions.  In  the  past  merchants  have  been 
offered  extra  finish  at  a  minimum  ratio  of  50c  a 
dozen.  But  buyers  are  not  interested  because  they 
think  the  charge  is  extra.  In  the  case  of  labels  each 
furnisher  can  have  his  own  monogram  by  supplying 
the  labels.  This  is  done  without  extra  charge  where 
placing  orders  are  large  or  fairly  representative  of  the 
turnover. 


Claresholm,  Alta. — Geo.  Buck,  of  Buck  &  How- 
son,  High  Biver,  has  purchased  the  ladies'  clothing 
stock  of  W.  D.  Annable. 

Lindsay,  Ont. — Ed.  C.  Armstrong  has  opened  a 
new  clothing  and  furnishing  store. 


Dry  Goods  Review 


MEN'S    WEAR    SECTION. 


Review's   Information   Bureau 


Replies   are   first   sent  to   enquirers    by   mail,    then    published    here    for 

general    information   of    "Review"   readers.      Names    of    correspondents 

will   be  given  on  request.     Address  :    Dry  Goods  Review  or  Men's  Wear 

Review,  143   University  Ave.,  Toronto. 


Editor  of  Dry  Goods  Review:  "We  notice  in  last 
Dry  Goods  Review  that  in  reply  to  an  inquiry  the 
address  of  the  firm  making  time  recording  clocks  is 
not  given.  Kindly  have  them  send  catalogue  and 
prices." 

The  International  Time  Recording  Co.  of  Can- 
ada, Limited,  19  Alice  St.,  Toronto,  is  the  correct 
address.  .B.  L.  Monkhouse,  McKinnon  Bldg.,  Tor- 
onto, has  German  imported  time  clocks.  We  have 
advised  both  firms  to  send  catalogues  and  prices. 


Editor  Dry  Goods  Review,  Montreal.  "Will  you 
kindly  give  us  the  names  and  addresses  of  firms,  who 
handle  presses  or  balers  for  waste  paper.  'Phone 
them  to  mail  catalogue  and  price  list  and  oblige." 

The  following  firms  handle  paper  balers:  Toron- 
to Type  Foundry  Co.,  of  Toronto  and  Montreal ; 
Page  Wire  Fence  Co.,  Walkerville,  Toronto. 


Editor  Dry  Goods  Review.  "Kindly  furnish  us 
with  the  address  of  "Peabodys",  manufacturers  of 
men's  overalls." 

Peabody  Co.,  Ltd.,  AValkerville,  Ont. 


Editor  of  Dry  Goods  Review.  "Will  you  kindly 
inform  us  as  to  the  makers  of  the  best  tennis  shoes 
to  be  had  in  Canada." 

The  Gutta  Percha  &  Rubber  Mfg.  Co.,  Miner 
Rubber  Co.,  Ltd.,  and  Consolidated  Rubber  Co.  all 
handle  tennis  shoes.     Write  their  Toronto  offices. 


"Who  manufacture  a  very  low-priced  line  of 
sheets  and  pillow  slips?  We  want  something  suit- 
able for  summer  cottages." 


Diamond  Whitewear  Co.,  Montreal.  Any  of 
the  jobbing  houses  have  lines  suitable  for  this  trade. 
Write  the  Canadian  Converters  Co.,  Ltd.,  Montreal. 


Editor  Dry  Goods  Review.  "Kindly  send  us  the 
addresses  of  some  good  houses  who  tailor  ladies' 
rnade-to-measure  suits. 

Very  few  firms  are  anxious  for  special  order  busi- 
ness in  women's  ready-to-wear.  We  understand  that 
several  manufacturers  provide  their  clients  with 
measurement  charts,  samples  of  materials,  and  prices 
for  their  models.  A  half  dozen  or  a  dozen  styles  are 
stocked  by  the  merchant,  and  these  samples  aug- 
ment the  service.  Write  the  following  firms:  M. 
Pullan  &  Sons,  Toronto;  Robinson  Fashion  Co., 
London,  and  Bloor  Ladies'  Tailoring  Co..  Toronto. 


Editor  of  Dry  Goods  Review.  "Please  tell  us 
where  we  can  sell  baled  waste  paper." 

To  the  Northumberland  Paper  and  Electric 
Co.,  Campbellford,  and  The  Trent  River  Paper  Co., 
Glen  Millar,  Ont.  We  understand  they  pay  from  $9 
to  $10  a  ton  f.o.b.  destination. 

® 

Editor  Dry  Goods  Review.  "Kindly  tell  me, 
where  I  can  buy  children's  pongee  silk  rompers;  wo- 
men's tennis  dresses  in  white  flannel  and  j'achting 
suits.  Who  makes  the  line  of  waists  shown  on  page 
22  in  the  January  15th  number?  also  women's  and 
children's  parasols?" 

Princess  Garment  Co.,  Toronto,  make  pongee 
silk  rompers.  Ladies  tennis  dresses  in  white  flannel 
or  serge,  and  yachting  suits  are  shown  by  H.  C. 
Boulter  Co.,  Toronto.  Similar  waists  to  those  in 
January  Dry  Goods  Review  are  supplied  by  Doherty 
Manufacturing  Co.,  and  Ladies  Novelty  Co.,  Toron- 
to. Irving  Umbrella  Co.,  Toronto,  have  a  full 
range  of  women's  and  children's  parasols. 
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Wm.  H.  L 


eishman 

Limited 


&Co. 


Ready  for  Service  Clothes  require  no 
apologies  from  your  salesman  to  your 
customer.  The  reliable  quality  of 
fabrics  and  materials,  the  correctness 
of  style  and  fit  in  our  garments  gives 
you  the  confidence  required  to  make 
selling  easy. 

Our  Special  Order  Department  is 
rapidly  growing  in  favor  and  we  are 
receiving  hundreds  of  orders  weekly 
from  the  best  merchants  throughout 
the  country.  If  you  have  not  already 
inspected  our  range  of  samples  drop 
a  line  to 

Vvm.    H.    Leisnman  &  Co.,   Limited 

yvnolesale   Custom    Tailors 

119  Adelaide  St.    W.  ~  -  Toronto 


Makers  of  the  best  tailored  Garments  for  Men 
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Thirty-Three  Va 


Handsomely  Engraved 
Silver  Loving  Cup. 

10     Gold     and     Silver 
Medals. 

Cash  Awards. 

2nd    Annual     Contest 
1913 


OPEN  TO  WINDOW  TRIM- 

MERS,  CARD- WRITERS 

AND  ADVERTISERS 


Awards  to  be  made  at  the  August 

Convention,   Canadian  Window 

Trimmers'  Association. 


C.  W.  T.  A.   Window    Decorating 
Contest. 

Classification  of  Prizes: 

Class  I — Annual  Grand  Prize. — -Silver  loving  cup,  suitably  engraved, 
for  the  best  six  displays,  original  window  and  unit  trim  photographs  sub- 
mitted by  contestant  during  the  year.  Cup  to  become  property  of  the  win- 
ning decorator  each  year.    Presented  by  Dry  Goods  Review. 


ORIGINAL  WINDOWS. 

Open  to  all  trimmers  in  cities  of  100,000 


Class  2 
or  over. 

1st  Prize— C.W.T.A. 
2nd  Prize— C.W.T.A 


Gold  Medal. 
Silver  Medal. 


For  the  best  window    of    the  year    showing    most 
beautiful  and  original  background  and  groupings. 

MERCHANDISING  WINDOWS. 

Class  4 — Open  to  all  trimmers  in  towns  and  cities 
up  to  50,000. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize— C.W.T.A.  Silver  Medal. 
For  the    best    display,   merchandising  or  business- 
bringing   windows   judged   by   sales   and   effective    ar- 
rangement for  such  event. 


HOLIDAY  OR  OPENING  WINDOWS. 

Class  3 — Open  to  all  trimmers  in  cities  from  50,000 
to  100,000. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize — C.W.T.A.  Silver  Medal. 

For  best  holiday  or  opening  window,  millinery  and 
ready-to-wear  display. 

MEN'S  WEAR  WINDOWS. 

Class  5 — Open  to  men's  wear  trimmers  of  Canada. 
1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize— C.W.T.A.  Silver  Medal. 

For  best  men's  wear  units  and  furnishing  tables  or 
windows  dressed,  showing  arrangement  of  units  in 
completed  trim. 
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FLORAL  DECORATIONS. 
Class  6 — 

1st  Prize  ....        $10 

2nd  Prize  -        -        -        -        $  5 

For   best   window   or   interior   decoration,   artificial 
flowers  being  used. 

BEST  COUNTER  OR  LEDGE  TRIM. 
Class  8 — 

1st  Prize $5 

For  the  best  arranged  overhead  or  counter  trim  of 
merchandise  from  any  department. 


BEST  GROUPING  OR  DRAPES. 
Class  7 — 

1st  Prize         ....         $5 

For   the    best    display    of    drapes    or    ready-to-wear 
grouping  arranged  in  the  department  windows  or  cases. 

BEST  BACKGROUNDS. 
Class  9 — 

1st  Prize $5 

For  the   best  background  setting  used   during  the 
year,  for  anniversary,  opening  or  sale. 


TERMS  OF  CONTEST: 

(a)  Trimmers  are  eligible  to  enter  in  any  class  without  restrictions,  except  that  no  trimmer  can  enter  a  class  in  a  city  of  less 
population   than   that   stipulated. 

(b)  Any  number  of  photographs  can  be  submitted,  but  one  view  only  is  necessary  to  enter  competition   in  any  class. 

(c)  Photographs  must  be  of  this  year's  work,  since  August  1st,    1912,  and  must  not  haw  been  submitted  in  any  other  contest. 

(d)  All   photographs  to   be  forwarded   to  the  secretary  by  August  1st,  1913.     Pictures  will  be  returned  to  contestants  after  the 
Convention,  if  requested. 

(e)  Contestants  must  give  detailed  description  of  windows,  color   scheme   and   general    plan,   cost,   etc.,   marked    on   back   with 
name  and  address,  and  whether  for  Annual  Contest.     Class   number  must  also  be  designated. 

(f)  All  windows  to  be  judged  under  numbers,  any  identifying  marks   must  be  removed. 


C.  W.  T.  A.  Cardwriting  Contest 


CLASS  1— FANCY  WINDOW  CARDS   (General). 
First  Prize— C.W.T.A.  Gold  Medal. 
Second  Prize — C.W.T.A.  Silver  Medal. 
CLASS  2— AIRBRUSH  CARDS. 

First  Prize Cash  $5.00 

Second  Prize      ....      Cash  $3.00 

CLASS  3— ORIGINAL  HOLIDAY  CARDS 

(Christmas,  Easter,  Thanksgiving). 

First  Prize Cash  $5.00 

Second  Prize      -  Cash  $3.00 

Third  Prize       ...       -       Cash  $2.00 

CLASS  4— PLAIN  SALE  CARDS  (General). 

First  Prize Cash  $3.00 


Second  Prize       -  Cash  $2.00 

Third  Prize Cash  $1.00 

CLASS  5— ALL  PEN  LETTERED  CARDS. 

First  Prize Cash  $3.00 

Second  Prize       ....     Cash  $2.00 

Third  Prize Cash  $1.00 

CLASS  6— PEN  LETTERED  PRICE  TICKETS. 
(In  groups  of  six) 

First  Prize Cash  $2.00 

Second  Prize       ....     Cash  $1.00 

CLASS  7— AIR  BRUSH  PRICE  TICKETS. 

First  Prize Cash  $2.00 

Second  Prize       ....     Cash  $1.00 


TERMS  OF  CONTEST: 

(a)  Cards  entered   must  be  first  used   in   merchandise  displays. 

(b)  Not  more  than  two  cards  to  be  entered  in  class  2,  and  4.     Not    more    than    three   cards    to    be    entered    in    class    3,    and    nob 
more  than   six  cards  in  classes   1,  5,  6,  and  7. 

(c)  No  air  brush  cards  to  be  entered  in  any  class  except  2  and   7. 

(d)  No  contestant  can   enter  more   than   three  classes. 

(e)  All  cards  must  be  of  uniform  size.     None  larger  than  half   and   none   smaller   than    1-16   of   regulation   sheet   22in.x28in. 

(f)  No  card   to   be  entered   in   more  than   one  class. 

(g)  Each   card   must   bear   the  number   of   class   in   which   it   is   to  be  entered,  but  not  the  contestant's  name  and  must  be  sent 
not  later  than   August  1st,  1913. 

C.  W.  T.  A.   Advertising  Contest 

CLASS  1— GOOD  ADVERTISING. 
First  Prize  -  -      C.W.TA.  Gold  Medal  Second  Prize  -  C.W.T.A.  Silver  Medal 

Awarded   for   the  best   all-round   advertising,   including  general   publicity   opening  and   sale   announcements. 

TERMS    OF    CONTEST:— 

(a)  Announcements    must       have    appeared    this    year. 

(b)  All  copy  must  be  original. 

(c)  Not   more   than   six  examples   to   be   entered   in   contest.  (d)   All  ads.  to  be  judged  on  points:   1 — Editorial  and  descrip- 
tive  text;    21 — Layout;    3 — Typographical   effect;    4 — Originality   of   ideas. 

Contestants  must  be  members  of  the  C.W.T.A.  and  staff  employees  in  Canadian  stores. 

Contests  close  August  1st,  1913.    The  award  committee  decisions  to  be  final. 

All  photographs,  show  cards  and  advertisements  to  be  available  for  publication  in  Dry  Goods  Review. 

Canadian  Window  Trimmers'  Association 


143  University  Ave. 


Toronto 


85 


How  Stout  Men  Should  Dress 


Some  rules  which  should  be  observed  in  the  selection  of  material  and  color  as 
well  as  fit — Size  can  be  "  toned  down  "  in  many  ways  successfully. 


AN  interesting  article  on  the  proper  garb  for 
men  of  ample  proportions  has  been  written 
by  the  Editor  of  Tailor  and  Cutter.  It 
reads  as  follows: 

'Fat,  fair,  and  forty'  is  the  description  given  of 
many  a  lady  who  has  passed  the  half-way  milestone 
of  life.  The  first  and  last  adjectives  apply  with 
equal  force  to  the  sterner  sex,  for,  owing  to  certain 
physiological  changes,  there  is  a  decided  tendency 
with  both  sexes  to  put  on  flesh  when  the  fourth  de- 
cade has  been  passed. 

The  active  athlete  has  to  realize  that,  as  a  rule. 
he  is  'too  old  at  forty'  for  the  arena,  and  most  men 
are  content  to  slow  down  at  that  age  and  take  life 
easier.  As  a  general  rule,  too,  men  have  made  their 
mark  and  achieved  some  degree  of  success  by  that 
time,  so  that  they  are  able  to  indulge  themselves  in 
the  pleasures  of  the  table,  and,  as  they  also  refrain 
from  the  more  active  exercises,  it  is  not  surprising 
if  occasionally  they  develop  those  aldermanic  pro- 
portions which  entitle  them  to  be  called  'stout.' 

Whilst  realizing  all  this,  we  fully  recognize  there 
are  freaks  in  whom  the  adipose  tissues  develop  un- 
duly in  childhood  and  youth — as,  for  instance,  the 
fat  boy  of  Peckham — but  these  are  the  exceptions, 
just  as  it  is  unusual  for  a  man  to  retain  the  same 
waist  circumference  at  forty-five  that  he  had  at 
twenty-five. 

The  tailor  knows  that  the  majority  of  his  cus- 
tomers who  have  reached  their  prime  develop  a  cer- 
tain degree  of  stoutness,  when  attention  to  the  art 
of  dressing  becomes  of  the  utmost  importance. 

No  gentleman  of  modern  times  realized  this  to 
a  greater  extent  than  His  Majesty  King  Edward 
VII.,  and  certainly  no  one  has  set  a  better  example 
of  how  a  stout  man  should  dress  than  he  did,  for  he 
was  not  only  known  as  the  first  gentleman  of  Eur- 
ope, but  he  richly  deserved  that,  title. 

It  is  a  very  great  mistake  for  a  stout  man  to  go 
to  a  cheap  tailoring  establishment.  There  are  so 
many  arts  and  devices  that  can  be  brought  to  bear 
by  skilled  workmen  in  the  making  up  of  a  stout 
man's  clothes  that  are  not  otherwise  obtainable. 

BEST    MATERIALS. 

The  materials  selected  should  have  the  following 
qualifications : 

1.  They  should  be  dark,  because  the  darker  the 
color  the  more  it  absorbs  the  light  which  falls  on  it, 
and  so  reduces  the  apparent  size.  Consequently, 
black,  dark  blue,  dark  grey,  are  the  most  suitable 
shades. 

2.  They  should  be  of  a  dull  surface  rather  than 
a  shiny  or  glossy  one.  for  the  same  reason — namely. 


that  it  absorbs  the  light;  but  the  dull  surface  should 
not  be  too  rough,  or  it  will  counteract  this  and  im- 
part to  the  wearer  that  size  which  every  effort  is 
being  made  to  apparently  reduce. 

3.  It  should  be  of  the  neatest  possible  description, 
for  anything  obtrusive  would  call  attention  to  the 
wearer,  and  that  is  not  wanted,  his  bulk  being  quite 
enough  for  this. 

This  feature  applies  to  the  pattern  of  the  clothes 
and  also  to  the  finish  of  the  collar.  For  instance, 
broad  braiding  should  not  be  employed,  but  if  bind- 
ing is  used  it  should  be  of  the  narrowest  descrip- 
tion, and  even  this  should  be  avoided  if  the  wearer 
is  very  stout,  in  which  case  the  edges  should  be  made 
up  as  neatly  as  possible. 

If  they  desire  any  pattern  in  the  cloth  they  se- 
lect, then  all  kinds  of  checks  must  be  scrupulously 
avoided,  for,  however  neat  it  may  be,  their  tendency 
is  to  add  to  the  appearance  of  width,  without  adding 
proportionately  to  the  wearer's  height,  the  principle 
involved  being  that  lines  add  to  the  length  or  width 
of  the  figure  according  to  the  direction  in  which  they 
run;  and  realizing  this,  then,  if  there  is  any  pattern 
at  all,  it  should  be  of  the  nature  of  a  very  subdued 
and  indistinct  vertical  stripe,  but  even  here  it  cannot 
be  too  strongly  emphasized  that  the  quieter  and  more 
unobstrusive  the  clothes  are  the  more  becoming 
they  will  be  for  this  class  of  figure. 

PLACEMENT    OP    THE    SEAMS. 

A  very  great  deal  may  also  be  done  by  the  place- 
ment of  the  seams,  and  this  is  where  the  skilled  tail- 
or is  able  to  exercise  his  art.  If  the  garment  is  a 
lounge,  the  side-seam  is  carried  high  up;  if  it  is  a 
body  coat,  this  is  done  still  more,  and  the  side  body 
is  also  kept  on  the  narrow  side,  and,  in  extreme  cas- 
es, an  extra  scam  is  introduced  under  the  arms  and 
also  a  short  one  in  the  front,  which  not  only  im- 
proves the  fit,  but  also  tends  to  give  the  appearance 
of  more  height  to  the  wearer. 

Another  plan  that  should  be  adopted  by  all  stout 
men  is  to  direct  attention  to  the  extremities  of  the 
limbs  by  wearing  something  that  reflects  the  light. 
In  this  way  the  late  King  improved  his  appearance 
considerably.  He  wore  white  spats,  which  showed 
the  least  possible  amount  below  the  bottom  of  his 
trousers  (he  never  wore  his  trousers  turned  up). 
He  wore  a  white  slip  round  the  neck  of  his  vest,  and 
allowed  a  sufficiency  of  white  cuff  to  show  below  his 
coat  sleeve  to  give  the  utmost  appearance  of  length 
to  his  arms.  In  addition  to  this,  he  wore  a  silk  hat 
or  a  white  felt  "topper,"  either  of  which  added  to 
his  apparent  height,  the  result  being  that,  although 
he  was  45  in.  chest,  he  did  not  appear  anything  like 
that  size. 
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Smart    Units   for  Seasonable   Trims 


The  early  showings  of  the  midsummer  season  are  anticipated  by  this  grouping. 
Each  of  the  smaller  units  is  practically  the  same.  The  material  in  the  neckwear 
and  suggested  shirt  are  alike.  The  combination  of  wing  collars  and  larger  shapes  in 
wash  ties  is  unique.  The  idea  can  be  featured  in  bringing  out  the  style  trend  as 
represented  in  the  store  merchandise  as  an  exclusive  setting.  Such  an  arrange- 
ment is  built  up  indefinitely  as  long  as  the  centre  unit  is  introduced  to  relieve  the 
monotony.  A  simple  contrast  of  color  is  added  by  using  men's  belts  either  on  unit 
in  centre  or  separate  stands.  The  display  stands  in  brass  and  glass  complete  a 
smart  showing. 


SUITABLE   STYLES. 

As  a  general  rule,  it  is  well  for  stout  men  to 
avoid  double-breasted  garments,  for  the  over-lap  and 
the  two  rows  of  buttons  tend  to  add  to  the  appear- 
ance of  the  bulk;  and  in  order  to  obviate  Ibis  and 
still  retain  the  smartness  of  the  double-breasted 
style  of  fronts  they  are  often  cut  no  larger  than  a 
single-breasted  one,  so  that,  although  they  are  fin- 
ished with  the  usual  set  of  buttons  and  button-holes 
up  each  front,  as  for  a  d.-b.,  yet  they  are  only  held 
together  by  the  shanks,  or  they  may  be  of  a  spe- 
cial make.  For  instance,  King  Edward's  onyx  links 
were  famous,  and  were  invariably  used  by  him  with 
the  grey  frock  coats  in  which  he  so  often  appeared 
at  Epsom. 

In  evening  dress  the  lapels  of  the  coat  should  not, 
be  too  wide,  nor  the  fronts  cut  too  large,  and  the; 
silk  on  the  lapels  only  brought  to  the  end  of  the 


holes,  so  as  to  introduce  an  extra  vertical  line.  The 
vest  ought  certainly  to  be  of  black,  and  the  amount 
of  shirt-front  shown  should  be  on  the  small  side,  and 
if  braid  is  employed  down  the  side-seam  of  the 
trousers  it  will  be  an  advantage. 

For  morning  wear,  one  of  the  most  appropriate 
styles  is  a  dark  blue  serge  lounge  suit,  with  narrow 
stitched  edges  and  fronts  neatly  rounded  away  at  the 
corners. 

MORNING    COATS    AND    OVERCOATS. 

For  morning  dress  the  frock  coat  and  morning 
coats  worn  in  conjunction  with  a  single-breasted  no- 
collar  vest  of  black  or  dark  grey  vicuna,  and  dark 
grey,  neatly-striped  trousers,  are  the  correct  thing. 
The  coat  should  be  of  ample  length,  reaching  at  least 
to  the  bend  of  the  knee,  whilst  the  trousers  should 
be  of  the  most  moderate  width  consistent  with  the 
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A  Dollar  Stretching  Sale  Suggestion 


Savings  and  the  assurance  of  values  are  two  of  the  attractive  mediums  for  a 
successful  event.  This  trim  contains  all  the  features  of  a  clever  grouping  and  is 
sales  producing  because  of  the  originality.  The  units  are  balanced  and  the  con- 
trast can  be  improved  by  the  arrangement  of  seasonable  hats,  neckwear,  gloves  and 
requisites  to  match.  The  purchasing  power  of  a  dollar  can  be  shown  in  several 
ways  and  is  elaborated  on  by  carrying  out  the  same  scheme  in  advertising,  stream- 
ers and  neat  window  cards  Avith  prices.  In  this  instance  unique  cut-out  signs  are 
used  to  accentuate  the  idea.  Sales  results  depend  on  the  ingenuity  of  the  trimmer 
in  applying  the  scheme  to  his  necessities. 


size  of  the  wearer,  and  at  the  same  time  avoiding  all 
suggestions  of  a  'horsey'  character. 

The  most  suitable  overcoat  is  the  semi-fitting 
Chesterfield  with  fly-fronts,  finished  in  the  neatest 
style  and  having  single  stitched  edges.  Particular 
care  is  needed  in  making  a  garment  of  this  descrip- 
tion, in  order  to  avoid  an  excess  of  drapery  at  the 
fronts,  which  is  very  likely  to  exist  unless  skilful 
methods  are  employed  to  prevent  it. 

As  a  general  rule,  all  wadding  and  packing 
should  be  carefully  avoided,  yet  it  may  sometimes 


be  employed  with  advantage  just  below  the  front  Of 
the  armhole,  at  which  part  the  stout  figure  is  often 
very  poor,  and  if  the  breast  is  thus  up  a  bit  it  re- 
duces the  prominence  of  the  waist,  and  so  improves 
the  shape  of  the  wearer.  For  this  reason,  too,  a  mod- 
erate amount  of  ease  at  the  chest  is  permissible, 
though  the  waist  should  have  no  surplus  size  at  any 
part. 

Whatever  inside  pockets  are  inserted  should  be 
placed  well  backward  and  to  point  towards  the  side, 
so  that  if  anything  is  carried  in  them  it  should  not 
add  to  the  appearance  of  bulk  in  the  front. 
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Styles  Worth  While 

AND  VALUES  TOO 

There  is  a  reason  behind  every  "Beaver  Brand"  style,  or  it  would  not 
be  included  in  our  showing.  There  is  a  distinctive  style  feature 
backing  every  garment,  which  makes  this  line  famous  throughout 
the  Canadian  Knit  Goods  trade,  a  feature  which  is  augmented  by 
a  quality  that  is  far  removed  from  the  ordinary  values. 

We  make  a  complete  range  of  all  kinds  of  Knit  Goods,  including 


Sweater  Coats,  for  men,  women  and  chil- 
dren, Mufflers,  Toques,  Scarfs,  Mittens, 
Gloves  and  Hosiery,  etc.  To  fill  your 
smallest  order  is  a  pleasure  to  us  and  will 
receive  our  prompt  attention. 


0 
S 


^  A?-* 


R.  M.  Ballantyne,  Limited 

STRATFORD 


MANUFACTURERS  UF 

BEAVER  BRAND  KNIT  GOODS 


The  Bloomer  That  Pleases 
The  Boy 


is  the  kind  of  bloomer  to  build  up  your 
boys'  clothing  business  upon.  The  neat 
stylish  fit  of  the  Jackson  Bloomer  combined 
with  its  high  grade  materials,  make  it  a 
most  profitable  line  for  a  dealer  to  handle. 
Our  new  lines  for  Spring  and  Summer 
trade  displayed  in  your  store  will  take 
the  boys'  clothing  business  of  your  town 
by  storm. 

Write  for  catalogue  and  samples. 


The  Jackson  Mfg.  Co.,  Clinton 


FACTORIES 


CLINTON 


GODERICH 


EXETER 


ZURICH 


YIVYIAN 
MNGAIM 

S1LK&W00L 


■  »«*o</.>fc\:-.*8 


THE  HIT  OF  THE  TRADE 

44  Shades  in  $4.50,  $6.50  shapes,    7  day 
delivery. 

Use   the    show   card    as    above, 
14  x  11,  4  colors  and  embossed 

Neckwear  Department 

Crescent  Mfg.  Co. 

Limited 

MONTREAL 
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Initial    Trims    by    New    Men's    Wear  Shop 


Combined    suits,    materials    and    accessories    featuring  semi-ready    and    made-to-measure    clothing    in    new 
corner  windows. 


Units  of  shirts  and  neckwear  in  smart  styles  on  up-to-date  stands  and  window  fixtures.     The  arrangement 
is  effective  before  the  panelled  background  as  a  permanent  setting.     Courtesy  Way  &  Joy,  Hamilton. 
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"DEACON"   Flannel  Shirts   For   Fall 

can  be  bought  at  old  prices  if  orders  arc  placed  early.    Owin 
to  increased  prices  of  raw  material,  prices  have  advanced,  a 
in   consequence  new   prices   will   have   to   prevail.      Look  o\ 
your  stock  and  protect  yourself  for  next  Fall.     We  arc  showi 
best  possible  range  in: — 

Military  Flannel  Shirts,  with  Reversible  Collars,  at  $13.50 
and  $15.00  per  doz. 

Plain  Navy  Bine  Flannel  Shirts,  with  Reversible  Collars,  at 
$12.00,  $12.75,  $15.00,  and  $18.00  per  doz. 

Plain   Grey  Flannel   Shirts,   with   Reversible   Collars,   at 
$9.00,  $10.50,  $12.00,  $13.50,  and  $15.00  per  doz. 

Special  Heavy  Black  Serge,  with  attached  Collars,  at  $8.50, 
$9.00  and  $10.50  per  doz. 

Tweeds,  Meltons,  Serges,  Drills,  Sateens,  Oxfords,  Khaki  Dri 
and  Serges. 

Travelers  are  now  on   the  road.     We  guarantee  every  shirt 


BELLEVILLE, 


ONTARIO 


Sweater  Coats 
Of  Distinction 


Dominion  Brand  Knit  Goods 
stocked  in  your  store  is  a  step 
in  the  right  direction  towards 
catering  to  a  better  class  of 
trade — young  people  who  in- 
sist upon  the  latest  styles  and 
best  quality  materials. 


•*   *5s.   *> 


Dominion 
Brand 


Sweater    C  oats 
have  been  on  the 
market       f  o  r 
many  years,  and   have  always 
met  these  demands.     Built  of 
high-grade    yarns     by    expert 
workmen,  these  coats  have  an 
air  of  distinction   about   them 
that    goes    only    with    a    first- 
class  article.     And   these  gar- 
ments   retail    at    a    price    that 
ensures  you  a  good   profit. 

Our  traveller  will  be  calling 
on  you.  It  will  pay  you  to 
see  our  samples  for  Spring 
and   Summer  trade. 


A.  BURRITT  &  CO. 

Dominion  Mills 

MITCHELL  -  ONTARIO 


Two  New  Suspenders 
"THE  PEERLESS"  JT 

"THE  FIT-RITE" 


Comfort  in  these  two 
styles  of  suspenders  is  the 
paramount  feature.  In  the 
case  of  "Peerless"  sus- 
penders the  comfort  is 
derived  from  the  auto- 
matic self-adjustment  of 
the  double  sliding  cord  at 
the  back.  The  comfort  ob- 
tained by  the  use  of  the 
"Fit-Rite"  is  the  result  of 
the  ability  to  adjust  the 
suspender  at  five  different 
points,  and  the  eliminating 
of  the  draw  from  the 
sides  which  is  usual  with 
adjustable  suspenders. 

Price  for  "Peerless."  $2.10 
per  doz.  Special  price,  $2 
per  doz.  in  five  box  lots. 
"Fit-Rite."  $4.00  per  doz. 
Special  display  rack  with 
orders  of  3  dozen  or  more. 

Send     to-day     for     sample 
dozen. 


The  Canadian  Suspender 
Manufacturing    Co. 

92  PETER  ST.  TORONTO 
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"KING  EDWARD" 

SUSPENDERS 
Retail  QQVrice 


-Are  so  Easy 

Portable.; 
.  com0 


Easily  the  best  value  in  suspenders.  The  comfort- 
promoting  construction  and  excellent  finish  of  "King 
Edward"   Suspenders  make  them   very  rapid   sellers. 

Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


PIM'S 

IRISH  POPLIN 
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IMPERIAL 
BRAND 

PURE  WOOL 
UNDERWEAR 


will  help  you 
meet  the  keenest 
competition  «* 


and  only  the  merchant  in  a  live 
town  cr  city  knows  the  strenuous- 
ness  of  keen  competition  and  what 
real  value  means  to  him  in  trying 
to   meet   it. 

If  you  are  content  to  go  out  after 
profit  alone  you  will  find  you  will 
have  the  underwear  on  your  hands 
with  the  profit  all  eaten  up,  but  if 
you  look  to  your  customers'  interest 
as  well  as  your  own,  uo  amount  of 
opposition  will  affect  you. 

"Imperial  Brand"  high  grade  is  the 
result  of  years  of  specializing  on 
men's  underwear.  It  is  the  result 
of  our  aim  of  unparalleled  service 
and  values  that  defy  competition. 
Let  us  submit  samples  of  men's 
natural  wool,  elastic  knit  and  high- 
grade  Imperial  for  your  Pall  trade. 
Men's  double  thread  Balbriggan 
underwear  for  your  Summer  busi- 
ness. 


KINGSTON 
HOSIERY 
COMPANY 

Established  1880 

Kingston,  Ontario 
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Take  The  Dealer  Into 
Your  Confidence 


approach  him,  post  him  about  your  plans  and  your  merchandise  through 
his  trade  paper  before  you  advertise  to  his  customers.  He  will  appreciate 
this  action  on  your  part  and  you  will  get  his  co-operation.  Don't  try  to  force 
him.  Get  his  good  will  and  you  will  have  a  selling  power  behind  your 
product  that  you  will  never  get  by  any  other  means. 


Remember 


that  many  of  his  customers  knew  him  even  before  they  knew  you,  and  they 
will  most  likely  take  his  word  as  to  the  quality  and  superiority  of  merchan- 
dise offered.    In  a  word,  get  the  dealer  on  your  sales  force. 


Merchants   and   Buyers 

get  the  habit  of  reading  the  advertise- 
ments each  issue.  They  contain 
valuable  information  about  goods 
you  should  know  about. 

Clerks 

get  familiar  with  the  selling  points  of 
the  goods  you  have  in  stock.       Many 
good  selling  arguments  are  found  in 
the  advertisements  in  the  "Review' 
each  issue. 
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COLLARS 


Add  Style  to  Service 
and  Multiply  by  Comfort 

The  result  will  be  the  famous  S.  D.  water- 
proof real  linen  collars.  In  other  words  S.  D. 
Collars  give  entire  satisfaction  to  both  the  wear- 
er and  the  merchant  who  sells  them.  They  elim- 
inate wholly  the  cost  of  laundering  because  be- 
ing waterproof  they  are  cleaned  easily  with  soap, 
water  and  sponge.  No  breakage,  no  odor,  three 
qualities. 

Linolo      at  $2.00  List 
Lima  "     1.50      " 

Peerless    "     1.25      " 

Made  in  linen,  gloss  and  dull  finish.    Sizes,  12-18. 
Write  for  catalog  and  discounts  to-day. 

The  Smith-D'Entremont  Co.,  Limited 

1475-77  Queen  Street  West        -        -        Toronto 


Dr.  Neff's 

— the  underwear 
you  have  been 
hearing  about 


SOFT,  yet  firm,  close 
fitting;,  yet  as  comfort- 
able as  though  it  grew 
there— that's  Dr.  Neff's  fam- 
ous Underwear. 

You  no  doubt  have  heard  of 
this  widely  known  brand  of 
sanitary,  health  -  promoting 
underwear — nothing  to  equal 
it  in  the  underwear  world. 
Made  in  two-piece  and  union 
suits.  Send  for  samples  to- 
day and  plan  on  your  next 
Fall's    business. 


THOMAS 
WATERHOUSE 
&    CO.,     Limited 

Ingersoll,    Ont. 

Messrs.  Mosey  4  Urquhart, 
Toronto,  agents  for  Ontario; 
John  W.  Peck  &  Co.,  Winni- 
peg for  Manitoba,  Saskat- 
chewan anc*  Alberta,  John  W. 
Peck  &  Co.,  Vancouver  for 
British  Columbia  and  the 
Yukon. 


( 


SUSPENDERS 

(Made  in  France) 

Guaranteed  for  one 
year. 


S.  E.  Porter 
&Co. 

Sole  Agents 

for 

Canada. 

Complete  Stock 
on  Hand 


Birks    Building," 

MONTREAL 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES    FORCE  BY 
SUBSCRIBING  FOR    :     :     :     : 

Che  Dry  Goods  Review 

FOR   YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates 
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The  Importance  of  Prompt  Collections 

Dealer  in  railroad  town  recites  the  steps  he  took  to  protect  himself  from  "  dead 
beats" — Kept  book  debts  down  to  the  minimum — An  amusing  incident. 


Till1]  making'  of  collections  is  a  very  broad  ques- 
tion and  so  many  factors  have  a  direct  bear- 
ing on  it,  that  every  man  has  to  solve  the 
question  for  himself.  Many  good  pointers  have  been 
developed  during  this  discussion  that  will  material- 
ly assist  dealers  in  handling  this  problem.  I  am  not 
writing  to  give  advice,  but  want  to  tell  how  I  solved 
this  problem  when  I  started  .in  business  for  my- 
self some  years  ago. 

About  live  years  ago,  I  purchased  a  business  in  a 
"railroad  town"  of  about  7,000  population.  Now, 
any  dealer  who  is  doing  business  in  a  "railroad  town'' 
will  know  what  I  mean  by  that  term,  but  to  the  un- 
initiated I  will  explain.  It  is  a  division  point  on  a 
railroad  where  a  large  number  of  their  employees 
reside.  These  men  are  paid  regularly  once  a  month 
and  use  this  fact  as  a  lever  to  get  credit  from  the 
local  dealers.  Very  few  of  them  pay  cash.  Why 
this  should  be,  was  always  a  mystery  to  me,  as  they 
invariably  draw  good-sized  salaries;  but  it  is  a  case  of 
"easy  come,  easy  go,"  with  the  dealer  very  frequently 
getting  the  "go  by." 

The  business  I  had  just  purchased  was  a  credit 
business  and  immediately  I  had  my  problem,  "Cash 
or  Credit,"  to  solve.  Knowing  the  troubles  of  other 
merchants  in  this  regard  and  the  many  failures  of 
business  men  in  this  place,  I  naturally  favored  a 
strictly  cash  business.  But  on  my  predecessor's  books 
were  a  large  list  of  credit  customers  that  I  would 
surely  lose  if  I  adopted  the  cash  system.  After  much 
thought  and  deliberation  I  adopted  the  following 
plan. 

To  all  outward  appearances  I  would  run  a  cash 
store  and  endeavor  to  work  the  credit  customers  grad- 
ually into  paying  cash.  I  went  over  my  predecessor's 
books  and  picked  out  the  customers  who  had  paid 
regularly,  in  full,  each  month  for  two  years.  All 
these,  which  numbered  about  35  out  of  over  200  ac- 
counts on  the  books  were  given  credit.  All  others 
were  firmly  refused.  Knowing  of  the  army  of  chron- 
ic "dead  beats"  in  this  town,  I  made  a  resolution  to 
the  effect  that  "No  new7  account  would  be  opened  for 
three  months."  With  these  plans  and  resolutions 
the  doors  were  opened  for  business,  and  my  troubles 
began.  I  really  believe  that  every  "dead  beat"  in 
town  came  to  deal  with  me.  Credit  was  firmly  but 
resolutely  denied  and  the  reason  given  that  the  cus- 
tomer was  not  known  and  anyway  I  had  all  the  cus- 
tomers I  cared  to  handle.  In  this  way  I  kept  them 
coming  and  paying  cash  with  the  idea  that  perhaps 
they  would  get  a  chance  at  me  later  on.  I  must  say 
that  this  plan  of  not  opening  any  new  accounts  saved 
me  hundreds  of  dollars.  Those  35  accounts  I  had 
culled  from  my  predecessor's  customers  were  ideal 


ones,  being  paid  up  in  full  regularly  each  month. 
I  never  lost  a  penny  with  these. 

Added  New  Accounts. 
At  the  beginning  of  the  fourth  month  I  added 
about  ten  new  accounts.  These  were  the  very  pick 
of  my  cash  customers  and  their  standing  had  been 
carefully  looked  up  and  found  to  be  excel- 
lent. Soon  as  the  public  got  the  im- 
pression that  it  was  hard  work  to  get  credit  from 
me  and  that  you  had  to  go  through  a  lot  of  question- 
ing, my  store  developed  into  a  kind  of  "credit  aristo- 
cracy" store  and  I  had  the  pick  of  all  the  accounts 
worth  while  in  that  town.  My  trade  doubled  in  six 
months  and  60  per  cent,  of  my  business  was  cash 
trade  which  speaks  well  for  my  system. 

Losses  Were  Small. 

When  I  sold  out  my  business  I  only  had  accounts 
totalling  $997,  although  I  had  a  monthly  turnover 
of  about  $3,500.  I  sold  out  in  March,  collecting  all 
but  $74  within  18  days  and  within  two  months  had  it 
all  but  $20  which  amount  was  divided  in  small 
amounts  that  I  could  have  easily  collected  but  as 
the  owners  needed  the  money  more  than  I  did,  I 
wrote  them  off  the  books.  This  proves  the  quality 
of  my  accounts  and  the  efficacy  of  my  plan  of  hand- 
ling this  problem. 

Next  door  to  me  was  a  lumber  merchant  who  had 
the  reputation  of  being  the  best  collector  in  town. 
His  method  was  simply  calling  in  person  for  his 
money  the  day  and  hour  it  was  due.  He  never  miss- 
ed the  day  and  never  called  the  day  before  or  the  day 
after.  He  was  always  on  the  job  the  minute  the 
money  was  due  and  by  being  there,  got  it. 

Bookkeeping  Systems. 

I  received  my  training  in  a  general  store  in  the 
country.  It  was  a  large  store  and  had  about  600  ac- 
tive accounts.  The  collection  of  these  accounts  was 
a  serious  problem.  I  remember  when  they  used  the 
old  form  of  bookkeeping;  Day  Book,  Journal  and 
Ledger.  Every  month  the  accounts  had  to  be  written 
out  again,  taking  one  man  about  all  his  time  making 
these  out.  To  get  any  particular  account  you  had 
to  put  a  request  for  it  about  a  week  ahead.  At  this 
time  the  accounts  would  total  from  $6,000  to  $7,000. 
Shortly  after  I  became  identified  with  this  store  they 
changed  over  to  the  loose-leaf  system.  It  was  a  great 
surprise  to  see  the  speed  with  which  those  accounts 
were  gotten  out  at  the  end  of  the  month.  All  the 
bookkeeper  had  to  do  was  to  add  up  the  sheet  and 
tear  it  out.  He  always  had  the  accounts  ready  by 
the  evening  of  the  second  day.  The  result  was  the 
reduction  of  the  outstanding  accounts  from  $6,000 
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or  $7,000  to  $3,000  or  $3,500,  simply  by  having  the 
accounts  ready  when  the  people  had  the  money  to 
pay  them. 

An  Amusing  Instance. 

I  recall  one  amusing  instance  that  shows  the  at- 
titude of  the  old-time  farmer.  During  the  depression 
of  1907  we  were  sorely  in  need  of  ready  cash  so  my- 
self and  another  clerk  were  sent  out  to  make  collec- 
tions. On  my  list  was  a  farmer  named  John  White 
who  had  owed  us  $25  for  over  a  year.  Although  we 
had  pushed  him  hard  for  it,  we  had  not  bee'n  able  to 
get  payment  from  him.  I  told  Mr.  White  what  I 
wanted,  but  he  said  he  couldn't  pay  just  then.  I  used 
every  argument  and  persuasion  to  get  him  to  loosen 
up,  but  in  vain.  At  last,  in  desperation,  I  told  him 
our  position  and  said  that  unless  we  got  the  money 
from  him  we  would  have  to  borrow  from  the  banks 
paying  them  8  per  cent.  Say!  it  was  funny  to  see 
that  old  codger's  ears  prick  up  at  the  mention  of  that 
8  per  cent.  I  saw  my  opening  and  laid  low  for  his 
next  move.    ''Would  you  like  to  borrow  some  money 


at  8  per  cent."  he  cautiously  inquired.  "Would  we, 
t\ ell  I  just  guess  we  would  and  would  even  pay  9  per 
cent,  to  get  $200  this  afternoon,"  I  eagerly  replied. 
"Well,  if  you  will  pay  that  interest  I  will  lend  you 
$200."  And  he  went  away  to  get  the  money.  Think 
of  that!  The  old  fox  had  the  money  in  the  house  and 
wouldn't  pay  up,  but  his  greed  was  his  undoing.  He 
returned  with  a  roll  of  bills  that  would  choke  a  cow. 
He  peeled  off  twenty  ten  dollar  bills  and  must  have 
had  at  least  thirty  more.  I  wrote  out  a  receipt  for 
"One  Hundred  and  Twenty-five"  dollars  and  handed 
back  $68,  keeping  $7  out,  for  interest  on  our  accounl 
for  one  year.  Was  that  farmer  mad!  Well,  he  fum- 
ed and  foamed,  hummed  and  hawed,  was  going  to 
thrash  me,  but  I  stuck  to  my  guns,  berating  him  for 
his  deception,  and  came  home  with  the  money. 

The  trouble  with  the  retailers  is  that  they  do 
not  give  their  accounts  individual  scrutiny  as  is  done 
in  a  wholesale  house.  If  each  account  was  passed  up- 
on individually  the  retailer  would  suffer  less  from 
"Bad  Debts."  * 
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HINTS  TO   BUYERS 

From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


ANNUAL  MEETING  OF 
PENMAN'S,    LTD. 

The  seventh  annual  meeting1  of 
Penman 's  Limited,  was  held  on  Mar. 
3,  in  Montreal.  The  meeting  was 
presided  over  by  D.  Morriee  and 
directors  were  re-elected  as  follows : 
D.  Morriee,  president;  C.  B.  Gordon, 
vice-president;  E.  B.  Greenshields,  V. 
V.  E.  Mitchell,  R.  B.  Morriee,  J.  B. 
Black,  J.  R.  Gordon,  H.  B.  McDou- 
gall,  directors,  ft.  Thomson,  a  former 
director  retired  from  the  board  and 
there  was  no  election  to  fill  the 
vacancy. 

The  feature  of  the  annual  state- 
ment was  that  the  earnings  of 
the  company  for  1912  were  10.35  per 
cent.,  as  compared  with  7.61  per  cent, 
in  1911.  After  making  the  usual 
provision  for  bond  interest,  bad 
debts  written  off,  and  old  machinery 
scrapped,  net  profits  for  the  year 
amounted  to  $287,216.11,  compared 
with  $228,288  in  1911. 


ANNUAL  MEETING  OF  MONT- 
REAL  COTTONS,    LTD. 

The  annual  meeting  of  the  Mont- 
real Cottons,  Limited,  was  held  in 
Montreal,  Feb.  26,  when  a  very  satis- 
factory statement  of  the  years  busi- 


ness was  presented.  The  report 
stated  that  in  spite  of  the  high  price 
of  raw  materials,  keen  European 
competition  and  a  further  curtail- 
ment of  hours  of  labor  due  to  pro- 
vincial legislation,  the  business  of  the 
company  in  1912  was  excellent  and 
present  indications  point  to  a  con- 
tinuance of  prosperous  times  in  the 
cotton  industry.  The  sales  of  the 
company  in  1912  were  $180,000  in 
excess  of  those  during  the  previous 
year.  The  manufacturing  profit's 
were  $382,933  as  against  $291,277  in 
1911.  A  surplus  of  $2,031,728  was 
shown. 

The  retiring  directors  were  re- 
elected as  follows:  S.  H.  Ewing,  O. 
B.  Gordon,  H.  S.  Holt,  W.  C.  Finley, 
F.  W.  Molson,  F.  Orr  Lewis,  Hon.  R. 
Dandurand,  J.  P.  Black  and  A.  H. 
Gault.  S.  H.  Ewing  was  re-elected 
president,  C.  B.  Gordon,  vice-presi- 
dent and  J.  Lowe,  jr.,  secretary-treas- 
urer and  general  manager. 


CHARLES     KURZEMAN     ENTER- 
TAINS   PARISIAN    COUTURIERS. 

Charles  Kurzeman,  of  Kurzeman  's 
5th  Avenue,  New  York,  before  setting 
sail  from  France,  entertained  a  num- 
ber of  the  members  of  the  newly 
formed  Paris  Dressmakers'  Associ- 
ation at  the  Ritz  at  dinner.  The  din- 
ner was  given  to  celebrate  the  conclu- 
sion of  the  negotiations  between  the 
Parisian  dressmakers  and  their  New 
York  customers  relative  to  the  ship- 
ping of  Paris  models  direct  so  as  to 
prevent  improper  copying. 
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Among,  the  guests  present  were 
Mesdames  Paquin  and  Jeanne  Lauvin, 
M.  Doeullet,  President  of  the  Associ- 
ation, Jacques  Worth,  Vice-Presi- 
dent, Paul  Poiret,  M.  Redfern,  and 
Jean  Worth. 


IMPORTANT  BUSINESS 
CHANGES. 

A  change  of  ownership  in  the 
Standard  Hair  Co.,  of  Montreal,  is 
announced.  Heretofore  the  Can- 
adian business  was  conducted  as  a 
branch  of  the  New  York  company, 
of  the  same  name,  which  in  turn  was 
controlled  by  an  English  firm.  The 
business  has  now  been  taken  over 
by  E.  Biefer  and  A.  Strub,  formerly 
managers  of  the  old  company's  Cana- 
dian branch. 

In  taking  over  the  business  they 
will  retain  their  buying  relations 
with  the  English  company  and  the 
supply  of  raw  materials  will  be  se- 
cured from  the  same  sources  as  in 
the  past.  Both  the  new  owners  are 
young  and  energetic  and  are  well- 
known  to  the  Canadian  trade.  They 
are  desirous  of  meriting  the  continu- 
ed confidence  of  the  trade  and  buyers 
may  rest  assured  that  their  orders 
will  receive  the  same  careful  atten- 
tion as  in  the  past. 

Although  the  new  owners  only  as- 
sumed the  direction  of  the  company 
on  their  own  account  about  a  month 
ago  there  has  already  been  a  marked 
increase  in  sales  and  the  outlook  is 
particularly  bright.  At  the  present 
time    they    are    supplying   the   trade 
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through  the  leading  wholesale  houses 
of  the  Dominion  and  by  studying' 
closely  the  trend  of  fashion  they  are 
usually  the  first  in  the  field  with 
new  designs  and  styles  of  attractive 
hair  goods.  Several  new  designs 
for  spring  are  now  ready  and  in  the 
hands  of  wholesalers  throughout  the 
Dominion. 


D.  J.  A.  SHIRTINGS. 

In  the  textile  world  there  are  few 
firms  more  widely  known  then  Messrs. 
David  and  John  Anderson,  Limited, 
of  the  Atlantic  Mills,  Bridgeton,  Glas- 
gow. Theirs  is  a  name  familiar  to 
buyers  of  high-class  shirtings  the 
world  over,  and  their  "D.  J.  A." 
trade  mark  is  regarded  as  the  token 
of  highest  quality  to  the  shirting 
trade.  The  firm  dates  back  to  1822, 
and  for  certainly  60  years  the  firm 
have  had  an  almost  world-wide  repu- 
tation as  manufacturers  of  shirtings 
to  meet  the  requirements  of  the  best 
class  trade.  The  "D.  J.  A."  cotton 
shirtings  are  shown  in  an  enormous 
range.  This  is  a  necessity  in  the  best 
class  trade  where  buyers  look  to  se- 


cure exclusive  styles.  The  cloths  are 
the  finest  made,  and  the  dye  is  the 
best  that  art  and  science  can  produce. 
The  quality  is  uniform — the  highest 
possible.  These  remarks  are  equally 
true  of  their  all-wool  taffeta  shirtings, 
and  the  great  variety  of  weaves  which 
they  show  in  cheviots,  fancy  mattes 
and  ceylons. 


MONTREAL  TRADE  NOTES. 

Gus.  Harries,  recently  resigned  his 
position  in  the  sales  force  of  Green- 
shields,  Limited,  Montreal,  to  join  his 
brother,  A.  Harries,  in  the  Canada 
Paper  Box  Co.  Mr.  Harries  had  been 
with  the  firm  33  years.  The  directors 
of  Greenshields,  Limited,  presented 
to  Mr.  Harries,  a  silver  vase  suitably 
inscribed  and  his  fellow  employees 
made  him  a  presentation  of  a  cabinet 
of  silverware. 


J.  A.  Richard,  President  of  Fash- 
ion-Craft Manufacturers,  Limited, 
Montreal,  clothing  manufacturers, 
gave  a  banquet  to  the  officers  and 
visiting  agents  of  the  company  a  few 
weeks  ago  in  the  St.  Resj'is  Hotel.  Mr. 


Richard  announced,  during  the  even- 
ing, that  plans  had  been  completed 
for  the  erection  of  a  new  factory  to 
cope  with  their  growing  business. 
Addresses  were  also  made  by  Eugene 
Richard,  manager  of  t he  company; 
P.  Belanger,  Toronto;  R.  Weir,  pro- 
motion manager;  Mr.  Jacques,  de- 
signer; J.  H.  Dube,  Max  Beauvais,  H. 
Irving,  H.  Austin,  European  buyer; 
S.  Munro,  secretary-treasurer,  and 
Dr.  Boulet. 


IN  NEW  FACTORY 

Frank  W.  Robinson,  Ltd.,  are  now 
installed  in  their  new  factory  at  the 
corner  of  Bathurst  and  Wellington 
Streets,  Toronto.  They  occupy  the 
entire  3rd  floor.  Several  new 
Shaker  and  flat-bed  knitting  machines 
have  been  added.  Offices,  sample 
rooms  and  a  large  airy  workroom 
are  equipped  with  modern  facilities 
both  for  manufacturing  and  showing 
a  growing  line  of  sweaters  and  knit- 
ted novelties.  The  firm  intend  to 
develop  their  range  to  include  Wo- 
men's and  childrens  "tailored-knit" 
garments.  This  year's  output  lis 
being  largely  increased. 
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IT  WILL  PAY  BUYERS 

to  purchase  their  wants  from  manufacturers  and  wholesalers  advertis- 
ing in  the  "Review."  They  represent  the  good  houses  in  their  parti- 
cular line. 

Progressive  manufacturers  usually  have  the  best  values.  Progressive 
manufacturers  advertise. 
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KEEP  OUT! 


<<T7'EEP  OUT!"  used  to  hang  as  a  sign  on  every  factory  door.  The  old 
A*-idea  of  secrecy  in  business  made  it  seem  a  crime  to  show  outsiders 
processes,  materials,  and  methods  of  manufacture. 

Now  the  white  light  of  publicity  is  being  let  in  by  those  who  depend  <  >n 
public  favor  for  business  profits  and  business  growth.  The  "Keep  out" 
sign  is  disappearing  from  the  factory  doors  and  the  "welcome"  sign  is 
taking  its  place. 

Candor  and  honesty  form  the  backbone  of  modern  Advertising.  Men  tell  the  truth,  and  it 
pays.      Modern  selling  relies  more  and  more  on   the  confidence  and  good  will  of  the  buyer. 

To-day,  eyes  are  too  sharp  and  intelligences  too  keen  to  make  deceit  possible.  Absolute 
frankness  in  Advertising  is  the  straight  road  to  confidence.  The  public  demands  the  light ;  it 
abominates  and  fears  darkness. 

To-day,  many  canning  factories,  packing  houses,  bakeshops  and  public  kitchens  welcome 
visitors,  concealing  nothing. 

To-day,  many  public  service  companies  use  the  publications  to  tell  the  truth  about  themselves. 

To-day  many  big  industrial  enterprises  are  open  without  hindrance  to  the  inspection  of  an 
interested  public. 

To-morrow,  many  more  companies,  depending  for  their  success  and  prosperity  on  public 
confidence,  will  lift  the  curtains  that  veil  their  hoard  and  work-rooms — they,  too,  will  come  to 
printing  candid  advertisements. 

The  public  may  overlook,  but  does  not  forgive,  a  lie  or  an  abuse  of  its 
confidence.  The  public  regards  with  suspicion  those  who  attempt  to  serve 
it  in  secrecy  and  silence.  The  public  is  repelled  by  juggled  facts  or  befog- 
ging words.  The  public  rewards  with  its  favor  and  money  those  who  tell 
the  truth.  It  walks  and  shops  where  the  light  shines  and  where  the  paths 
are  straight. 

Throw  on  the  light! 

Advice  regarding  your  advertising  problem  is  available  through  any 
recognized  Canadian  advertising  agency  or  the  Secretary  of  the 
Canadian  Press  Association,  Room  503  Lnmsden  Bldg.,  Toronto. 
Enquiry  involves  no  obligation  on  your  part — so  write,  if  interested. 
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A    NEW  SUCCESS  SHAPE:  "BORDEN" 

*HIS  is  the  latest  addition  to  the  Success  range — a  very  smart,  clean-cut  shape 
with  small  "wing." 

The  "BORDEN"  is  essentially  correct  for  formal  wear — but  is  also  a  special  favor- 
ite for  general  wear — a  thoroughly  comfortable  collar.  Made  only  in  2/4  in.  height. 
Keep  your  collar  department  right  up-to-date :  Ask  your  wholesaler  for 
"BORDEN." 
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Take  Advantage  of 
Our  Enquiry  Department 


%  • 


/  • 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


i    • 


THE  DRY  GOODS  REVIEW 

143  UNIVERSITY  AVENUE 

TORONTO 


For  Subscribers 


INFORMATION  WANTED 


DATE 
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PLEASE  TELL  ME  WHERE  I  CAN    PROCURE 


NAME 

ADDRESS 
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FEATURES  OF  OUR 
NEXT  ISSUE 

The  April  2  issue  of  Dry  Goods 
Review  will  contain  a  number  of 
articles  of  particular  moment. 

Fancy  goods  will  be  featured  in 
a  big  way,  many  hints  for  Fall  and 
Christmas  buying  being  given. 

In  view  of  the  interest  now  at- 
taching to  the  Dress  Goods  De- 
partment, a  number  of  articles 
bearing  on  the  sale  of  dress  goods 
and  fabrics  will  appear.  Methods 
adopted  with  success  by  depart- 
mental managers  in  many  of  the 
best  stores  in  Canada  will  be  ex- 
plained. 

A  feature  that  will  prove  of  un- 
usual interest  will  be  a  description 
of  an  exclusive  store,  recently 
opened  in  a  large  Canadian  city. 
It  contains  many  unique  features, 
which  will  be  fully  described  in 
the  article. 


Featuring  Fancy  Goods  and  Dress  Fabrics 
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Rooster  Brand 


TROUSERS 

ICrow^.OverAll   — »— — ^^ 

If   you    haven't    booked    your    require- 
ments for 

KHAKI 

WHITE  DUCK 

GREY,  CREAM  and 

FANCY  FLANNELS 

Your   orders    will  be  properly  attended 
to  if  sent  to  us. 

Robert  C.   Wilkins   Co., 

Limited 


White  Coats 


MANUFACTURERS 
Men's  Pants  Shirts 


Overalls 


Factory  and  Business  Office,  Farnham,  Que. 

Montreal  -  501  New  Birks  Building 
Toronto  -  Room  K,  Toronto  Arcade 
Winnipeg    -    16  Silvester  Willson  Bldg. 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  oj  jlustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     3)^.50     Mailed  Free 

Specimen  Copy  will  be  supplied  on   application. 


Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.  E.C. 

Publishing   Offices  : 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E.C. 
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OUR  EXPERIENCE 


HAS  QUALIFIED  US  TO  ANTICIPATE  THE  REQUIREMENTS 
.:.        .:.        OF  THE  RETAIL  DRY  GOODS  TRADE        .:.        .:. 


WE   WANT  YOUR  JUDGMENT   ON   OUR   SELECTION   FOR 

FALL  1913 


fe|pili#  f  win}*? Iff  m  31  SI m  SL 


H    111 

a"'  i  §  i 


;  -  l~MHW 


We  draw  PARTICULAR  ATTENTION  to 
our  showing  of  DRESS  GOODS       .:.       .:. 

Our  travellers  will  shortly  call  on  you  with  samples  of  all  the  latest  lines  for  Fall. 
All  the  fashionable  goods  will  be  shown — the  new  curly  cloths,  and  Boucle  weaves  and 
diagonals. 

Newest  styles  and  Colorings  are  shown  in  .Tacquard  Effects.  These  come  in  all 
Wool  and  Silk   Wool  Materials. 

Shepherd  Checks,  in  small  broken  checks,  are  very  new  and  very  smart. 

Two-toned  Bedford  Cords,  Prise  Boucle,  Jacquard  Cheviots,  Frise  Jacquards. 

Tweeds  in  Scotch  and  Boucle  effects  will  be  largely  shown. 

In  plain  Shades,  Bedford  Whipcords  and  Twill  will  be  popular. 

Serges,  both  in  fine  and  coarse  weaves,  are  also  featured  very  extensively. 

Cotele,  Jacquard  Cotele,  Diagonal  Cheviots  will  be  good  sellers. 

In  PRIESTLEY'S  lines  we  are  submitting  many  new  productions — see  our  special 
advertisement. 

OUR  SILK  DEPARTMENT 

will  show  exceptioned  values  in  Velveteens,   Corduroy  Velvets,   Plush,  Brocaded  Velvets 
— all  lines  for  which  there  will  be  great  demand. 

We  emphasize  the  above  departments  in  this  advertisement. 

All  of  our  other  departments  are  equally  prepared  with  special  offerings. 

GREENSHIELDS  LIMITED 

MONTREAL 

Everything  in  Dry  Goods 
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YOU  CAN  SELL  WITH  CONFIDENCE 


IF  YOU  HAVE  THIS  MARK  ON  YOUR 


SHIRTINGS 


Because  then  the  cloth  is  as  perfect  as  it  can 
be  made. 

For  over  half  a  century  D.J. A.  Shirtings 
have  taken  the  lead  in  the  highest  class  trade. 

There  is  an  enormous  range  of  fine  designs, 
and  you  are  sure  to  find  just  the  one  you  want. 

These  Shirtings  include  Oxfords,  Zephyrs, 
Cheviots,  Fancy  Mattes,  Ceylons,  All-wool 
Taffetas,  etc. 


DAVID  &  JOHN  ANDERSON,  Limited 


Atlantic  Mills 


ESTABLISHED 
1822 


GLASGOW 
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HORROCKSES' 
FLANNELETTES 

Are  Made 
From  Carefully  Selected  COTTON 


The  nap  is  short  and  close,  no 
injurious  chemicals  are   used 


QUALITY,  DESIGNS  AND  COLOURINGS 
ARE  UNEQUALLED 


If  purchasers  of  this  useful  material  for  Under- 
wear all  the  year  round  would  buy  the  best  English 
make,  they  would  avoid  the  RISKS  they  undoubt- 
edly run  with  the  inferior  qualities  of  Flannelette. 


See  the    name 

ANNUAL  SALE 

"  HORROCKSES  " 

upwards  of 

on  the  selvedge 

TEN  MILLION 

every  two  yards. 

Yards. 

Horrockses,  Crewdson  &  Co.,  Ltd. 

Manchester  and  London,  England 
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"©X.D  Bi<^AeH 


"Old  Bleach's"  very  existence  is  bound  up  in  the  fact  that  never  has 
the  chemical  bleaching  process  been  resorted  to  to  facilitate  the  turn- 
ing out  of  quantity. 

Even  at  times  when  the  linen  fabric  was  at  a  premium  owing  to  the 
failure  of  cotton  crops,  the  old  grass  bleaching  process  was  rigidly 
adhered  to.  To-day  "Old  Bleach"  owes  its  glory  and  popularity,  its 
fine  fresh  snowy  whiteness,  its  beautiful  soft  texture,  its  life  and  wear 
very  largely  to  this  fact. 

Never  will  chemical  bleaching  form  a  part  of  the  life  of  ''Old 
Bleach."    See  our  1913  range  of  samples. 

R.  H.  COSBIE,  LIMITED 


IRISH  LINEN  AGENCY 
30  WELLINGTON  STREET  WEST 


TORONTO 


These  Letters w» 

Tell  What  Our  Copyrighted 
Business- Getting  Plan  Does 


THIS  COPYRIGHTED  PLAN  GETS  HUNDREDS  OF 
PEOPLE   DIRECTLY   INTERESTED   IN   YOUR    STORE 

and  it  has  this  army  of  people  hustling  for  you— it  has  them  urging  their  friends  and 
neighbors  to  trade  with  you.  And  it  keeps  them  hustling  for  you  for  six  solid  months 
01    more. 

With  our  plan  you  fan  make  dull  Wednesday  a  bigger  day  than  busy  Saturday.  And 
.Mm  can  do  it  without  cutting  and  slashing  prices — you  get  this  big  business  at  your 
regular    prices. 

In  other  words,  our  plan  eliminates  the  necessity  of  putting  on  a  cut-price  sale  and 
throwing   your   profits  away. 

And  you  need  not  hold  a  cut-price  sale,  even  though  your  competitor  does.  Even 
though  he  cuts  the  very  life  out  of  prices,  our  plan  will  get  you  the  business.  You  will 
sell  all  of  your  goods  at  regular  prices,  while  your  competitor  carries  the  absolutely- 
necessary-charge  accounts  at  cut  prices. 

The  Following  Merchant  Tells 

like  hundreds  of  others  who  are  constantly  writing  us  of  the  success  they  have  had  using 
our   copyrighted    plan. 

The  Dixie  Dry  Goods  Co.  write  us:  "We  are  impelled  to  say  that  we  have  never 
known  of  anything  just  like  your  plan.  Trade  was  paralized  on  account  of  a  two  year's 
drouth  when  your  representative  came  to  us  and  induced  us  to  put  on  your  plan,  and 
we  have  certainly  found  it  to  be  the  most  wonderful  trade-enlivening  plan  that  we  have 
ever  had  anything  to  do  with  during  our  business  career  of  about  20  years. 

"During  the  last   three  days  of  your  plan   our  sales   amounted   to  $3,810.00." 

You  Can  Use  This  Plan  To  The  Exclusion  Of  Competitors 

If  this  plan  appeals  to  you  and  you  want  to  use  it  to  reduce  your  stock  without  cutting 
prices,  write  us  right  away,  or  better  still,  telegraph  us,  as  we  will  close  a  deal  with 
tin     first    merchant   who   wishes   it    in    your    town. 

If  you  do  arrange  to  use  our  plan  we  will  agree  not  to  sell  it  to  any  of  your  com- 
petitors so  long  as  you   remain   our  customer.     Address 


C.  A.  CASH  &  SON, 
General    Merchandise. 

Brenard  Mfg.  Co., 

Iowa   City,   Iowa. 

(u'litlemen: — 

To  say  that  we  are  well  pleased  with  your  plan 
would  be  stating  it  mildly.  On  the  last  day  we  had 
it  in  operation  our  store  was  thronged,  and  it  was 
impossible  to  wait  on  all  the  people.  On  this  day 
we  took  in  over  $2,500.00.  We  gained  lots  of  new 
customers,  and  almost  converted  our  credit  business 
into  cash  business,  which  we  consider  remarkable.  We 
sold  our  old  stock  on  special  sales,  and  find  it  one  of 
the  best  methods  ever  used. 

When  your  Mr.  Price  called  on  us  we  were  just  a 
little  skeptical,  but  we  found  every  assertion  he  made 
come  true  and  then  some.  Our  stock  is  cleaner  now 
than  it  has  been  for  three  years,  and  business  is 
better. 

Thanks  to  you  and  your  Mr.  Price,  we  remain, 
Yours   very  truly, 

C.  A.  CASH  &  SON. 

P.S. — We   will   perhaps   want   to   put   on  your   new 
plan     about   March  1st  or  sooner. 
WARNING 

BRENARD  MFG.  CO.  IS  NOT  OPERATING  UNDER  ANY 
OTHER  NAME.  We  have  no  Branches.  Other  firms  claim- 
ing connection  with  us  mis-state  facts.  WE  HAVE  A  FEW 
IMITATORS,  BUT    NO   COMPETITORS. 


BRENARD  MFG.  CO.,  Iowa  City,  Iowa 
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One   For   Every   Merchant 


$30 


No.    216 
Detail  Adder 


No.    333 
Total   Adder 


$135 


No.    416 

Total    Adder,   Sales-Strip 

Printer 


$300 


No.   452 
Total   Adder,    Receipt   and    Sales- 
Strip   Printer 


1VTO  MATTER  how  large  or 
-^  how  small  your  business  is, 
there  is  a  sort  and  size  of 
National  Cash  Register  built  to 
serve  your  particular  require- 
ments. 


The  one  for  your  business  will  save  you 
money,  pays  for  itself  out  of  part  of  the 
money  that  it  saves,  and  insures  you  more 
profit. 

It  will  encourage  clerks  to  sell  more 
goods,  prevent  misunderstandings,  and 
benefit  customers. 

The  prices  range  from  $30  to  $900. 

Tell  us  how  many  clerks  you  employ,  and  we 
will  furnish  you  with  complete  information  re- 
garding a  register  built  to  meet  the  particular 
needs  of  your  store. 

The  National  Cash  Register  Company 
285  Yonge  Street  Toronto 

Canadian  Factory  Toronto  15900  I 


$595        $900 


$50 


No.  313 
Total  Adder 


$55 


No.   1023 
Drawer   Operated 


$100 


No.  337 
Total    Adder 


$430 


No.  542 
Total   Adder,   Receipt   and    Sales- 
Strip    Printer    with    Separate 
Departments       or  '     Clerk's 
Adding  Wheels. 


No.   562-6 
Total   Adder,    Receipt   and   Sales- 
Strip    Printer    with    Separate 
Counters      and      Drawers 
for   Six   Clerks. 


No.   598G-EL-9 
Counters    and    Drawers    for    Nine 
Clerks.     Electrically   Oper- 
ated and  Illuminated. 


No.  572-4 

Total   Adder,   Receipt   and   SaleB- 

Strip    Printer   with    Separate 

Counters      and      Drawers 

for  Each   Clerk. 
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The  Surest-Selling  Styles,  the  Surest- 
Satisfying  Qualities  in  Mohair  Fabrics 
are  Guaranteed  by  the  B.D.A. 


Buy  English  Mohairs  that  are  guaranteed  by  the  B.  D.  A.  and  you  will  get 

the  styles,  qualities  and  values  that  spell  success. 

Always  right  in  line  with  Fashion;  always  reliable  in  construction  and  finish. 

English  Mohairs,  guaranteed  by  the  B.  D.  A.,  are  style  merchandise  with 
staple  selling  strength — you  can  sell  them  any  time  and  all  the  time. 

Bring  your  dress  goods  department  up  to  full  profit  producing  power  by 
providing  a  representative  showing  of  these  perennial  favorites. 


Your  wholesaler  will  gladly  show  you  the 
latest  colors  and  weaves  in  English  Mohairs 
guaranteed  by  the  B.  D.  A. 


ZCfjc  Mvadfovd  &pev$f  dissociation,  Ztd. 


Of  JBuadfovd,  England 


Advertising    cuts    and    further    information    may   be  obtained   by   addressing'   the    American   Bureau 
of   the   B.    I>.    A.,   at   235   West   39th    Street,    New   York   City. 
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Our  Spring  1913  Stock 


is  now  complete,  awaiting  your 
orders,  and  we  wish  to  draw  par- 
ticularly to  your  notice  our 
exceptionally   strong   showing  in 

DRESS  GOODS  and  WASH  GOODS 

We  have  a  large  range  of  the  very  popular 
cords  in  all  styles  and  colorings,  two-tone  and 
plain,  in  cotton  or  wool  at  all  prices. 


No.  AA  NAVY  DUCKS   (Seconds) 

At  10c.  PER  YARD 

Don't  miss  this  opportunity  to  pick  up  a 
snap.  These  goods  are  almost  perfect  and 
will  go  rapidly. 


Write  for  Samples  and  Quotations. 
Our  goods  will  interest  you  and 
our  prompt  and  careful  service 
ensure   satisfaction. 


John  M.  Garland,  Son 
&  Company 


Ottawa 


Canada 
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No.  104 


SPECIAL     PROCESS 

GUARANTEED  UNSHRINKABLE 


PRE-SHRUNK 


CUSTOM 


No 


Price  #2.00 


MADE 


Size 


EVERY    IMPROVEMENT    FOR 

COMFORT  and  WEAR 

BEST   SEA-ISLAND    COTTON 
TRIPLE     STRAND-WARP"%WEFT 


AT  LAST— UNSHR 

Guaranteed  Shape-retaining 

At  last  we  have  what  you  have  been  looking  for  everywhere  but  could  never 
get.  A  high  class  duck  coat  that  is  absolutely  unshrinkable,  and  that  you  can 
guarantee  to  your  customers.  A  coat  that  will  never  change  its  shape.  Here's 
how  we  did  it  for  you.  We  bought  the  best  quality  triple  strand  duck  made 
of  South  Sea  Island  cotton,  guaranteed  by  the  mill  to  be  unshrinkable.  To 
ensure  this  we  treated  it  in  our  specially  installed  shrinking  plant,  and  after 
testing  it  found  a  further  shrinkage  of  3/4  in.  to  the  yard,  proving  OUR  PROCESS 
TOOK  OUT  THE  LAST  BIT  OF  SHRINKAGE.  Now.  with  a  staff  of  expert 
operators  and  all  the  best  facilities  at  our  command,  we  are  ready  for  a  tremen- 
dous 1913  business  in  MILLER  GUARANTEED  UNSHRINKABLES. 

THE    MILLER    MFG. 

251-3  Mutual  St. 


No.  ISO 


No.  137 


No.  138 
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INKABLE   COATS 

Duck  Coats  at  $18. 00  Dozen 

Note  the  feature  illustrated  above.  Note  the  guarantee  trade  mark  label  (exact 
reproduction  on  opposite  page),  attached  to  every  garment,  and  each  bearing'  the 
above   exclusive  features.     Eacli   garment   custom   made   and  elegantly   finished. 

These  coats  fit  as  'well  after  laundering  as  before.  All  lapel  collars  are  made 
permanent,  all  buttons  are  best  pearl.  EVERY  FEATURE  IS  USED  THAT 
WILL  GIVE  GREATER  WEAR  AND   SATISFACTION. 

One  price  to  all  ($18.00  a  dozen)  to  be  retailed  everywhere  at  $2.00  each. 
WRITE  NOW  TO  SECURE  AGENCY. 


COMPANY, 


Limited 

TORONTO 


No.  101 


No.  137 


No.   125 


No.  250 
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Exclusive  Store  Conducted  on  Original  Lines. 

A  description  of  a  new  store  recently  opened  in  Toronto,  which  is 
designed  and  managed  on  a  distinctly  original  basis. 

Canadian  Business  Indications  Are  Bright. 

A  brief  summary  of  present  conditions,  showing  that  there  is  no 
room  for  depression.  Collections  are  reported  as  very  slow  in 
the  West. 

The  Sale  of  Novelty  and  Fancy  Lines. 

Methods  of  merchandising  in  connection  with  special  sales  of 
novelty  lines  are  explained.  The  importance  of  adequate  display  is 
dealt  with. 
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German  Business  Men  to  Tour  Canada. 
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Exclusive  Store  Conducted  on  Original  Lines 


O'BRIENS,  LIM  I T  - 
ED,  late  of  73  King  St., 
W..  have  moved  to  their 
new  salon  on  King  St., 
opposite  the  Princess 
Theatre,  Toronto.  Their 

new  building  is  of  ornate  terra  cotta,  fire- 
proof construction,  and  is  laid  out  in  accordance  with 
a  modern  multi-mercantile  scheme.  The  firm  oc- 
cupy the  entire  second  and  third  storeys  as  sales- 
rooms and  workrooms.  These  floors  are  served  by 
a  safety  elevator  and  a  broad  stairway  and  an  en- 
trance with  double  doorways  in  colonial  panel  de- 
sign. 

The  main  floor  is  laid  out  horseshoe  shape.  This 
is  subdivided  into  ten  rooms  for  fitting,  sales,  waiting 
and  reception.  The  woodwork  and  walls  are  beauti- 
fully finished  and  the  entire  design  is  done  in  Louis 
XV.  period.  The  interior  is  original  to  meet  the  re- 
quirements of  an  exclusive  clientele,  while  the  lay- 
out is  patterned  after  the  French,  those  modern  ideas 
embodied  are  designed  to  utilize  the  space  to  the 
best  advantage  to  serve  an  extremely  select  patron- 
age. Some  of  the  effects  rival  those  in  the  show- 
rooms of  the  most  exclusive  of  Paris  and  New  York 
designers.  In  a  measure  many  of  the  facilities  are 
select  reception  and  show  rooms  of  the  largest  fashion 
superior.     They  include  and  are  in  keeping  witli  (he 


A  description  of  the  new  establishment  of 
O'Brien's,  Limited,  Toronto— Ten  rooms  for 
fitting  and  display  purposes— These  rooms 
are  furnished  and  lighted  to  suit  the  display 
of  certain  kinds  of  gowns. 


centres  in  everything 
except  the  mannequins. 
Reception  halls, 
showrooms  and  sales- 
rooms are  semi-private. 
They  are  arranged  for 
convenience.  Each  of  the  ten  rooms  is  treat- 
ed differently  in  the  furnishing,  lighting  and  wall- 
decoration.  And  each  one  is  intended  to  represent 
ideal  surroundings  of  present-day  reception,  drawing- 
room  or  auditorium.  Throughout  the  reception 
hall,  the  woodwork  is  old  white  and  panelled  in  gold 
leaf.  The  walls  are  green  silk  brocade.  Salesrooms 
are  situated  at  the  rear  and  the  stock-rooms  adjoin 
them.  Four  semi-circular  boudoirs  are  for  evening 
and  afternoon  dress.  These  rooms  are  completed  in 
Empire  yellow,  old  gold,  rose,  Pubarry  and  mode 
shades  in  rich  brocades.  The  environment  is  perfect- 
ed for  the  occasion  or  use  of  the  gown  or  the  correct 
matching  of  shades  and  trimmings  in  the  right 
light. 

The  furniture  is  strictly  Louis  XV  and,  although 
contrasting  pieces  are  seen  in  different  rooms,  the 
design  is  similar.  In  the  main  waiting  room,  situ- 
ated near  the  centre  front,  a  beautiful  Louis  Seize 
reception  set  is  used.  This  is  relieved  by  drawing 
room  and  boudoir  pieces  in  old  gold  with  charming 
brocades  and  simple  art  draperies  in  the  delicate 
colorings  of  the  period. 


A  view  of  the  main  salon,  sales  and  evening  show  rooms  of  O'Brien's,  Ltd.,  King  St.,  Toronto.  Interior 
Architecture,  furniture,  hangings  and  fittings  are  of  distinct  periods.  The  arrangement  is  highly  adapted 
to  an   exclusive  business. 


DRY     GOODS    REVIEW 


Carpets  and  rugs  match  the  general  scheme. 
Heavy  pile  green  Axminster  is  laid  in  the  reception 
halls.  Selected  rugs  in  colorings  and  sizes  to  match 
the  smaller  rooms  are  on  highly  finished  matched 
hardwood  floors. 

Draperies  and  hangings  are  in  accord  with  the 
time  of  decoration.  They  are  simple  but  rich  in 
texture  and  design.  In  each  of  the  rooms,  triplicate 
mirrors  are  swung,  so  as  to  complete  the  wall  panel 
when  closed. 

Light  reflection  is  naturally  important.  At  first 
glance,  fixtures  comprise  only  three  light  candelabra 
at  intervals  on  the  side  walls  and  panels.  The  arti- 
ficial lighting  is  arranged  so  that  the  reflection  is 
semi-diffused  to  give  any  degree  of  light  or  shadow 
or  the  effect  of  different  colors  or  lights  on  any  color. 
Daylight  is  regulated  by  means  of  draperies  to  make 
the  required  shadow  or  reflex  of  light.  A  careful 
study  is  made  in  blending  colors  of  the  result  of 
color  on  color  and  the  reflex  of  light,  both  natural 
and  artificial,  on  color. 


In  point  of  equipment,  both  floors  are  up  to  date. 
In  the  workrooms  modern  facilities  for  cutting  and 
designing  on  perishable  fabrics  are  installed.  These 
include  the  newest  approved  electrical  pressing  and 
sewing  machinery  situated  in  large  airy  rooms.  Sani- 
tary, ventilating  and  heating  systems  are  perfect. 
Each  assistant  on  this  floor  is  expert  and  is  an  original 
designer  of  different  parts  of  a  gown.  They  special- 
ize on  either  sleeves,  bodies,  collars,  yokes  or  work- 
manship and  nothing  else.  With  a  fitting  and  de- 
signing force  of  men  and  women  designers  and  sales- 
people the  service  is  highly  satisfactory. 

O'Briens  cater  to  a  high  class  clientele,  which  is 
the  result  of  years  of  connection  and  reputation 
building.  Customers  form  a  select  list  and  no  new 
accounts  are  opened  except  on  the  personal  recom- 
mendation of  the  best  customers.  The  se-rvice  of  in- 
dividual attention  of  designers,  fitting  experts  and 
salespeople  is  courteous  but  conservative.  Each  client 
is  served  separately  and  intimate  customers  are  as- 
continued  on  page  15) 


A  closer  view  of  one  of  the  boudoir  show  rooms  for  import  gowns  and  evening  wear  is 
seen.  Two  models,  adjustable  wall  mirrors  and  special  period  wall  treatment  are 
shown.     O'Brien's,  Ltd.,  Salon,  King  St.,  Toronto. 
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Hold  Your 

House-furnishings 
Sale  Now 


Spring  is  here.  The  bright  sun  is  showing  up  faded  curtains 
and  hangings,  furnishings  seem  shabby  and  your  customer 
will  buy  now  if  you  show  the  goods. 

Here  are  a  few  lines  that  will  help  sales  : 


Wilton  Woven  Cotton  Mats 

18x32    -    $18.00  doz. 


24x48    -    $24.00  doz. 


Mercerized  Fancy  Scrim  Curtains 

550  Arab   40"  x  2y2  yd.  @  $2.25  pr. 
40"  x  3      yd.  @    2.75  pr. 
552  White  40"  x  3 
554  Ivory  40"  x  3 

Congoleum  Rug  Border  4  |  4  @ 
MX  Fine  Dimity  Quilt  11 1  4  @ 


yd.  @    3.75  pr. 
yd.  @    4.50  pr. 

•  37i/2  yd. 
$3.00 


King  Velvet  Door  Rugs 

11x28  -  $4.50       16x26  -  $6.00 

RB  Red  Bordered  Cocoa  Mats,  14x24 

16x27 

Saxony  Wilton  squares,  rugs  and   half   runners   to  match. 

Ask  for  price  list. 


17x35  -  $7.50  doz. 

$2.00  doz. 
3.00  doz. 


All  in  stock 


Order  now. 


The   W.  R.  Brock  Company  (Limited) 

MONTREAL 
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Canadian  Business  Indications  Are  Bright 


THE  BUSINESS  situ- 
ation in  Canada  is  satis- 
factory from  most  view- 
points. Business  is  very 
brisk  and  the  marked 
industrial  activity 
which  prevails  gives 
promise  of  the  continu- 
ation of  "good  times."  Certainly,  there  have  been 
no  signs  yet  of  a  halt  in  the  march  of  progress. 

Only  one  feature  of  the  situation  in  Canada  gives 
any  room  for  doubt  or  worry.  Money  is  scarce,  so 
extremely  scarce  that,  unless  some  improvement 
takes  place,  the  expansion  of  legitimate  enterprise 
may  be  checked.  Before  going  any  further  into  the 
question,  it  may  here  be  explained  that  this  con- 
tingency is  deemed  far  from  likely.  AVhile  financ- 
iers do  not  anticipate  that  the  situation  will  be  fully 
relieved  this  year,  they  are  confident  that  the  banks 
will  continue  in  a  position  to  accommodate  customers 
and  to  lend  their  assistance  to  all  approved  measures 
of  expansion.  The  only  certain  effect  of  the  money 
tightness,  therefore,  will  be  to  put  the  ban  on  wild- 
catting  and  rash  speculation.  Thus  do  blessings  of- 
ten visit  us  in  disguise. 

The  money  stringency  is  felt  in  many  ways.  Col- 
lections have  not  been  entirely  satisfactory  since  the 
first  of  the  year,  although  in  all  parts  but  the  West 
there  has  been  a  marked  improvement  of  late.  In 
the  West  collections  are  still  so  slow  that  a  certain 
amount  of  uneasiness  is  inevitable.  That  conditions 
are  fundamentally  bad  is  not  accepted  by  even  the 
most  pessimistic;  the  fact  remains,  however,  that 
the  slowness  is  likely  to  continue  until  the  Fall. 

Discussing  the  situation  with  Dry  Goods  Review 
the  other  day,  a  Toronto  wholesaler  said:  "We  find 
collections  in  Ontario  good  at  the  present  time;  in 
fact,  there  has  never  been  any  room  for  worry  as  far 
as  this  province  is  concerned.  There  is  nothing  to 
complain  of  as  far  as  the  East  is  concerned.  In  the 
West,  however,  we  find  collections  to  be  slow.     The 


A  summary  of  conditions  as  the}^  exist  in 
Canada  at  the  present  time — Collections  are 
slow  in  the  West,  but  there  is  no  reason  for 
complaint  as  far  as  the  East  is  concerned — 
ActivhVy  continues  marked. 


situation  verges  on  the 
serious  in  the  West." 
Business  is  Booming. 
The  tightness  of  mon- 
ey is  not  checking  bus- 
iness,     however.      I  n  - 

creases  in     volume     of 

turnover  are  b  eing 
shown  all  along  the  line.  Manufacturers  are  finding 
they  cannot  keep  pace  with  orders.  "We  have  more 
business  than  we  can  handle,'  is  a  phrase  which 
promises  to  become  stereotyped  through  general  and 
constant  repetition. 

One  of  the  most  encouraging  features  of  the  bus- 
iness situation  at  the  present  time  is  the  way  in  which 
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Taft  leaves  a  legacy  for  his  successor. 


activity  perseveres  in  spite  of  manifest  discourage- 
ment. This  is  true  of  all  parts  of  the  civilized  world. 
In  Europe  the  dampening  influence  of  the  Balkan 
war  and  the  ever  present  possibility  of  a  general  out- 
break has  failed  to  check  the  active  tone  of  industry 
and  trade.  In  the  United  States,  political  disturb- 
ances of  more  than  usual  potentiality  have  not  been 
sufficient  to  put  a  check  on  the  improvement  of  trade 


The   Eight   of  Way — Ireland  in  Colum- 
bus Despatch. 


Reading  a  Lesson  to  the  Panic 
Mongers  — MeCutcheon. 


The  Big  Problem   on  Uncle  Sam's 
Hands — Portland  Oregonian. 


DRY    GOODS    REVIEW 


and  the  expansion  of  industry.  The  time  was  when 
presidential  years  in  the  United  States  were  counted 
as  lost  years  from  the  trade  standpoint.     To-day — 


Consumer — "They    told    me    you    would    help 
me  to  carry  my  load." — Cleveland  Leader. 


as  the  cartoonist  very  aptly  shows  it  —  the  motor 
truck  of  business  speeds  along  the  highroad  of  pros- 
perity and  the  steam  roller  of  politics  is  forced  into 
the  ditch.  In  Canada  there  is  only  the  money  string- 
ency to  contend  with  and  it  is  not  having  any  mark- 
edly adverse  influence  on  business  activity. 

In  the  dry  goods  trade  business  has  been  brisk 
from  the  first  of  the  year  and  there  does  not  seem 
any  probability  of  this  condition  ceasing  .  All  indi- 
cations as  to  the  future  are  favorable. 


Harry  G.   Selfridge's  Success 

The  friends  of  Harry  Gordon  Self  ridge  in  this 
country  are  taking  great  interest  in  his  big  depart- 
ment store  in  London.  After  several  years  of  intelli- 
gent effort  Selfridge  &  Co.,  Ltd.,  are  able  to  show  a 
handsome  profit  on  the  operations  for  the  fiscal  year 
ending  January  31,  1913.  The  net  profit  is  £101,- 
029,  which  compares  with  £50,200  the  preceding 
year.  After  paying  the  debenture  interest  there  is 
a  balance  of  £68,360,  most  of  which  is  devoted  to 
wiping  off  furniture  and  fixtures,  preliminary  ex- 
penses, etc.  The  enterprise  now  appears  to  be  an 
assured  success. 

Mr.  Selfridge  was  brought  up  in  (he  house  of 
Marshall  Field  &  Co.,  Chicago,  starting  as  a  humble 
clerk  and  finishing  in  a  highly  responsible  position, 
with  a  handsome  fortune  in  his  pocket.  He  re- 
tired some  years  ago  and  undertook  the  establish- 
ment of  an  American  department  store  in  London, 
to  be  operated  on  American  principles,  but  with  due 
consideration  for  the  peculiarities  of  English  life. 
Some  of  his  associates  considered  the  enterprise  ex- 
tremely hazardous,  but  he  wins  out. 

Oxbow,  Sask. — Miss  Matheson,  recently  with 
John  C.  Green's  millinery  establishment  in  "Win- 
nipeg, has  purchased  McCay  &  Sons  millinery  de- 
partment. 


Rapid  City,  Man. — Mrs.  Hay,  of  Minnedosa,  is 
opening  a  millinery  store  here. 

Moncton,  N.B. — Through  the  bursting  of  a  tank 
valve  in  the  toilet  room  on  the  second  floor  of  Peter 
McSweeney  &  Co.'s  large  store,  a  portion  of  the  build- 
ing was  flooded  and  damage  of  $3,000  to  $1,000 
done  to  stock. 


Exclusive  Store  Conducted  on  Original  Lines 

(Continued  from  page  12) 
sured  the  utmost  confidence  of  design  or  selection. 
Customers  are  ushered  to  the  salesrooms  and  gowns 
or  fashions  are  designed  for  personal  choice  or  ap- 
proval on  living  models  or  lay  figures.  Each  design 
is  suggested  to  enhance  the  deportment,  expression 
or  contour  of  the  prospective  wearer.  If  necessary, 
the  privacy  maintained  is  so  select  that  customers 
may  be  deciding  on  a  new  gown  or  wrap  for  a  prom- 
inent event  and  their  closest  friends  know  nothing 
about  the  purchases  or  presence  of  the  buyer. 

The  coterie  of  designers  in  charge  obtain  their 
inspiration  from  original  as  well  as  modified  styles. 
Imported  Paris  gowns  are  displayed  in  the  show- 
rooms. Sometimes  designs  submitted  are  derivations 
on  these  models.  Again  customers  are  sold  the  gar- 
ment direct  or  with  improvements  to  suit  the  figure. 
Each  modiste  is  expert  in  this  field  and  to  the  service 
is  added  the  personal  attention  of  the  modistes  in 
charge  of  afternoon,  evening  or  street  wear.  The 
head  modiste  is  always  assisting  or  promoting  styles. 
Many  imported  gowns  are  never  shown  more  than 
once  to  any  person. 

The  representative  standing  of  O'Briens  is  the 
direct  return  of  advertising.  At  present  the  firm  are 
not  using  any  other  publicity  than  theatre  and  social 
programs  or  charity  announcements.  Leading  events 
appear  m  the  daily  papers.  Well  timed  ads  are  made 
in  special  types  with  monogram  and  name  plate  and 
unusual  white  space.  During  the  years  the  firm  have 
been  in  business  they  have  advertised  extensively. 
This  policy  is  not  changed,  but  O'Briens  are  now 
enjoying  the  aggregate  of  their  advertising  and  of 
reputation  through  their  publicity  and  service.  They 
propose  to  allow  for  steady  growth  and  to  provide  in 
a  manner  befitting  the  wealth  of  the  leading  families 
or  social  demands  of  their  circle.  The  connection 
includes  prominent  people  from  the  capital  cities  of 
the  provinces  and  most  of  the  larger  Ontario  towns. 
These  customers  are  always  advised  of  the  important 
features  of  the  season's  style  influences.  Advertis- 
ing has  made  the  name  "O'Briens"  synonomous  with 
exclusiveness  and  will  keep  it  so. 

O'Brien's  is  an  example  of  the  development  of 
high  class  dressmaking  and  tailoring  combined  with 
a  model  department.  Their  business  in  interesting 
because,  if  ready-to-wear  has  reduced  the  field  of 
made-to-measure  garments,  the  scope  of  the  limited 
section  has  not  yet  exceeded  the  possibilities.  The 
investment  and  equipment  in  this  instance  and  the 
plans  for  future  business  through  these  facilities  is 
a  refutation  of  any  other  contention. 
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The  Sale  of  Some  Novelty  and  Fancy  Lines 


IT  IS  THE  goods  that 
bring  the  ready  cash 
and  the  quick  turnover 
to  which  the  merchant 
of  to-day  accords  the 
best  selling  positions  in 
the  store.  This  accounts  for  the  gradual  re- 
moval of  piece  goods  and  heavy  lines  to  the  upper 
floor*,  and  the  filling  of  the  vacated  space  with  de- 
partments devoted  to  the  selling  of  novelty  goods. 
Practically  all  the  lines  of  fancy  goods,  and  many  of 
the  dress  accessory  lines,  are  sold  by  introduction. 
Therefore,  the  question  of  accessibility  and  their 
being  constantly  before  the  eye  of  the  buying  public 
is  of  the  greatest  importance. 

]n  selling  novelty  goods,  fixtures  and  attractive 
display  are  of  the  greatest  importance,  as  it  is  the 
first  impression  that  often  makes  the  sale.  In 
the  big  city  stores  cut  flowers,  plants  in  season,  palms 
and  ferns  are  all  used  to  give  attractiveness  to  the 
department,  particularly  when  there  is  anything 
particularly  desirable  on  show,  or  any  special  sale 
in  the  department.  The  importance  of  proper  fix- 
tures for  display  is  also  great — the  presence  of  one 
or  more  mirrors  in  the  veiling  department  is  an 
instance.  There  should  also  be  a  wax  head  or  two, 
so  that  new  methods  of  draping  veils  and  new 
meshes  can  be  properly  shown.  Stands  for  showing 
neckwear  and  some  comprehensive  method  of  dis- 
playing the  lace  embroidery  and  trimmings,  so  that 
the  stock  carried  can  be  viewed  easily  and  without 
undue  handling,  are  necessary. 

The  art-needle  work  department  as  now  con- 
ducted is  an  all  the  year  round  seller.  In  most 
stores  while  the  main  department  is  on  the  ground 
floor,  there  is  an  annex  on  the  first  or  second.  This 
annex  is  more  to  provide  accommodation  for  free 
classes  in  needle-work,  which  are  held  at  stated  in- 
tervals. A  competent  instructor  is  provided,  but 
no  charge  is  made  for  the  lessons,  but  all  materials 
are  bought  out  of  the  department.  In  this  way  new 
ideas  in  fancy  needle-work  and  new  materials  are 
quickly  introduced,  and  a  class  of  this  kind  is  a 
great  attraction  to  the  store.  Souvenirs  of  Canada, 
or  of  the  particular  town,  take  the  form  of  picture 
post  cards,  showing  the  principal  streets  and  the 
objects  of  interest,  schools,  churches,  etc.  Visitors 
to  the  town  buy  post  cards  in  quantity  and  the  sale 
is  always  large.  The  souvenir  line  is  a  big  one  and  is 
constantly  added  to.  Belt  pins,  bar  pins,  brooches, 
tie  pins,  watch  fobs  and  many  other  lines  with  the 
Canadian  coat  of  arms,  the  coat  of  arms  of  the 
different  provinces  are  leading  souvenir  sellers. 
Then  there  are  Indian  goods  made  out  of  birch 
bark,  and  many  other  lines  which  are  constantly 
being  added  to. 

Toys  in  many  stores  are  only  carried   for  the 


Modern  methods  of  merchandizing  as  ap- 
plied to  fancy  goods  and  accessory  depart- 
ments —  Proper  display  and  attractive 
fixtures  necessary — Needle  work  classes  an 
effective  help  to  sales. 


Christmas     trade,     but 

many  merchants  would 

find   that   a  permanent 

stock    would    net    good 

profit.    The  space  given 

up  to  this  line  need  not 

be  large,  but  it  would  be  mighty  atractive  to  the  little 

folk,  and  because  of  this,  would  draw  the  parents  to 

the  store. 

DECORATIONS  HELPED  SALE. 

The  accompanying  illustration  shows  a  particu- 
larly effective  method  of  interior  display.  The  unit 
shows  the  decoration  scheme  used  by  R.  McKay  & 
Co.,  Hamilton,  during  their  1912  spring  sale  of  fancy 
goods  and  dress  fabrics.  Twenty  pillars  in  the  store 
were  decorated  alike,  having  six  plaster  arms  attach- 
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ed  with  flower  baskets  and  electric  lights  hanging 
from  each.  These  baskets  were  made  up  of  maiden 
hair  fern,  smilax  and  Spring  flowers.  Above  the 
arms  and  extending  up  to  the  ceiling  were  large 
sprays  (if  tea  roses.  The  color  scheme  was  pink  and 
green.  The  lights  had  pink  shades  and  were  p^ced 
in  the  centre  of  each  basket. 

Decorations  of  this  nature  go  a  long  way  toward 
the  success  of  a  special  departmental  sale. 


German    Business   Men   to   Tour    Canada 


A  BUSINESS  men's 
trip  to  Canada  has  been 
arranged  by  a  party  of 
leading  German  busi- 
ness men.  The  idea  was 
first  mooted  some  time 

ago,  and  was  received  by       

prominent         Germans 

with  acclaim.  The  support  of  many  leading  associ- 
ations and  personages  was  secured.  Many  eminent 
men  will  be  included  in  the  party  who  come  to  "Spy 
Out  the  Land." 

All  details  of  the  trip  which  is  to  last  7  weeks 
have  been  arranged.     The  itinerary  is  as  follows  :■ — 

heave  Bremerhaven  June  24,  reaching  Quebec  on 
July  4.  Three  days  will  be  spent  there  sight-seeing. 
Reception  will  be  given  by  the  municipality  and  Gov- 
ernment. Sight-seeing  in  Quebec.  Excursion  to 
Montmorency  Falls.  Apartments:  Chateau  Fron- 
tenac. 

July  6-8,  Montreal. — Departure  for  Montreal  on 
special  train  of  palace  cars.  Tour  through  the  town. 
Inspection  of  banks,  works  of  the  C.P.R.,  the  Domin- 
ion Iron  Steel  Company  and  other  plants,  as  desired 
by  the  participants. 

Reception  by  the  Board  of  Trade.  Social  meeting 
at  the  German  Club.  Apartments:  Place  A^iger. 
Information:  German  Consulate  (Dr.  Lang,  Secre- 
tary, Merchants  Union  Building).  Board  Of  Trade 
(Mr.  Hadrill,  Secretary).  Canadian  Manufacturers 
Association  (Mr.  Meldrum,  Secretary). 

July  8-10,  Ottawa. — Reception  by  the  Dominion 
Government  and  the  Municipality.  Apartments: 
Chateau  Laurier.  Information  :  W.  H.  Baker,  Pub- 
licity Department.  City  Hall  and  other  ministerial 
departments. 

July  10-12. — Departure  from  Ottawa  for  Winni- 
peg, across  the  mountains  along  the  Great  Lakes. 
Short  stop  for  recreation  en  route. 

Cobalt. — Excursion  to  the  silver  and  nickel  mines 
of  Cobalt.  Only  upon  previous  application  simul- 
taneously with  announcement  of  participation  in  the 
trip.    The  party  will  be  conveyed  to  Winnipeg. 

July  12-14,  Winnipeg. — Reception  by  the  Gov- 
ernment of  the  Province  of  Manitoba  and  the  Muni- 
cipality.   July  13th  (Sunday)  rest. 

Apartments:  Royal  Alexandra.  Information: 
German  Consul,  Mr.  Hugo  Karstens.  Industrial 
Commissioner,  Mr.  Charles  Roland.  Department  of 
Agriculture.    Government  of  Manitoba. 

July  15-17. — Trip  across  the  Western. 

July  17,  Calgary. — Sight-seeing  in  the  town  and 
environs,  especially  the  irrigating  plants  of  the  C. 
P.  R.  Apartments:  New  C.  P.  R.  Hotel.  Informa- 
tion: Mr.  Dennis,  Assistant  to  the  President  of  the 
Department  of  Natural  Resources.  Industrial  Com- 
missioner of  Calgary. 

July  18-20,  Banff  Laggan. 

July  20-23.     If  desired  in   place   of  Glacier  — 


Party  from  Fatherland  will  make  a 
seven  week's  tour  of  Canada — Complete  de- 
tails of  itinerary — Will  travel  from  coast  to 
coast  to  get  full  impression  of  country's 
possibilities. 
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Okanagan  Valley. 

July  20-22,  Glacier. 

July  23,  Okanagan 
Valley. — Inspection  of 
the  fruit  farms.  Motor 
car  trip  to  Vernon.  In- 
formation :  Mr.  Fisher, 
Secretary  of  the  Board 


Trade,  and  Mr.  J.  YV.  Jones,  Mayor  of  the  town. 

July  24-27,  Vancouver. — Reception  by  the  Muni- 
cipality, the  Vancouver  Club  and  Progress  Club. 
Apartments:  Vancouver  Hotel.  Information:  Ger- 
man Consul,  Mr.  Von  Ettlinger,  Progress  Club  (Dr. 
Rowe,  Secretary. ) 

July  27-28,  Vancouver  Island. — By  steamer  to 
Vancouver  Island.    Trip  through  part  of  the  Island. 

July  29,  Victoria. — Reception  by  the  Govern- 
ment of  British  Columbia  and  the  Municipality. 
Apartments:  Empress.  Information:  German 
Consul,  Mr.  Lowenberg.  Bureau  of  Provincial  In- 
formation  (Mr.  Frank  J.  Clarke,  Secretary.) 

July  30,  Vancouver. — Afternoon.  Departure  on 
the  return  trip  to  the  East. 

July  31,  Kamloops.  —  Inspection  of  the  fruit 
farms  and  irrigating  plants  of  the  Canadian  Proper- 
ties, Ltd. 

July  31 — Aug.  1,  Kamloops. — Trip  through  the 
Rockies  to  Edmonton. 

Aug.  1-3,  Edmonton. — Receptions:  Government 
of  Alberta  and  the  Municipality.  Apartments:  Ho- 
tel King  George.  Information:  Board  of  Trade  (Mr. 
M.  Fisher,  Secretary).  Department  of  Agriculture. 
Government  of  Alberta. 

Aug.  3.  —  Day's  trip  through  the  Northern 
prairies. 

Aug.  3-4,  Saskatoon. — Reception  by  the  Munici- 
pality. Information:  Board  of  Trade  (Mr.  Sclan- 
ders,  Secretary). 

Aug.  5,  Regina  or  Moose  Jaw. — Program  to  be 
announced  later. 

Aug.  6,  Brandon. — Reception  by  the  Municipal- 
ity. Information:  Industrial  Commissioner  (Mr. 
Griffin.) 

Aug.  6. — Continuation  of  journey  to  Fort  Wil- 
liam and  across  the  Great  Lakes  to  Toronto. 

Aug.  8,  Sault  Ste.  Marie. — Reception.  Informa- 
tion:    Algoma  Mills  and  Steel  Works. 

Aug.  9-13,  Toronto  and  Environs. — Reception: 
Government  of  Ontario.  Municipality.  Board  of 
Trade.  Canadian  Manufacturers'  Association.  So- 
cial meeting  at  the  German  Club. 

Excursions:  (1)  By  steamer  to  Niagara  Falls. 
Inspection  of  the  electric  power  station  (1  day.) 

(2)  To  Waterloo  County:  Berlin,  Guelph,  Pres- 
ton, Waterloo,  etc.  (German  manufacturing  and  ag- 
ricultural district.)      (1  day.) 

(Continued    on   page   137.) 
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Featuring  Dress  Goods 

TK  THIS  issue,  Dry  Goods  Review  presents  ad- 
■*-  vance  information  with  reference  to  Fall 
styles  in  fancy  goods  and  dress  fabrics.  The  infor- 
mation given  is  authoritative  and  can  be  accepted  as 
absolutely  dependable,  despite  the  fact  that  the  sea- 
son is  still  early.  The  advance  date  at  which  this  is 
presented  is  hut  another  evidence  that  The  Review 
is  ahvaj/s  first. 

In  view  of  the  fact  that  the  dress  goods  season 
is  opening  a  little  later  than  usual  this  year,  this 
department  will  be  given  considerable  attention  as 
well  in  the  May  7  issue.  Articles  dealing  with  the 
merchandising  problems  of  the  dress  goods  depart- 
ment will  appear  in  this  number. 


Trade  With  Germany 

THE  awakened  interest  which  the  countries  of 
the  old  world  are  taking  in  Canada  is  very 
markedly  evidenced  in  the  case  of  Germany.  A 
party  of  prominent  business  men  from  the  Father- 
land will  tour  Canada  this  Summer  with  an  eye  to 
gaining  a  clearer  understanding  of  the  possibilities 
of  the  market.  More  convincing  still  is  the  proof  of 
Germany's  interest  conveyed  in  the  form  of  an  offi- 
cial report  on  trade  relations.  From  the  tenor  of  this 
report,  it  is  clear  that  Germany  regrets  the  retaliating 
measures  instituted  against  Canada  at  the  time  the 
British  Preference  was  established.  It  is  shown  that 
in  1012  German  imports  of  Canadian  wheat  reached 
a  total  valuation  of  $12,000,000,  as  compared  with 
$:S.750.000  in  1911  and  .$750,000  in  1010.  Altogether 
Germany  bought  $15,000,000  worth  of  Canadian 
products  and  sold  to  us  only  $10,000,000.  The  report 
comments  on  the  anomaly  of  the  two  countries  main- 
taining their  highest  tariffs  against  each  other,  when 
France  and  other  States  enjoy  much  more  favorable 


arrangements,  and  proceeds:  "Is  it  possible  that  the 
difficulties  in  coming  to  a  just  and  fair  agreement 
with  Canada  are  unsurmountable?  With  the  sta- 
tistics now  available  we  can  prove  to  Canadians  the 
importance  of  the  German  market  for  their  goods, 
and  the  great  advantage  they  will  derive  from  an  in- 
creased enjoyment  of  the  German  conventional  tar- 
iff. These  advantages  will  be  far  greater  than  those 
given  to  Canada  by  France.  Germany's  duties  on 
Canadian  imports  are  lower.  Furthermore,  there 
should  be  no  objection  to  granting  Canada  still 
greater  advantages  for  the  imports  of  wheat,  dressed 
meats,  and  dairy  products.  We  must  insist,  how- 
ever, on  the  complete  elimination  of  any  differential 
treatment  of  German  goods  as  against  those  of 
French  or  anv  other  non-British  country  origin." 


-@- 


Establishing  National  Standards 

\  MOST  determined  effort  is  being  made  in  the 
■*■  *■  United  States  to  create  American  independ- 
ence in  the  matter  of  styles.  The  attempt  to  shake 
off  the  dominance  of  Paris  is  a  natural  one.  In 
(he  United  States  there  are  conditions  peculiar  to 
that  country  which  influence  styles,  and  which  call 
for  a  national  standard.  In  addition  to  which,  our 
Yankee  cousins  have  a  sufficiently  good  opinion 
of  themselves  to  believe  that  they  can  create  ideas 
in  dress  for  themselves  quite  as  well  as  the  designers 
of  Paris.  Many  prominent  interests  have  sub- 
scribed to  the  Declaration  of  Style  Independence. 

In  Canada  there  has  always  been  a  certain  de- 
gree of  independence  although,  of  course,  the  in- 
fluence of  continental  and  American  styles  is 
strongly  reflected  in  this  country.  One  of  the  most 
gratifying  developments  recently  was  the  action 
taken  at  a  meeting  of  the  Cloak  Manufacturers'  As- 
sociation, when  recommendations  for  the  fall  styles 
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for  coats  were  issued.  The  advantages  to  be 
gained  from  this  plan  have  already  been  pointed 
out  in  The  Review.  It  is  to  be  hoped  that  the  idea 
of  setting  a  standard  for  Canadian  styles  will  lie 
developed  and  broadened. 


The  Review  in  a  New  Dress 

WITH  this  issue.  Dry  Goods  Review  appear-  in 
a  new  dress.  As  will  be  noted,  a  uniform 
style  of  heading  for  the  various  departments  has 
been  adopted,  and  the  readings  of  individual  art- 
icles have  been  changed  to  conform  with  the  theor- 
ies of  best  typographical  practice.  The  result,  we 
believe,  has  been  to  brighten  the  appearance  of  the 
editorial  pages.  The  changes  made  are  in  accord- 
ance with  the  determination  of  The  Review  to  give 
its  readers  the  best  possible  service,  to  present  all 
the  news  of  the  trade  in  the  most  acceptable  and 
attractive  form. 

— m — ■ 

The  Financial  Situation 

COMMENTING   on   the  business   situation,   the 
Financial  Post  says: 

With  external  conditions  as  they  are  it  would 
be  idle  to  look  for  a  large  supply  of  cheap  money 
for  Canada.  The  temporary  relaxation  during  the 
week  may  continue,  but  even  at  that  the  extent  to 
which  the  banks  have  made  call  loans  will  eventu- 
ally keep  out  of  the  market  any  operations  of  a 
speculative  character.  Commercial  demands  on 
the  banks  are  assuming  large  proportions  and  they 
are  receiving  preferential  treatment.  No  encourage- 
ment is  being  given  to  borrowers  who  want  money 
for  capital  expenditure  in  the  form  of  current  loans. 

Extensions  to  business  have  been  made  by  the 
use  of  credit  from  the  banks.  Current  loans  have 
assumed  the  character  of  permanent  loans.  The 
consequence  is  that  industrial  concerns  which  have 
given  extensive  credit  and  have  obtained  a  large 
measure  of  accommodation  from  the  banks  are  being- 
asked  to  get  more  capital  into  their  business,  and 
this  they  are  doing  in  the  form  of  bond  issues. 

So  far  as  the  introduction  of  more  capital  into 
the  rapidly  growing  industries  of  the  Dominion 
has  proceeded,  during  the  past  few  months,  the 
effects  have  been  salutary.  The  business  of  the 
whole  Dominion  will  derive  a  great  impetus  from 
any  movement  which  will  diminish  the  permanent 
rather  than  '•'current"  bank  loans. 

There  has  been  no  change  in  the  attitude  of  the 
banks.  While  some  dribblings  of  call  loans  have 
been  made  by  them,  they  are  not  seeking  new  busin- 
ess.    From  one  end  of  the  Dominion   to  the  other 


this  policy  is  being  followed.  Of  many  sources  from 
which  The  Post  has  sought  information  as  to  the 
money  outlook,  but  a  very  small  percentage  com- 
plain of  lack  of  accommodation  from  the  banks  for 
purely  commercial  purposes. 

The  outlook  from  the  actual  manufacturer's 
standpoint  continues  very  hopeful.  From  the  far 
east  and  the  far  west  reports  indicate  that  orders 
are  of  such  volume  as  to  keep  the  wheels  of  industry 
busy  for  some  months.  Enquiries  and  buying  are 
very  strong.  Collections  are  not  as  good  as  they 
might  be,  but  during  the  week  some  improvement 
has  been    evident. 


Conditions  Are  Sound 

IT  IS  becoming  increasingly  apparent  that  business 
conditions  in  Canada  are  sound.  Money  is  very 
tight  and  collections  have  not  been  altogether  satis- 
factory up  to  date,  but  a  marked  improvement  is 
now  setting  in.  The  improvement  has  not  yet  ex- 
tended to  the  west  where  collections  are  still  unde- 
niably slow.  Despite  this  handicap,  business  con- 
tinues very  brisk.  Deliveries  in  some  lines  are  slow. 
Demand  is  heavy  and  there  is  no  indication  that 
present  activity  will  not  continue  throughout  the 
year.  There  is  good  reason,  therefore,  for  the  op- 
timism which  prevails  in  practically  all  quarters. 


The  Passing  View 

A  salesman's  worth  to  his  firm  is  often  based  on 
more  than  the  total  of  his  sales  book. 


A  party  of  German  business  men  tour  through 
Canada  this  summer.  The  old  world  is  slowly  but 
nevertheless,  surely  awaking  to  the  possibilities,  the 
probabilities  of  this  great  Dominion. 

*  *         * 

An  honest  man  can  fail  and  other  men  will  still 
trust  him.  Others  will  possess  the  wealth  of  Croe- 
sus and  still  be  regarded  with  suspicion.  Getting 
down  to  basic  principles,  the  fact  shows  out  clearly 
that  in  the  matter  of  winning  trust,  Character  dis- 
counts Cash  and  Solidity  is  more  necessary  than 
Solvency. 

*  *         * 

The  merchant  should  push  collections  when 
money  is  plentiful:  because  it  is  easier  to  get  pay- 
ment then.  He  should  push  collections  when 
money  is  scarce;  because  there  is  always  the  danger 
of  it  getting  scarcer.  In  fact,  he  should  push  col- 
lections the  whole  time,  whether  money  is  scarce, 
flush  or  medium,  whether  business  rushing  or  stag- 
nant. This  is  one  rule  which  can  be  laid  down  arbi- 
trarily— and  safelv. 
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Character:  Its  Relation  to  Credit 


A  writer  in  the  Philadelphia  Ledger  says: 

The  late  Mr.  Morgan  told  the  Pujo  Committee  that  he  had  given  a  million  dollar  check  to  a  man 
that  he  knew  did  not  possess  a  cent.  To  others  who  were  rich  he  had  refused  to  lend  anything. 
The  character  of  the  borrower  decided  Mr.  Morgan's  action.    This  brings  up  a  very  big  question. 

How  much  is  character  worth  in  business?  Can  it  be  capitalized?  Has  it  a  genuine  earning 
capacity?  Since  Mr.  Morgan  gave  his  testimony  I  have  made  it  a  point  to  ask  many  Philadelphia 
financiers  and  business  men  those  three  questions.  I  shall  set  down,  briefly,  what  one  of  them 
said  in  reply.    He  is  a  large  dealer  in  certain  kinds  of  iron  and  he  does  a  prosperous  business. 

"Every  school  book,"  said  this  iron  man,  "should  embody  what  Mr.  Morgan  said  about  char- 
acter in  business.  It  is  everything.  I  have  very  often  done  in  a  much  smaller  way  exactly  what 
this  king  of  Wall  Street  did  with  his  million-dollar  check.  There  are  names  on  my  books  to-day 
that  stand  opposite  men  not  worth  one  cent.  But  I  trust  them  for  thousands  because  I  know  they 
have  character.  An  auditor,  if  he  were  to  examine  my  books  and  understand  the  financial  stand- 
ing of  these  men,  would  undoubtedly  tell  me  I  had  a  lot  of  bad  debts.  My  reply  would  be  that 
my  personal  check  would  go  into  the  asset  column  in  place  of  those  accounts  questioned. 

"I  constantly  do  business  with  men  who  have  no  capital  but  character,  and  I  never  yet  lost 
a  cent  through  any  one  of  them.  My  losses  come  from  persons  who  do  not  lack  cash,  but  who  lack 
character. 

"Your  three  questions  are  answered.  Character  is  actually  worth  thousands,  because  some 
men  can  borrow  on  no  other  security.  It  is  capitalized  to  that  extent  and  it,  therefore,  has  a  real 
earning  capacity." 

All  bankers  will  agree  with  the  propositions  here  set  down.  Character  is  credit.  The  chief 
objection  to  Mr.  Morgan's  formula  would  be  that  it  might  be  dangerous  to  permit  one  in  his  posi- 
tion to  have  the  deciding  vote  on  who  has  or  who  has  not  character.  Thus  giving  the  million-dollar 
check  would  be  of  less  vital  importance  than  the  preliminary  process  of  learning  who  could  be 
trusted. 


The  basis  of  judgment  which  led  the  late  J.  Pierpont  Morgan,  hardheaded  financier  and  keen 
observer  that  he  was,  to  trust  one  million  dollars  to  a  man  who  had  no  financial  rating,  is  found  in 
the  regulation  of  commercial  credits  everywhere.  Character  and  cash  are  the  assets  on  which  a 
business  man  secures  credit  and  standing.  Under  most  circumstances  it  is  necessary  for  a  man  who 
aims  to  enter  the  business  arena  to  possess  both;  but  it  is  far  better  to  have  character  and  no  cash 
than  to  have  cash  and  no  character.  There  is  a  moral  in  this  for  business  men.  Few  realize  the 
true  significance  of  good  character  in  the  matter  of  securing  credit  or  extensions.  If  it  were  pos- 
sible for  a  retailer  to  penetrate  into  the  innermost  secrets  of  the  mind  of  the  credit  man  who  occa- 
sionally sits  in  judgment  upon  him,  he  would  probably  find  that  the  facts  which  weighed  most 
heavily  were  those  relating  to  his  (the  retailer's)  methods  of  doing  business,  his  reputation  for 
fairness  of  dealing  and  the  sidelights  on  his  character  which  the  credit  man,  by  ways  of  his  own, 
had  obtained. 
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Creating  Sales 

Do  You  Realize  That  Every  Merchant  Who  Sells 

McCall  Patterns  Links  His  Store  to  a  Tremendous 

Country- Wide  Selling  Force  ? 

I  S00  000  col)i°s  °f  McCall's  Magazine,  illustrating  and  describing  the  newest 
jJUUjUUU  styles,  go  out  to  eager  women  every  month,  thus  stimulating  the  sale 


of  McCall  Patterns  and  dress  accessories. 


13  000    inercnants    (two   to   one   handling   any    other    pattern)     distribute 

>  McCall's  Fashion  SI 


250,000 


..  Sheets  to  their  customers.  These  merchants  know 
that  pretty  styles  are  the  strongest  possible  influence  for  increasing 
the  sale  of  patterns  and  dress  goods. 

copies  of  Advance  Styles  (the  new  McCall  Quarterly,  which  shows 
a  complete  collection  of  the  season's  best  styles)  are  issued  each 
season  of  the  year.  This  periodical  in  the  homes  of  the  natural 
purchasers  of  dress  goods  is  an  untiring  salesman,  at  work  every  hour 
of  the  day  making  profitable  sales. 


You  Can  Link  Your  Store  to  the  Enormous  Demand 
Which  These  Publications  Are  Creating  by  Install- 
ing McCall   Patterns 

This  demand  for  McCALL  PATTERNS  has  been  gathering  headway  for  the 
past  forty-five  years.  Last  year  over  52,000,000  McCall  Fashion  Publications 
were  circulated  in  the  United  States  and  Canada. 

McCALL  merchants  profit  because  McCALL  PATTERNS  and  PUBLICA- 
TIONS bring  customers  into  their  stores;  create  profitable  sales  and  by  satis- 
fying their  purchasers,  make  repeat  customers. 

If  vou  want  to  build  bigger  business  take  advantage  of  the  Selling  Power  of 
McCALL  PATTERNS.  Let  us  tell  you  about  the  McCALL  Proposition. 
Don't  put  it  off.    Send  for  our  terms  to  dealers  now.    There  is  no  obligation. 

The  McCall  Canadian  Office  and  Factory  in  Toronto,  the  largest  and  best 
equipped  pattern  plant  in  the  Dominion,  enables  us  to  offer  you  McCall  Pat- 
terns and  Fashion  Publications  on  the  same  terms,  conditions,  etc.,  as  are 
enjoyed  by  United  States  dealers. 

The  McCall  Company 

The  Leading  Paper  Pattern  House  of  America 

236  to  246  West  37th  Street,  New  York 


CHICAGO,  ILL. 
ATLANTA.  GA. 


SAN  FRANCISCO.  CAL. 
TORONTO,  CAN. 


NO  CONNECTION  WITH  ANY  OTHER  PUBLISHING  OR  PATTERN  HOUSE 
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CANADIAN  FUR  TRADE   NEWS 
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Forecast  of  Next   Season's  Fur    Styles 


Many  garments  are  distinctly  mannish 
— Grecian  lines  followed  in  more  extreme 
styles — Trend  indicates  45  inch  coats  al- 
though length  question  is  an  open  one — The 
problems  of  fur  buying. 


RANGES  OF  Fall  furs 
are  advanced  in  style 
for  the  demands  of  the 
trade.  The  develop- 
ment, based  on  com- 
parative    showings     is 

seen  in    the    touch    of       

novelty,   which   is  just 

sufficient  to  make  each  smart  fur,  matched  set  or 
coat  different.  This  is  the  conclusion  buyers  will 
approve  after  they  have  inspected  assortments. 
While  there  is  a  fundamental  basis,  which  is  the  re- 
sult of  competition  and  long  experience,  a  gradual 
change  is  being  effected  in  fur-selling.  This  is  be- 
cause manufacturers  are  offering  these  novelties  and 
the  demands  of  the  fur  trade  are  anticipated  in  cre- 
ating styles. 

Furriers  cannot  expect  to  select  all  the  novelties 
in  each  range.  The  opinion  does  not  apply  that  any 
one  manufacturer  has  not  already  recognized  the 
trend  to  some  extent.  The  ranges  and  their  stand- 
ing with  buyers  on  a  style  or  value  standard  explains 
the  necessary  difference.  The  exclusiveness  of  each 
range  and  the  class  of  business  catered  to  is  exempli- 
fied in  the  same  way.  Therefore  as  the  ranges  of 
furs  are  larger  and  better  assorted  and  competition 
is  keener,  the  scope  for  development  is  away  from 
more  staple  lines.  This  is  because  of  the  attractive- 
ness in  the  style  of  the  furs  and  the  sales  element 
from  this  style  are  wanted  to-day  both  by  retailer 
and  customers. 

The  same  element  does  not  exclude  the  benefit  of 
long  experience  or  connection  with  the  manufactur- 
ing or  raw  skin  markets.  These  are  essential  in  any 
case,  but  the  novelty,  which  appeals  to  a  buyer,  may 
be  the  result  of  specialization  in  a  grade  of  fur  or 
in  the  inspiration  of  the  designer.  A  great  deal 
depends  on  the  comparison  of  style,  and  the  enthus- 
iasm each  buyer  has  in  styles,  when  they  are  pre-  • 
sented.  In  some  sets,  single  pieces  or  coats,  the  sale 
is  half-completed  because  of  this  style  and  reception. 
One  piece  in  a  dozen  may  have  this  feature.  On  the 
other  hand,  the  staple  numbers  suit  a  buyer  on  ac- 
count of  stability  of  style,  value  or  finish. 

Buyers  are  going  to  discern  this  difference  and 
are  looking  to-day  for  just  the  correct  style  or  design- 
ing influence. 
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Reasons  may  be  ad- 
vanced as  to  the  ulti- 
mate effect  on  buying  if 
the  style  dictates  are  fol- 
lowed as  closely  as  in 
other  sections  of  retail- 
ing. As  yet,  the  novel- 
ty embodied  in  furs  and 
fur  garments  is  not  decided  enough  in  the  later  sea- 
son to  require  closer  inspection  of  the  additional 
novelties  because  of  style.  The  touch  of  simple 
designing  to  give  character  to  a  range  of  furs  is  not 
too  advanced  but  does  not  warrant  later  extremes 
to  tone  up  stock.  Repeat  business  is  practically  on 
the  same  numbers,  which  are  selling  favorites  in  the 
early  season.  The  innovations  always  sell  earlier 
and  buyers  comprehend  the  selling  ratio,  correspond- 
ingly so.  Most  furriers  admit  that  the  people  who 
buy  furs  which  are  stylish  can  afford  to  buy  early. 
Instances  of  best  sales  in  September  or  as  early  as 
August  are  frequent.  This  is  one  of  the  real  condi- 
tions, which  the  novelty  seen  in  Fall  1913  ranges 
is  intended  to  meet. 

The  extra  cost  is  a  minor  incident  compared  with 
departmental  advantages.  Customers  appreciate  the 
touch  of  novelty  and  are  willing  to  pay  more  for 
it  if  necessary.  Profits  are  larger  in  proportion  to 
any  advances,  which  are  added  to  more  or  less  staple 
garments.  Another  feature  of  this  novelty  influence 
is  seen.  This  difference  and  extra  cost,  if  any,  al- 
ways precedes  a  good  season's  business.  This  is 
equally  so  in  that  merchants  and  furriers  have  some- 
thing different  to  show  to  interest  customers  in  in- 
coming styles  and  novelties  shown  early.  First  prof- 
its are  clean  profits. 

The  difference  of  novelty  is  not  enough  to  confine 
trade  because  people  insist  on  styles  which  are  ser- 
viceable. Designers  are  guided  by  the  amount  of 
novelty  they  can  add  without  overlooking  service 
and  select  style.  The  demand  of  exclusiveness  ap- 
plies to  some  of  the  higher-price  furs  and  although 
some  of  the  features  in  next  Fall  ranges  are  marked 
they  are  not  beyond  the  good  taste  of  customers  who 
want  a  fair  amount  of  style  consistent  with  .service 
for  some  seasons. 

There  are  no  reasons  for  later  buying  as  yet,  out- 
side of  the  personal  desire  to  select  later  each  season 
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1852—1913 

Over  60  Years  Established 


QUALITY- 

In  making  your  selection  for  Fur  stock 
for  the  coming  season,  remember  the 
brand  that  has  built  its  enviable  reputa- 
tion on 

Quality  and  Value 

Remember  the  brand  that  has  stood  out 
as  the  leader  for  over  60  years.  Make 
our  policy  yours — It  is  the  best 

Moose   Head  Brand 

FURS 

Full  line  shown  for   Ladies,    Men   and 

Children. 

Wait  for  the  traveller  showing  Moose 

Head  Brand. 

Our  men  are  now  on  the  road. 

L  Gnaedinger  Son  &  Co. 

MONTREAL 
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Fall  Fashions  Seen  in  the  Ranges 

A  MOTOR  coat  of  selected,  black  Russian  rat,  square-cut  matched  skins  with  beaver  collar  and  deep 
cuffs  is  shown.  It  is  52  inches  long,  fastens  with  two  buttons  and  is  lined  with  rich  quality  furriers' 
satin  to  match.     The  style  is  extremely  mannish. 

No.  1  selected  Canadian  rat,  dropped  skins  in  a  smart  motor  coat  has  self-shawl  collar  and  comes  with 
or  without  cuffs.  The  cut-away  effect  is  fastened  witli  large  tassels  and  buttons  and  finished  with  tan 
brochc  silk  lining  and  satin  kicker. 

An  exclusive  Grecian  wrap  in  mole-coney ,  highly  selected  and  matched  skins  is  made  with  contrasting 
pelt  and  has  rounded  front,  long  rolling  shawl  collar  and  deep  cuffs  of  self.  The  trimmings  consist  of  but- 
tons and  heavy  tassel  fastening,  opera  pocket  and  fancy  facing.     It  is  52  inches  long. 

Another  smart  model  in  rich  finish  Hudson  seal  is  made  with  shawl  collar  and  cuffs  with  set-in  civet  cat. 
The  design  is  full  wrap  style  in  graceful  lines  and  button-over  with  double  button.  This  garment  is  52 
inches  long,  cut  away  effect  and  is  lined  with  rose  repp  of  splendid  quality. 

A  match  set  of  Persian  lamb  and  Russian  ermine  shoivs  a  novelty  vestee  collar  and  new  shape  muff 
to  match.       Heavy  tassel  and  cord  trimmings  with   heads  and  tails  are  used  effectively. 

An  exclusive  wide  shoulder  throw  and  stole  of  best  quality  matched  mink  features  the  new  reverse 
shape.  This  adjustable  design  in  animal  style  is  made  of  bias  skins,  heads  and  tail  and  beautifully  finished. 
Also  shown  in  natural  wolf  and  pointed  fox.    Reverse  muffs  are  included  to  match. 

A  smart  muff  in  deep  pillow  style,  10  inches  wide  and  18  indie*  deep  is  designed  in  mink  with  three 
selected  pelts,  heads  and  tails  to  match.  This  later  style  is  finished  with  cord  ornament,  deep  tassels  and  rich 
lining. 

A  close-fitting  cape  of  extra  fine  select  Persian  lamb  has  bias  fold  front  and  is  completed  with  heads  and 
deep  fringe  in  similar  arrangement. 

Latest  shape  Pillow  Muffs  in  fine  curl  Persian  lamb  to  match  are  being  shown.  The  features  are  deep 
bias  fringe,  deep  soft  bed  15  x  22  inches,  messaline  silk  and  heavy  drop  cord  and  tassels. 


in  keeping  with  the  policy  of  any  business.  Apart 
from  the  necessary  knowledge  of  premier  values  and 
the  ranges  at  large  placing  at  any  time  is  compara- 
tively safe.  The  tendency  of  buying  is  to  assort 
among  the  numerous  ranges  so  as  to  add  just  the  dif- 
ference in  novelty,  which  broader  selection  gives. 
This  takes  time.  From  the  stock  standpoint,  there 
is  more  reason  to  divide  orders  and  add  individual 
styles  so  as  to  comprise  a  more  representative  show- 


ing as  a  whole.     This  is  considered  better  than  a 
quantity  showing  of  values. 

Admitting  that  buying  is  later,  conditions  are  not 
changed  in  the  later  selling  season  as  a  direct  benefit 
to  the  merchant.  Special  furs  in  any  range  are  care- 
fully selected  to  get  value  or  choice  of  pelts  as  the  re- 
sult of  experienced  buying.  Separate  kinds  of  fur 
or  the  combined  assortments  collected  make  a  range 
which,  from  value  and  style  criticisms,  is  superior 
to  any  of  the  initial  ranges.  Another  advantage  of  this 


Novelty  Persian  lamb  muff  and  er- 
mine ami  Persian  matched  set  show- 
ing "vestee''  shoulder  piece  and 
the  latest  shaped  muffs  for  Pall. 
1913.  Courtesy  Hartwick  Pur  Co., 
Toronto. 
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careful  buying  results  from  the  lots  of  competitive 
values  of  furs  in  stock,  from  either  domestic  or  im- 
port offerings.  The  selections  of  satisfactory  show- 
ings to  value  and  style  is  a  stronger  reason  for  later 
buying  than  the  disposition  of  the  trade  to  protect 
their  orders  from  unseen  influences. 

Next  Season  Garments  Mannish. 

Some  of  the  advance  indications  show  that  style 
is  a  factor  in  fur  coats  compared  with  carried-over 
styles.  Next  season's  garments  are  distinctly  man- 
nish and  hang  from  the  shoulder.  In  some  coats. 
on  stylish  outlines,  the  back  is  slightly  fitting  and 
the  fulness  in  the  skirt  of  last  year's  coats  gives  place 
to  straight  effects.  Garments  are  almost  box-back  in 
heavier  furs.  The  sleeves  are  set  in,  hang  in  straight 
tailored  lines  and  are  finished  with  deep  cuffs. 

In  more  extreme  garments  the  term  wrap  might 
be  applied.  The  Grecian  lines  and  fullness  of  the 
fur  above  the  waistline  follow  out  early  predictions. 
Of  course  these  styles  are  defined  by  the  suitability 
of  the  fur  and  the  preference  for  furs  which  favor  the 
treatment,  because  of  their  weight  and  softness.  At 
present,  some  of  these  garments  are  somewhat  ex- 
treme but  the  effect  on  staple  styles  is  sure  to  be  felt. 
The  lines  of  the  cut-away  seem  to  coincide  with  the 
length  of  the  coats  shown  and  appear  more  marked 
in  shorter  than  in  longer  garments. 

Most  of  these  garments  can  lie  sold  in  either  of 
two  bust  measurements  and  suit  the  same  customer 
in  fitting. 

The  problem  of  length  seems  to  be  an  open  one 
here.  Although  the  trend  indicates  45  inch  coats. 
manufacturers  are  not  ready  to  admit  that  the  season 
sales  will  turn  on  short  lengths  entirely.  Some  fur- 
riers size  up  the  sitiiation  on  three  influences.  The 
height  of  the  prospective  customer  lias  to  be  consider- 
ed. Weight  is  another  reason.  In  cheaper  furs  price 
and  occasion  are  deciding  conditions.  At  the  same 
time  most  of  the  higher  price  garments  are  shorter. 
Coats  50  to  52  inches  long  in  rat,  mole,  marmot, 
beaver,  Hudson  seal  and  mink  are  favored  for  motor- 
ing and  social  wear  and  the  selection  of  these  wraps 
in  longer  lengths  has  increased  accordingly.  Shorter 
garments  are  smarter  from  style,  dress  and  weight 
standpoints.  While  the  present  vogue  for  dresses 
continues,  one  manufacturer  predicts  longer  lengths 
but  in  those  furs  which  lend  themselves  to  extreme 
styles  for  street,  afternoon  or  evening  wear.  The 
inference  is  therefore  that  a  fair  representation  of 
45-inch  coats  in  mink,  lamb,  caracul,  Hudson  seal 
and  heavier  furs  is  but  a  forerunner  of  a  coming  style 
influence  as  the  season  is  mode  advanced. 

Two  remarkable  conditions  are  contained  in  the 
ranges.  The-  pleasing  combinations  of  furs  and  the 
numbers  of  new  furs,  made  into  attractive  garments 
are  growing.  Mink  and  Persian  Lamb  with  Russian 
ermine,  Hudson  seal  with  sable,  civet  cat,  opossum, 
and  beaver  are  favored  combinations.    Canadian  and 

(Continued  on  page  137.) 


They  are 

Coming 

Your  Way 


Don't  place  your  orders  for  Furs 
for  1914  until  you  have  seen  the 
samples  now  being-  shown  by  our 
salesmen — 

Mr.  John  Maitland 

for  Ontario 

Mr.  Martin  Williams 

for  Western  Canada 

We  bought  heavily  last  year  and 
now  that  prices  of  raw  Furs  have  ad- 
vanced we  are  in  a  position  to  offer 
you  exceptional  values. 

We  specialize  in — 

PERSIAN  LAMB,  MINK 
WOLF  and  FOX  in  all  colors 
HUDSON  SEAL,  MUSKRAT 
ELECTRIC  SEAL 


Laberge,  Chevalier  &  Co. 

Makers  of  Stylish  Furs 

Montreal 
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The  Indications   for  Spring,   1914,   Hosiery 


BUYERS  are  anxious 
for  safer  or  common- 
sense  hosiery.  While 
sales  are  increasing  and 
departments  growing 
with  the  prosperity    of 

the  country,  the  trend       

of    demand    does    not 

favor  improved  conditions,  except  to  increase  turn- 
over through  sales,  advertising  and  quantity  prices. 
The  profits  on  leaders  are  less.  Special  retail  prices 
for  values  or  better  well-known  grades,  eventually 
result  in  a  downward  revision  of  selling  prices,  as  re- 
tail buyers  avail  themselves  of  these  values.  There 
is  nothing  in  view  at  the  present  time  to  replace  this 
falling  off  of  better  qualities,  through  competition. 
Buyers  cannot  see  that  they  can  depend  on  new 
qualities  or  colors.  They  do  not  wish  to  depend  on 
price  entirely  in  order  to  secure  quantity  orders. 

This  condition  is  evident  at  the  present  time  in 
the  sales  of  seconds.  Buyers  secure  odd  lots,  because 
prices  tend  to  quantity  sales,  which  is  one  of  the 
saving  features  for  the  balance  of  this  season.  In- 
creases in  the  volume  of  white  hosiery  sold  is  expected 
to  offset  the  former  sales  of  colored  hosiery  in  cheaper 
prices.  Whether  sufficient  new  colors  can  be  added 
in  vivid  shades,  shots  or  ingrains  remains  to  be  seen. 
The  trend  of  hosiery  selling  this  Spring  gives 
an  indication.  Sales  are  progressing  favorably  and 
the  problem  of  the  merchandise  man  is  to  increase 
sales  on  fewer  numbers  and  colors  and  also  surpass 
previous  records.  This  has  to  be  done  early  in  the 
season.  Reports  from  the  mills,  jobbers  and  depart- 
ments, where  hosiery  is  featured  in  February,  show 
that  more  hosiery  has  been  sold  than  in  previous 
seasons.  With  the  openings  in  view  and  almost  the 
entire  season's  retail  selling  still  to  come,  each 
retailer  is  anxious  to  make  a  similar  department 
showing. 

The  reason  for  the  early  success  is  that  hosiery 
sales  are  increasing  proportionately  with  the  shorter 
life  of  fashionable  makes  and  the  consequent  de- 
mand. When  extreme  gauzy  lines  were  first  shown 
buyers  criticized  the  qualities.  These  could  not  give 
satisfaction.  It  was  argued  that  prevailing  demand 
for  light  weight  silks,  gauzy  lisles  and  mercerized 
gauze  weights  might  prove  a  feature  for  one  or  two 
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Style  trend  is  very  marked  —  Vivid  colors 
for  dress  or  evening'  wear — Net  or  filet 
styles  are  the  high  novelty  — ■  Bulgarian 
colors  in  favor  — -  Selling  is  progressing 
favorably. 


seasons  and  that  later 
more  common  -  sense 
grades  would  return. 
Buyers  are  still  con- 
fronted with  these  un- 
usual conditions. 
The  general  devel- 
opment of  hosiery  de- 
partments is  on  increased  quantities  of  well  known 
numbers.  The  average  customer  understands  that 
the  same  life  cannot  be  expected  in  many  of  the 
qualities  which  are  purchased.  They  are  satisfied 
to  buy  as  often  as  new  hosiery  is  required  or  after 
a  fair  amount  of  wear  is  received.  The  style  element 
supersedes  the  practical  and  thereby  increases  the 
demand.  Service  is  no  longer  insisted  upon  and 
novelty  within  the  confines  of  style  is  the  future 
situation. 

At  the  same  time  colors  have  been  passing  in  pro- 
portion to  those  clearance  quotations  on  quantities, 
winch  buyers  know  they  can  handle  safely  enough. 
But  the  bulk  of  the  business  is  being  done  on  black 
and  tan  and  for  the  later  season,  white.  After  staple 
numbers  of  either  domestic  or  imported  lines  are 
defined  both  by  color  limits  and  price  standards, 
.-ales  opportunities  are  increased  so  as  to  make  record 
sales  a  problem.  The  amount  of  space  required  for 
hosiery  both  in  department  or  display  is  lessened  un- 
less larger  quantities  are  shown.  For  a  sale  the  at- 
tractiveness of  color  has  been  followed  by  the  novelty 
of  weave,  which  is  not  so  marked  an  advantage  in 
creating  sales.  This  year  the  quantity  of  hosiery 
which  can  be  sold  depends  entirely  on  salesmanship 
and  the  values  stocked.  These  are  apparent  in  the 
quantities  featured  to  establish  new  records. 

The  option  of  adding  new  qualities  or  numbers 
and  of  extending  assortments  to  include  values  which 
duplicate  prices,  does  not  appeal  to  buyers  in  many 
stores.  Prices  which  prevail  do  not  suggest  extending 
the  number  of  lines.  Those  departments  which  have 
satisfactorily  handled  their  February  hosiery  sales, 
have  demonstrated  that  their  success  followed  values 
and  quantities  of  leading  numbers.  The  bulk  of 
early  season  sales  have  been  on  well  known  numbers 
in  which  the  customers'  knowledge  has  been  met  by 
suitable  prices.  These  leaders  and  prices  took  ad- 
vantage of  accumulative  selling  prices  and  buyers, 
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Get  Down  To  Hard 

Pan  In  Knit  Goods 

Buying 


Get  under  the  surface  of  the  knit  goods  you  select 
for  your  Fall  business — find  out  the  real  value  of 
them — the  actual  value  in  dollars  and  cents. 

Knit  goods  without  appearance,  without  style,  now- 
a  days,  become  shelf-warmers,  become  stickers.  Knit 
goods  with  all  style,  and  little  quality  Avill  turn  out 
to  be  a  boomerang,  rebounding  to  the  detriment  of 
the  merchant. 

Let  us  show  you  our  Fall  line  and  then  decide  for 
yourself. 


Knit  Goods  For  Men, 
Women  And  Children 


The  Beaver  Brand  will  stand  the  closest  inspection.  They 
have  the  outside  appearance,  the  inside  quality.  This 
combination  cannot  prove  to  he  disastrous  to  your  busi- 
ness.  It  will  build  surely  and  quickly.  The  line  for  Fall 
consists  of  all  kinds  of  Knit  goods  including  Sweater 
coats  for  men,  women  and  children ;  Mufflers,  Toques, 
Scarfs.  Mittens,  Gloves  and  Hosiery,  etc. 


R.M.BALLANTYNE,Ltd. 

Manufacturers  of  Beaver  Brand   Knit   Goods 
STRATFORD,  :-:-:  ONTARIO 
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counting  on  the  short  wear  of  many  of  the  lines  sold. 
invited  buying  in  %,  y2  and  dozen  lots.  The  larger 
number  of  customers  served  and  the  increase  in  sales 
on  novelties  account  for  the  balance  in  making  a 
record. 

Merchants  who  can  increase  turnover  on  staple 
numbers  and  comparative  quantities  of  leaders,  either 
firsts  or  seconds,  have  every  reason  for  increases  in 
Spring  and  Summer  selling.  Whether  more  atten- 
tion should  be  paid  to  the  hosiery  section  earlier  in 
the  season  than  usual  is  a  matter  of  daily  showings. 
But  the  results  of  early  hosiery  sales  and  the  totals 


Loose  middy  in  seasonable  color  combina- 
tions for  Fall,  1913.  Made  in  plain 
cardigan  stitch  and  tailored  finish. 
Courtesy  F.  W.  Robinson,  Ltd.,  Toronto. 


of  business  done  so  far  indicate  that,  if  the  season's 
sales  records  are  being  surpassed  in  large  stores  every 
merchant  has  good  reasons  for  insisting  on  similar 
results.  The  hosiery  campaign  for  the  next  three 
months  is  encouraging  because  the  trade  has  con- 
fidence that  new  records  are  possible,  notwithstand- 
ing changed  selling  conditions. 

WATCHING   TARIFF  DEVELOPMENTS. 

Hosiery  manufacturers  are  not  ready  to  com- 
mence operations  or  give  quotations  for  next  Spring 
until  the  IT.  S.  tariff  decision  is  announced.  It  is  re- 
ported  that   larger   buyers   are   carefully   watching 


events  and  want  to  be  on  the  ground,  so  as  to  take 
advantage  of  prices,  which  are  expected  to  advance. 
Samples  for  Spring,  1914,  in  staple  numbers  are 
assembled  here  and  buyers  are  eager  to  place  cover- 
ing quantities  on  several  numbers.  This  is  unusually 
early  and  although  first  samples  are  a  month  ahead 
of  other  years,  buyers  have  already  looked  at  sam- 
ples. So  far,  staples  in  ladies'  lisles  and  men's  half 
hose  only  have  been  received,  but  buyers  are  book- 
ing orders.  These  anticipate  any  revisions  in  U.S. 
tariffs  on  hosiery  from  the  German  mills.  At  present 
quotations  are  from  5  per  cent,  to  7  per  cent  advance 
on  particular  numbers  and  prices  are  firm  through- 
out. 

INFLUENCE  OF  STYLE. 

The  influence  of  style  on  next  season's  hosiery  is 
a  matter  of  conjecture.  Gne  feature  which  will  im- 
prove is  the  demand  for  vivid  colors  for  dress  or 
evening  wear.  In  exclusive  departments  at  present. 
gauze  silks,  with  lisle  foot  and  garter  top  are  selling 
in  high  colors.  These  shade  from  cerise  to  flame  and 
pink  and  comprise  burnt  orange  to  canary  yellows. 
Two  light  shades  of  blue,  royal  and  saxe  are  excep- 
tionally good.  Pearl  gray  and  taupe. are  good  and 
the  latter  is  selling  stronger  for  street  wear.  Mauve 
is  good  again  and  purples  and  amethyst  are  selling 
in  limited  quantities.  For  high  novelty,  net  or  filet 
styles  with  gauze  foundation  and  the  sheerest  of 
weaves  in  two  tones  are  the  leading  oumDers.  Some 
of  these  filet  effects  are  woven  with  transparencies 
and  are  unique,  as  the  color  of  the  beadwork  contrasts 
with  the  ground  thread.  Another  good  combination 
is  accordion  and  plain  weaves.  A  two-tone  ingrain 
foot  and  ankle  is  completed  with  a  full-fashioned 
silk  leg.  This  gives  the  necessary  stretch  which  in 
an   ingrain  stocking  is  impossible. 


BULGARIAN    COLORINGS    IN    FAVOR. 

The  trend  of  hosiery  is  closely  allied  with  the 
influence  of  other  styles.  Bulgarian  and  Eastern 
colorings  are  growing  in  favor  this  season.  Many 
of  the  exclusive  designs  comprise  Rhinestone  and 
metal  effects.  Some  of  the  beaded  designs  and  eccen- 
tric color  combinations  are  remarkable  in  texture. 
There  is  also  a  feeling  among  buyers  that  elaborate 
embroidered  hosiery  in  plain  shades  will  sell  better 
for  evening  wear  during  the  coming  Fall  and  Winter. 
This  may  lie  a  forerunner  of  confidence  in  colors 
again  for  medium  trade. 

Prevailing  modes  demand  that  the  color  of  hosi- 
ery must  match  the  gown.  In  the  shoe  department 
the  tendency  is  so  marked  that  the  range  of  vivid 
shades  mentioned  is  being  matched  in  dancing 
pumps.  Buyers  are  not  expecting  that  the  sale  of 
gauzy  effects  in  hosiery  will  drop  off  next  season. 
They  are  not  inclined  to  see  any  departure  from 
light  weights  and  gauzy  weaves  for  Spring,  1014. 
Some  of  the  extremes  will  pass,  as  a  one  season  nov- 
elty and  lie  replaced  by  a  later  style. 
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VANGUARD  Knitting  Wools 


*<E  > 


Established 


1752. 


Scotch 

Fingerings, 

Vanguard, 

15's,  12's, 

Fine. 

Hosiery 

Yarns,       "zLcZSs 

<VC>,  «Ci 


C'STE.^" 


Soft 
Knittings, 
B,  Imperial, 
Soft  Spun, 
Vanguard, 

Fine. 

0>2  and  00 
Worsteds, 

nCi)  ocC  • 


THOMAS  BURNLEY  &  SONS,  LTD., 

Manufacturers   of  Scotch   Fingering   and  Knitting   Wools, 

GOMERSAL    MILLS,   nr.    LEEDS,    ENGLAND. 
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MARK 


5^AY. 


TRADE, 


unshrinkabl 

WOOL 

UNDER 
WEAR. 

Made  in  ENGLAND 


Every  garment  bearing  this 
mark  is  guaranteed  to  be  sat- 
isfactory in  every  respect.  Your 
customers  will  find  JAY  Under- 
wear more  comfortable  and  dur- 
able than  any  other  woollen 
underwear — Write  for  price  list 
to  the  Wholesale  Agents: — I.  & 
E.  Morley,  G.  Brettle  &  Co., 
London,  Ehg. 
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When  buying  Hosiery 
ask  for 

HAWLEYS 
"HYGIENIC  BLACK" 

There  is  no  better 
Dye  in  the  World. 

Every  Pair 

Warranted  Fast 
loMfoshing,  Hard  Wear 
and  Perspiration. 

Works  -  Hin  ckley,  England. 


BURRITT  NOVELTIES 

Are  Quick  Sellers 


Js  your  knit-goods  de- 
partment on  a  good  pay- 
ing basis  or  is  your 
stock  remaining  on 
your  shelves  unsold? 
With 

Dominion 
Brand 

Sweater  Coats  and  Caps  a 
good  turnover  is  assured. 
.Made  iii  the  latest  styles 
£  r  b  in  high-grade  yarn, 
these  garments  appeal  to 
up-to-date  people  who 
want  style  combined  with 
quality.  Aud  these  goods 
retail  at  prices  that  en- 
sure you  good  profits  and 
satisfaction  to  your  custo- 
mer. 

our  traveller  will  lie  call- 
ing on  you.  Be  sure  to 
see  our  large  range  on 
samples. 


A.  BURRITT  &  COMPANY 

DOMINION  MILLS 

MITCHELL  -:-  -:-  ONTARIO 


THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENG  TH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkabli 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had    from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 
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You  would  not 
think  of 
selling  hosiery 
seamed  upthej/ront 


Wliv  continue 


Then  why  continue  to 
sell  Hosiery  with 
scams  tip  the  back  — 
in  the  toe  or  footv? 
to  sell  such  seamy,  un- 


comfortable   things    when    you   might 
just  as  well  sell  the  better  hosiery — the 
Pen  -  Angle  Full  -  Fashioned  Seamless 
Kind?  These  stockings  are  made  with- 
out a  sign  of  a  seam — and  are  the  only  full-fashion- 
ed hose  made  in  Canada  that  are  actually  knit  into 
shape,  and  shaped  lastingly  to  the  curves  of  the 
foot  and  leg  as  they  are  being  knit.    Women  have 
waited  years  for  such  hosiery — and  they'll  ask  for 
it  at  your  store.    So  be  wise — stock  the  Pen- Angle 
Full-Fashioned  Seamless  Kind. 


PENMANS  LIMITED 


Paris 


Canada 


UNDERWEAR^ 
HOSIERY  SWEATERS 
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HOSIERY 
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For  The  Holiday  And  Tourist  Season 
The  Public  Look  For  Quality  And  Style. 

JAEGER  PURE   WOOL   GOODS 

Satisfy  This  Demand. 

Coat  Sweaters  for  Men  and  Women. 
Knitted  Suits  and  Jerseys  for  Children — 
in  great  variety  of  styles  and  colourings. 
Pure  Camel  Hair  Travelling  and  Sport 
Coats  for  Ladies. 

Neglige   Shirts  and  Shirt  Waists  in 
Pure  Wool  Taffeta  and  Wool  Zephyr. 

Exclusive  styles  and  designs. 
MOTOR  COATS  AND  TRAVELLING  RUGS 


Dr.  JAEGER'S 


SANITARY 
WOOLLEN 

HEAD  OFFICE  &  WAREHOUSE  -:-:- 


SYSTEM  £ffi¥K: 

243  BLEURY  MONTREAL 


MARK 

^REGISTERED, 

TIGER  BRAND. 


NOTHING  BUT  WOOL 

The  very  softest  and  best 
of  wool  yarns  are  used  in 
making 

Tiger  Brand 
Underwear 

That  is  why  it  feels  good 
and  wears  so  well — and 
why  it  brings  customers 
back  for  more.  Every 
button  is  put  on  for  keeps, 
every  seam  is  stout  and 
strong,  every  complete 
garment  is  substantial  and 
well  finished. 

Write  for  Particulars. 

The  Gait  Knitting  Co.,  Ltd. 

GAIT,  ONT. 

Agents: — Ontario,  J.  E.  McClung,  Toronto, 
Quebec,  Philip  de  Gruchy,  Montreal.  Mari- 
time Provinces,  Fred  S.  White,  St.  John. 
West,  Hanley,  McKay,  Chisholm  Co.,  Winni- 
peg- 


TRADE1 


MARK: 


MADE  BY 
'-30DERICH  KNITTING  CO 


The  Maple  Leaf  Brand 
Cements    Patronage 

XKT  HEN  you  hand  your  customer 
"  a    pair    of    "Maple    Leaf 

Brand"  Hose  or  Mitts  you  are  making 
the  first  step  towards  cementing  that 
customer's  patronage.  These  goods  are 
made  to  satisfy  the  most  particular  pat- 
rons, being  built  of  high-grade  mater- 
ials with  fit,  durability  and  appearance 
woven  into  them. 

It  will  pay  you  to  see  them.  Send  for 
1913  samples  if  our  agent  has  not  called 
on  you. 

Goderich  Knitting  Co.,  Limited 

GODERICH,  ONTARIO 


I  t 
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The  Underwear  That  S-E-L-L-S  Fast 


mm  v, 


Pen-Angle 
Underwear  (the 
kind  that's  knit 
into   lasting   shape)    is 
bound  to  give  your  cus- 
tomers perfect  satisfac- 
tiou.  " 

Every  garment  is  so  shaped 
in  the  special  Pen- Angle  knit- 
ting process  that  it  won't  sag, 
stretch  or  lose  its  exquisite 
shapeliness  —  and  even  the 
wash-tub  has  no  terrors  for 
this  perfect  Underwear. 

Pen-Angle  offers  the  best  value 

you  can  get  for  the  money.  It 

retains,  to  the  end,  all  the 

splendid  qualities  that  made 
it  sell  in  the  first  place. 
That's  why  Pen-Angle 
Underwear    sells    so 


PENMANS  LIMITED 


PARIS 

Underwear 
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"Monarch-Knit" 

The     Standard    for    Style 
Quality  and  Workmanship 


Among  the  most  popular  styles  of  Fancy  Knit  Sweater 
Coats  for  men  is  the  famous  "Shaker"  such  as  shown 
in  the  two  accompanying  cuts  M.92  and  53.  These  are 
full  fashioned  garments  knit  on  special  type  of  ma- 
chines. Our  entire  range  of  Shaker  coats  should  be 
in  your  stock.     See  it  now. 


53 
M-53 
M-53  —  Shaker 
Coat  —  Strict- 
ly full  fashion- 
ed throughout. 
This  coat  makes 
a  very  stylish 
and  serviceable 
ladies'  gar- 
ment. 


Middy  —  L-3  —  Full 
fashioned  Cashmere 
Middy  Blouse  entire- 
ly new. 


B-45. 

B-45 — Boys'  and  youths'  full  fash- 
ioned Norfolk  sweater  coat  in  yoke 
effect 


THE     MONARCH    KNITTING    CO. 

Factories    at:     Dunnville,  Ont.     St.  Catharines,  Ont. 
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"  Monarch-Knit 

Jerseys     for     Spring 
and    Summer     1913 

The  Jerseys  are  very  popular  knitted  garments  for 
Spring  and  Summer  wear.  They  embody  comfort,  neat- 
ness and  style  giving  freedom  of  movement  to  the 
outing  man,  woman,  or  child.  Push  Jerseys  this  season 
and  add  largely  to  your  profits  by  increasing  your 
sweater  and  Jersey  sales.  We  also  make  a  complete 
range  of  full  fashioned  bathing  suits.  Send  for 
samples. 


L-107 — One     of     our 
new  Middy  styles. 


M-40 — This  coat  is 
equipped  with  the 
famous  "Tri-Collar" 
suitable  to  all  kinds 
of  weather. 


The     Largest     Fancy 

Knit  Goods    Manu- 
facturers in|the  world, 


M-92 — Made  in  Jumbo  Stitch.  This 
class  of  coat  will  be  very  popular  for 
the  coming  season. 


M-40 


LIMITED. 


HEAD    DUNNVILLE 


OFFICE 
St.  Thomas,   Ont. 


Buffalo,  N.  Y. 
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IMPERIAL 
BRAND 

PURE  WOOL 
UNDERWEAR 


Apply  the ' '  Imperial' ' 
tonic  to  your  Fall 
Underwear    business 


Not  only  are  we  specialists  in  un- 
derwear, but  we  are  specialists  in 
men's  underwear — we  go  even  farther 
than  that;  we  are  specialists  in  Men's 
Wool   Underwear. 

Our  values  in  men's  natural  wool, 
men's  elastic  knit,  men's  high  grade 
imperial,  are  as  yet  far  above  the  av- 
erage and  are  leading  the  best  with 
a  long  lap  ahead.  Years  of  practical 
underwear  experience  accounts  for 
our  high  standard. 

Send  for  samples  of  our  wool  lines. 

Your  Present  Needs 

whether  natural  wool  for  Spring  wear 
of  double  thread  balbriggan  for  the 
warm  weather,  will  be  attended  to 
promptly  with  the  most  careful  at- 
tention possible.      Write  for  samples. 


KINGSTON 
HOSIERY 
COMPANY 

Established  1880 

Kingston,  Ontario 


\T  7E  frequently  have 
*  ^  requests  from 
Merchants  asking  if 
they  can  secure  cuts 
shown  in  the  Editorial 
section  of  "The  Re- 
view." 

These  cuts  can  be  se- 
cured at  less  than  actual 
cost  if  applied  for  im- 
mediately after  each 
issue  to 

Engraving  Dept. 
DRY    GOODS    REVIEW 

Toronto 
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Ladies',  Misses'  and  Children's  Underwear 

For  Fall  1913 


Before  placing  your  order  for  Fall  goods  kindly  await  the  call  of  our 
representative,  who  will  be  able  to  show  you  many  improvements  in 
our  well  known  brands,  viz: 


»£c/sr£»ee> 


in  Womens',  Misses',  Children's  and  Infants'  Vests,  Drawers  and  Combinations. 

MANUFACTURED  ONLY  BY 

S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole  Selling  Agents 

RICHARD  L.  BAKER  CO.,  100  Wellington  St.  W.,  Toronto,  Ont. 


Share  with  us  the  Success  of  this 

Quintette  of  Quality 


Hosiery  for   Men,    Women   and  Children 

"THE  WEAR  IS  THERE" 


"Eclipse  Rib"  "Excelsior"  "Paragon" 

"Italian  Silk"         "Gauze  Silk" 

YOUR  WHOLESALE  CAN  SUPPLY  YOU 

Thomson  Knitting  Co.,  Manufacturers,  London,  Ont. 

SELLING  AGENTS  :— 
W.  R.  Begg,  20  Wellington  Street  West,  Toronto,  Ontario;  Stuart  M.  Campbell,  400  Hammond  Building,  Winnipeg,  Manitoba; 

J.  Dudgeon  &  Co.,  149  Notre  Dame  Street  West,  Montreal. 
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THREE  EIGHTIES  BRAND 


BACK  in  the  Spring  of  1902  we  conceived  the  idea  of  making 
a  low    priced   stocking  just  a  little    better   than    any  of   the 
numerous  cheap  styles  of  women's  hosiery  which  were  then 
being  sold  in  the  Canadian  Market,  of  taking  the  same  care  in  the 
knitting,  finishing  and  inspection  as  we  would  with  the  most  expen- 
sive styles,  and  of  selling  this  hose  under  a  registered  name. 

Just  a  little  better  than  seems  necessary  to  compete,  this  was 
the  idea  with  which  the  first  pair  of  Three  Eighties  Brand  was  made, 
and  this    is    the    policy  we    havej. maintained    for   the    past   decade. 


W$t   Cfnpman  =  Bolton   Wait 


MANUFACTURERS  OF 


REGISTERED. 


MILLS : 

HAMILTON     -    WELLAND 

HEAD  OFFICE  : 

HAMILTON,      -      CANADA 
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HOSIERY 

FOR  WOMEN  &  MISSES 


During  this  time  thousands  of  merchants  have  come  to  know  that 
by  specifying  Three  Eighties  Brand  they  obtain  a  stocking  just  a 
little  better  made  and  just  a  little  better  value  than  in  any  other  way. 

Back  of  every  pair  of  Three  Eighties  Brand  are  ten  years  of 
steady  uninterrupted  growth  in  sales.  Three  Eighties  Brand  has 
the  largest  sale  of  any  style  of  hose  in  Canada.  For  quick  turnovers 
in  your  hosiery  department  stock  Three  Eighties  Brand. 

ALL  WHOLESALE  HOUSES 


tins   Company,    Htmtteii 


E.  H.  WALSH  &  COMPANY 

Sole  Selling  Agents 

HEAD  OFFICE  :  BRANCH  OFFICES  : 

MANCHESTER  BLDG.,       CORISTINE  BLDG.,       HAMMOND  BLOCK, 
TORONTO  MONTREAL  WINNIPEG 

RESIDENT  AGENTS  : 
ST.  JOHN,  N.B.  VANCOUVER,  B.C. 
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What    This    Advertising    of    Radium 
Hosiery  Means  to  You 

THIS  year  will  witness  a  marked  increase  in  the  sale  of  high-grade 
hosiery.  A  nation-wide  advertising  campaign,  of  a  character  su- 
perior to  anything  of  its  kind  that  has  heretofore  appeared  in  Canada, 
is  now  in  full  swing.  The  public  is  being  awakened  to  a  realization  that 
proper  hosiery  is  as  essential  a  part  of  correct  attire  as  any  other  article  of 
wearing  apparel.  They  are  being  convinced,  especially,  of  the  superiority 
of  "Radium"  Hosiery. 


^. 
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That   you    may   not   miss   a    single    sal 
developed    by    our    advertising,    see    that 
these      handsome      four-colored       window 
cards   are   sent   to  you  at   once.     Illustra- 
tions here  give  but  a  faint  conception  of 
their  fine  appearance. 


yddium 


Radium  jljrfhosienj 


\ 


J\  fitting, 
complement  to 
the  finest  clothes 


V 


In  Silk  Lisle 
and  pure  Silk 
SO  Cents  and  up 
for  Women  &  Men 


THE  leading  newspapers  are 
heralding  the  merits  of 
'Radium'  Hosiery. 
Throughout  the  Spring  and  Sum- 
mer, more  than  a  million  people  will 
be  reminded  constantly  that  these 
goods  possess  the  quality  wanted. 
When  the  desire  for  them  is  thor- 
oughly aroused,  the  public  will  look 
for  these  cards  in  your  window. 
Don't  disappoint  them.  Do  not  al- 
low a  single  sale  to  slip  away  from 


you — for  every  new  buyer  attracted 
by  "Radium"  can  be  made  a  per- 
manent customer. 

Already  the  newspaper  advertise- 
ments of  "Radium"  are  attracting 
widespread  attention.  The  cards 
will  deepen  the  impression  —  one 
such  card  in  your  window  in  con- 
nection with  a  hosiery  display,  will 
surely  be  a  great  aid  in  stimulating 
your  hosiery  sales.    Simply  address 


PERRIN    FRERES  &  CIE.,  Montreal 
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DEALER 
TALK 

Something    About    Satisfaction 

You  are  on  the  firing  line — you 
meet  your  cutomers  directly — 
enjoy  their  confidence,  hear  the 
praises  of  your  goods  or  receive 
their  complaints. 

Complaints  detract  from  busi- 
ness —  unsatisfactory  goods 
mean  loss  of  customers.  There- 
fore it  is  up  to  you  to  handle 
goods  that  bring  your  customers 
baok  time  after  time  with  the 
knowledge  that  your  goods  and 
no  others  will  satisfy  them. 

CEETEE 

PURE  WOOL 
UNSHRINKABLE 

UNDERCLOTHING 

has  proved  its  worth.  For  sixty 
years,  it  has  been  on  the  market 
with  satisfaction. 

Moreover,  our  strong  wide- 
spread advertising  is  piling  up 
the  sales  for  the  dealer,  year  by 
year. 

The  dealer  who  sells  "CEE- 
TEE" Underwear  has  nothing 
to  lose  and  everything  to  gain. 
Make  a  trial  order  now — Our 
travellers  are  on  the  road. 

The  C.   Turnbull  Co. 
of  Gait,  Limited 

GALT,        -         -        -         ONT. 


Mits,  Gloves,  Toques,  Hockey 
and  Motor  Caps,  Sashes, 
Mufflers   and  Sweater  Coats 

The  new  tine  that  you  cannot  afford  to  over- 
look while  selecting  your  Fall  stock  of  the 
above  lines. 

We  make  a  big  feature  of  style  and  quality — 
the  combination  that  go  hand  in  hand  with 
big  business. 

Write  for  samples. 


The 

Williams,  Trow  Knitting  Co. 

Limited 

STRATFORD,  -  -  ONTARIO 

Agents 

J.  M.  ROBERTSON  &  COMPANY 

70  Bay   St.,  Toronto. 

GEO.  A.  HARRIS 

Hammond  Bldg.,   Winnipeg. 
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e  take  pleasure  in  stating  that  our  new  mill  in  Brantford  is  now  running  in 
first-class  shape,  and  we  are  prepared  to  take  all  REPEAT  ORDERS  for  Spring 
Goods — and  deliver  promptly. 

Also — we  assure  you  that  all  orders  for  Fall  Goods  will  receive  prompt  attention. 
We  have  no  hesitation  in  guaranteeing  deliveries. 

Book  your   order   now 

for 

The    Underwear  That   Will   Wear 

Our  range  of  Underwear  consists  of 

INFANTS' 
CHILDREN'S 
LADIES' 
BOYS' 

MEN'S 
TWO  PIECE  AND  UNION  SUITS 

Everything  from  Cotton  to  Mercerized  Silk  and  Wool 


Don't  Forget 


We  are  the  makers    of     WATSON'S    SPRING    NEEDLE  [UNDERWEAR  and 
the  GENUINE  KLOSED-KROTCH  COMBINATIONS 

Trade-Mark  Patented  Jan.  17th,  1911 


The   Watson    Manufacturing  Company,  Limited 

Brantford  .:.  Ontario 
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Be  a  Leader  with  the  New 
Hermsdized  "   Hosiery — 

Never  before  in  the  history  of  hosiery  finishing  was  it  possible  to  give 
cotton  goods  the  even,  "streakless"  colors  that  result  from  the  "Herms- 
dizing"  process. 

Blues,  greens,  helios,  purples  in  all  shades  are  produced  with  absolute 
uniformity  by  the  "  Hermsdizing"  process — and,  in  addition  to  this,  the 
hosiery  has  the  soft  feel  and  the  bright,  permanent  gloss  of  silk. 
Further  information  on  request. 


Let  your  black  hose  be 


HERMSDORF  FAST  BLACKS 

and  profit  by  their  firmly  established  reputation. 
' '  The  Name  that  Sells  the  Stocking ' ' 


Works:     CHEMNITZ,   SAXONY.     American   Bureau:   235   West 
39th  St.,  New  York. 


Textile    Soaps 

A  SPECIALTY 

THIRTY-FIVE  years' experience  in  the 
manufacture  of  textile  soap  in  England 
and  in  Canada. 

Send  for  Samples  and  Prices 

LONDON   SOAP   CO. 

(A.  G.  Phillips,  Prop.) 

LONDON,  -  ONTARIO 


HEALTH  BRAND 
UNDERWEAR 

Guarantees 

Satisfaction  to 

SELLER  and  BUYER 


In  Pure  Wool, 
Wool  and  Cotton  Mixture 
and  Cotton 

ALL    SIZES 
For  Men,  Women  and  Children 


The  demand  for  "  H.B.U."  will  exceed  all  past 
records,  so  let  us  book  your  orders  early. 


Greenshields  Limited 

Montreal 


DRY    GOODS    REVIEW 


Take  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


DRESS  GOODS 


The  Review  Color  Card  for  Fall  1913-14 


THE  LONG  REIGN  of 
black  and  white  is  at 
last  broken,  and  the 
swing  back  to  colors  has 
commenced.  For  the 
coming  Fall  much  of 
this  feeling  will  be  ex- 
pressed  in    the   use   of 

high  colors  in  printed  and  patterned  fabrics  used 
as  trimming,  and  the  materials  used  for  the  street 
costume  and  for  gowns  for  afternoon  wear  will  be 
in  dull  rich  shades  that  will  form  a  background  for 
the  high  colored  trimming  fabrics.  Just  at  pre- 
sent these  materials  are  featured  in  Bulgarian  pat- 
terns. These  patterns  doubtless  will  be  prominent 
in  the  coming  Fall  season,  but  there  is  sure  to  be 
some  further  development  that,  while  retaining  the 
vivid  color  effects,  will  have  a  new  note.  Already 
there  are  signs  that  point  to  gay  stripes,  fancy  checks 
and  floral  effects  in  gay  color.  Doubtless  the  rib- 
bons and  fabrics  in  Cubist  and  Futurist  colorings 
and  designs  point  the  way  to  a  further  development 
in  this  direction. 

Without  doubt  blue  stands  out  as  the  leading 
color  and  will  continue  to  do  so  as  this  color  is  the 
best  foil  to  the  bright  patterned  silks  now  in  vogue 
for  trimming  purposes.  At  the  Easter  parade  in 
New  York,  blue  lead  easily  with  navy,  old  blue,  and 
China  blue  as  the  leading  tones.  Next  to  blue  stands 
yellow;  and  old  gold,  brass,  mustard,  terra-cotta  and 
mahogany  are  all  well  worn  colors.  Taupe  is  also  a 
leading  color,  and  bright,  yet  soft  tones  of  green  are 
coming  strongly.     Nell  rose  and  various  shades  of 


High  colored  trimming  silks  will  give  the 
small  merchant  the  necessary  color  variety 
— Colors  featured  in  Paris,  New  York,  and 
leading  fashion  centers — Blues  lead,  with 
vellow  tones  second. 


red,  having  a  tinge  of 
orange  in  their  make 
up,  are  showing. 

Very  rich  and  exqui- 
site shades  of  color  are 
showing  for  evening 
and  dressy  wear.  Yel- 
low is  in  high  favor, 
and  a  wonderfully  deep  rich  golden  yellow  called 
flame  stands  first.  Not  quite  so  conspicuous  and 
therefore  perhaps  a  safer  seller,  comes  sand  color. 
Mandarin  is  another  rich  yellow  verging  in  orange 
and  mustard.  Old  gold,  brass  and  champagne  are 
all  good  shades  of  yellow. 

The  new  rose  shades  are  lovelier  than  ever,  but 
they  one  and  all  have  a  touch  of  yellow.  Almond 
hlossom  is  one  of  the  best,  but  has  a  close  rival  in 
peach,  which  as  its  name  indicates,  is  the  soft  color 
of  downy  ripe  peach.  Japonaise  is  a  brilliant  cerise. 
Sautrelle  is  a  clear  greyish  green  and  there  is  a  vivid 
emerald  or  grass  green  that  is  well  thought  of. 

Petale  d'iris  is  a  rich  purple  and  morning  blue 
is  a  warm  clear  sky.  Particularly  favored  is  moon- 
light; and  orchid  is  a  pale  heliotrope  tinged  with 
rose. 

All  these  colors  are  featured  in  the  new  silks  and 
brocades. 

USING   COLOR   CARD. 

The  first  color  card  is  given  for  the  buyer  to  work 
from.  These  colors  the  buyer  must  have  in  stock, 
and  with  them,  and  with  a  stock  of  vari-colored  pat- 
terned trimming  silks,  he  will  be  perfectly  able  to 
serve  his  trade  satisfactorily. 


DRESS    GOODS 


Dry  Goods  Review 


McINTYRE'S 

The  Specialty  House  of  Canada 

DRESS  GOODS 

For  Fall  1913 

Our  samples  for  Fall  will  be  in  the  hands  of  our  representatives 
this  month. 

If  you  want  your  Dress  Goods  Department  to  reflect  the  trend 
of  fashion  and  to  have  the  newest  fabrics  you  cannot  afford  to 
miss  seeing  these  lines,  which  are  absolutely  the  leaders  for  the 


coming  season: 


Broches 
Whipcords 


Bedford  Cords 
Gabardines 


Our  line  of  Broches  embraces  velvet,  silk  and  wool  broches  in 
all  the  leading  colors  and  patterns.  Our  fifty-two-inch  Gab- 
ardine is  a  splendid  suiting  material. 

Bulgarian  Silks 

For  dress  trimming  and  millinery  purposes. 

Charmeuse   Silks 

in  plain  and  broches — all  shades. 

Mclntyre  Son  &  Co.,  Limited 

MONTREAL        and        WINNIPEG 


Halifax 
Quebec 


OFFICES    IN 
Ottawa  Toronto  Calgary 

Peterboro  London  Vancouver 


European  Offices :  Manchester  Paris  Chemnitz 
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The  buyer  for  the  large  city  department  will 
have  to  study  colors  more  thoroughly  than  for  many 
seasons  past.  The  whole  tendency  of  fashion  is  in 
favor  of  the  fanciful  and  strictly  away  from  the  plain 
tailored  idea.     Therefore  color  is  becoming  of  su- 


COLOR  CARD  FOR  THE  FALL  SEASON 

OF  1913-14— COLORS  TO  WORK 

FROM. 

Copenhagen,  light  navy,  navy,  tan, 
golden  brown,  nickel,  taupe,  myrtle,  wine, 
purple. 

NOVELTY   COLORS. 

Blues — Persian,  Chinese,  moonlight,  old 
blue,  Copenhagen,  peacock,  cadet,  royal  and 
nattier. 

Yellows — Orange,  coque  de  roche,  old  gold, 
brass,  mandarin,  corn  color,  champagne, 
beige. 

Reds — Brick,  terra  cotta,  mahogany,  Indian 
red,  dame,  cerise,  apricot,  almond  blossom. 
peach  bloom,  heather,  old  rose,  beet. 
Greens — Emerald,    prophet,    Russian,    leaf 
green,  sauterelle,  reseda,  sea  green. 
Purple  —  Eveque,   royal   purple,   prunelle. 
wisteria,  orchid,  heliotrope. 
Greys. — Taupe,  nickel,  silver  grey. 


preme  importance  because  of  the  fact  that  many 
light  weight  materials  and  silken  fabrics  will  be 
wanted  for  dressy  wear. 

Blue  stands  first  with  the  novelty  shades  stronger 
than  staple  navy.  The  list  of  new  blues  is  a  long  one 
and  contains  many  beautiful  shades.  Next  to  blue 
Paris  places  yellow,  but  most  Canadian  buyers  will 
be  inclined  to  substitute  the  rose  and  red  shades  in- 
stead. The  new  pinks  are  very  beautiful  being  more 
on  the  apricot  order,  and  even     the  brilliant  cerise 


shades  contain  a  hint  of  yellow.  Old  rose  is  again 
en  evidence.  There  is  a  very  strong  bias  towards 
greens,  both  in  the  softer  sea  greens  and  greyish 
reseda  tones.  All  the  purple  shades  are  strong,  and 
this  comes  in  many  lovely  tones.  Taupe  is  the  lead- 
ing grey  and  brick,  terra-cotta,  and  mahogany  are 
fashionable  colore.  To  put  it  shortly  the  buyer 
should  study  the  colors  used  in  producing  Oriental 
rugs  to  get  the  right  tones. 


Right:  Wool  velour  broehe  for  coats.    Left:  Wool  broche  for 
suitings.    Shown  by  Mclntyre,  Son  &  Co. 


A  Difficult  Season  Ahead 

High  prices  and  slow  delivery 
promised  on  all  desirable  woollen 
fabrics — Style  idea  still  points  to 
rough  weaves — Wool  brocades  the 
new  feature. 

Higher  prices  and  slow  delivery  are  two  factors 
that  the  trade  is  face  to  face  with  in  woollen  materials 
at  the  present  time  and  which  promise  to  dominate 
also  during  the  Fall  season.  British  mills  in  particu- 
lar are  running  up  to  their  full  capacity  and  all  have 
orders  booked  far  ahead,  making  the  question  of 
early  delivery  one  that  is  difficult  to  entertain.  More- 
over, there  is  a  difficult  labor  situation  to  contend 
with.  Happily  the  dyer's  strike  is  settled  with,  but 
while  it  lasted  it  has  resulted  in  further  complicating 
an  already  difficult  situation. 

There  is  little  prospect  of  any  material  change  in 
wool  values  though  the  absence  of  United  States 
buyers  from  the  market  is  causing  some  fluctuation 
in  values  at  the  present  time.  This  absence  is  due 
to  tariff  uncertainties  and  not  to  any  fundamental 
change  in  the  underlying  situation. 

Monotone  effects  in  wool  jacquards  are  the  lead- 
ing feature  for  the  coming  Fall  season.  These  are 
two-tone  effects  shown,  but  with  some  notable  ex- 
ceptions they  are  not  so  pleasing  nor  so  promising  as 
the  solid  color  effects.  Many  of  these  jacquard  ef- 
fects are  produced  in  bright  finished  cloths  with  the 
very  evident  intention  of  entering  into  competition 
with  the  popular  silk  brocades.  Buyers  are  more  par- 
tial to  the  fabrics  with  cord  grounds  and  brocaded 
Bedfords  and  brocaded  reps  will  be  a  leading  fea- 
ture in  the  new  Fall  cloths.  Many  novelties  come 
also  in  sponge  and  ratine  effects  and  as  these  are  in 
keeping  with  the  tendency  toward  pile  and  rough 
surfaced  woollens,  cloths  of  this  class  will  be  good 
sellers  particularly  in  the  better  priced  goods. 

Bedford  cords  look  good  for  Fall  in  popular 
priced  merchandise  and  not  only  are  plain  Bedfords 
showing,  but  the  mills  have  brought  out  an  extensive 
range  of  new  styles  in  Bedfords  that  are  meeting 
with  popular  approval.  These  cloths  are  in  weighs 
suitable  for  Winter  wear,  and  to  a  certain  extent  ap- 
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The  cloth  with  a  permanent  crinkle  that  will  not  wash  out.  We  make  and  guarantee 
it  fast  to  light  and  soap.  For  Kimonas,  Underwear,  House  Dresses,  Children's 
Dresses,  Draperies,  etc.,  etc. 

Your    Wholesaler    Has    It 


Dominion  Textile  Co.,  Limited 


Montreal 


Sold  at  a  lower  price  than  ever  before  and  rqual  to  any  cloth  on  the  market  at  a  higher  price 
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proximate   the    styles    shown    in    striped    velour    de 
laines. 

Cut  velour  de  laines  and  striped  and  brocaded 
eponges  figure  largely  in  all  orders  for  better  grade 
materials  and.  in  spite  of  the  big  run  on  cotton 
eponges  this  Spring,  this  fabric  in  good  qualities  will 
be  a  popular  material  in  the  coming  Fall.  There  is 
a  decided  shortage  in  the  market  of  this  material  for 
neither  wholesale  nor  big  retail  buyers  had  enough 
confidence  in  its  vogue  to  place  the  necessary  orders 
early  enough  to  secure  the  goods  when  wanted,  con- 
sequently epones  are  one  of  the  materials  that  can- 
not be  obtained.  And  the  present  want  will  add  ma- 
terially to  the  success  of  this  fabric  for  Fall  selling. 
For  the  trade,  that  will  not  take  eponges,  serges  of 


rough  pebble  finish  should  sell.  Rough  wide  wale 
diagonals  will  also  be  good  property. 

Lovely  soft  finished  cloths  on  the  order  of  the 
closely  sheered  zibelines  are  also  well  thought  of. 
Matelasse  effects  in  blister  silk  on  rep  and  soft  serge 
grounds  are  also  good.  Brocades  have  a  tendency  to 
become  indefinite  in  outline,  and  the  best  patterns 
are  only  moderately  large.  Repeats  are  of  moderate 
dimensions,  about  3  in.  is  the  limit  of  the  most  desir- 
able patterns.  This  indefinite  outline  results  in  some 
very  artistic  effects  and  moreover  they  are  not  too 
pronounced  to  meet  with  general  acceptance. 

There  is  a  tendency  in  imported  goods  to  favor 
checks  with  plain  material  to  match.  This  is  a  de- 
velopment of  the  vogue  for  the  coat  and  skirt  of  sep- 
arate materials  launched  in  Paris  a  year  ago.     The 


Left:    1.  Chinchilla  cloth  in  suiting  weight.     2,   Ribbed  ratine  cloth.     3,  Cotele  brocade.     4,  Cut  velour. 
5,  Ribbed  brocade.     Shown  by  W.  R.  Brock. 


1.  Astrachan  cloaking.  Nisbet  &  Auld.  2.  C  heeked  rep,  check  formed  by  warp  threads  in  Bulgarian 
shades,  Nisbet  &  Auld.  3.  Brocaded  wooll  en  purple  and  black.  4.  Blister  matelasse  silk  figure  on 
soft  serge  ground.     Shown  by  W.  R.  Brock. 


1.  Brocaded  satin  cloth.    2.  Brocaded  ratine.    S  hown  by  W.  R.  Brock.     3.  Two-tone  brocaded  Bedford  cord. 

Shown  by  Nisbet  &  Auld. 
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Our  buyers  will  be  back  this  month  from  the  European 
Markets  where  they  have  been  selecting  Dress  Goods  for  the  Fall 
trade. 

Their  selections  are  not  "guess  work,"  but  represent  the 
accepted  styles  and  patterns  of  the  world's  fashion  centres. 

When  you  buy  Dress  Goods  you  want  to  be  sure  you  are  get- 
ting the  class  of  goods  that  your  customers  will  ask  for.  You  don't 
want  " stickers"  and  we  don't  want  to  sell  you  "stickers."  That's 
why  we  seud  our  buyers  direct  to  the  centres  of  fashion  and  the 
sources  of  manufacture. 

It  will  be  to  your  advantage  to  wait  and  see  our  Fall  line 
before  placing  your  orders.  Our  showing  will  include  all  the  new 
cloths  and  many  exclusive  patterns.  Fuller  details  will  be  given 
in  our  advertisement  in  the  May  1st  issue  of  The  "REVIEW." 

Again  we  advise  you — W  AIT. 


BROPHY,  PARSONS  &  RODDEN 

Victoria  Square  -  MONTREAL 

"Dry  Goods  Specialists." 
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very  high  style  shows  fancy  checks  and  plain  ma- 
terial in  velour  de  laine,  peau  de  soies,  and  in  reps 
and  other  materials!  A  highly  attractive  form  of 
this  fancy  check  is  formed  by  a  warp  of  high-col- 
ored threads  forming  a  mingled  indistinct  pattern. 
Practically  all  the  jacquard  effects  in  Bedford  cord 
satin  cloth,  poplin  and  in  other  cloths  will  he  wanted 
for  these  combination  effects. 

Wool  cords  woven  and  cut  in  the  same  manner 
promise  to  be  a  big  rival  to  cord  velveteens,  and  cut 
cords  are  also  indicated. 


Big  Season  in  Novelty  Silks 

Crepes  the  dominant  factor,  but 
interest  not  confined  to  any  one 
fabric — Brocades  strong — Further 
development  in  brilliant  colored 
printed  novelties  expected. 

At  the  present  moment  it  would  seem  as  though 
the  woman  of  1913  had  chosen  silk  for  her  own 
fabric,  and  there  seems  little  prospect  that  she  will 
reverse  her  decision  in  this  respect  before  Fall. 
Therefore,  buyers  are  face  to  face  with  a  record-break- 
ing silk  season  in  the  coming  Fall.  Nor  is  fashion's 
favor  confined  to  any  one  fabric,  though  crepes  cer- 
tainly are  the  dominant  factor.  Faille,  brocades, 
broche  crepe,  moire  crepe,  matelasse  and  satin  are 
all  favored  fabrics,  while  the  Paris  openings  again 
brought  taffeta  into  prominence. 

Plain  satins  and  charmeusc  are  just  as  favored 
as  ever  they  were,  especially  for  the  foundation  of 
dresses  partially  veiled  with  chiffon."  lace  or  tulle. 
Satins  are  also  freely  employed  tor  evening  and 
afternoon  wear.  Satin  is  assured  for  evening  wear 
during  the  coming  Winter,  as  it  accords  so  well  with 
the  glittering  strass  and  pearl  and  the  bead  embroid- 
eries now  featured. 

Moire  of  a  souple  quality  is  being  introduced  and 
promises  to  be  favored  for  wraps,  gowns  and  for  trim- 
mings. Crepes,  chiffons  and  even  taffetas  present 
the  moire  finish.  Soft  souple  heavy  cords  with  moire 
patterns  are  those  favored. 

Everything  points  to  a  big  Fall  business  in  fanc\ 
sides  for.  as  sellers  point  out,  buyers  seem  to  be  seek- 
ing for  novelties  in  style.  What  is  newest  on  the 
market  is  the  best  seller,  and  the  largest  percentage 
of  the  business  is  being  done  in  high  priced  materials, 
it  is  not  everyone  that  is  in  sympathy  with  this  devel- 
opment, but  the  truth  remains  that  the  more  striking 
is  the  fabric  as  to  color  and  style  the  better  it  sells. 

There  is  a  big  business  developing  in  printed 
messalines,  fleur  de  soie,  and  various  cord  weaves  in 
high  colored  Oriental  and  floral  patterns.  This  busi- 
riess  as  yet  has  only  developed  strongly  in  the  city 
trade,  but  its  very  strength  now  means  a  further 
de\  elopment  in  this  direction  in  the  coming  Fall. 


Pile  Fabrics  Heavily  Booked 

Velvets  active  in  42  and  44  in. 
widths — Many  elaborate  brocades 
— Outlook  for  plushes  promising — 
Animal  novelties  good  — ■  Astra- 
chans  universal  favorites. 

Ample  evidence  is  found  on  all  sides  of  the 
growing  strength  of  pile  fabrics  for  the  coming  Fall 
season,  for  already  big  orders  have  been  booked  for 
Fall,  1913-14.  Velvets  are  active,  with  42  and  44- 
inch  fabrics  decidedly  more  en  evidence  than  a  year 
ago,  indicating  that  the  velvet  dress  is  again  to  be 
a  leading  factor. 

Velvet  brocades  are  more  elaborate,  and  are  more 
extensively  shown  than  for  a  decade,  and  their  prom- 
inence this  Spring  lends  color  to  the  belief  that  they 
will  he  very  important  materials  in  the  coming  Win- 
ter. Brocaded  velvet  figures  applied  to  silk  grounds 
will  be  taken  up  in  novelty  goods. 

The  outlook  for  plushes  is  promising.  Plush 
finished  up  the  late  Winter  season  in  high  favor  for 
millinery  purposes,  and  will  certainly  be  wanted 
again  in  the  coining  Fall.  There  were  promising 
indications  favoring  fancy  plushes,  and  many  novel- 
ties are  showing  for  Fall.  Stamped  or  crushed 
plushes  have  been  out  for  years,  but  are  being  revived 
and  there  are  many  novelties  shown  in  animal 
plushes.  Imitation  seal  is  not  new,  but  will  secure 
its  share  of  the  business,  imitation  mole  is  sure  to 
be  good  and  there  is  a  very  striking  imitation  of 
civet  cat  that  is  attracting  attention.  Astrachans  are 
universal  favorites,  and  are  being  taken  up  in  close, 
medium  and  large  curl  weaves,  and  in  a  variety  of 
qualities.  Pony  skin  and  baby  lamb  are  also  taken 
up  to  some  extent. 


Silk  Sales  Are  Still  Growing 

Interest  is  not  confined  to  just  one 
weave — Brocades  are  featured  as 
the  high  novelty. 

The  vogue  of  silk  materials  is  growing,  and 
were  it  not  for  the  variety  of  fabrics  selling  a 
shortage  would  be  likely  to  develop  and  as  it  is  buy- 
ers are  finding  that  some  fabrics  are  in  none  too 
ureal  supply.  This  applies  more  especially  to  crepe 
weaves  particularly  to  crepe  de  chine.  The  cutting- 
up  trade  is  substituting  crepe  meteor  which  is  a 
heavier  weave,  but  one  that  is  in  better  supply. 

The  demand  is  heavy  for  satin  de  chines  and 
messalines,  and  the  advent  of  printed  fabrics  will 
tend  to  extend  the  sale  of  this  silk.  This  is  because 
this  silk  forms  the  ground  fabric  of  the  majority  of 
the  Bulgarian.  Oriental  and  -Tony  patterns  to  sell  at 
(Continued  on   page   125.) 
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THE  TEXTILE  WORLD 

depends    upon   THE    BRANCHES    OF  "jThe   B.D.A."  for 
the  best    DYE,  the  best    FINISH,   and    the  best    PROOF. 


The  "PIRLE"  FINISH 

(Regd.) 
for   Dress  Goods 

"CRAVENETTE"  PROOF 

(Regd.) 
for  Coats,  Cloaks,  Hats  and   Caps 

"PERMO"  FINISH 

(Regd.) 
for  MOHAIRS 


KIRK'S  "PERMANENT" 
FINISH 

for  ITALIANS 

The  "P.N.C."  FINISH 

for  Lustre,  Alpaca,  and  Mohair 
TWILLS 

"LUMENA"  FINISH 

(Regd.) 
for  ARTIFICIAL  SILKS 


"MARQUISE"  FINISH 

for  COTTON  VENETIANS 

CAWLEY'S 
"BRILLIANCY"  FINISH 

rfor  COTTON  SATEENS 

"DAZZLEINE"  FINISH 

for  Cotton  UMBRELLA  CLOTHS 


The  BRADFORD  DYERS'  ASSOCIATION,  Ltd. 


39  WELL  STREET,  BRADFORD 


128  and  129  CHEAPSIDE,  LONDON 

Telephone  :    CENTRAL  8440 
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The  W.R.  BROCK  COMPANY  (Limited) 

TORONTO 
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Costume 


EXTRA  HEAVY  CORDUROY 
VELVETS  (Special  for  Coats)-27  in. 

Bisc,  Grey,  Navy  and  Black. 

MADRAS    COSTUME   PLUSH-32  in. 

Grey,  Hungarian  Blue,  Mole,  Laurel,  Navy 
and  Black. 

N.B. — Place   Your   Order   Early   to   Ensure 
Delivery. 


Wtoetsi 


i 


Reason  19134914 


The  W.  R.  BROCK  COMPANY  (Limited) 

TORONTO 


_____ '■  ■•■•'•;■  r 


Dry  Goods  Review 


DRESS    GOODS 


Are   You  Selling 


PRIESTLEY'S 

Dress    Fabrics? 

Barbican    \   They 


Cloth!       add 


Electros  like 
these  will  be 
furnished 
free  They 
help  your 
newspaper 
advertising. 


^ 


& 


* 

* 

* 
# 

* 

# 

# 

medium,* 

# 

and  heavy  * 

# 

weights     1 


In  light, 
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GREENSHIELDS,  Limited 

MONTREAL 
Sole  Agents  in  Canada  for  Prestley's  Dress  Fabrics 


Liddell's  medal  Linens 


FOR  over  three-quarters  of  a 
century  the  majority  of  the 
male  portion  of  the  thriving 
little  town  of  Donacloney,  County 
Down,  Ireland,  have  been  employed 
in  the  linen  industry. 

From  the  great  grandfather  to 
the  youth  of  the  present  generation 
all  are  skilled  linen  makers — they 
are  part  of  "Gold  Medal"  quality 
—and  "Gold  Medal"  to  them  is 
life  itself. 

With  this  inherited  skill  in  lin- 
en-weaving the  continued  and 
standard  high  quality  of  these 
famous  linens  has  been  maintained 
throughout  these  years.  The  qual- 
ity is  backed  by  unparalleled  style 
and  workmanship.  See  our  1913 
samples. 


R.  H.  COSBIE,  LTD. 

IRISH  LINEN  AGENCY 
30  WEST  WELLINGTON  STREET,  TORONTO 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

Montreal  and   Toronto 
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The  most  perfect  re- 
production of  Hand- 
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Pronounced   by   ex- 

made  Goods.       Un- 
equalled       for 
"  Strength,    Beauty, 
and  Value." 

LACE 

CURTAINS 

AND  NETS 

perts  "  The  Aristoc- 
racy of  Window  De- 
coration." 

N.B.— Our  Mr.  A.  J. 

Burrows  from  Nottingham  visits  the  Canadian 
a  communication  from  yon  will  ensure  a  call. 

retail  twice  a  year  and 

Sole  Manufacturers  : 

T.  I.  BIRKIN  &  CO.,  Broadway,  NOTTINGHAM,  ENGLAND 

Let  us  send  you  the  1913  samples  of 


Copyright. 


An  Exact 
Reproduction 


This  is  Your 
Protection 


HAND 


PATENTED 


MADE 


LACE 


Manufactured  solely  by  Birkin  &  Co.,   Nottingham,  England 

Also  Manufacturers  of    High  Class  Washing  Valenciennes 
and  Exclusive  Novelties  in  Dress  Laces,  Allover  Nets,  Etc. 

Canadian  Agent:  A.  B.  FISHER, 

400  Empire  Building,  64  Wellington  Street  West,  TORONTO 
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Rec?  Trade  Mark 

proofed  by 

The  '-firamwtteV  LT? 


FOR  RAINY  DAYS 


there  is  nothing  you  can 
wear  so  satisfactory  as  a 


Facsimile  of  Stamp. 
The  CRAVENETTE  Co., 
Ltd.,  affix  their  stamp  only 
to  such  goods  as  are  suit- 
able in  quality  for  Shower- 
proof purposes.  Therefore, 
this  stamp  is  a  guarantee 
not  only  of  Shower-proof 
properties,  but  also  of  the 
Quality  if  the  Material. 


DUSTPROOF 

as  well  as 
SHOWERPROOF. 


COAT. 


(REG.) 


The  "Cravenette"  proof  is  rain  and  weather  resisting,  be- 
cause it  treats  each  separate  fibre  of  the  cloth;  it  is  perma- 
nently rainproof,  water  running  off  as  from  a  duck's  back. 
The  ventilation  is  perfect,  the  goods  being  porous 
"Cravenette"  fabrics  in  great  variety  in  black  and  colours, 
and  ready-to-wear  Coats  and  Cloaks  in  tasteful  and  fashion- 
able styles,  are  readily  obtainable  FEOM  ALL  LEADING 
IMPOETERS. 

In  case  01  any  difficulty,  please  write  to 

THE  CRAVENETTE  CO.,  LTD.,  2  Well  St.,  BRADFORD 


ATTRACTIVE  SHOW  CARDS  FOR  WINDOW 
DISPLAY  CAN  BE  OBTAINED  THROUGH 
WHOLESALE     IMPORTING     HOUSE. 


'    *, 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

/&      ■     C  J        Dry   Goods    Commission    Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


ESTABLISHED  1849 

BRADSTREETS 

Offices  Throughout  the  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.  Ottawa,  Ont.  Montreal,  Que. 

Edmonton.  Alta.      St.  John,  N.B.        Quebec,  Que. 
Halifax,  N.S.  Vancouver,  B.C.    Toronto,  Ont. 

London,  Ont.  Hamilton,  Ont.       Winnipeg,  Man. 

Reputation  gained  by  lone  years  of  vigorous, 
conscientious  and  successful  work. 

THOMAS  C.  IRVING,  %E*"SSZ 

TORONTO.  CANADA 


PEARSONS'  BASKET  FACTORY,  NOTTINGHAM 

ENG. 

92  Years  Experience 


PATENTED 

HARD-WEAR 

PROTECTORS. 

THOUSANDS  IN  USE 
IN  ALL  COUNTRIES 


WATER  PROOF 

INDESTRUCTIBLE 
BEST  VALUE 

OBTAINABLE 


ILLUSTRATED  CATALOGUE  FREE 
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GRAND 
PRIX 

FRANCO-BRITISH 
EXHIBITION.  1908 


GRAND 
PRIX 

TURIN 
EXHIBITI0N.I9II. 


IT  IS  ESSENTIAL 


WHEN     BUYING     YOUR     COSTUME 

VELVETEENS 

THAT  YOU  SHOULD  MAKE  SURE 
THEY  ARE  IN  GUARANTEED  FAST- 
TO-RUBBING  DYES. 

ALWAYS  INSIST  ON  GETTING 

WORRALL'S 

FAST   DYES 


THE  DISCOVERY  OF  THESE  DYES  IS  THE 
RESULT  OF  YEARS  OF  EXPERIMENT, 
AND  HAS  GIVEN  TO  VELVET  QUITE  A 
NEW  VALUE   FOR   COSTUMES   &    GOWNS. 


IT    WAS    FOR    THE    EXCELLENCE    OF    THESE    VELVETEENS,     FOR    COSTUME     PURPOSES, 
THAT  THE 

GRAND    PRIX    WAS    AWARDED 

TO    J.  &J,  M.    WORRALL     LTD.,    BOTH    AT    THE    FRANCO-BRITISH    EXHIBITION  IN  1908, 
AND  AT  TURIN'  IN  1911. 


GRAND 
PRIX 


FRANCO-BRITISH 
EXHIBITION,  1908      , 


;  /GRAND 
^PRIX 

TURIN 
EXHIBITI0N.I9II. 
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Latest  Ideas  in  Toys  for  Christmas  Trade 


A  wonderful  variety  shown — Mechanical 
toys  which  show  in  miniature  the  inventions 
and  improvements  of  modern  life  —  A 
description  of  some  of  the  most  popular 
novelties  shown. 


THE  SELECTION  of 

t  '0  y  s  a  11  d  novelties 
f  o  r  German  import 
placing  covers  every 
development  in  the  im- 
itation   of    the    world's 

activities.      Education-       

al  features  are  intend- 
ed to  interest  children  of  modest  ideas.  The  list 
of  samples  includes  every  toy,  game  or  mechanical 
device.  These  are  perfected  by  the  ingenuity  of 
German  and  foreign  workmen.  All  the  old  favor- 
ite toys  are  seen  and  the  list  is  growing,  which 
takes  advantage  of  clever  mechanism  to  represent 
in  miniature  the  scientific  wonders  of  the  time. 

The  problem  which  confronts  the  buyer  of 
boys'  and  girls'  toys  is  to  secure  more  originality 
and  detail  to  appeal  to  the  public.  Children  are 
demanding  toys  in  which  expense  is  a  secondary 
consideration,  as  long  as  the  idea  contains  some- 
thing different.  Most  of  the  newer  or  later  novelty 
toys  for  next  season  and  Christmas  selling  are  un- 
ique because  of  this  attraction.  While  many  of 
the  old  timers  are  again  in  evidence,  many  new 
ideas  are  forward  which  are  quite  intricate. 
Whether  buyers  are  limited  to  assortments  for 
tables  at  from  10c  to  $2  or  have  demand  for  more 
expensive  playthings,  the  choice  is  varied. 

An  assortment  does  not  mean  a  large  invest- 
ment in  any  case.  With  import  prices  and  dis- 
counts, early  selection  is  safe  and  is  not  offset  by 
style  or  clearing  prices.  In  the  first  instance,  some 
new  novelty  may  appear,  but  new  toys  are  not  so 
expensive  but  an  assortment  can  be  added  to  com- 
plete showings.  In  the  latter  clearing  prices  for 
sample  lots  are  sometimes  offered.  These  odd  lot 
prices  are  not  so  unusual  as  in  other  lines,  compared 
with  import  prices.  Starting  the  season  early  to 
take  advantage  of  early  retail  buying  and  the  sea- 
sonable advertising  campaign  is  more  important 
than  these  savings. 

At  the  present  time  the  assortments  of  doll? 
are  still  incomplete.  Special  values  are  promised 
in  dozen  lots  as  usual.  Some  of  the  leader  beauty 
dolls  rival  advertised  leaders  of  other  seasons  in 
size,  value,  workmanship  and  expression.  Buyers 
have  paid  as  high   as  $10.50  per  dozen   for  their 


special  $1  beauty  doll, 
but  this  year  the  trade 
is  offered  splendid  val- 
ues at  $7.50  and  $9  a 
dozen.  Ranges  include 
dolls  of  all  nations  from 
the  society  kid -bodied 
jointed  doll  to  Camp- 
bell kids,  and  celluloid  and  rubber  washable  babies. 
A  suitable  showing  of  dainty  layettes  and  miniature 
toilet  requisites  is  displayed.  Samples  of  doll  car- 
riages are  perfect  in  detail  of  imitation  to  complete 
this  section. 

Dolls  suggest  playhouses  and  equipment.  The 
models  and  furniture  to  match  comprise  every  mod- 
ern idea  in  home  architecture  or  furnishing  to  the 
smallest  detail.  Colonial  mansions,  bungalows,  gar- 
ages and  stables  in  every  size  are  prominent  and  com- 
plete with  interior  layout  of  rooms  and  furniture  to 
match.  The  more  novel  fittings  are  fully  equipped 
with  kitchen  cabinets,  cupboards,  tables,  chairs  and 
dishes  in  tinware,  aluminum,  enamel  and  dainty 
china.  Most  complete  kitchen  ranges  in  several 
sizes  are  also  provided. 

Closely  allied  with  these  lines  are  innumerable 
rocking  horses  and  lifelike  animals  of  the  forest. 
One  novel  feature  is  horse,  harness  and  cart  arranged 
so  that  the  driver  guides  the  horse  with  the  lines. 
Complete  outfits  now  cover  wagons  and  sleighs  of 
every  conceivable  kind — droski,  gipsy  outfits,  drays 
and  waggonettes  fully  loaded  and  drawn  by  horses 
of  all  descriptions.  In  this  connection  the  sales  ef- 
fect does  not  follow  the  trend  or  passing  of  the  horse, 
although  the  boy  imitates  his  adults  the  attraction  of 
horses  has  not  as  yet  given  way  to  preference  for  a 
motor. 

There  is  nothing  new  in  military  equipment. 
Several  new  lines  indicate  that  boy  and  girl  scout 
uniforms  and  accoutrements  are  a  growing  depart- 
ment. The  assortment  of  bugles,  drums  and  horns 
and  new  motor  whistles  is  wonderful. 

The  range  of  mechanical  toys  which  appeal  to 
the  inventive  genius  is  larger  than  ever.  As  in  the 
past,  electrical,  steam,  gyroscopic  and  frictional  prin- 
ciples are  demonstrated.  The  former  of  these  shows 
the  most  improvements,  either  to  be  attached  to  an 
electrical  current  or  to  generate  electric  power  by 
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The  Genuine 

"IDEAL" 

Hair  Goods 


Quality  is  the  power  behind  the  ever- 
increasing  sales  and  the  soaring  repu- 
tation of  "Ideal"  Hair  Goods. 

We  make  a  specialty  of  matching  col- 
ors from  our  splendid  line  of  switches. 
Satisfaction  is  ever  our  aim.  Let  us 
protect  you  from  inferior  goods.  Let 
"Ideal"  be  your  guide  in  selecting 
hair  nets  and  hair  ornaments. 


The  Ideal  Hair  Goods  Co.,  Limited 

Hair  Goods,  Hair  Ornaments,  Novelties,  Etc. 
77  York  Street  TORONTO 


Montreal   Office  :   24   La   Patrie   Building 
63 


Dry  Goods  Review 


FANCY  GOODS,  NOTIONS  AND  TOYS 


steam.  Steam  is  the  motive  power  of  new  mode] 
portable  and  stationary  engines.  Among  the  later 
innovations  i-;  a  fully  equipped  fire  engine,  which 
throws  a  stream  of  water.  Another  engine  runs  a 
small  dynamo.  Traction  engines  and  road  rollers 
with  side  or  upright  drive  are  propelled  by  their  own 
power. 

New  fractional,  winding  or  automatic  fcoj's  have 
been  added.  Automobiles  include  the  self-driven 
car  to  the  smallest  of  key  winding  limousines  and 
racing  cars.  Every  1911  model  is  represented.  The 
increasing  number  of  machine-  of  all  makes  and  the 
different  prices  show  the  interest  of  juveniles  in  this 
section.  Among  the. fractional  machines  or  toys  are 
designs  of  "pay-as-you-enter"  cars  up  to  a  foot  and  a 
half  long.  One  new  model  has  doors,  which  open 
or  close,  controlled  by  the  motorman. 

Other  mechanical  toys  of  the  winding  variety  are 
not  so  novel,  but  the  seasonable  zig-zag  trains  and 
animals,  acrobatic  monkeys,  bears  and  those  many 
animals  with  voices,  donkeys,  cows,  goats,  are  as 
pleasing  as  ever  to  children  of  all  ages.  This  season 
a  new  Alabama  coon  jigger  is  expected  to  make  a 
hit.  This  toy  does  a  step  that  i-  realistic  and  keeps 
lime  in  humorous  fashion. 

Mechanical  railways  are  complete  from  automatic 

shunting   engines    and    cars   and   switch    devices    to 


round  house,  station,  tunnel  and  landscape.  The 
first  of  these  is  a  model  train  and  mogul  grade  climb- 
ing engine,  on  a  graded  railway.  These  trains  work 
for  sometime  under  their  own  momentum. 

The  Canadian  Navy  is  more  than  completed.  All 
kinds  of  super-dreadnoughts  and  torpedo  destroyers 
aie  seen  in  the  fleet.  A  model  Titanic  and  a  flotilla 
cf  motor  boats  and  yachts,  as  well  as  every  other  de- 
sign of  craft  are  quoted  at  from  25c  to  $7.50  each. 
and  up  if  desired.  The  demand  for  these  toys  is  ex- 
pected to  he  augmented  by  the  present  navy  interest 
in  Canada.  Showing  these  boats  on  the  water  in- 
creases sales.  A  number  of  enthusiastic  buyers,  who 
are  counting  on  making  a  feature  of  this  department 
for  next  season,  intend  to  complete  the  environment. 
running  water,  canal,  locks,  bridges  and  landscapes 
for  their  Toyland. 

One  or  two  more  serviceable  toys  are  likely  to  be 
leading  sellers.  A  new  hank  in  the  shape  of  a  cash 
register  is  a  clever  device.  This  savings  hank  reg- 
isters 5.  10  and  25c  pieces  and  the  amount  contained. 
The  first  coin  locks  the  bank  and  it  opens  automati- 
cally when  $10  is  saved.  There  is  no  other  way  of 
opening  unless  the  hank  is  broken. 

Although  not  a  German  toy,  the  Marathon  Racer 
is  found  in  growing  demand  as  a  practical  exerciser. 
This  vehicle  is  popular  with  children  because  to  ride 


Selected  fancy  goods  novelties  photographed 
for  the  Review  in  the  showrooms  of 
Nerlich  &  Co.,  Toronto.  The  assortment 
includes  ormulu,  gold  clock  and  tilting 
mirror,  lirass  vase,  candleabra,  spirit  stove 


and  kettle,  inkstand,  and  smokers'  set. 
Manicure  and  toilet  sets  shown  are  in  silver 
inlaid  Parisian  ivory.  German  silver  and 
Pompadour  design  on  ivory.  The  fittings 
this   year   are    in    good    taste. 
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COLLAR    CASE 


POCKET 
FLASKS 


WE  make  a  large  col- 
lection of  fancy 
articles  suitable  for 
Stationery,  Jewelry  and 
Fancy  Goods  Trades. 

Always 

TRADE \    C3    /  MARK 

Reliable 


C.  F.  Rumpp  &  Sons 

Manufacturers  and  Exporters  of 

Fine  Leather  Goods 

Philadelphia,  U.S.A. 


LUNCHEON  OUTFIT 


NEW  YORK   SALESROOM  . 

683  and  685  BROADWAY 


Western  Canada 
Representatives  : 

Williams  &  Miller 

CALGARY,  ALTA. 


MACDONALD'S  SCARF  HOLDER 


t 


CORRESPONDENCE 
SOLICITED. 
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it  requires  skill.  The  exercise,  through  the  notion  of 
propelling  the  machine  on  the  pavement  or  sidewalk, 
by  keeping  the  body  swaying  and  pressing  the  i'eet 
forward,  is  beneficial. 

Another  simple  device  is  the  Kum  Bak  game  or 
hoop.  A  small  wire  bridge,  with  numbers  on  sus- 
pended cards  is  placed  on  the  floor.  The  hoop  i1- 
shot  from  crotched  wooden  holders  by  an  elastic  and 
then  returns  directly  to  the  sender  from  a  distance 
of  25  feet  or  more.  If  a  card  is  struck  in  and  turned 
over  in  passing  under  the  arch  the  number  of  the 
card  counts  to  the  score  of  the  game. 

Among  the  larger  toys  of  American  make  wood- 
enware  of  all  kinds  and  uses  is  coming  in  for  plac- 
ing. Furniture  and  especially  tables,  chairs,  wash- 
ing outfits,  dolls'  carriages,  beds  and  wagons,  automo- 
biles and  garden  utensils  are  shown  in  great,  variety 


next  year.  Other  departments,  which  are  specialized 
for  a  time  may  lose  their  hold,  but  the  imitation  in 
toys  and  their  power  to  afford  pleasure  is  always  evi- 
dent season  after  season.  They  are  part  of  the  Santa 
Claus  program  and  the  exchange  of  gifts  in  keeping 
with  simplicity  in  giving. 

In  more  select  or  personal  gifts,  the  changes  in 
the  showings  are  not  of  particular  comment.  In 
fact  their  selection  is  already  largely  defined.  Lea- 
ther, brass,  silver  and  ormulu  presents  are  similar  to 
last  year  and  the  lines  carried  by  importers  are  the 
choice  of  the  best  selling  lines  at  prices  to  meet  the 
demands  of  different  classes  of  retail  business.  The 
assortments  of  manicure  cases  and  fittings  favor 
Parisian  ivory  and  some  rich  silver  engraved  and 
ebony  sets  are  shown.  In  brass  goods  the  collection 
of  jardinieres,  vases,  urns,  tea  and  alcohol  kettles  and 


Toy  land  and  Christmas  novelties  from  the  German  import  ranges  now  ready.  A  grouping  of  mechanical  toys, 
scenic  railway,  dolls  and  doll  playhouses,  magic  lanterns  and  leading  lines  for  next  season.  Each  of  these  has  some 
feature  which  is  an  improvement  or  entirely  new  this  season.  Photographed  for  The  Eeview  in  the  sample 
rooms  of  Nerlich  &  Co.,  Toronto. 


and  all  prices.  In  completing  the  list  of  toys,  every 
one  of  which  is  almost  as  staple  as  the  articles  in- 
cluded, assortments  are  certainly  not  decreasing. 
There  is  no  end  to  new  puzzles,  games,  paints,  blocks, 
Noah's  Arks,  artist  slates  and  blackboard  easels. 
Whether  the  buyer  takes  1/4,  M>  or  a  dozen  of  each, 
the  chances  are  slight.  The  great  number  of  sale- 
able toys  can  hardly  be  enumerated  but  a  small  quan- 
tity of  each  seems  to  suggest  too  much  stock,  whereas 
at  the  height  of  the  selling  season,  showings  are  de- 
pleted very  quickly.  This  is  particularly  true  of  the 
leading  price  novelties. 

Buyers  are  never  able  to  judge  quantities  correct- 
ly, first  because  of  the  number  of  lines  unintention- 
ally overlooked  or  which  cannot  be  represented  in  al- 
lotting the  investment,  the  only  safe  rule  is  based  on 
last  year's  sales  and  the  most  careful  selection,  with- 
in the  amount  to  be  expended  for  the  department 


lamps,  candelabra  writing  sets,  grate  pieces  and  and- 
irons are  mostly  in  plain  finish.  A  pleasing  range 
of  mirrors  and  novelties  in  ormulu,  old  gold,  Ger- 
man silver  and  ebony  are  quoted  at  the  special  im- 
port prices.  Boudoir  clocks  in  metal,  marble,  ivory 
and  imitations  are  sampled  in  new  shapes.  Baskets 
in  raffia,  Indian  and  prairie  grass  are  selling  well  in 
the  latter  and  the  best  of  unique  shapes  and  sizes 
to  match  the  latest  designs  of  furniture  in  numerous 
woods  and  grasses  is  hard  to  decide.  Thermos  bot- 
tles, auto  and  outing  hampers  and  traveling  requi- 
sites are  more  thoroughly  equipped  and  many  of  the 
novelties  in  this  class  are  in  greater  demand  than 
heretofore.  Lines  which  were  considered  high- 
priced  are  becoming  part  of  the  regular  stock  for  this 
section.  In  cards,  tally  cards,  cases  and  card  sets 
for  all  occasions  of  fashionable  entertaining  the  vari- 
( Continued  on  page  73) 
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The  Naiad  Dress  Shield  is 
a  staple  that  draws  custom 
and  makes  money  for  the 
Dry  Goods  merchant. 

NAIAD 

DRESS  SHIELDS 

The  Dress  Shield  for 
Particular  Women 


A  thoroughly  sanitary  and  hygienic  shield 
—a  shield  that  can  be  sterilized  in  boiling 
— the  only  sure  death  for  germs. 


UNSEEN— NAIAD  PROTECTS 


it 


UNSEEN— NAIAD  PROTECTS 


The  Queen  of  Dress 
Shields" 

Every  pair  guaranteed. 

As  good  the   day  it   is  bought 
as  the  day  it  is  made. 

Do  not  deteriorate  with  age. 

Samples  and  Prices  on  Request. 


Wrinch,  McLaren  &  Co. 


Sole  Canadian  Manufacturers 

77  Wellington  Street  West, 


Toronto 
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NOVELTY  AND  fancy 

lines  are  a  growing  pro- 
position  in  the  Can- 
adian trade,  and  the 
rapid  advance  of  this 
line  can  he  gauged  by 
comparing  the  n  umber 
these  lines  with  those  in  business  only  a  few  short 
years  ago.  There  is  no  wonder  that  the  trade  has 
grown,  for  splendid  profits  can  be  realized.  The 
competent  buyer  by  using  only  ordinary  judgment 
can  make  more  than  the  ordinary  profit  on  a  line 
where  so  many  new  and  novel  articles  are  so  con- 
stantly  being  bought  out. 

A  steady  and  increasing  demand  is  being  experi- 
enced for  novelties  in  hair  ornaments.  The  la  Cas- 
que pins  and  combs  are  the  best  sellers  and  barrettes 
are  always  in  demand.  Paris  is  showing  these  pins. 
the  comb  and  the  barrette  in  sets  with  four  pins,  one 
comb  and  a  barette  to  the  set.  One  pin,  the  comb 
and  the  barrette  belonging  to  one  of  these  sets  is  il- 
lustrated. The  pattern  is  worked  out  in  Rhinestones 
and  what  looks  like  small  gold  beads  set  in  lines  and 
is  very  effective.  In  these  days  of  Oriental  fashions, 
everything  glitters  and  sparkles  and  all  pins,  combs 
and  barrettes  are  thickly  set  with  or  incrusted  with 
Rhinestones.  Besides  shell  goods,  there  is  a  growing 
fondness  for  white  metal  pins  and  barrettes.  The 
setting,  however,  is  not  confined  to  Rhinestones  for 
other  mock  jewels  are  freely  used. 

There  is  always  the  woman  who  prefers  the  plain 
pin  or  barrette.  Very  expensive  combs  and  pins  are 
obtainable  in  carved  shell,  but  there  are  many  sub- 
stitutes on  the  market  that  have  appearance  at  one- 
quarter  the  price.  A  very  handsome  line  shows 
barrettes  formed  of  three  carved  rings  interlaced  or 
three  tied  together  with  a  bow-knot.  Handsome  pin? 
in  the  same  material  come  in  various  fancy  shapes. 

Importers  are  finding  buyers  very  much  interest- 
ed in  hair  ornaments;  so  much  so  that  advance  im- 
portations, intended  for  Fall  selling,  have  been 
placed  on  sale  for  immediate  delivery.  The  great- 
est favor  is  accorded  to  the  narrow  filets  or  bandeaux 
made  of  single  lines  of  glittering  brilliants  or  of  nar- 
row diamante  that  encircle  the  head  and  either  dis- 
appear under  the  back  curls  and  coils  or  which  go 
right  around  the  head.  Fixed  to  these  filets  or  ban- 
deaux, there  are  mounts  of  osprey,  ostrich  or  mara- 
bout. Following  the  millinery  fashions,  the  craze 
is  for  Eastern  effects  and  some  of  thase  mounts  are 
bizarre,  in  their  height  and  many  of  them  are  placed 
right  in  the  centre  of  the  forehead  or  go  shooting  off 
from  the  coiffure  at  all  kinds  of  unexpected  angles. 
A  jewelled  cabochon  usually  holds  the  feather  and 
some  bandeaux  show  the  cabochon  alone.  Not  only 
are  brilliants  used,  but  mock  jewels  in  other  colors 
are  also  good  though  the  Rhinestone  effects  are  by 
far  the  best  sellers. 


New  line  full  of  novelties — A  growing  pro- 
position in  the  Canadian  trade — Hair  orna- 
ments in  increasing  demand — New  ideas 
are  decidedly  Eastern — Ehinestone  orna- 
ments popular. 

of    houses    that    carrry     sold     at     very     moderate 


There  is  a  very  big 
demand  for  Rhinestone 
jewelry  a  n  d  some 
very  effective  designs 
in  bar  pins,  broaches 
and  other  lines,  can  be 
prices.      Amethyst     and 


amber  jewelry  is  also  good  and  pearls,  particularly 
seed  pearls,  are  very  much  in  evidence.  Pearl  neck- 
laces are  in  demand  both  in  seed  pearl,  medium  and 
the  larger  sizes.  Pearls  indeed  are  staple.  Slides 
through  which  a  ribbon  is  slipped  to  form  a  bow,  are 
showing.  A  new  number  is  set  with  seed  pearls  and 
a,  pearl  pin  to  hold  the  bow  in  place  accompanies. 
While  not  exactly  a  novelty,  the  idea  is  new  iv.  ,1ns 
form. 

Bar  pins  are  always  in  demand  and  there  are 
numberless  pretty  ideas  in  enameled  pins.  Gold  bop 
jewelry,  either  plain  engine  turned  or  chased  and  en- 
graved in  flat  top  bar  pins,  collar  and  cuff  pins,  sash 
pins,   hat   pins,   cuff  links,   and  shirt    waist   sets  are 


Vanity  bag  of  pin  seal  lined  moire.    Bag  with  safety  fasten- 
ing.    Shown  by  Flett,  Lowndes  &  Co. 

selling  in  a  variety  of  designs. 

There  is  a  big  demand  for  rhinestone  jewelry  and 
not  only  are  some  of  the  new  productions  wonder- 
fully cheap  but  they  are  wonderfully  beautiful  and 
artistic.  This  is  because  they  are  copied  from  ex- 
pensive French  productions. 

The  large  and   important   looking  hat   pin    has 
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"Stop  Run"  Hose  Protectors  and  Loops 

Will  Help  You  Sell  More  Fine  Stockings 

Here  finally  is  the  solution  to  the  "run"  that  ruins  so  many  stockings  for 
your  customers  and  prevents  so  many  women  from  buying  more  really  good 
hosiery. 

The  "STOP-EUN"  will  enable  you  to  sell  the  sheerest  silk  or  lisle  stock- 
ings with  the  guarantee  that  hose  supporters  will  not  ruin  the  hosiery,  no 
matter  how  great  the  strain. 

The  "STOP-RUN"  grasps  a  large  number  of  threads  when  fastening  into 
the  stocking  and  lies  perfectly  flat.  This  removes  the  strain  on  a  few 
threads  that  ordinary  supporters  always  exert  and  cause  the  "run." 
The  "STOP-RUN"  allows  the  garters  to  be  drawn  as  tightly  as  required. 
The  "STOP-RUN"  is  easily  applied  and  is  not  removed  until  the  stocking- 
is   laundered. 

The  "STOP-RUN"  is  worn  outside  the  hose  and  does  not  touch  or  chafe 
the  skin. 

"STOP-RUN"  Hose  Loops  for  two  garters  to  each  leg;  put  up  two  pairs 
on  a  card,  at  $24  per  gross  cards,  F.O.B.  New  York. 

"STOP-RUN"  Hose  Protectors  for  women  who  wear  three  garters  to  each 
leg.     Put  up  in  a  box  at  $24  per  gross  boxes,  F.O.B.  New  York. 
All   with   instructions  and  piece   of   fabric    in   one   "STOP-RUN"   showing 
how  to  fasten. 

FREE  DISPLAY  LEG  with  silk  stocking  garters,  and  "STOP-RUN"  with 
five  gross  or  more. 


Protectors 


You  can  sell  great  quantities  of  "STOP-RUN."     Send  a  sample  order. 


Loops 


THE    SCHAFUSS    COMPANY,    395    Broadway,    New    York 

For  Booklets,  etc.  and  Information  write  to 

AW    W  WW  TW    lp  W"^  W      W^l  W-V  Canadian  Selling   Agent 

.  H.  W  MtilliL-lliK  409-410  king's  hall  bldg.  Montreal 


Women  Prefer  "DUCHESS"  HOOPS 


-Because  of  holding  thin  or  thick 
fabrics  tightly  stretched. 

-The  Felt  Cushion  protects  the  em- 
broidered work  from  injury  when 
being  placed  in  or  removed  from  the 
hoops. 


-No  Springs  or  attachments  to  catch 

the  silks. 
-No   metal    about  the   hoops  to  rust 

and  stain  the  fabrics. 

Eight  Sizes  in  round  3,  4,  5,  6.  7,  8,  10,  12  inch. 
Three  Sizes  in  oval  3x6,  4J  x  9,  6x12  inch. 


Order  To-day 

Your  Jobber  recom- 
mends and  carries 
Duchess  Hoops. 


The  Best  and  Most  Popular  Hoops  on  the  Market 

"  Duchess  "  Hoops    have    sold  for 
15  years    in  over     18,000    stores. 


The  GIBBS  MFG.  CO.,  canton,  ohio,  u.s.a.  ( 


Button    Wisdom 

Button  wisdom  is  only  acquired  by  following  closely  the  smallest  detail  in  style 

tendencies — in  keeping  closely  in  touch  with  the  creators  of  the  modes. 

We  make  and  are  authorities  on  everything  in  buttons,  etc.,  and  give  values  that 

stand  alone. 

We're    now    showing    a    complete    range    of    buttons    of    all    kinds    and    imported 

Ehinestone,  Dress  Trimmings,  Ornaments,  etc. 


A.    Weyerstall    &    Company,     Button  Manufacturers 
Branch  Offices  :     Montreal  and  Winnipeg.  Head  Office  :     TORONTO 
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Rhinestone    filets    with    aigrette    of 
marabout,   showing   the    influence   of 
Eastern  fashions.     Shown  by  Thomp- 
son  Lace  &  Veiling  Co. 


given  place  to  shorter  pins  with  small  and  incon- 
spicuous hall  heads  more  in  keeping  with  the  pre- 
sent type  of  millinery.  Typical  is  an  imitation 
black  pearl  with  a  cluster  of  rhinestones  set  at  its 
base  and  the  size  of  a  large  pearl  also  i-  a  pear- 
shaped  head  of  faceted  green  glass  set  in  a  pierced 
silver  case.  Crystal  hemispheres  divided  across  either 
round  or  lengthwise,  with  rows  of  rhinestones,  are 
new. 

V.VXTTY   BAGS   SELLING-. 

In  hags,  the  selling  at  present  is  confined  chiefly 
to  vanity  bags  and  pin  seal  is  the  favored  leather. 
These  bags  are  moire  lined  and  contain  mirror, 
powder  puff  and  other  fittings.     In  hand  bags  the 


tendency  is  to  favor  small  shapes,  and  new  ideas  in 
safety  bags  are  always  welcome.  The  newest  one 
has  no  frame  visible  as  there  is  a  flap  coming  over 
the  top  which  almost  covers  the  front  and  which 
has  to  be  opened  before  the  metal  top  can  be  reached. 
Some  handsome  new  bags  are  made  of  silk 
moire.  These  bags  come  in  numerous  shapes,  rang- 
ing from  the  long  purse  bag  closed  with  rings  of  the 
material  to  large  sized  bags  that  are  fitted  with  vanity 
sets,  carried  in  pockets  at  the  side.  Pockets  also  are 
provided  for  the  card  case  and  purse. 

SPLENDID    PROSPECTS    AHEAD. 

Stamped  goods  and  art  embroideries  are  a  bigger 
line  than  ever  and  one  does  not  have  to  look  far  into 


1.  and  2.  Show  towel  and  guest 
towel  worked  in  cross-stitch. 
Shown   by   Hambly,   Wilson. 

3.  Cushion  worked  in  darning 
stitch  and  heavy  embroid- 
ery. The  ends  finished  with 
fringe.  Shown  by  Hambly, 
Wilson,  Wellington  St.  West, 
Toronto. 

4  and  5.  Baby  towels,  Irish 
hand  embroidery  in  colored 
cotton.  Shown  by  R.  H. 
Cosbie,  Wellington  St.  West, 
Toronto. 
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PENNANTS? 


Our  specialty  is  the  making  of  distinctive  Pennants;  distinctive  in 
both  quality  and  price.  Manufactured  in  our  own  factory  under 
strict  supervision.  Neatly  and  durably  sewn  by  experienced  oper- 
ators. Our  designers  are  experts  in  their  line  and  we  particularly 
solicit  special  designs,  crests,  etc.  We'll  make  up  drawings  and 
submit  proofs  of  any  idea  you  suggest. 

If  you  want  Pennants  that  are  better  than  the  usual  and  lower  in 
price,  send  for  our  catalogue,  which  will  be  ready  within  30  days. 

Address  Department  F. 

STEDMAN  BROS.,  LIMITED 

Manufacturers   and  Wholesalers 


Head  Office 

and  Factory 

BRANTFORD,  CANADA 


Sample  Room 

76  York  St. 

TORONTO,  CANADA 


"Oriental"    Spool   Silk 

A  trial  order  will  convince  you  that  we 
have  the  largest  assortment  of  shades 
in  100  yards  and  50  yards.  Ask  for  our 
shade  card  containing  216  shades. 

Special  Shades  will  be 
dyed     upon    request. 

Handsome  Oak  Finish  Cabinets  for  dis- 
playing stock  will  be  furnished  at  half 
manufacturing  cost  price. 

Oriental  Silk  Co.,  Limited 

52  Nazareth  St.  Montreal 


s\pDE\ 
/MARK/ 


S.D. 


Combs,  Barrettes, 

Bandeaux  and  Hair  Ornaments 

are  guaranteed  to  give  satisfaction. 


We  do  not  import 
we    manufacture. 


Quality  and  prices  are  right. 

The  Smith  D'Entremont  Co. 

LIMITED 

1475-1477  Queen  St.  West 
TORONTO 
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Bow  clasp  set  with  seed  pearls, 
and  pearl  pin.  Shown  by 
Defries    &   Woodman. 

Souvenir  fob.  Shown  by  De- 
fries   &  Woodman. 


condition?  in  this  line  to  see  that  the  season  ahead  is 
full  of  unusual  promise.  This  is  due  to  the  general 
prosperity  in  the  Dominion  and  also  to  the  fact  that 
manufacturers  are  constantly  improving  the  line. 
In  the  assortment  for  the  present  season,  the  ma- 
jority of  the  articles  are  washable  and  this  feature 
alone  makes  for  increased  business. 

In  the  articles,  prepared  for  embroidery,  arc 
many  articles  of  wearing  apparel  and  many  of  them 
such  as  gowns  are  ready  made,  or  are  semi-ready  and 
in  such  shape  as  to  be  quickly  and  easily  finished 
when  the  actual  work  is  done. 

MERCERIZED    POPLIN    INTRODUCED. 

There  are  many  materials  showing  for  develop- 
ment into  bags,  runners,  table  covers  and  the  many 
articles  of  like  nature  that   are  to  be  embroidered. 


Attractive  and  practical  bathing  cap  of  rub- 
ber cloth.  The  draw-string  across  the  back 
secures  the  cap,  and  at  the  same  time 
leaves  room  for  the  hair.  Shown  by  Home 
&  Watts  Co. 


Crash,  however,  keeps  its  lead.  A  new  material  in- 
troduced this  season  is  a  silky  finished  mercerized 
poplin.  This  cloth  comes  in  tan,  brown,  and  all  the 
usual  art  shades.     Fringes  to  match  for  finishing  are 


La  Casque  Pins  and  Combs  Shown  by 
Company. 


Ideal     H?ir     Goods 


used  in  various  widths  and  there  is  a  wide  demand 
for  Cluny  laces,  particularly  in  the  better  grades. 
So  much  is  this  the  case  that  it  is  particularly  hard 
to  keep  laces  around  the  dollar  mark  in  stock. 

Souvenir  goods  are  a  big  line  in  the  Summer 
season,  particularly  at  those  places  where  there  is 
much  tourist  trade.  As  a  rule  popular  priced  arti- 
cles enjoy  the  best  sale  and  a  watch  fob  to  retail  at 
25c  ought  to  be  a  leading  seller.  This  fob  comes  in 
antique  silver  and  in  a  guaranteed  gold  finish  and  is 
decorated  with  the  Canadian  coat  of  arms,  the  coat 
of  arms  of  the  different  provinces  or  with  the  ever- 
popular  maple  leaf  in  Autumn  colors.  A  new  idea 
is  a  canoe  enameled  in  blue  and  with  the  word  "Can- 
ada" across  it.  Leather  straps  complete  the  fob. 
There  is  also  the  usual  assortment  of  sterling  goods 
showing  the  maple  leaf    and    the  various  coats  of 
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FANCY  GOODS,  NOTIONS  AND  TOYS 


Dry  Goods  Review 


arms.  Birch  bark  boxes,  etc.,  and  a  varied  assort- 
ment of  boxes  and  baskets  in  sweet  grass  always  find 
a  ready  sale. 


Novel   Pennants   Shown   by   Stedman  Bros.,   Brantford     and 
Toronto. 


Handsome  pennants  are  a  line  that  every  mer- 
chant can  feature  for  the  Summer  months.  These 
goods  arc  carefully  made  and  letters,  imitating  birch 
bark  and  in  rustic  effect,  are  new. 
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Latest  Ideas   in  Toys  for    Christmas   Trade 

(Continued  from  page  66) 

ety  is  remarkable  and  entirely  a  matter  of  choice. 
Among  the  selections  of  these  different  fancy  goods 
lines  some  special  quotations  are  quoted,  which  make 
the  lines  leaders,  compared  with  prices  for  former 
years. 

The  must  impressive  feature  in  next  year's  se- 
lections '»f  fancy  goods  and  toys  is  the  opportunity 
for  demonstration  and  display.  This  favors  some 
expensive  or  more  intricate  numbers  to  advertise  toy- 
land.  The  mechanical  completeness  of  many  of 
the  lines  in  which  sales  are  made  in  this  way  always 
maintains  the  interest  of  children  as  well  as  grown 
people.  Christmas  trees  and  Santa  Clans  are  good 
attractions,  but  much  of  the  success  of  next  season's 
displays  is  based  on  the  cupidity  of  children  and 
appealing  by  the  parents  through  the  children. 

The  criticisms,  that  a  lot  of  fancy  goods  has  to 
be  sold  to  make  up  for  the  sacrifice  of  profits  in  other 
staple  departments  is  not  convincing  as  results 
show.  These  results,  for  extra  business  through 
either  a  well  arranged  department  or  special  toy  land 
are  evident  in  the  goods  themselves,  which  are  ready 
for  Fall,  1913. 


Retail   Merchants'    Association    Convention 

The  Retail  Merchants  Association  are  holding  a 
convention  in  Toronto  in  April.  Their  meeting  is 
in  conjunction  with  a  demonstration  by  the  Office 
Specialties  and  System  People  at  that  time.  Several 
of  the  wholesalers  intend  to  hold  sales  for  tin  benefit 
of  the  merchants  who  are  in  town.  R,  M.  Trowern 
can  give  particulars. 


Death  of  E.  W.  Gnaedinger 

Montreal,  March  20. — E.  W.  Gnaedinger,  senior 
member  of  the  firm  of  L.  Gnaedinger,  Son  &.  Co., 
manufacturing  furriers,  Montreal,  died  suddenly, 
March  19th,  after  a  brief  illness.  He  had  been  suf- 
fering from  an  attack  of  la  grippe,  but  it  was  not 
expected  that  it  wTas  anything  serious  so  that  his 
death  came  as  a  great  shock  to  members  of  the 
family  and  friends. 

Mr.  Gnaedinger  was  born  in  1852  and  lived  in 
Montreal  all  his  life.  He  succeeded  his  father  in  the 
business  in  the  year  1S89  and  was  head  of  the  firm 
which  is  one  of  the  oldest  established  fur  houses  in 
the  Dominion.  He  wras  a  very  active  business  man, 
and  a  liberal  subscriber  to  charitable  institutions. 

He  is  survived  by  four  sons,  Victor  and  Reginald, 
of  Montreal;  Ernest,  of  Wallace,  Ohio;  and  Cedric, 
of  Peterboro,  Ont,  One  daughter  also  survives,  Miss 
Ruby  Gnaedinger,  of  Montreal.  There  are  also  three 
brothers  and  two  sisters.  The  brothers  are:  Edward, 
F.  G..  and  J.  T.  Gnaedinger.  The  funeral  which 
was  held  on  March  20  from  St.  Andrews  Church. 
AVestmount.  was  very  largely  attended. 


Hamilton,  Ont. — Shea's  dry  goods  business  has 
been  disposed  of  to  James  and  Walter  Murray  of 
London,  and  Scott  Murray  of  this  city.  The  price 
paid  was  $80,000  for  the  good  will  and  business. 

Calgary,  Alta. — J.  Heiman  has  opened  his  new- 
ladies'  tailoring  store  on  First  Street  west.  Mr.  Hei- 
man's  new  store  is  modernly  equipped  with  ward- 
robe cases,  finished  in  white.  The  whole  interior  of 
his  parlors  is  artistically  finished  in  green  and  white. 
He  has  also  opened  a  millinery  department. 

London,  Ont. — The  sudden  death  of  Mr.  Albert 
Edwin  Pavey  at  his  home,  487  Dundas  street,  last 
night,  removes  a  lifelong  citizen  of  London.  Of  late 
years  he  had  lived  retired,  but  was  formerly  in  the 
wholesale  woolen  business  under  the  name  of  A.  E. 
Pavey  &  Company. 

Moncton,  N.  B.- — Word  has  been  received  of  the 
death  of  W.  Ryan  Angus.  Mr.  Angus  at  one  time 
carried  on  a  successful  men's  furnishing  store  in 
Moncton,  but  sold  out  some  twenty-five  years  ago,  and 
has  since  been  travelling  in  different  parts  of  Canada 
for  tipper  province  clothing  houses.  For  the  last  few 
vears  Mr.  Angus  resided  in  Vancouver. 
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The  Present  Craze  is  for  High  Trimmings 


FOR  THE  earl)-  spring 
at  any  rate,  the  small 
hat  came,  was  seen  and 
conquered,  and  to  sum 
up  the  season  so  far,  the 


Small  hats  came,  were  seen,  and  conquered 
— Eastern  colorings  in  great  prominence — 
The  straw  hat  and  feather  fantasies  chosen 
for  early  wear. 


there  is  a  craze  for  Eastern  effects  and  for 
high  trimmings.  Before  Easter,  weather  was  all  that 
could  he  desired  and  the  straw  hat  is  now  firmly  es- 
tablished. Though  the  Easter  millinery  husiness 
was  satisfactory,  there  are  other  features  attending 
the  new  millinery  that  are    not    conducive  to  good 


thing  before  t  h  e  m  . 
Bright  mulberry  shades 
purple,  American  beau- 
ty or  Nell  rose,  orchid, 
briass  and  emerald,  are 
the  leading  tones.  The 
colors  featured  by  the  better  trade  are  brown, 
tete-de-negre,  old  red  beige,  blue  and  black,  and  this 
class  of  trade  as  the  season  advances  will  show  soft 
tapestry  shades. 

Among  novelties  may  be  mentioned  straw  plush. 
This  material  has  all  the  appearance  of  a  rich  silk 


trade.     I  allude  to  the  scanty  trimming,  that  again     millinery  plush  and  is  produced  in  bands  and  strips. 


is  a  feature.  Women  pay  a  good  price  for  their  hats 
it  is  true,  but  still  there  is  little  profit  for  the  millin- 
er. This  is  due  to  the  fact  that  workroom  profits  are 
almost  eliminated  and.  though  the  ribbon,  feather 
or  floral  garniture  used  is  expensive,  all  the  milliner 
gets  out  of  its  sale  is  just  the  ordinary  merchandising 
profit  and  there  is  little  or  nothing  for  the  making 
up  and  this  profit  does  not  coyer  when  the  inevitable 
left  overs  have  to  be  taken  into  account. 

The  straw  hat  is  paramount  and  for  trimming 
there  is  a  sweep  of  paradise  or  osprey.  an  aigrette,  a 
tuft  of  neumidi  or  a  fantasy  in  ostrich.  And  these 
fantasies  are  nothing  if  they  are  not  extreme,  for 
ostrich  is  subjected  to  every  possible  contortion. 
Plumes  are  bent  and  twisted  into  question  marks  and 
into  other  remarkable  curves,  and  as  for  quill  effects 
they  take  on  all  manner  of  fancy  forms.  Next  to 
ostrich  comes  ribbon,  and  gay  colored  Oriental  and 
rich  flowered  ribbons  or  plain  faille,  moire  and  velvet 
ribbons  cover  the  crown  and  shoot  off  far  beyond  the 
brim  in  long  loops. 

When  flowers  are  used  they  encircle  the  crown 
in  flat  wreaths  or  are  placed  erect  in  stiff  aigrette  like 
forms  made  of  flowers  and  leaves.  Sometimes  a  sin- 
gle rose  stands  up  with  its  foliage  in  this  effect.  Ma- 
lines  is  also  a  much  used  trimming  and,  besides  the 
very  smart  pom-poms,  this  fabric  is  converted  into 
feather  and  quill  imitations  and  into  large  looped 
bows  shaped  over  wire. 

Many  hats  are  of  satin  and  tulle  or  of  tulle  and 
straw  and  there  should  lie  a  further  development  in 
this  direction  for  Summer  wear.  Though  the  high- 
da-  irade  are  featuring  more  subdued  tones  for  the 
present,  at  least,  the  high  colors  have  swept   every - 


Brims  are  faced  with  it  and  it  is  used  to  band  crowns. 
It  is  at  its  best  when  combined  with  soft  satin  or 
crepe.  Tubes  of  horse  hair  or  corded  gilk  covered 
with  tulle  are  new  and  a  novel  idea  is  the  use  of 
bands  around  the  crown  of  a  hat. 

Straws  are  expensive,  particularly  such  Summer 
straws  as  leghorn  and  this  is  leading  to  the  combin- 
ing of  straw  with  materials.  Sometimes  the  crown 
is  of  straw  and  the  brim  of  fabric  but  the  usual  com- 
bination is  the  straw  brim  and  material  crown.  Straw 
flanges  and  straw  brimmings  are  also  used.  Velvet 
crowns,  crowns  of  satin  or  of  crepe  are  much  en-evi- 
dence and  later  on  present  indications  seem  to  point 
to  flat  shapes  on  the  shepherdess  and  mandarin  order, 
only  not  so  large  as  those  worn  in  the  past  few  sea- 
sons. Many  of  these  are  of  shirred  Malines  or  crepe 
or  the  crown  is  of  velvet  and  the  brim  of  crepe  and 
ribbon,  and  flowers  form  the  trimming.  One  model 
had  the  crown  covered  with  turquoise  blue  velvet 
and  the  brim  of  shirred  white  crepe,  and  the  trim- 
ming consisted  of  clusters  of  small  field  flower-  in 
variegated  natural  shades. 

Very  smart  was  a  hat  of  this  type  of  pale  pink 
crepe  with  the  crown  of  heavy  lace  banded  with 
large  pink  roses  and  bows  of  sapphire  blue  velvet 
ribbon. 

More  on  the  order  of  the  hat  of  the  moment  was 
a  medium  sized  cap  like  model  made  of  white  crepe 
—the  crown  just  held  several  thicknesses  of  this  fab- 
ric and  was  overlaid  with  silk  run  Malines  lace.  The 
drooping  brim  was  of  crepe  inn  on  wires  and  over- 
laid likewise  with  a  flounce  of  lace.  Bringing  crown 
(Continued  on  page  78) 
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Summer  Styles  Defined 
in)  the  McCall  range 


Our  representatives  are  now  showing  the  advance  modes 
in  Summer  millinery  and  accessories.  If  you  are  not 
certain  of  what  is  going  to  he  correct  for  late  Spring 
and  Summer  you  will  find  the  most  approved  styles 
clearly  defined  in  this  range. 

Try  the  McCall  service.  Prompt,  careful  attention  to 
all  orders  from  six  distributing  points.  We  are  showing 
the  hest  values  in  the  trade. 

The  D.  McCall  Company,  Ltd. 

TORONTO 

Winnipeg        Ottawa        Montreal        Quebec       Vancouver 
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Futurist  Furore  Brings  Fantastic  Fashions 


New  York,  April  1. 
RECENTLY  there  was 
held  in  New  York  an 
exhibition  of  pictures 
which  has  done  more  to 
influence     the     present 

mode   than   any   recent.       

event.     At  the  time  of 

the  exhibit  the  "Futurist"  and  •"Cubist"  methods  of 
painting  were  discussed  everywhere  and  these  very 
bizarre  effects  ultra  in  line  and  color,  have  resulted 
in  a  perfect  furore  of  "futurist"  fashions. 

It  is  just  about  as  difficult  to  explain  the  queer- 
ness  of  this  style  as  it  is  for  the  average  person  to 
adjust  themselves  to  purple  hair  and  green  clouds 
and  other  beloved  devices  of  the  poster  style  of  art. 

Much  may  be  said  of  the  unloveliness  of  the 
present  mode  and  the  unharmonious  colors  affected, 
but  no  one  says  it  because,  for  tbe  moment,  to  be 
smart  one  must  lie  cubic  in  one's  lines  and  put 
Joseph's  coat  of  many  colors  to  shame. 

For  several  moons  we  have  seriously  discussed 
Oriental,  Bulgarian  and  Balkan  colorings,  which 
are  after  all  more  or  less  one  and  the  same  and  now 
we  are  ablaze  with  them  all  at  once,  only  usually 
they  are  termed  Bulgarian  or  Balkan  if  one  is  cater- 
ing to  the  masses,  and  Futurist  or  (1u!iist.  if  one  is 
catering  to  the  elite. 

Hats,  gown.-  and  nearly  all  wraps  are  a  riot  of 
color  and  a  riot  of  form,  for  nine  out  of  every  ten 
fabrics  used  from  ribbons  to  prints,  are  figured. 

ft  is  predicted  that  a  quieting  down  of  color  at 
least  will  be  noticed  in  the  warmer  weather,  but,  with 
the  exception  of  white,  color  combination  will  be  in 
greatest  demand  all  season. 

Many  bats  are  made  from  the  same  material  as 
the  dresses:  that  is.  colored  or  figured  ratine,  scrim, 
cretonne  or  silk,  and  these  are  well  thought  of  for 
the  cheaper  trade.  The  smartest  hat  houses  are  mak- 
ing Ratine  or  Terry  Cloth  (Turkish  toweling  hats) 
as  their  success  of  last  year  seems  sure  of  being  re- 
peated. 

Very  chic  hats  are  also  made  from  white  cotton 
crepe.  To  get  a  color  effect,  the  white  crepe  is  drawn 
plainly  over  either  pink  or  blue,  and  the  hat  is  trim- 
med with  wings,  flowers  or  wings  in  the  same  color. 

Tbe  effect  is  much  the  same  as  though  the  crepe 
itself  were  colored,  but  the  tones  have  a  wonderful 
softness.  One  could  also  use  a  gay  Bulgarian  lining 
with  pleasing  result. 

rl  ne  idea  of  using  quaintly  figured  Chintz  or  cre- 
tonne- is  a  novel  and  extremely  attractive  one.  Small 
hats  require  little  trimming  other  than  bands  of  nar- 
row velvet  ribbon  in  two  or  more  colors,  and  maybe  a 
bouquet  of  small  flowers. 

Manufacturers  are  preparing  for  a  tremendous 


Weird  effects  of  the  futurist  and  cubist 
artists  are  being'  simulated  by  the  millin- 
ers— Costumes  are  a  riot  of  color — Bizarre 
effects  are  shown — General  description  of 
the  stvle  trend. 


demand  in  this  class  of 
goods.  Frequently  one 
finds  Manilla  facings  in 
contrasting  colors,  but 
the  chief  charm  of  the 
majority  of  hats  is  their 
crushable  qualities,  be- 
ing made  on  willow 
and  most  convenient  for  packing  in  one's  suit  case. 
Many  straw  hats  have  the  same  desirable  qualities. 
Just  for  the  nonce  small  hats  with  trimmings 
towering  out  of  all  proportion  are  milady's  choice, 
but  the  large  hat  on  the  shepherdess  lines  or  having 
a  sweeping  curve  from  side  to  side  and  a  high  rolled 
back,  are  coming  to  the  fore.  This  style  of  hat  is 
already  very  much  in  evidence,  the  hats  being  small 
and  medium  rather  than  large,  however,  and  for  the 
most  part  simply  trimmed  with  ribbon,  which  is 
bowed  on  the  upturned  back  brim,  the  bow  often 
shooting  high  in  the  air  rather  than  resting  against 
the  brim. 

There  are  many  soft  crowns  and  brims  twist- 
ed and  bent  into  an  endless  variety  of  shapes.  Fre- 
quently broad  or  narrow  ribbon  bands  appear  to 
hold  them  in  place,  or  a  tiny  but  many-colored  bou- 
quet is  caught  in  the  edge  of  the  brim  or  rests  near 
the  hair. 

Never  have  the  ribbons  used  for  millinery  been 
more  beautiful  and  never  have  the  prices  been  high- 
er, for  the  vogue  is  only  for  the  handsomest  brocade 
and  figured  ribbons,  which  are  in  some  cases  fixe 
dollars  a  yard.  The  colorings  are  magnificent  and 
the  ways  of  using  ribbon  varied  but  more  or  less 
simple,  so  that  the  beauty  of  the  ribbon  itself  may 
not  be  lost. 

Colored  velvet  ribbons,  particularly  the  moire 
velvet,  are  very  much  in  demand  in  almost  all 
widths.  Two  faced  ribbons,  plush  ribbon,  in  fact. 
practically  all  fancy  ribbons  are  worth  their  weight 
in  silver  if  not  gold,  for  it  is  impossible  to  supply  the 
demand  and  almost  impossible  to  get  waited  on  at 
the  ribbon  counters  these  days. 

Ostrich,  good  for  so  long,  is  still  strong,  the  de- 
mand being  for  colors,  and  for  exaggeratedly  high 
effects. 

Neumidi  is  another  scarce  and  very  fashionable 
trimming.  One  dollar  a  strand  is  the  usual  price  at 
present.  Vulture  and  imitation  aigrettes,  paradise 
and  peacock  in  bleached  and  dyed  effects  are  also 
very  strong,  it  being  understood  that  everything 
is  highly  colored. 

The  Hower  situation  also  is  brightening,  although 
so  far  the  demand  is  for  small  combination  bou- 
quets, a  few  stick  ups  in  the  small  odd  colors  and 
small  fruits,  peaches,  plums  and  apples  in  miniature 
being  combined  with  flowers,  and  by  the  way,  the 
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Write  for  "The    Gage  Supplement  No.  2" 

SHOWING  NEW  GAGE  UNTR1MMED  SHAPES, 
GAGE  BUCKRAM  AND  WIRE  FRAMES,  ALSO 
TRIMMED  HATS  FROM  OUR  MANY  DEPART- 
MENTS.   SENT    TO   DEALERS    ON    REQUEST 

When     in     New     York,     Visit     Our     New     York      Headquarters, 
Gage  Millinery  and  Gage  Merchandise  on  Display,   11   VV.  32nd  St- 


GAGE  BROTHERS  &  COMPANY 

Producers  of  Correct  Millinery 

Headquarters  for  all  forms  of  Millinery  Merchandise 
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small,  many-colored  corsage  which  has  been  so  po- 
pulai  on  fur  this  winter  has  kept  its  popularity  now 
thai  furs  are  laid  aside  and  now  it  is  correct  to  have 
one's  corsage  if  not  entirely  at  least  in  part  of  fruit. 

The  old-fashioned  silk  cherries  (made  of  taffeta 
or  satin  over  w<adding)  are  grouped  in  the  most  un- 
usual disregard  for  color,  in  fact  this  may  be  truth- 
fully said  of  everything — the  characteristic  of  the 
season  being  color  in  bewildering  combinations. 

The  present  day  fashions  are  not  wholly  sane 
from  any  viewpoint.  Everything  runs  to  exaggera- 
tion. Skirts  are  draped  but  very  narrow  and  nearly 
all  of  them  slashed  to  show  at  least  above  the  boot 
top,  and  some  much  higher.  Many  of  the  ready-to- 
wear  suits  have  buttons  which  may  or  may  not  be 
used,  and  so  govern  the  slash  according  to  the  wear- 
er's sense  of  propriety  or  smartness. 

The  waist  line  is  sometimes  normal  but  much 
more  often  almost  to  the  extreme  hip  line,  or  again 
to  the  breast.  The  blouse,  Russian  or  Balkan,  the 
Norfolk,  with  loose  belt  below  the  waist  and  the 
pajama  coat  and  the  various  forms  of  shapeless  gar- 
ments which  have  resulted  in  such  term  when  de- 
scribing a  figure  as  the  fashionable  slouch,  are  all 
very  much  in  evidence  not  only  in  the  shops  but 
on  the  Boardwalk  at  Atlantic  City  and  on  Fifth 
Avenue  and  Upper  Broadway,  the  season's  fashion- 
able parade  ground.    . 

If  any  one  color  dominates  the  situation  for  mil- 
linery it  is  blue,  all  shades  of  Copenhagen  having 
first  choice,  coque  de  roche,  paradise  yellow,  win- 
dow blind  green,  niggerhead  brown,  digitalis  (pur- 
ple), brass,  copper,  saffron,  amber,  citron,  Nell  Rose, 
midnight  blue,  and  cochineal,  are  all  new  names 
given  fashionable  colors.  One  hears  much  of  the 
Rembrandt  shades  (particularly  for  Fall).  Blues 
and  brassy  browns  are  a  popular  combination  as  are 
also  the  wonderful  blues  and  yellows  one  associates 
with  Chinese  embroidery. 

It  is  a  season  which  results  in  artistic  and  freak- 
ish costume,  and  one  that  will  long  be  remembered 
in  its  originality  and  establishing  new  standards  of 
beauty. 

Incidentally,  it  is  a  big  panama  season,  and  for 
those  who  carry  mourning  goods,  be  it  known  that 
white  crepe  is  the  very  latest  and  white  the  smartest 
mourning. 


The  Present  Craze  is  for  High  Trimmings 

(Continued  from  page  74) 

and  brim  into  one  slanting  line  was  a  shirred  collar 
of  black  velvet  apparently  wound  round  with  a  gar- 
land of  fine  flowers  made  of  vari-tinted  bit-  of  silk 
shirred  into  small  flowers. 

Another  Summer-like  model  shows  an  up-turned 
brim  of  hemp  with  a  scant  tarn  crown  of  white  sat- 
in covered  with  tulle  and  simply  banded  with  an  em- 
broidered ribbon  in  Jouy  colors. 


Fall  Fashions    Seen  in  the  Ranges 

(Continued  from  page  25) 

Russian  rats  are  similiarly  trimmed.  The  color  and 
texture  of  mole-coney  should  mean  a  larger  demand 
for  this  fur.  Beaver  is  selling  in  greater  quantities 
for  no  other  reason  than  the  style,  color  and  grow- 
ing value  of  the  fur  is  particularly  suitable  for  motor 
wear.  Some  caracul  and  gray  squirrel  coats  are 
shown,  but  on  account  of  the  supply  and  wearing 
qualities  are  not  expected  to  show  any  unusual  de- 
mand. 

The  selection  of  choice  furs  this  year  is  not  any 
easier,  but  value  is  received  based  on  the  quality  of 
the  skins.  This  is  so  in  the  added  assortments  of 
natural  pointed  and  black  foxes,  natural  and  dyed 
wolf  and  sables.  Some  of  the  sets  are  higher  in  price 
but  competitive  values  and  the  selling  advantage 
through  novelty  give  sufficient  selection  to  keep  to 
values  on  the  merits  of  the  goods  and  more  than 
equivalent  profit.  Among  the  novelty  furs  made  of 
selected  skins  which  have  the  appearance  and  fin- 
ish are  several  new  models  presented  after  the  holi- 
day season.  In  neckpieces  of  suitable  furs,  bias  and 
animal  skins  and  reversible  collars  are  the  latest  in 
both  long  and  short  hair  pelts.  Some  new  novelties 
in  muffs  are  ready  and  measure  10x18,  12x20,  12x22, 
14x22  and  16x20  inches.  Pillow  and  shield  shapes 
with  messaline  and  deep  fringes  on  the  best  selling 
furs  give  the  amount  of  novelty  required.  The 
quality  and  size  (depth,  thickness  or  shape)  of  muff 
beds  are  unusual.  When  completed  in  mink,  lamb 
or  any  of  the  long  hair  animal  furs  in  single  or  com- 
bined pelts,  with  a  touch  of  trimming  or  shirring 
of  corresponding  color  the  effect  is  all  that  could  be 
desired. 

Linings  are  a  more  important  issue  this  season 
because  of  the  brightness  they  impart  to  a  fur  or 
fur  garment.  The  newest  lining  comprises  guar- 
anteed two  season  satins,  flowered  broches,  plain 
repp  and  velvets.  They  come  in  rose.  saxe.  pearl, 
cerise,  tan  and  browns,  with  a  new  range  of  Bulgarian 
patterns.  The  latter  is  used  more  for  trimming  than 
lining.  An  improvement  is  noted  in  finishing  muffs 
and  velvet  is  used  as  an  inside  lining  if  preferred 
and  at  the  same  cost.  The  use  of  silks  in  pockets, 
shirred  shoulder  straps,  facings  or  trimmings  in 
wraps,  matched  sets  and  more  especially  in  muffs  is 
in  keeping  with  good  style. 

Altogether,  the  attractive  garments  which  stand 
out  in  the  different  ranges  because  of  the  novelty 
are  particularly  smart.  They  are  modified  on  New 
York  styles  to  meet  climatic  conditions.  Compared 
with  former  ranges,  the  influence  of  style  has  been 
recognized  to  create  Canadian  authoritative  styles,  be- 
cause of  the  superiority.  This  is  true  of  supplies 
and  of  designing  judged  by  the  suitability  for  this 
climate.  Canadian  furs  are  unsurpassed  in  style  and 
values  quoted. 
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This  TRADE  MARK 


Guarantees  Highest  Quality 


REGD.  TRADE  MARK 


You  can  buy  your  Nets  direct  from  the 
oldest  Net  Manufacturers  in  the  World 

John  Heathcoat    &    Co. 


LONDON, 


ENGLAND 


Patentees  of  the  first  Lace 
and    Net  Machine  in    1808 


SILK 


Illusions 
Toscas 
Veilings 
Dewdrop   Nets 


Brussels  Nets 
Dress  Nets 
Tucked  Nets 
Alencon  Nets 


Makers    of    theft  Famous   Heathcoat    Waterproof    Maline. 


STOCK  CARRIED  BY 
A.     B.     FISHER,     64  Wellington  Street  West,     TorOIltO 

SOLE  CANADIAN   REPRESENTATIVE 

Head  Office  and  Salesrooms :  1 3  Ironmonger  Lane,  Cheapside,  E.C 
Factories  at  Tiverton,  Exeter  and  Cullompton,  England 
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You're  Short  of 
Some   Special 

line,  color  or  style  in  your  millinery  department.  Drop  us 
a  card  and  we'll  send  what  you  need.  Our  collection  just 
now  for  immediate  use  of  flowers,  mounts  and  hats  in  the 
wanted  colors  and  styles  will  fill  your  requirements. 

About   Fall  Import 

Orders 

Our  representatives  are  now  out  with 

our  Fall  Line 


In  your  own  interest  we  want  you  to  see  the  line.  When 
you  recall  to  your  mind's  eye  all  the  best  things  you  have 
been  shown  in  different  collections,  you'll  wonder  how  we 
gather  together  such  a  collection  of  things  different,  yet 
right  in  style  and  colors.  Our  line  is  out  of  the  rut,  lacks 
sameness,  yet  anticipates,  and  does  it  correctly  each  season. 
Don't  avoid  seeing  it. 


Continental  iflanufacturerg'  intricate 

Htmtteb 

77  York  Street,  Toronto 
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VteU.es  &  Co.  ^o 


TRADE     MARK 


MILLINERY 

FALL     1913    IMPORT 


Samples  are  now  in  the  hands  of  our  representatives, 
who  will  call  upon  you,  in  due  course,  with  the 
largest  and  most  complete  range  of  Millinery  Goods 
ever  shown  in  Canada.  Wait  for  them  before  plac- 
ing your  Fall  orders. 

Hats,  Flowers 

Feathers,  Ornaments 
Etc. 

MELLES    &    CO. 

LIMITED 

Cripplegate  Buildings,  Wood    St.,  LONDON,  ENG. 

Branch   Establishments : 


Paris      Manchester 


Liverpool      Edinburgh      Glasgow 
Toronto         Vancouver 


Montreal 


GERMAIN,   SMITH    &    BIRKS,   LIMITED 


SELLING    AGENTS 


MONTREAL  —  43  Union  Avenue 
TORONTO  — 32   King  Street  West 
VANCOUVER  —  432  Cordova  Street 


ARTHUR   ROY,  Representative 

J.  S.   WHYTE,  Representative 

G.  K.  MARSHALL,  Representative 
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ART    OF    DISPLAY 


Proper   Methods   of   Displaying    Smallwares 


SMALLWARES  sales 
properly  handled  in- 
clude at  least  100  to  200 
value.*,  which  appeal  to 
customers  because  the 
list  of  prices  is  unusual. 
The  saving  to  the  pub- 
lic is  the  result  of  their 

purchasing  during  the  event:  and  merchants  aver- 
age a  fair  profit.  The  success  of  a  sale  is  that  the 
business  is  nearly  all  extra  and  the  advertising  merit 
of  direct  comparison  of  prices  takes  full  advantage 
of  contrasting  prices  of  former  and  sale  values.  The 
plan  of  increasing  sales  of  other  lines  through  lead- 
er attractive  values  is  satisfactory. 

Featuring  smallwares  twice  a  year  is  a  problem 
for  the  display  manager.  The  amount  of  notions 
to  he  shown  at  sale  time  according  to  present  pro- 
portion* means  a  lot,  of  work.  Both  the  buying,  ad- 
vertising and  selling  of  smallwares  have  improved 
systems  to  make  the  sale  an  attraction.  In  interior 
arrangement,  price  and  quantity  are  the  reasons 
for  their  showing.  Assortments  are  displayed  in  car- 
toons, bins  or  boxes  and  ticketed  so  that  customers 
can  select  goods  for  themselves.  Sales  are  completed 
in  conjunction  with  other  business,  as  a  result  of  spe- 
cializing on  small  things. 

The  quantity  of  smallwares  which  are  bought  to 
take  advantage  of  average  prices  suggests  a  quantity 
window  display.  Sales  of  smallwares  indicate  that 
display  managers  could  assort  several  lines  of  spe- 
cial values,  so  as  to  anticipate  a  customer's  purchase. 
The  question  in  this  case  is  whether  groupings  at 
25c,  50c  or  $1.  are  effective  enough  to  promote  quick 
selection  and  offset  the  benefit  of  price  and  one  line. 
Individual  sales  of  smallwares  easily  amount  to  $1, 
but  customers  have  little  idea  of  the  numerous  things 
which  are  included  in  an  assortment.  There  is  an 
opportunity  to  save  time  in  putting  in  the  display 
and  in  suggesting  the  selection  of  goods  by  customers. 
However,  the  usual  decision  is  to  keep  prices  and  one 
line  at  a  price  in  the  windows  and  leave  salespeople 
to  make  the  customer's  purchases  as  large  as  pos- 
sible. 

There  is  nothing  in  the  store  which  can  be  in- 
troduced as  successfully  as  smallwares.  Each  neces- 
sity  decided  on  by  the  customer  suggests  another 


A  large  range  of  values  included  in  assort- 
ments offered  for  sale — Description  of  dis- 
play which  brought  splendid  results  shown 
in  window  of  Dupuis  Freres,  Montreal. 


need.      When     all   the 
publicity      departments 
have  done    their  share, 
salesmansbip  is  still  es- 
sential.      Still  there  is 
little    excuse     for    any- 
thing  but  success   with 
an      automatic     service 
and  just  as  much  reason  for  that  kind  of  attention. 
The  success  of  the  display  manager  is  based  on  the 
experience   that   properly   displayed   smallwares   sell 
anyway. 

In  featuring  smallwares,  the  facilities  are  dif- 
ferent in  the  display  section  than  in  the  other  pub- 
licity departments.  The  quantities  of  smallwares  to 
be  shown  are  greater  than  the  possibilities  of  perma- 
nent fixtures  provide  for.  Some  original  idea  has  to 
be  carried  out.  each  time.  An  attempt  is  made  to 
increase  the  display  surface  of  the  window  space  so 
as  to  comprise  the  numerous  lines  and  have  each  one 
stand  out  sufficiently  in  the  grouping.  The  setting 
must  be  semi-permanent  because  each  time  a  display 
is  made,  some  other  device  or  idea  is  necessary  to 
give  the  required  layout. 

Display  managers  avoid  a  jumble.  Tn  many  win- 
dows which  are  effective  enough  the  arrangement 
is  too  methodical.  When  a  series  of  platforms  or 
glass  plates  on  stands  is  used,  the  tendency  is  to  lose 
the  unit  effect.  Unit  trims  create  direct  sales,  when 
properly  ticketed.  Every  trimmer  knows  that  almost 
any  arrangement  appears  too  flat  or  crowded.  The 
bottom  of  the  display  is  lost  to  a  large  extent  as  the 
goods  in  the  back  are  only  piled  in  to  fill  up. 

Mechanical  trims  are  often  used.  Sales,  how- 
ever, are  the  result  of  interest  through  the  working 
of  the  device  rather  than  specialty  in  arrangement. 
While  the  design  may  be  clever  and  original  and  help 
to  build  up  a  display,  trimmers  fall  down  because 
of  the  random  selection  of  smallwares  in  covering 
the  foundation.  The  mechanism  overshadows  the 
goods.  As  a  rule  these  displays  feature  smallwares 
as  a  department.  No  one  line  either  of  value  or 
daily  necessity  is  prominent, 

Emile  Pigeon,  assistant  display  manager  for 
Dupuis  Freres.  Ltd..  Montreal,  has  solved  the  small- 
wares  display  problem.  He  suggests  a  few  ideas  for 
a  notion  setting  wmich  have  been  proved  successful 
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THE    ART    OF    DISPLAY 


Dry  Goods  Revievj 


YOU  DOM'T  HAVE  Tfl  Ef  AN  ARTI5T 

TO  MUDY  AH Dl] LAYOUT 

YOUR  HOREfRONT 


Lay  out  your  new  Store  Front  just  as  you  would  plau 
a  new  Store  room.  Let  its  shape  be  governed  by 
your  own  conditions — don't  be  satisfied  with  a  Front 
like  your  neighbor's  down  the  street — get  out  past  the 
' '  ordinary ' ' — make  your  Dry  Goods  Store  sell  Dry 
Goods. 

You  don't  have  to  take  a  course  in  mechanical  draft- 
ing to  lay  out  your  new  Front.     Just  put  two  and  two 
together    and    give     it    plenty     of    good,    horse-sense 
thought.     You  don't  need  a  nov- 
elty  Front — just   a   good,   conser- 
vative,     sales-making      Front    — 
that's  what  your  business  needs. 
No  matter  where  you  're  located, 

small  hamlet  or  big  city,  you  need  an  attractive  sales- 
making  Front.  Every  man,  woman  and  child  in  the 
world  trades  where  most  is  received  for  the  money 
spent. 

Let  Us  Help  You  Design  Your  New  Front 

Our  seven  years'  experience  has  been  the  experience 
of  thousands   of   Merchants — in   1912   more   than   6,500 


KAWNEEE  FRONTS  were  installed.  We  have  work- 
ed with  a  multitude  of  Merchants  in  solving  prob- 
lems that  had  direct  bearing  on  the  success  of  these 
Fronts.  During  these  years  of  specializing  we  have 
acquired  a  broad  experience,  and  know  we  can  help 
vou  bv  it. 


"  Boosting  Business  No.  21 


neef* 


During  these  seven  years  we  have  collected  many  photo- 
graphs of  various  kinds  and  types 
of  Store  Fronts — big  and  little — 
and  to  give  you  the  benefit  have 
compiled  "Boosting  Business  No. 
21."  It's  purely  a  Merchant's 
book  with  many  photographs  and  drawings  of  sales- 
producing  Fronts.  The  suggestions  we  know  will 
interest  you — perhaps  you  will  get  an  idea. 

Just  fill  in  the  coupon  for  "Boosting  Business  No. 
21" — it  won't  obligate  you — you  won't  have  to  buy. 
We  are  anxious  to  have  you  see  what  seven  years' 
Store  Front  specializing  has  accomplished. 


Kawneer  Manufacturing  Company 

Francis  J.   Plym  President 

87  Duchess  Street 
TORONTO,  .:.  CANADA 

Branches    throughout    the    Dominion 
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COUPON 

KAWNEER  MANUFACTURING  CO. 

87  Duchess  St.,  Toronto,   Canada 

Kindly  send  "Boosting  Business  No.  21 
without  obligation  to  me. 

Name 

Street  and  No. 

City    or   Town 
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THE    ART    OF    DISPLAY 


A  smallwares  window  featuring  120  prices,  with  every  line   effectively   displayed.      An    original   grouping  by 
Emile  Pigeon  for  Dupuis  Freres,  Ltd.,  Montreal.     His  photo  is  shown  in  the  inset. 


and  combine  all  the  selling  features  of  good  arrange- 
ment. He  makes  some  timely  remarks  on  the  ad- 
visability of  pushing  this  section  and  the  part  the 
window  service  can  play.  His  past  experience  shows 
that  any  dry  goods  store  can  profitably  handle  spe- 
cialty notions  and  fancy  goods  in  a  large  way  as  well 
as  the  5,  10  and  15c  stores  do. 

Mr.  Pigeon  says:  "Anyone,  who  will  try  this 
kind  of  display  and  sale  will  certainly  have  double 
the  work,  but  will  produce  results  and  have  no  re- 
grets as  to  the  time  and  trouble  expended.  1  think- 
that  good  smallwares  windows,  twice  a  year  at  least 
are  as  resultful  as  any  other  displays  and  increase 
the  turnover  or  reduce  the  stock.  If  these  displays 
pay,  they  are  worth  repeating,  provided  settings  are 
arranged  that  will  sell  the  goods.  The  contention 
that  this  department  cannot  make  as  good  profits  as 
any  other  is  wrong.  All  dry  goods  stores  can  af- 
ford to  carry  a  strong  line  of  notions  and  properly 
handled  will  find  sales  can  be  increased  by  window 
publicity  to  a  departmental  standing.  Why  not  ask 
the  head  trimmer  for  a  smallwares  window  twice  a 
year  or  oftener?  The  display  manager  can  show 
results  if  the  assortments  and  values  are  right. 

"Here  is  a  display  that  attracted  a  lot  of  attention 
and  brought  results.  This  original  display  in  a  15 
foot  window,  is  made  by  using  clever  stands  and  in- 
cludes a  full  range  of  smallwares.       A  white  sateen 


shirred  curtain  is  used  for  background  and  the  door 
covered  with  the  same  material.  All  the  stands  and 
circles  are  puffed  with  sateen.  Seven  circles  on 
square  uprights  are  placed  at  different  heights  to 
give  a  good  effect.  In  the  centre  is  a  square  post  8 
feet  high  surmounted  with  a  -tar  before  a  lattice  and 
floral  design. 

''Wools,  pins,  hair  goods,  buttons  and  other  lines 
of  smallwares  are  neatly  arranged  on  these  stands 
and  circles.  Every  unit  features  a  price.  About 
seventy  prices  are  shown  on  the  stands  and  fifty  in 
baskets  in  the  bottom  of  the  window.  All  the  goods 
are  grouped  so  as  to  give  a  combined  unit  display, 
thus  giving  each  price  conspicuous  representation. 

"An  unusual  amount  of  new  business  resulted 
from  the  showing." 

@ 


Cairn's  Store  Officially  Opened 

Saskatoon,  Sask. — Fully  4.000  people  visited  J. 
F.  Cairn's  store  yesterday  on  the  first  of  the  two 
official  opening  days. 

A  veritable  stream  of  people  flooded  the  building 
during  the  afternoon  and  it  was  with  difficulty  that 
the  large  force  of  employees  were  able  to  cope  with 
the  situation. 
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THE    ART    OF    DISPLAY 


Dry    Goods    Revieu 


The  IMPERIAL  DRAPERY  FORM 

A  Business  Getter 


This  form  brings  out  the  true  lines  of 
the  modern  gown  in  the  drape  and  dem- 
onstrates the  strong  selling  points  of 
the  fabric  shown.  The  Imperial  is  used 
by  the  largest  and  best  stores  in  Canada 
and  the  States  and  lends  itself  to  many 
very  artistic  treatments  in  dress  goods 
display. 

This  is  only  one  of  the  many  D. 
and  P.  Forms.  Send  for  our  fully 
illustrated  catalog. 


Draped  by 

H.  Hollingsworth 

for  R.  Simpson  Co. 

MANUFACTURED 
BY 


Ji 


DALE   &    PEARSALL,    106  Front  St.   East,   TORONTO 


The  Light  That  Never  Fails   to   Please 


FRINK    Semi-Indirect    Lighting    Fixtures 


This  illustration  shows  one  of  the  largest 
Hosiery  Departments  in  the  country,  where 
over  $10,000,000.00  worth  of  hosiery  is  sold 
annually. 

This  enormous  area  is  illuminated  with 
a  powerful,  though  softly  toned,  diffused 
light  from  the  FRINK  SEMI-INDIRECT 
lighting  fixtures.  These  fixtures  were  select- 
ed in  preference  to  any  other  form  of 
lighting  with  the  result  that  this  room  is 
distinctive  by  being  one  of  the  best  ex- 
amples of  illumination  for  commercial  pur- 
poses on  record. 

State  your  requirements  to  the  Engineer- 
ing Department  of  our  nearest  branch,  and 
our  recommendation,  if  followed,  will  in- 
clude a  guarantee  of  satisfaction. 

Our  practical  booklet  "MODERN  STORE 
ILLUMINATION"  is  free  upon  request. 
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Wholesale  Hosiery  Dept.,  Lord  &  Taylor,   New   York. 


The  Canadian  H.  W.  Johns-Manville  Co.,  Limited 


Sole  Selling  Agents  for  Frink  Products. 


Manufacturers  of  Asbestos 
and  Magnesia  Products. 


Asbestos  Roofings,  Packings, 
Electrical  Supplies,  etc. 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 


1873 
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THE    ART    OF    DISPLAY 


Suggestive  Units  for  Midsummer  Displays 


Figure  1. — Draped  with  "figure   printed   poplin"   ecru   shadow   flounce. 
Ribbon  girdle  to  match  poplin. 

Figure  2. — Draped  with  Faconne  foulard  black  shadow  lace  edging  and 
cerise  velvet  ribbon  for  girdle. 

Courtesy  Strawbridge  &  Clothier,  Philadelphia,  by  Jerome  A.  Koerber. 
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Dry    Goods    Review 


Have  you  a  New  Way  Store 
The  New  Way  Crystal  Wardrobe 
is  the  modern  device  for  displaying 
ladies'  outer  garments.  Made  by 
Grand  Rapids  Show  Case  Company 
{Grand  Rapids,  Michigan)  --and  adopt- 
ed by  the  foremost  merchants  of 
Canada  and  the  States. 


Show  Rooms  and  Factories: 
New   York  Grand  Rapids 

Boston  Portland 


Chicago 


Liven    Up    Your    Spring 
Displays    With 

Hall-Borchert 

Adjustable    and   Non-Adjustable 

Dress   Forms 

[f  your  windows  lack  pulling  pow- 
er it  is  high  time  for  you  to  get 
modern  display  fixtures  to  bring 
out  the  style  and  effectiveness  of 
1  he  latest  creations.  And  Hall- 
Borehert  Dress  Forms  are  best 
suited  to  do  this.  Adjusted  to 
any  size  or  angle,  these  forms  em- 
phasize the  fit  and  elegance  of  the 
gown  displayed  upon  it. 

To  introduce  this  form  to  the 
trade,  we  make  this  special  offer: 

Canvas  Covered  Display  Model,  S7.00 
Cloth  Covered  Display  Model,  55.00 

Write  for  Catalogue  C. 

The  Hall-Borchert  Dress  Form 
Co.  of  Canada,  Limited 

1 58  Bay  Street,  Toronto 


LAMSON 


There  are 

Fifty  Styles  of 
Lamson  Carriers 

— and    thirty-four  years    of    store 
service    experience    behind    them 

They  Centralize,  and  fix  respons- 
ibility for  every  sale. 

They  save  time,  labor  and  wages, 
and  increase  selling  capacity  of 
clerks. 

They  have  stood  the  test  of  many 
years  and  to-day  are  the  "reason 
why"  of  the  good  service  in  thou- 
sands of  up-to-date  stores. 

Ask  Your  Neighbor 

The  Lamson  Company 

BOSTON,       -       U.S.A. 
Wire — Cable — Tube — Belt — Pickup  Carriers 

Representatives  in   all   principal  cities 


V. 


SERVICE 


J 
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MAKING    THE    BEST    AD 
COUNSEL  SERVICE  IN  EX 

We  Ship  All  Orders  for  Electrotypes  for  Canadian 
Merchants  From  Montreal.  This  Eliminates  All 
Duty  Costs,  Lessens  Express  Costs  and  Makes  for 
Quicker  and  Better  Service. 


For  a  long  time  our  service  with  Canadian 
merchants  has  been  hampered  because  of 
the  amount  of  duty  charged  on  electrotypes 
shipped  from  New  York.  This  has  been  one 
of  the  causes  that  has  kept  the  Economy 
Service  Company  from  extending  its  influ- 
ence more  widely  with  Canadian  merchants. 

True,  we  have  quite  a  number  of  Cana- 
dian merchants  who  have  willingly  paid  the 
duty  cost  of  IY2C  a  square  inch  and  realized 
that  even  with  this  handicap  they  got  extra- 
ordinary value  for  what  they  paid  for  the 
cost  of  our  service.  This  new  arrangement 
will  allow  our  Canadian  merchants  to  use 
our  service  to  a  much  greater  extent  than 
at  any  time  during  the  existence  of  the 
Economy  Service  Company.  And,  if  our 
service  was  good  in  years  past  under  the  old 
arrangement,  its  value  under  the  new 
arrangement  can  hardly  be  measured  in 
dollars  and  cents. 

Without  fear  of  successful  contradiction, 
we  say  there  is  not  an  advertising  service 
in  existence  which  in  any  way  renders  to 
the  merchant  as  broad  and  as  resultful 
advertising  matter  as  we  do.  Coupled  with 
this,  there  is  now  added  the  feature  of  using 
just  as  many  illustrations  as  you  may 
require  to  make  your  advertising  matter 
more  attractive  and  more  effective  at  the 
same  price  of  our  Service  heretofore. 
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We  issue  during  the  year  24  catalogues  of 
cuts — 21  of  these  catalogues  show  two  pages 
of  illustrations,  3  of  them  show  four  pages 
of  illustrations — making  a  total  of  54  pages, 
over  3,000  individual  illustrations  during 
the  year.  You  are  privileged  to  order  from 
us  as  much  advertising  matter  and  as  many 
illustrations  as  you  require  to  take  care  of 
ALL  your  advertising  needs — and  the  cost 
of  this  all-embracing  service  is  less  than  you 
pay  your  boy  to  sweep  out  your  store. 

We  want  to  help  you  decrease  the  cost  of 
advertising  your  business — Help  to  decrease 
your  stocks  and  turn  them  over  oftener — 
Want  to  make  your  salespeople  real  sales- 
men and  saleswomen — Want  to  help  you 
solve  those  perplexing  store  problems  that 
racks  every  merchant's  brain  — Want  to 
give  you  the  benefits  of  the  experience  of 
advertising  and  merchandise  managers  who 
have  been  in  the  Dry  Goods  field  for  the  past 
twenty-five  years,  and  also  the  experience 
and  solutions  of  problems  that  we  have 
worked  out  for  merchants  throughout 
Canada  and  the  United  States  during  the 
past  eight  years.  We  also  want  to  help  you 
keep  your  trade  at  home — keep  it  from 
going  to  the  mail  order  concerns. 

The  information  we  can  give  you  cannot 
be  bought  in  a  store  or  in  a  book — it  cannot 
be  learned  in  a  day.  It  takes  years  to  accu- 
mulate it,  but  it  is  yours,  FREE,  when  you 
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VERTISING  AND  BUSINESS 
ISTENCE,  STILL  BETTER 

make  connections  with  us.     A  single  plan  Prompt  action  is  necessary.    Our  repre- 

has  been  the  means  of  saving,  for  many  a  sentative  is  now  planning  a  trip  to  Canada, 

merchant,  ten  times  the  amount  he  has  paid  He  will  call  FIRST  on  the  merchant  who 

us  for  the  service,  and  we  not  only  solve  one  signs  the  coupon.    Will  that  be  YOU?  We 

problem    for    you,    but    as    many    as    you  contract    with   only   ONE   merchant   in   a 

require.                                               .  town. 

ECONOMY  SERVICE  COMPANY 

231-241  West  39th  St.,    NEW  YORK,  N.Y. 


This  is  a  Sample  of  the  layout  we  send  to  our  Clients 


CUT    HERB 


Economy  Service  Company 

239  W.  39th  St.,  New  York  City 

Care  of  DRY  GOODS  ECONOMIST 

We  are  interested  in  your  advertising 
and  business  counsel  service  and  would 
like  to  have  your  representative  call 
and  explain  to  us  the  service  in  detail 
without  any  obligations  on  our  part. 


(Sign  here)  • 
City 


Province 


Price  of  Ready  To  Wear  Week  Cuts. 

7  eol.  cut  No.  A-752    $7.00 

6  col.  cut  No.  A-752B   6.00 

5  col.  cut  No.  A-752C    . 5.00 

4  col.  cut  No.  A-752D    4.00 

3  col.  cut  No.  A-752E    2 .  75 

Coat  cut,  No.  A-677    60 

Suit  cut,  No.  A-680   60 

Millinery  cut,  A-734    65 

Shirt  Waist   cut,   A-768    50 

Children's  Dresses,  A-778   50 

All  Cuts  Shipped  from  Montreal. 

Write  for  our  catalogue  showing  hundreds  of   designs 
and  sale  events. 
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Clever  draping  on  waist  forms  by  E.  G.  Meadows,  of  McLaren  &:  Co.,  St.  Catharines,  and  suggested  for  the 
coming  wash  goods  displays.  1.  Drape  of  bronze  green  fancy  silk,  with  upward  V,  shaped  waist  and 
belt.  2.  Drape  of  percale  with  embroidery  handing  anil  buttons.  3.  Drape  of  light  blue  gingham,  with 
blue  and  white  striped  zephvr  to  match,  trimmed  with  pearl  buttons.  4.  Drape  of  fancy  figured  blue 
and    black   silk,   overdrape   of   black    marquisette,  trimmed   with  four  small  gold  buttons. 


Decorated  Store  on   Cover 

The  illustration  on  the  cover  of  this  issue  of  Dry 
Goods  Review  shows  the  main  aisle  of  The  Right 
House.  Hamilton,  decorated  for  the  Spring  and  Eas- 
ter Openings.  Home  of  the  centre  departments,  es- 
pecially ribbons,  fancy  goods,  neckwear  and  gloves 
and  their  arrangement  for  these  events  are  plainly 
seen. 

The  decorations  are  effective  and  the  double 
rows  of  aisle  pillars  with  flower-laden  baskets,  hanked 
l>v  the  massive  architecture  of  the  building  and  floral 


covered  scroll  lattice  makes  a  pleasing  vista.  Natural 
and  artificial  foliage,  palms,  narcissus  and  other  Eas- 
ter flowers  are  profusely  used  to  give  the  "touch 
of  Spring." 

The  gala  attire  of  the  store  interior  suggests  the 
pageant  of  Spring  styles  on  display  in  the  numerous 
departments  on  the  different  floors.  The  beauty  of 
the  trim  and  the  extent  of  the  scheme  is  characteris- 
tic of  this  long  established  business  and  its  decorat- 
ing department.  This  picture  is  reproduced  through 
the  courtesy  of  the  display  manager  of  The  Right 
House.  R.  J.  Campbell. 


Spring  opening  window  with  scenic  and  unit  background  and  rich  showing  of  exclusive  garments  in  the  latest 
mode.  The  columns,  platforms  and  lattice  are  do  le  in  tan  and  white  shaded  stucco,  and  massive  in  detail 
but  not  in  arrangement.  Simple  flowers  and  foliage,  with  a  pleasing  landscape  in  a  velvet  circle  are  season- 
able, and  complete  a  well  balanced  setting.  The  posing  of  the  figures  is  lifelike  and  in  keeping  with  the 
exclusiveness  of  the  garments  on  view,  are  not  crowded.  Matching  accessories  are  carefully  arranged.  Tickets 
are  small,  with  neat  and  artistic  lettering.  Courtesy  Murray,  Kay  Co.,  Toronto.  H.  C.  Mac  Donald,  display 
manager. 
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Fine  wax  head 
mounted  on  all 
brass  square  base 
and  standard  ad- 
justable belt. 
Price    $20.00 


Round  base 
and  standard, 
oxidized  cop- 
per or  any 
other  finish. 
$18.00. 


Let  these  forms  display 
your  latest  models 

Do  you  have  difficulty  in  getting  the  proper  effect 
when  displaying  your  latest  styles  in  "owns?  If 
vou  have,  the  trouble  lies  in  the  display  forms  you 
use.  RICHARDSON  FORMS  from  newest  New 
York  models  conform  to  the  latest  fashions.  They 
»'ive  a  proper  drape  to  the  gown  and  show  it  off 
to  the  best  advantage.  And  the  refined  features  of 
the  face  and  the  charming  new  coiffure  improves 
the  appearance  of  any  gown  draped  upon  it. 
We  manufacture  all  kinds  of  Papier  Mache  Forms,  also 
wax — for  drapery  and  ready-to-wear  purposes. 

Our    new    Girls'    and   Children's    Forms 

with  Papier  Mache  Legs,  showing  shoes  and  stock- 
ings, as  well  as  dresses.  Nothing  else  so  suitable. 
Price.  $3.00  to  $4.00  each  for  4  and  12  years  old. 
State  age  and  whether  black  or  white  jersey  cover- 
in"  is  wanted  when  ordering.  We  guarantee  to 
satisfy. 

A.S.  RICHARDSON  &  CO. 

Oldest    and    Best  Manufacturers  of    Wax  Figures    and 
Display  Forms  in  Canada 

Showroom 99  Ontario  Street     THRHNITn 

Factory    101    Ontario  Street       *  V/IW-M^I   1  VJ 


KRAMER 

ALL  STEEL  BALING  PRESS 

THERE  ARE  NO  WOODEN  PARTS 

The  ideal  Baler  for  waste  paper,  rags,  straw,  excelsior,  etc. 
Do  not  purchase  a  wooden  baler  when  you  can  use  one  made  of  steel. 
Greater  Strength — Smaller  Floor  Space,  Easier  to  Operate — More  Economical  than  any 

other  Press  on  the  market. 

OVER  2,000  SOLD  IN  ONE  YEAR 

TORONTO  TYPE  FOUNDRY  COMPANY,  LIMITED 

TORONTO         MONTREAL         WINNIPEG  CALGARY         REGINA 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR     :    :    :    : 

Cbe  Dry  Goods  Review 

FOR    YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates 


ti£Z  CARRIERS 

54 VE  TIME  &  MONEY 


Quick  Change  Means  Pleased  Customers 

Our   guarantee :— We   will   instal   a 
system  of  our  carriers  in  your  store.  J 
After  10  days'  test,  if  they  have  not 
proved      their     superiority      to     all 
other    makes    of    store    service,    we 
will  remove  the    equipment  without  yi 
cost  to  you.    It  will  pay  you  to  in-  £4 
vestigate     our      modem      improved 
PNEUMATIC         DESPATCH 
TUBES    AND    ELECTRIC   CABLE 
CASH     CABBIEBS. 


CATALOG  FREE 


The  Gipe-Hazard  Store  Service  Co.,  Ltd. 


99    ONTARIO   STREET  TORONTO.  ONT 

-    EUROPEAN  OFFICE: lit  tlOLBORH.LQHDON  l.C.  INC. 
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Whitewear  for  June  Sales 

Whitewear  for  the  June  bride 
featured — High-class  trade  selling- 
crepe  de  chine — Petticoats  again  in 
demand — Colored  wear  is  now  in 
favor. 

Buyers  are  finding  that  women  are  much  more 
critical  than  they  used  to  be,  and  are  more  particular 
than  ever  that  the  white  underwear  they  buy  has  the 
right  cut  and  fit,  and  also  that  it  is  of  good  material. 
Therefore,  buyers  who  are  beginning  to  prepare  for 
the  June  sales  are  making  careful  selection  and.  even 
when  the  garments  are  low  priced,  there  is  a  certain 
standard  to  which  they  must  conform.  Just  a  lit- 
tle trimming  of  the  best  quality  procurable  for  the 
money  is  the  idea,  not  how  much  splashy  trimming 
can  be  used. 

Owing  to  the  increasing  wearing  of  brassieres 
the  sale  of  skirts  is  increasing.  The  new  models  are 
narrow  cut  and,  where  the  flounce  is  used,  it  is  tuck- 
ed in  groups  to  give  the  fullness  in  place  of  being 
gathered.  Some  models  show  the  embroidery  flounce 
laid  in  knife  pleats  as  by  adopting  this  method  com- 
fortable fullness  can  be  given  without  breaking  the 
line.  Many  skirts  are  cut  with  a  flounce  or  exten- 
sion from  below  the  knee,  divided  into  two  pieces 
and  split  up  each  side.  Each  section  is  trimmed 
with  lace  and  embroidery  and  inserted  motifs. 

The  very  high  class  trade  is  featuring  the  crepe 
de  chine  petticoat,  and  combinations  and  gowns  can 
also  be  had  made  of  crepe  de  chine.  This  material 
washes  as  well  as  batiste  and  gives  excellent  wear  and. 
now  that  colored  underwear  is  fashionable,  crepe  de 
chine  is  in  extra  prominence  as  colored  crepe  de 
chine  can  be  relied  upon  to  keep  its  color  when 
tubbed, 

New  York  is  showing  colored  underwear  in  pastel 
shades  made  of  batiste  and  trimmed  with  Valen- 
ciennes, crochet  or  shadow  lace.  The  idea  is  to  have 
the  petticoat,  combinations,  etc.,  match  the  costume 
or  to  have  the  gown  match  the  decorations  of  the 
boudoir.  Pink  and  blue  lead,  but  pale  mauve  and 
yellow  are  also  shown. 

The  high  class  trade  is  taking  kindly  to  the  com- 
binations designed  for  wear  under  the  corsets  in- 
stead of  the  knitted  garment,  The  use  of  this  gar- 
ment has  been  brought  about  by  the  wearing  of  a 
brassiere  which   in  this  case  takes  the  place  of  the 


corset  cover.  Due  to  the  same  influence,  buyers  are 
finding  an  increasing  sale  for  drawers  and  separate 
skirts.  Many  women  still  cling  to  the  princess  slip, 
and  slips  still  command  a  big  sale. 

Many  stores  are  featuring  bridal  sets  and  many 
attractive  window  displays  are  being  put  in.  Save 
when  the  set  is  a  very  expensive  one.  the  garments 
can  be  procured  to  sell  separately  or  in  any  combina- 
tion desired. 


Girl's  Norfolk  jacket,  three-quarter 
length,  with  stitched  pleats  front 
and  back,  slightly  form  fitting, 
with  natural  sleeve  and  shoulder 
width.  It  is  made  up  in  materials 
of  a  soft  brushed  blanket  cloth  in 
plain  and  fancy  checks.  The 
colors  are  crimson  and  black,  royal 
and  black,  and  gray  and  black 
checks.  The  feature  of  this  jack- 
et is  the  fact  that  it  is  strictly 
man-tailored.  It  is  suitable  for 
girls'  and  misses'  wear,  and  for 
out-of-doors,  for  such  as  skating, 
golfing,  motoring,  etc.  Shown  by 
courtesy  of  W.  E.  Sandford  Mfe. 
Co.        " 


READY-TO-WEAR     GARMENTS 


Dry    Goods   Review 


Raincoats  in  all 
sizes  and 
lengths. 


■if       Raincoats  in  Whipcords, 
v  Paramettas    and   Craven, 

ettes. 


MADE  SINCE  1902 

The   exclusive   selling   agency  of   the   Fullan   Garment 
granted    where   we   are   not   already   represented. 


Are  You  Prepared  For  Spring  Showers? 

LADIES' and  GENTLEMEN'S  RAINCOATS 

WHICH  CAN  BE  SHIPPED  AT  ONCE 


Colors 
Olive, 

Tan 

and 
Navy 


Every 

Seam 

is 

carefully 

Stitched 

and 
Cemented 


RAGLAN 

A  Quality  $7.50 

B  Quality  $5.25 

C  Quality  $3.75 


MOTOR 

A  Quality  $12.00 

B  Quality   $8.50 

C  Quality  $5. 75 

D  Quality  $5.25 


A  Quality 
B  Quality 
C  Quality 


TULIP 

$8.00 

$5.25 

$3.75 


Let  Us  Have  Your  Open  Order 

M.  PULLAN  &  SONS 

An   Exclusive   Cloak,   Suit   and   Skirt   House. 
Pullan  Building,   Bay  and   Wellington  Streets,   TORONTO 
Montreal   Office,   Linday   Building 


Paris  Shows  High  Colors  and  Combinations 


THE  MODEL  houses 
seem  to  be,  from  what 
could  be  gleaned  since 
the  date  of  the  open- 
ings, almost  exclusively 
working  under  the  in- 
spiration   of    the   East       

and  the  leading  feature 

with  all  is  the  use  of  bright  and  vivid  colors.  The 
influence  of  the  Balkan  war  is  most  strongly  felt,  and 
is  responsible  not  only  for  the  bright-colored  printed 
effects  but  for  the  van-colored  embroideries  in  wool 
or  silk  used  on  so  many  of  the  dresses. 

Red  may  be  classed  as  the  leading  color,  but  its 
vogue  is  closely  followed  by  that  of  yellow,  and  the 
lovely  nasturtium  shades  which   are  a  blendim 


The  leading  feature  of  the  openings  is  the 
free  use  of  bright  colors.  Many  printed  silks 
and  cottons  used.  Brocades  strong  and 
crepes  the  leading  material.  Description  of 
some  typical  models. 


the  many  bright  -  col- 
ored printed  patterns 
are  Oriental  also. 

"Wide  attention     has 
been  given  to  Premet's 
opening  this  year,  both 
because  of  the  originali- 
ty and    the    excellence 
of     the     display     made.      This      couturiere      has 
turned      to      old      Japanese      prints      for      inspira- 
tion, and  is  employing  their  subdued,  yet  rich  and 
varied  colors  most  effectively.    Japanese  reds,  greens, 
blues,  and  dull  pinks  are  the  colors  chosen  for  the 
crepes  and  chiffons;  and  for  trimming  purposes  and 
sashes,  soft  burnt  orange,  blue-green  and  old-blue  are 
of     the  colors  generally   employed.     Roth  Callot     and 
both   may  be   taken   as  the  seasons   key-note.     The      Douillet  are  advocating  green 
French  call  this     color 


capucine  and  the  rich 
red  hues  shading  to 
orange  and  brown  as 
well  as  the  bright  yel- 
Ioavs  and  soft  oranges 
are  all  highly  fashion- 
able Terra  cotta  and 
mahogany  colors  used 
by  the  model  houses  in 
developing  tailored  and 
afternoon  costumes  of 
silk  crepe  or  soft  sur- 
ah and  cord  silk  suit- 
ings. Other  reds  prom- 
inent are  Oriental  and 
Egyptian  reds,  and  a 
new  orange  red  that  is 
deeper  than  Mandarin. 
Flame  is  the  new  even- 
ing color  and  Drecoll  in 
particular  is  showing 
lovely  gowns  in  flame 
shades.  Another  even- 
ing yellow  is  just  the 
color  of  an  unripe  lem- 
on and  Chartreuse, 
which  is  neither  yellow 
nor  green  is  also  a 
much  -  favored  evening 
color.  Delicate  pinks 
and  blues  are  "down 
and  out,"  and  are  only 
permissible  for  the  de- 
butantes' wear. 

Not  only  is  the  color 
scheme     Oriental,     but 


Dress  of  crepe  showing  the  new  Ealkan  touches.     The  girdle 
of  silk  and  its  position  should  be  noted. 
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and  the  latter  firm  is 
showing  an  evening 
gown  of  emerald  green 
satin  combined  with 
electric  blue  and  gold 
and  green  embroidered. 

The  greatest  emphasis 
has  been  placed  upon 
printed  fabrics  by  all 
the  model  houses  and 
in  design  and  coloring 
Bulgarian  Persian  and 
Egyptian  patterns  are 
most  prominently  pre- 
sented. Cubists  and 
Futurist  patterns  and 
colors  evidently  make 
an  appeal,  and  there  are 
floral  designs  in  Jouy 
and  in  Louis  patterns 
for  which  the  first  in- 
spiration evi  d  e  n  1 1  y 
came  from  Oriental 
sources. 

As  might  be  expect- 
ed, the  advanced  art  of 
the  Cubist  appeals  par- 
ticularly to  Paul  Poiret 
and  one  of  his  most  not- 
iceable dresses  features 
this  new  art  idea.  As  a 
matter  of  fact.  Cubism 
is  much  more  success- 
fully, that  is  from  the 
view-point  of  the  gener- 
al observer,  applied  to 
fabric  patterns  than  to 
the  making  of  pictures. 
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Girls'  and  Misses'  Soft  Brushed  Blanket  Cloth 

NORFOLK  JACKETS 


JUVENILE  CLOTHES 

Strictly 
Man-Tailored 


For 

Skating 

Ski-ing 

Snow-Shoeing 

Golfing 
and  Boating 


These  sporty  little  jackets 
come  as  a  real  live  addition 
to  the  outing  garment 
world.  They  are  made  in 
strictly  man-tailored  style 
with  deep  Prussian  collar, 
belted  in  the  most  mannish 
fashion,  and  so  attractive 
that  the  first  merchant  in 
a  town  stocking  them  will 
make  a  hit  with  the  young- 
people.  They  come  in  plain 
shades,  such  as  Royal  Blue, 
Scarlet  and  Heather  ; 
Checks  in  Black  and  Scar- 
let, Black  and  Grey,  Royal 
and  Black,  Brown  and 
Black,  in  soft,  brushed-fiu- 
ished  blanket  cloth.  Be 
sure  you  see  these  coats. 
Travelers  are  now  out  with 
full  range: — or  send  for 
samples  and  prices. 


me 


anforo  jfHg.  Co. 

Himtteb 


HAMILTON 


WINNIPEG 
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Manufacturers  have  been  successful  in  producing 
I  hoc  cube  and  square  effects  in  discords  that  blend 
beautifully. 

The  Poiret  gown  is  made  of  a  creped  silk,  over 
which  a  pattern  of  square  cut  confetti  is  sprinkled. 
The  square  cubes  fall  in  masses  and  are  in  all  the 
brightest  colors  apparently  without  any  premeditated 
arrangement. 

Some  idea  of  the  class  of  color  schemes  employed 
may  be  gathered  from  the  fact  that  a  lavender  gown 
showed  the  masses  of  cubes  in  purple,  black  and  two 
shades  of  red  mixed  with  blue,  green  and  an  occas- 
ional high  spot  of  white.  A  silk  with  a  ground  of 
old-blue  had  all  the  above  colors  with  the  addition 
of  cubes  of *Vivid  yellow.  Other  patterns  consist  of 
crudely  drawn  apples,  plums,  and  bunches  of  other 
fruit  in  vivid  hues. 


'The  dress  Poiret  shows  is  very  simple  in  line  and 
instead  of  darts,  the  fullness  of  the  skirt  at  the  waist 


is  drawn  into  a  waist-band  in  deep  diagonal  folds. 
These  folds  end  at  the  knee,  leaving  all  plain  and 
narrow  below.  The  waist  is  kimona  cut  with  plain 
tight  sleeves  reaching  to  the  wrist  where  they  are 
made  to  fit  tight  by  means  of  two  darts  instead  of 
gathers.  The  belt  is  of  blue-green  ribbon  tied  in  a 
Hat  bow  in  front  and  above  both  back  and  front  is 
a  bib-like  piece.  There  is  an  odd-shaped  yoke  shal- 
low and  rounded  at  the  back  and  cut  down  to  meet 
the  bib  in  front.  This  yoke  is  of  embroidered  batiste 
and  is  drawn  up  to  the  neck  by  a  green  cord  ending 
in  small  tassells.  The  buttons  that  outline  this  yoke 
are  fabric-covered  and  are  green  with  an  edge  of 
purple  and  a  centre  of  blue. 

The  dominant  fabric  in  all  model  houses  is  crepe 
and  the  list  of  crepe  weaves  used  is  a  long  one.  The 
latest  novelty  weave  in  crepe  has  a  heavy  rib  in  it 
to  imitate  pleating.  Crepons  are  showing  and  there 
are  crepe  armures,  satin  crepes,  and  two-tones  and 
brocaded  and  striped  crepes.    Brocades  are  much  used 


Dressy  suit  of  biscuit  colored  repp. 
with  coat  of  matelasse  in  the  same 
color.  The  coat  is  cut  short  in  bolero 
fashion  in  front  and  ends  in  square 
tails  at  the  back.  The  collar  and 
cuffs  are  of  dull  blue  satin,  and  the 
fringe  tassels  and  frog  fastening  in 
front  are  blue  and  gold. 

Misses'  coat  of  navy  serge  with  col- 
lar and  cuffs  of  tan  ratine  piped 
with  red.  The  belt  is  of  tan  patent 
leather,  and  is  also  piped. 
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Send  for 
Sample  Order 

These  Three  Lines    Will 
Bring  You  New 
Customers 


yc-c 


F  152 

Wide  wale  Pique  Dress,  white  only, 
trimmed  with  Navy,  Tan,  Sky  and  all 
white  collar  and  cuffs. 

$27.00  per  doz. 

Sizes  34  to  42. 


Ask  Our  Travel- 
lers to  show  you 
equally  good 
values  in  Skirts 
and  Waists 


F  135 

F   115 

Fine  quality  Panama   Dress 
in    all    plain     shades,     turn 
down    collar    and    cuffs     to 
match,    finished    with    mili- 
tary  braid. 

R.  D.  FAIRBAIRN  CO. 

Fine  quality  Panama  Dress 
in  all  plain  shades  with  lace 
collar  and  silk  bow,  sleeves 
finished  with  ruffling. 

$36.00  per  doz. 

Sizes  34  to  42, 

Limited 

107  Simcoe  St          Toronto 

$36.00  per  doz. 

Sizes  34  to  42. 
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by  all  the  houses,  and  many  of  them  are  shot  through 
with  metal  threads.  Daring  color  combinations  are 
much  used  such  as  mustard  yellow  and  Chinese  blue. 
Prophet  green  and  beet  red,  orange  and  black.  Some 
of  the  new  brocades  look  as  though  the  pattern  was 
embroidered  onto  the  fabric  rather  than  woven  into 
it  and  the  majority  of  designs  are  decidedly  Oriental 
in  character.  Though  the  near  east  is  most  in  evi- 
dence, some  of  the  most  prominent  houses  are  featur- 
ing Chinese  colors  and  Chinese  patterns. 

rl  ne  surprise  of  the  openings  was  the  fact  that 
taffeta  was  brought  forward.  Martial  and  Armand 
not  only  showed  the  whole  dress  of  taffeta,  but  used 
this  silk  for  the  under  slip  under  tulle.  One  of  their 
most  noticeable  street  dresses  was  of  Scotch  plaid  taf- 
feta combined  with  blue  serge.  Worth  also  showed 
a  taffeta  gown  in  Empire  green  made  with  a  triple 
flounced  skirt,  and  each  flounce  veiled  with  black 
net  edged  with  narrow  lace. 

Crepes  are  just  as  important  in  cotton  fabrics  as 
in  silken  materials  and  most  of  the  weaves  in  one 
fabric  are  imitated  in  the  other.  Many  printed 
crepes  are  showing  and  crepes  that  have  the  pattern 
embroidered  on  in  vivid  Oriental  colors.  Fantasy 
stripes  formed  of  heavy  yarns  and  of  looped  cotton 
effects  are  also  much  used.  Voiles  are  showing  mark- 
ed off  into  checks  by  thick  cotton  threads. 

All  the  new  linens  are  of  very  coarse  weave, 
somewhat  on  the  sac-kino;  order,  and  many  of  them 
are  embroidered  in  dots,  cubes  and  small  figures. 
Cotton  brocades  are  numerous,  the  newest  showing 
the  pattern  developed  in  a  darning  stitch  in  contrast- 
ing color  to  the  ground.  Pied  de  poule  and  square 
checks  are  the  high  novelty  in  cloth  fabrics. 


Summer   Styles    in  Waists 

Summer  lingeries  of  white  voile  big 
sellers  —  For  the  heated  season 
sleeves  reach  just  below  the  elbow 
— Collars  of  embroidered  batiste 
the  new  neck  finish. 


Summer  styles  in  waists  are  simple  and  the  sim- 
ple lingerie  made  of  white  voile  will  he  the  big  sum- 
mer seller.  Now  that  Summer  models  are  ready, 
the  predominating  sleeve  is  even  shorter  than  % 
length.  Just  to  cover  the  elbow  is  smart  and  the 
sleeves  are  so  cut  that  they  hang  off  a  little  in  modi- 
fied bell  shape.  As  a  rule  there  is  a  tiny  ruffle  of 
lace,  though  some  models  show  a  decided  frill. 

The  neck  finish,  that  is  newest,  shows  the  use  of 
an  embroidered  lingerie  collar  and  there  is  a  more 
or  less  modified  V  in  front.  Some  collars  are  Dutch 
in  shape  and  others  are  in  the  new  epaulette  shape 
with  wide  points  on  the  shoulders.  Blind  embroid- 
ery and  Madeira  work  are  used,  the  patterns  simul- 
ating hand  embroidery  as  nearly  as  possible.       The 


laces  used  for  trimming  are  on  the  novelty  order 
with  light  Venise  in  Paraquay  and  Bohemian  pat- 
terns  good.  Valenciennes  and  Malines  are  both  used. 
but  only  in  combination  with  other  laces. 

In  lawn  and  batiste  models  the  tuxedo  front  of 
tucks  let  in  like  a  shirt  front,  is  new. 

Chiffon  waists,  in  spite  of  their  long  run  are  still 
in  the  lead.  Chiffon  over  chiffon  comes  in  many 
color   combinations,    and   chiffon    over   shadow   lace 


A  model  of  allover  trimmed  with  bands 
of  filet  and  narrow  pleatings  of  net. 


is  good.  This  latter  combination  gives  somewhat 
of  the  effect  of  a  patterned  fabric.  A  smart  model, 
that  comes  in  navy,  black  and  all  the  new  colors,  is 
cut  with  a  yoke  to  which  the  front  is  gathered  there 
a  flat  epaulette  collar  of  •  satin  and  a  narrow  vest 
piece  or  wide  plait  consisting  of  an  embroidered  band 
in  Bulgarian  colors  with  a  hem  of  chiffon  with  a 
line  of  bead  brimming  set  on  each  side.  There  is  a 
frill  of  pleated  chiffon  disposed  in  revers  fa«hion  on 
each  side  of  this  pleat.  A  smart  open  front  model 
is  of  brocaded  crepe  de  chine  with  tucked  bosom  of 
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Two  Excellent  Fall  1913 

Styles  in  Children's  Dresses 


THESE  MODELS    are    particularly    effective  adaptations  of  the 
daintiest  fashions  from  New    York    for    children's    fine  wear. 
From  them   you    can  get  some  slight  idea  of  the  distinctive  tone  of 
our  Fall  1913  range  for  children. 


PWBP 
F.L.C. 

To    encourage    profitable   activity  in  your  Children's  Dress 
Department,  display  FLETT-LOWNDES  styles. 


Manufactured  by 


Flett,  Lowndes  &  Co.,  Limited 

142-144  West  Front  Street         -         -         TORONTO 
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Dainty  Styles  for  Summer  Wear. 


ecru  net  and  vestee  of  hemstitched  chiffon.  An  em- 
broidered motif  is  set  on  each  shoulder  and  lines  of 
graduated  trimming  reach  to  the  bust  line.  Many 
of  the  new  waists  show  touches  of  Bulgarian  trim- 
ming. 


Spring    Coats  Leading    Line 

The  45  in.  coat  a  big  seller — Sports' 
coats,  short  novelty  coats  and  auto 
coats  make  up  an  interesting  line. 

The  sale  of  spring  coats  has  been  phenomenal, 
the  big  feature  being  the  many  novelty  coats  in  strik- 
ing materials  and  in  lengths  about  45  in.    Re-orders 


For  the  right  men — 

A  GOOD  OPPORTUNITY 

Well-known  British  manufacturers  of  shirts, 
pyjamas,  outing  pants,  overcoats,  waterproofs, 
motor  wraps,  etc.,  with  live  accounts  through- 
out Canada,  require  commission  agents  in  St. 
John,  Montreal,  Canada,  in  July,  with  complete 
sample. ranges.  Address  Steele's  Advertising 
Service,  Ltd.,  Norfolk  Street,  Strand,  London, 
England. 


on  this  class  of  coats  are  now  coining  in  and  manu- 
facturers are  well  satisfied  with  the  outlook. 

A  few  high  novelties  in  shorter  lengths  are  being- 
shown  for  the  city  trade  and  in  models  of  this  class 
oddly  cut  seams,  and  shaped  bands  into  which  the 
body  of  the  coat  is  caught  are  showing.  Many  coats 
have  linings  either  of  high  color  or  of  printed  Mes- 
caline in  Bulgarian  and  Jouy  patterns. 

Where  ratine  can  be  obtained,  this  fabric  is  sell- 
ing, but  Bedford  cords,  novelty  checks,  stripes,  and 
serges,  are  the  materials  wanted.  Sports  coats  are 
meeting  with  a  good  reception. 

Automobile  coats  are  selling  readily.  These 
coats  are  full  length  and  the  material  most  used  is 
tweed  mixtures  in  colors  that  do  not  show  the  dust. 
Many  coats  are  trimmed  with  leather  and  much  at- 
tention is  paid  to  the  buttons  as  they  form  the  only 
real  trimming. 

Linens  and  linen  and  cotton  suitings,  particularly 
in  tan  and  natural  shades,  are  big  sellers.  Coats  of 
this  type  are  simply  made  so  that  they  are  easy  to 
wash. 

Raincoats  are  showing  chiefly  in  mannish  cut, 
often  with  the  sleeves  running  up  into  the  shoulder 
in  Raglan  fashion.  As  a  rule  the  collars  are  con- 
vertible and  can  be  fastened  up  to  the  neck  or  fast- 
ened with  revers  lower  down.  Handsome  silk  models 
are  showing  in  purple,  green,  brown  and  grey,  but 
the  tans,  greenish  tans  and  greys  are  the  best  selling 
colors. 
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"STAR    BRAND"   STYLES 

are  in  the  lead 


Values  that 

leave  nothing 

wanting 


Now  that  the  Easter  business  is 
over  and  the  glamor  of  the  Easter 
gown  has  worn  off,  the  masses  of 
your  trade  will  begin  to  look 
around  for  their  season's  supply 
of  dresses.  Easter  having  come  so 
early  this  year  you  will  find  that 
many  of  your  customers,  in  fact, 
the  greater  percentage  of  them, 
either  from  necessity  or  choice, 
lave  delayed  their  usual  Easter 
purchases  until  after.  This  means 
more  after-Easter  business  than 
ever. 

"Star  Brand"  styles  are  right 
in  the  fore  with  the  latest  touches, 
the  nattiest  effects — ready  for  a 
big  Spring  business.  Let  us  send 
samples  of  our  best  selling  lines 
to  demonstrate,  to  you  the  genuine 
values  we  are  offering. 

Better  still — write  for  our  re- 
presentative to  call  with  the  com- 
plete "Star"  range. 


The 

Star  Whitewear 
Manufacturing  Co. 


BERLIN, 


ONTARIO 
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Attractive  Styles  for  Children 


Reading  from  left  to  right: 

Girls  bloomer  dross,  developed  in  linen  in  the  striped  gingham.     Trimmed   with  self  linen  collar  and  belt. 

Russian  eponge  model  effectively  trimmed  with  black  velvet  belt. 

Dainty  afternoon  frock  of  sheer  batiste.     Valenciennes  lace-trimmed. 

Child's    morning   dress   with   Eton   collar   and  patent   leather  belt,  made  of  khaki.  */"' 


Natural    Lines    in   Corsets 

Correct  corset  styles  favor  the 
natural  figure — Extreme  flexibility 
is  the  outstanding  feature. 

In  corsets,  as  in  other  lines,  the  Canadian  trade 
is  finding  that  the  big  increase  in  sales  is  coming  in 
the  better  qualities.  This  is  a  big  help  to  the  depart- 
ment and  the  manufacturer,  as  there  are  now  so 
many  essential  points  to  be  taken  care  of  that  the 
production  of  the  dollar  corset  is  becoming  more 
difficult  than  ever.  It  is  not  just  the  addition  of  sus- 
penders that  absorb  profit,  but  there  is  the  long  skirt 
and  various  other  essential  points  that  must  be  pre- 
sent to  satisfy  the  customer.     There  is  no  wonder. 


therefore,  that  the  manufacturer  is  giving  an  ever- 
increasing  attention  to  the  production  of  better  lines, 
and  the  department  will  be  well  advised  to  follow  this 
lead. 

The  new  point  is  the  flat  back.  Corsets  up  to 
date  have  slanted  from  the  breast  bone  down,  giving 
a  curve  to  the  back  of  the  figure.  The  new  figure 
calls  for  more  freedom  over  the  stomach  throwing  the 
figure  back  as  it  were  and  thus  straightening  the 
back.  This,  it  is  claimed,  gives  a  more  flexible  and 
natural  figure.  The  aim  of  the  manufacturer  is  to 
make  the  corset  as  natural  as  possible  and  as  flexible. 
Moreover,  there  is  no  raising  of  the  abdomen  and  no 
more  raised  busts.  The  tendency  of  sales  during  the 
Spring  months  has  been  all  in  favor  of  low  bust  mo- 
dels and  models  of  this  kind  will  lead  for  Fall  selling 
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You  should  look  for 
The    KeXVVeV^XV   Label 


Kenyon  Coats  have  been  standard  over  50  years  and  are  known  by  name  and  repu- 
tation to  almost  every  .man  or  woman  likely  to  be  your  customer. 

Write  for  Swatches 


C.  Kenyon  Company 


Fifth  Avenue  Building,  23d  Street  and  5th  Avenue 
New  Chicago  Salesrooms  t^  Y      L- 

Congress  and  Franklin  Streets,  Now  Open 


Boston 

501   Washington  Street 
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Beautiful 

Foulard 

Petticoats 


Showing  the  style  trend 
in  the  form  fitting'  cut. 
These  elegant  high 
grade  foulard  petti- 
coats come  in  a  good 
range  of  colorings  and 
in  beautiful  floral  de- 
signs, have  deep  pleat- 
ed flounce.  They  will 
just  drop  into  the  niche 
in  'your  business  that 
Dame  Fashion  has  pre- 
pared for  them.  They 
will  meet  with  much 
admiration  and  very 
ready  sale. 

The  color  scheme  con- 
sists of  black  grounds 
with  different  colored 
flowers.  Send  for  a 
sample  of  the  number 
here  illustrated  —  No. 
643. 


No.    643. 


Write   for  Samples  to-day 


MacKay  Bros.,  Limited 

182  Spadina  Avenue 
TORONTO 


Don't  Be  Blind  To 
Your  Own  Interests 


"PREPARE  FOR  A  RAINY  DAY" 
BY  STOCKING 


44 


Storm-Resista 

(REGISTERED) 

WATERPROOFS 


Progressive  merchants  all  over 
Canada  have  found  that  their  sales  of 
"Storm  Resista"  coats  have  increas- 
ed as  this  line  has  become  better 
known. 

Send  us  your  requirements  and  we 
will  submit  samples. 

Try  us  with  a  "RUSH  ORDER." 

H.  E.  Davis  &  Co. 

117-121  St.  Henry  Street,    MONTREAL 

TELEPHONE  MAIN  544S 


Representative  for  Western  Ontario:  John  F.  Snarr, 
Sample  Room  No.  713,  Empire  Building,  64  Welling- 
ton  Street  West,   Toronto.     Phone   Adelaide  730. 
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Ready  For  Sorting 


of  cross-bar  muslin,  extra 
good  quality,  trimmed  sky 
pink  and  white  tie  and  pip- 
ing, with  white  Plauen  collar 
and  heavy  lace  short  sleeves 
set  in.  This  waist  is  guaran- 
teed to  fit  and  give  satisfac- 
tion and  is  exceptionally  good 
value. 

B.  113 

Price  to  you 
$8.50  per  doz. 


A  Dainty  Voile 
Summer  Dress 

Looks  and  is  worth  twice  what 
we  ask  for  it.  Made  of  good 
quality  English  Voile,  Plauen 
yoke,  trimmed  with  wide  Bohe- 
mian lace  and  insertion,  short 
sleeves.  All  sizes:  Misses',  14 
to  18,  and  Ladies',  32  to  44. 

No.  B.  545 

Price  to  you 
$3.75  each 


. 


Electros  and  ad   sugges- 
tions as  above  supplied 

Free  of  Charge 


A  Perfect 
FittingWaist 


Very  pretty  style  waist  made 
of  good  quality  English  voile 
embroidered  front  trimmed 
val.  lace  with  new  Robe- 
spierre collar.  This  is  excep- 
tionally good  value,  smart, 
and  up-to-the-minute  at 


B.   188 

Price  to  you 
$13.50  per  doz. 


We  give  immediate  delivery,  samples  sent  on  request. 
Our  travellers  are  showing  a  full  range  of  Gait  Fleece  Robes. 


Martin  &  Smith  Co.,  Ltd. 

Makers  of  Women's  Waists  and  Junior  Girls 
Dresses,  Waists,  Kimonas,  Golf  Fleece  Robes. 


350  Sorauren  Avenue, 


Toronto 
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Are  You  Selling 

EPPO 

Petticoats  ? 


The  idea  of  the  Eppo  is  a  skirt 
made  only  in  one  size  which  fits 
all  waists  from  20  to  28  inches. 

There  is  no  bunching  on  the 
waist-line  there  are  no  strings  or 
buttons.  No  alterations  necessary 
—close  the  snaps  and  the  Eppo 
iits  perfectly. 

Eppo  petticoats  in  "Blackeye" 
-moires  and  "Egyptine"  Taffeta 
are  big  sellers.  Both  materials 
guaranteed.  Ask  your  whole- 
saler for  samples  and  prices. 


^flltmilcae 


Z$nute& 
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PP hen  the  wind  blows 
and  the  rain  falls,  it  is  time 
then  to  show  the 

NATIONAL 


The  National  is  the  name  that  represents  the 
premier  brand  of  Rain  Coats  in  Canada.    For 
the  uncertain  weather  there  is  no  coat 
that  will  fill  the  requirements  as  nicely  as 

The  new  convertible  collar 
RAINCOAT 

It  has  die  popular  Johnnie  collar  which 
is  convertible  into  the  high  collar,  serving 
as  a  protector  against  wind  and  rain.  Our 
rain  apparel  is  made  in  all  the  newest 
cloths  and  modes — we  especially  ask  your 
attention  to  the  new  "Scintilla"  rubber- 
ized cloth.  It  comes  in  all  the  popular 
shades,  and  is  very  smart  in  appearance. 


See  our  splendid  range  of  CLOTH 
COATS,  including  Serges,  Whipcords, 
Gabardines,  Bedford  Cords,  etc. 

Summer  Coats  in  Repps,  Linens,  Ratines, 
Shantungs,  Taffetas,  Peau-de-sois,  etc. 

We  make  nothing  but  coats,  and  are 
recognized  authorities  on  these  garments. 

Write  for  our  latest  Raincoat 
Catalogue  showing  the  vari- 
ous styles. 


The  National  Rubber  Co.  of  Canada 

MONTREAL  and  TORONTO 


Jy^&ex^. 

ffr     nSSSn     X*l 

7&    "^    f£i 

JSiPk 

The  Largest 

Exclusive 

Coat    House 

in  Canada 
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Dresses  of  Distinctive  Styles 


Wise  merchants  who  desire  to  cater  to  the  tastes  of  the 
particular  miss  should  stock 

FEICK  DRESSES 

because  they  portray  the  latest  styles  made  from  high- 
grade  materials.  These  charming  dresses  are  made  in 
many  designs  and  sizes,  and  are  famous  for  their  fit 
and  wearing  qualities. 

Send  us  your  order  now  for  your  Spring  and  Summer 
Dresses,  or  write  for  samples  of  our  various  priced 
lines. 

THE  FEICK   MFG.   COMPANY 

BERLIN  -  -  -  ONTARIO 


THE  OCEAN  BATHING  SUIT  CO. 

29-35  WEST  HOUSTON  STREET 
NEW  YORK 

Manufacturers  of 

Ladies',  Misses',  Men's  and  Boys' 

BATHING  SUITS 

AND  SUPPLIES 
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Wilson- Waldman  Suits 
and  Coats  are  Right  in 
the  Front  With  a  Big 


Lead 


•  • 


and  the  reason  lies  in  the  policy  behind  these 
well  known  and  popular  Canadian  gar- 
ments. The  W-W  policy  has  always  been 
one  of  entire  satisfaction  for  the  wearer  as 
well  as  for  the  merchant. 

The  styles  are  always  the  latest  and  are 
backed  by  values  that  make  them  doubly 
attractive.  Every  W-W  style  spells  success 
and  profit  for  your  department. 


A    Few    Lines    Will    Be    Shipped 
Upon  Request  For  Your  Approval 


Wilson- Waldman  Costume 

Company 

58  FRONT  STREET  WEST,  TORONTO 
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3196 


Travellers   are    now    out 

with  our  full  range  of  Fall 

Samples 

showing  best  values  in  Flannelette  under- 
wear, colored  waists  and  dresses,  gowns, 
pyjamas,  etc.  Our  1913  range  far  excels 
our  previous  best,  both  in  style,  variety 
and  value. 

It  will  pay  you  to  hold  your  orders  until 
you  see  our  range. 

REPEAT  ORDERS  OF 

Whitewear   and   Waists 

for  Spring  and  Summer  are  com- 
ing in  every  day,  which  goes  to 
demonstrate  the  reception  that 
is  being  accorded  the  Allen  gar- 
ments. A  very  promising  season 
ahead,  so  keep  up  your  stock  of 
waists,  dresses,  ladies'  and  chil- 
dren's underwear.  If  you  have 
not  placed  your  order  for  bathing 
suits,  let  us  submit  samples. 


ALLEN  MANUFACTURING  CO.,  Limited 


103-105-107  Simcoe  St. 


Long  Distance  Phone 
ADELAIDE  966 
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STYLISH    COATS 


IN  buying  coats  the  element  of  style  is  one  of  the  most 
important  considerations.     Style  applies  as  much 
to  the  material  used  as  it  does  to  the  making,  fit  and  finish. 

THISTLE  BRAND  COATS 

are  designed  to  meet  all  these  requirements.  The  materials 
used  will  appeal  to  your  better  class  trade,  and  the  Thistle 
Brand  label  assures  competent  workmanship. 

Send  to-day  for  a  few  of  our  1913  samples. 
You  will  not  regret  it. 

THE  SCOTTISH  RUBBER  CO. 


MAKERS  OF 


Tourist  and  Motor  Coats,  Raincoats  and  Waterproofs 


316  Notre  Dame  Street  West, 


Montreal 


'JOtlTH  the  particularly  desirable  and  sanitary  conditions  existing  at  our  well 
equipped  factory  (19  Duncan  Street)    and   our   thoroughly   experienced 
designers  and  operators,  we  are  in  a  better  position  to-day   than    ever   before  to 
offer  the  trade  unapproachable  values  and  service.  ••' 

We  make  a  most  comprehensive  assortment  of  high  grade  dresses  for  the  young 
folk — for  the  infant,  the  little  tot,  the  romping  schoolgirl  or  the  young  miss  just 
budding  into  womanhood.  <j$%  &      TOtt  Tf  > 

Our  prices  range  from  $4.50  to  $90  per  dozen     ^ipOlttE      XK      QJtlilttS,       JUttttt0& 

in  a  very  extensive  showing  of  fabrics.     Are  you  {JTotOtttO 

interested?    Write  or  ring  us  up.  iWabcrs!  .of  ^tgf)  <§rabe  JBrcSSfS  for  CJjilbrcn 
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4  uarmeiftS 


From  the  heavy  repeats  of  orders  for  Spring 
Coats  and  Suits  we  are  certain  that 

PATRICIAN  GARMENTS 

are  the  best  on  the  market  to-day.  As 
Patrician  Garments  are  now  the  recognized 
Leaders  in  Style,  Fit  and  Workmanship, 
you  will  profit  by  looking  at  the 

Patrician  Range  for  Fall 

which  our  travelling  salesmen  are  now 
showing   on    the  road. 


cKadc 


The  Patrician  Cloak 
&  Suit  Co. 

Samuels   Bldg.,   King  and   Spadina 

TORONTO 
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Novelty  Dresses  $5 


A  SCORE  of  STYLES  to  SELECT  FROM 


-H/VERY  dress  represents  one  of  the  season's  latest 
novelties — every  dress  is  chock  full  of  genuine  style 
and  value,  not  a  poor  seller  in  the  lot.    There  are: 

TAMALINES,  TAFFETAS 
PAILLETTES,  MESSALINES 
FOULARDS,     CHAMBRAYS 

IN  THE  MOST   FASHIONABLE  SHADINGS 

FOR   FIVE   DOLLARS 

Out  of  an  assortment  such  as  we  are  prepared  to  give 
you  to  select  from  no  merchant  will  have  any  diffi- 
culty in  selecting  fifty  garments  or  more  that  will 
cause  a  furore  in  his  ready-to-wear  department  if  on 
sale  at  a  price  he  will  be  able  to  make  them. 

We  have  no  time  to  give  descriptions. 
SEND  FOR   SAMPLES 


No  orders  taken  for  less  than  fifty  dresses 

ASSORTED  OR  ALL  ONE  STYLE  AS  DESIRED 


WRITE  TO-DAY 

SAM.  BERNARD 

81  JARVIS  ST.  TORONTO 
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Fashion    Favors   Ribbons—Large   Demand 


NEVER  IN  the  history 
of  the  trade  has  the  out- 
look for  a  big  ribbon 
season  been  more 
bright,  and  dealers 
everywhere  are  prepar- 
ing to  meet  what  is  ex-       

pected  to  be  an  unpre- 
cedented demand.    For  millinery,  ribbons  are  being 
used  more  largely  than  for  many  years  past,  and  for 
dress  trimmings  and  sashes  they  are  also  to  be  exten- 
sively used. 

Retailers  report  that  they  can  already  see  the 
trend  for  a  big  business  in  this  department  and 
wholesalers  have  been  predicting  it  for  some  time 
past,  basing  their  predictions  on  reports  from  Paris 
and  London. 

Letters  just  received  from  ribbon  experts  in 
Basle,  Switzerland,  confirm  these  views.  One  writer 
says:  "I  have  just  returned  from  Paris  and  beg  to 
tell  you  that  I  have  been  astonished  to  see  the  quan- 
tity of  ribbons  on  hats  worn  in  the  model  exhibitions. 
I  have  never  seen  so  many. 

"The  principal  articles  bought  are,  besides  warp 
printed  fancies  in  broad  widths,  colored  velours  and 
fancy  ribbons,  failles,  satins  and  moires.  It  is,  in- 
deed, the  better  class  articles  which  claim  the  bulk 
of  the  ribbon  business.  The  following  shades  are 
selling  just  now:  Rubis,  Violet,  Green,  Royal,  and  a 
good  demand  for  grays  and  taupes  is  expected." 

Another  writer  from  Basle  says:  "Coming  back 
from  London,  and  Paris  I  want  to  give  you  an  idea 
of  conditions  there.  In  these  cities  I  found  the  buy- 
ers full  of  hope  for  a  good  ribbon  trade  and  all  the 
houses  were  busy  filling  orders.  The  shows  in  the 
west  end,  the  theatres  and  all  the  windows  of  the 
good  millinery  houses  were  exceedingly  promising 
and  in  fact  I  cannot  remember  a  time  when  so  many 
ribbons  were  to  be  seen  on  hats  and  dresses,  as  this 
spring. 

"Bulgarian  effects  are  very  good  in  broches  and 
chines  and  wide  plain  ribbons  are  shown  largely, 
such  as  taffetas,  failles  and  satins.  For  millinery, 
they  want  rather  a  stiff  touch,  as  they  use  long  bows 
sticking  out  like  feathers.  Satins  are  very  good  for 
millinery  and  sashes.  For  the  cheap  trade,  taffetas 
will  be  the  article  as  always.     Moires  are  likely  to 


Millinery  ribbons  a  big  item,  and  sashes  and 
other  trimmings  of  ribbon  are  coming  into 
favor — Big  demand  for  narrow  ribbons — 
Bulgarians  the  high  novelties  —  Reports 
from  other  points  confirm  the  demand  for 
ribbons. 


come  and  there  is  also 
talk  of  shots." 

Easter  has  had  a 
marked  influence  upon 
the  sale  of  ribbons  and 
the  retail  trade  is  help- 

ing   business    along   by 

means  of  handsome 
window  and  case  displays.  Ribbons  are  particularly 
rich  and  handsome  and  this  applies  not  only  to  the 
printed  velvet  ribbons  and  to  the  rich  brocades  in 
velvet  on  satin  grounds,  but  also  to  the  faille  and 
taffeta  ribbons  with  floral  stripes  and  centres. 


No.  1.  Shadow  lace,  Paraguay  pattern.     Shown  by  Thompson 

Lace  &  Veiling  Co. 
No.    2.    Collar    of    very    sheer    embroidered    batiste    and    flat 
Venise.     This  is  the  latest  Paris  combination.     Shown  by 
Hofer  Bros.,  representing  Curt  Hofer,  Plauen. 
No.    3   and   4.   Band   and   flounce    of    voile     de    neige,   hand 
embroidered    and    inset    with    Venise    lace.      Shown    by 
Hofer  Bros.,  representing  Curt  Hofer,  Plauen. 

Though  hats  are  sparingly  trimmed,  ribbons  are 
important  for  millinery  purposes.  The  strongest 
sellers  for  this  purpose  are  the  narrow  ribbons  with 
picot  and  novelty  stripe  edges  and  brocaded  and  pat- 
terned in  Bulgarian  and  high-colored  novelty  pat- 
terns. 
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War  Specials 

BULGARIAN  TRIMMINGS 
BULGARIAN  COLLARS 
BULGARIAN  MALINES 
BULGARIAN  ALLOVERS 

Are  Your  Sales  All    That   You   Would 

Wish? 

IF  NOT  WHY  NOT? 

Try  a  Sample  Order  From  Our  Stock,  It 
Will  Attract  Customers. 

We  also  carry 

THE  SEASON'S  SELLERS 

FLOUNCINGS  VANITY  VEILS 

SHADOW  VEILINGS  &  ALLOVERS 

NET  TOP  LACES 


Al 


so 


u 


HOOKALOOP " 


SOLE  AGENTS  FOR  CANADA 
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Floral  garnitures,  flowers  of  chiffon 
and  chiffon  and  tinsel  worked  up 
with  silk  foliage  and  tinsel  bands. 
Shown  by  Thompson  Lace  &  Veiling 
Co. 


Long  Silk  Glove  for  Summer   The  Trend    in  Embroideries 


White  gloves  scarce — The  Easter 
demand  centered  on  white — Black 
embroideries  selling  —  Prices  are 
stiffening. 

The  glove  business  has  been  excellent,  and  as 
Easter  has  come  so  early  the  demand  for  kid  gloves 
should  continue  for  some  time  longer.  It  is  many 
seasons  since  white  gloves  were  so  much  asked  for 
and  no  matter  what  is  the  length  wanted,  it  is  the 
white  glove  that  meets  with  the  ready  sale.  Women 
seem  to  have  taken  kindly  to  the  white  glove  with 
heavy  black  embroidery  and  a  very  large  proportion 
of  the  Easter  business  was  done  in  this  smart  glove. 

Tans  come  next  to  white,  but  the  sale  is  by  no 
means  so  big.  This  vogue  for  white  is  explained  by 
the  growing  favor  of  high  colors  for  suits  and  dresses, 
and  the  practical  impossibility  of  matching  the  many 
unusual  shades. 

The  warm  weather  promises  to  bring  out  a  big 
demand  for  white  silk  gloves.  The  popularity  of  silk 
fabrics  is  having  an  influence  here  and  both  because 
of  the  demand  for  silk  gloves,  and  in  sympathy  with 
other  lines,  prices  are  stiffening.  There  will  be  some 
sale  for  short  gloves,  but  the  bulk  of  the  business  will 
be  done  on  lengths  that  will  cover  the  elbow. 


Colored  designs  in  the  spot-light — 
Lace  and  blind  work  on  voile  neige 
a  high-class  feature  —  New  life 
infused  into  the  business. 

There  is  more  evidence  as  the  season  advances 
that  embroideries  are  arriving,  and  the  demand  is 
growing  more  active.  Staple  lines  are  selling,  but  it 
is  the  colored  novelties  and  Bulgarian  effects  that 
have  put  the  new  life  into  the  embroidery  business. 
There  are  man}r  buyers  who  are  afraid  to  touch  these 
patterns  because  they  are  so  distinctive,  but  even  this 
caution  is  an  element  of  strength  as  it  is  preventing 
any  over  showing  of  Bulgarian  designs.  Moreover, 
the  later  designs  are  in  more  subdued  tones,  and  are 
more  likely  to  appeal  to  the  taste  of  the  woman  who 
has  conservative  ideas  in  color. 

Later  novelties,  though  following  out  the  soft 
Oriental  rug  scheme  of  coloring,  come  more  in  Louis 
Designs  and  patterns  and  some  delightful  little  dress- 
es are  being  developed  in  deep  nouncings  that  have 
flowered  patterns  in  old  rose,  old  blue,  and  soft  moss 
greens. 

Colored  embroideries  on  grounds,  pale  ecru  and 
Paris  shade  are  fashionable. 

Voiles  lead,  and  crepes  are  well  to  the  fore,  but 
voile  neige  is  the  high  novelty. 

In  spite  of  the  vogue  of  colored  embroideries, 
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Our  Xmas  Range  of 


•  • 


Handkerchiefs 

Are    Now    in    Our    Travellers'    Hands 

Our  buyer  has  been  successful  in  gathering 
together  a  beautiful  collection  from  every  hand- 
kerchief market  of  note  in  the  world — Ireland — 
Switzerland — France — Germany — And  Japan 
have  each  contributed.  They  are  well  worthy 
your  inspection. 

The    Hanley,    MacKay,    Chisholm    Co., 

Limited 
139  ALBERT  STREET  -  -  WINNIPEG,  MAN. 
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handsome  blind  patterns  used  in  conjunction  with 
motifs  are  high  style,  developed  on  voile,  crepe,  voile 
neige,  and  sheer  batiste  grounds.  This  idea  has  a 
further  development  in  the  separable  motifs  and 
bands  that  are  being  taken  up  by  the  high-class 
trade.  Heavy  blind  embroideries  on  linen  is  another 
high-class  feature. 

The  chief  selling  interest  at  present  is  centred  in 
deep  flounces,  bands  and  in  allovers. 


Now  that  the  season  has  fully  opened  up,  there  is 
a  big  rush  on  in  all  neckwear  factories,  and  as  usual, 
at  this  time  of  the  year,  the  supply  of  skilled  help  is 
limited.  Therefore,  buyers  will  do  well  to  keep  a 
close  eye  on  sales,  and  send  re-orders  in,  in  sufficient 
time  to  be  able  to  keep  up  the  proper  assortment. 
This  is  a  banner  season,  but  to  enable  the  department 
to  do  its  best  all  the  novelties  must  be  shown  as  they 
appear. 


Late  Novelties  in  Neckwear 

Lacy  effects  in  white  and  ecrn  for 
summer  wear — Importance  of  pay- 
ing attention  to  re-ordering — Use 
of  color  at  present  moment  pro- 
nounced. 

The  later  development  in  ladies  neckwear  has 
come  from  the  use  of  color,  and  at  the  present  mom- 
ent a  good  showing  of  neckwear  in  high  colors  and  in 
Bulgarian  patterns  is  a  necessity  in  any  department 
that  is  up  to  date.  Buyers,  however,  would  be  unwise 
to  order  far  ahead  or  to  stock  more  heavily  than  can 
be  quickly  sold  for  it  would  seem  as  though  both 
Paris  and  New  York  were  going  in  strongly  for  lacy 
effects  in  white  and  ecru  shades. 

A  wonderfully  big  business  is  being  done  in 
sleeveless  guimpes  and  chemisettes  made  of  shadow 
nets.  Many  of  these  items  show  button  trimmings 
and  even  pleatings  and  jabots  of  lace. 

All  descriptions  of  jabots  are  selling  well,  but  the 
really  popular  numbers  come  in  bibs  and  pleated 
effects  that  cover  almost  all  the  front  of  the  dress. 
A  revival  that  promises  well  is  the  fichu  and  some 
very  practical  shapes  are  showing  made  up  in  shadow 
laces  and  fine  net. 

In  collars,  the  epaulette  shape  is  the  leader,  and 
both  velvet,  silk,  ratine,  pique,  and  Plauen  goods  are 
required. 

Bows  are  a  bio;  line  and  come  in  all  colors  and 
in  a  wonderful  range. 


Purple  Leads  in  Veilings 

Big  variety  of  dainty  weaves  and 
meshes  showing — The  double  auto 
veil  of  two  colors  the  latest  — 
Novelty  effects  are  unusually 
dainty. 

Novelty  effects  in  Spring  veilings  are  unusually 
dainty  and  the  new  meshes  cover  a  greater  variety  of 
styles  and  meshes  than  has  been  shown  for  many 
seasons.  Small  refined  patterns  but  in  a  variety  of 
types  are  selling  and  there  is  variety  enough  shown  to 
appeal  to  and  satisfy  every  taste.  Craquelle  and 
fancy  nets  are  good  with  small  individual  designs 
outlined  upon  the  light  background.  Woven  in  dots 
and  groups  of  chenille  dots  are  very  much  in  evi- 
dence, and  there  arc  irregular  meshes  and  meshes  on 
the  Russian  order. 

The  demand  is  for  piece  veilings  and  veilings  in 
various  meshes  with  lace-like  sprigs  and  borders  are 
decidedly  new.  Purple  has  been  added  to  the  list  of 
colors  this  Easter  and  the  present  demand  for  this 
color  is  hard  to  fill.  Purple  as  a  millinery  color  is  to 
the  fore  and  not  only  is  the  purple  veil  smart,  but  it 
is  becoming.  There  is  some  call  for  taupe  but  noth- 
ing like  the  demand  that  is  coming  in  for  purple. 

With  the  advent  of  the  Summer  months,  will 
come  the  call  for  auto-veils  and  the  new  lines  are 
now  in  course  of  preparation.  The  veils  favored 
are  of  chiffon,  and  crepe  chiffon  and  are  extra  large 
running,  as  a  rule,  about  2  yards  long  and  the  full 
(Continued  on  page  125) 


SILKS 


WEAVING, 
KNITTING 


EMBROIDERY 


J.  MAYGROVE  &  CO.,  LTD. 

MANUFACTURERS  OF 

Italian,     China    and    Japan    Trams,    Organzines    and 
Sewing's,  Tussahs,    Floches,    Flosses,  Spuns,    Twists. 

Machine     Sewing     Silks, 

Embroidery  Silks  Flosses, 

and   Lace  Silks. 

MILLS— ABBEY  MILLS,  ST.  ALBANS,  ENG. 

WAREHOUSES— 51-52    ALDERSGATE    ST. 

LONDON,  ENG. 


ARTIFICIAL 

SILK 

for 

WEAVING, 
KNITTING 


EMBROIDERY 
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wish  to  draw  their  customers  attention  to   their    large 

and  well  assorted  stock  of 

Embroideries  for  the  Spring  Season. 
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Lot  6.  Embroidery  boxlot,  consisting  of  6  pieces  at  10  yds.  of  Muslin  Galons  and  6  pieces  of  27  in.  flouncings,  total  120  yds.  at  $0.26  a  yd. 

A  full  stock  of  all  seasonable    lines    is    kept    on    hand    and    at    right    prices,    only 
dependable  quality  being  handled,   no    so-called    loom    ends    or    factory    seconds. 

Our  assortment    of    Embroidery    lines    is  very  large  and  we   have    boxlots    of    all 
conceivable  variety  in  all  ranges  of  prices,  of  which  the  above  is  an    illustration. 

Write  to  us,  when  in  need  of  Embroideries,  as  we  feel  confident  that  our  stock 
will  satisfy  the  most  exacting  buyer. 


12  &t.  Helen  At 


jfflontreal 
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SILKS 

Silk  Fabrics,  Silk  Threads, 
Silk    Ribbons,   Silk   Cords 


In  different  qualities  suitable  for 
all  trades. 

We  are  the  only  manufacturers 
of  Silk  Ribbons  in  Canada. 


STAMPED   EMBROIDERED  LINENS 

^  Our  Catalogue  for  Spring  and  Sum- 
mer,   1913,    is   now  ready.      Supplied 
to  the  trade  only,  on  application. 


Give  our  travellers  a  hearing, 
and  look  at  our  Samples  before 
purchasing.     Extra  good  values. 

Belding  Paul  Gorticelli  Ltd. 

Silk  Manufacturers 

Mills':   Montreal,   St.    John's,   Coaticook,   P.O. 

Salesrooms : 

Montreal,      Toronto,      Winnipeg* 

Vancouver,  and  Sydney,  Australia 


terlitm 


Conforming  to  the  highest  standard1 


Laugh  at  Womanly 
Whims 

but  encourage  them 
just  the  same 


There  you  have  the  real  secret  of 
modern  merchandising — fanciful  wo- 
man and  her  all-consuming  desire  to 
acquire  something  uncommon,  some- 
thing different,  hacked  and  encour- 
aged by  the  merchant,  the  manufac- 
turer and  the  fashion  designer  by 
creating,  producing  and  selling  that 
something  that  will  attract  her  atten- 
tion. 

The  constant  demand  by  women  for 
novelties,  a  change  of  style  keeps  gold 
in  circulation  and  makes  prosperity. 
Encourage  prosperity  by  catering  to 
the  novelty-seeking  trade.  Our  lines 
include  laces,  embroideries,  veilings, 
neckwear,  etc.  See  the  new  Bulgarian 
novelties  in  laces,  neckwear  and  em- 
broideries. 

All  High  Grade,  Sterling  Quality 
Goods 


The 

terltng 

LACE  and  NOVELTY 
COMPANY 


80-82   Wellington   Street   West 
TORONTO 
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CJs^ADA  VEILING 


THE 
VEILING  AND  LACE  HOUSE 

SPECIAL 


FOR  CHILDREN'S 
DRESSES  FOR  COM- 
MUNION AND 
CONFIRMATION  WE 
HAVE  EMBROIDERY 
FLOUNCINGS 


INCHES 


27 
WIDE.  SIX 
DIFFERENT  PAT- 
TERNS, ONE  DRESS 
LENGTH,  EACH  AT 
40  CENTS  PER  YARD. 
AND  EDG- 
MATCH   IF 


BANDING 
INGS   TO 

DESIRED. 


ALSO 

COMMUNION 

and 

CONFIRMATION   VEILS 

at  $9.00,  $12.00  and  $15.00  Doz. 

WE  HAVE  A  FULL  RANGE  OF  SNAPPY 
SHETLAND  AND  SHADOW  VEILINGS, 
SILK  RUN  SHADOW  LACES,  EMBROID- 
ERIES, ALLOVER  AND  PLAIN  NETS. 
ALL  THEjNEWEST  SHADES.IN  CHIFFONS, 
MALINES  AND  VELVET  RIBBONS. 


/84-86V 


'^r 


CANADAVEILING  CO- 
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Woman- admired  Laces  and  Embroideries- exquisite 
designs,  attractive  values. 

You  know  the  value  of  a  woman's  admiration  of  any  line  of  goods.  You  know  that  a 
line  that  is  much  admired  by  the  fair  sex  will  be  a  right  royal  seller. 

Women  everywhere  are  falling  in  love  with  the  LeVoi  Spring  range  of  laces  and  embroid- 
eries because  it  is  the  embodiment  of  exclusiveness,  the  essence  of  real  value. 

In  the  LeVoi  stock  of  laces  and  embroideries  will  be  found  an  appealing  range  of  waist 
patterns,  corset  covers,  dress  patterns,  novelty  neckwear,  plaitings,  jabots,  yokes  and 
ruchings. 

Our  range  of  veilings  is  increasing  daily  by  the  addition  of  many  lines  right  from  the 
source  of  veiling  styles.  There  is  bound  to  be  a  big  demand  for  veilings  this  season  on 
account  of  the  prevailing  modes  in  hats. 

Let  us  show  you  our  entire  range  of  samples,  or  send  an  assortment  of  your  immediate 
requirements  on  approval.     Write  to-day. 

"Embroideries  that  sell" 
"Laces  of  distinction" 

L.   C  LeVoi  Company,  Limited 

32  King  Street   West,  Toronto 

Sole  Selling  Agents  for  the  Dominion  for  SPITZER   BROS.  &  CO.,   LIMITED 
NOTTINGHAM,  CALAIS,  PLAUEN,  ST.  GALL  AND  BARMEN 


m   > 


KID 
GLOVES    M 

1! 

WW 
W  SPRING  and  «"Miwi7P  *« 

"imS\  depose  


gFOR  !S5 

SUMMER 


$6.50     to     $30.00    per     doz. 

Every  pair  guaranteed. 
ALL  Shades — ALL  Lengths 

Write  at  once  for  the  as-       \ 
sortments  you  require. 


\\Y  are  Canadian  agents  and  confidently 
recommend    them. 

Greenshields  Limited 

MONTREAL 


Agents  Wanted 
Everywhere 

We  need  an  agent  in  every  town  and  city  in 
Canada  to  take  orders  for 

Accordion  Plaitings 

Hemstitching 

Plaited  Skirts 

Covered  Buttons 

Many  live  merchants  throughout  Canada  are 
making  large  profits  with  very  little  money 
invested.  Why  not  you?  By  showing  our 
display  card  you  will  have  constant  demand 
for  our  work. 

Write  at  once  for  display  card,  prices  and 
special  discounts. 

TORONTO   DRESS   PLAITING  CO. 

600  Yonge   Street,   Toronto,   Ont. 
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Easter  Over— 

now  it's  settle  down  to 
the  regular  business 
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Easter  business  very  largely  indicates  the  trend  of  fashion 
that  will  follow.  If  rush  repeat  orders  indicate  anything 
our  range  of  Veilings,  Laces,  Trimmings,  Neckwear,  etc., 
has  enjoyed  the  popular  approval  of  the  Easter  shoppers 
in  general  throughout  Canada.  Repeats  are  coming  in 
everj'  day  for  our 


Venise  Allovers  and  Collars 
Oriental  Allovers  and  Laces 
Flouncings,  Veilings,  Nettings 
Malines,  Chiffons, 
Scarfs  and  Silk  Knitted  Shawls 


These  lines  consist  of  the  latest  designs  and  novelties 
brought  out  for  this  season's  showing,  and  comprise  the 
most  saleable  merchandise  that  will  give  your  customers 
the  best  satisfaction  and  will  increase  your  sales  just  as 
soon  as  you  begin  to  show  these  elaborate  and  beautiful 
designs. 

Our  salesmen  are  now  covering  all  parts  of  Canada  show- 
ing our  entire  Spring  line. 

IF  YOU  MISS  THEM  WRITE  US  for  a  collection  of 
samples  of  the  newest.  (Sent  prepaid  for  your  approval) 
or  inspect  these  lines  at  our  branch  offices. 

Montreal— 18  St.  Alexis  St.,  Room  13,  Mr.  L.  J.  Traube 

and  J.  G.  Guild. 
Winnipeg — Room  248,  Chamber  of  Commerce  Bldg.,  Mr. 

Leo.  Rosenbaum. 
Vancouver— 1016  Rogers  Building.  Mr.  J.  Barnard. 
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Fancy  Parasols 

Spring  1913 


We  invite  your  inspection 
of  our  line  before  placing 
your  orders. 

Ladies',  Misses  and  Chil- 
dren's Parasols  in  the 
largest  and  most  varied 
assortment  we  have  ever 
shown. 

The  Irving  Umbrella  Co. 


LIMITED 

Manufacturers 


79-83  Wellington  Street  West,  TORONTO 


The    Grip    That    Grips  and 
:-:     :-;    Never  Slips    :-:     :-: 

Mr.  Dealer,  if  you  want  to 
get  a  sure  grip  on  all  the 
trade  in  your  district  you 
should  stock 

SPHERE 
SUSPENDERS 

They  have  stood  the  test — 
they  sell  the  world  over  be- 
cause of  their  daintiness, 
their  efficiency  and  their 
economical  price. 
Just  try  them  if  you  want  a 
Boom  in  business. 

FAIRE   BROS.    &   CO.,   LIMITED 

LEICESTER,    ENGLAND 
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Busy   Times   Ahead  in    Housefurnishings 


Early  spring  means  moving  and  houseclean- 
ing — Demand  for  carpets,  rugs  and  curtains 
will  be  at  its  heaviest  —  Special  efforts 
should  be  made  to  win  attention  of  the  pub- 
lic to  these  lines. 


THE  MOST  profitable 
season  of  the  year  in 
the  housefurnishing  de- 
partment is  now  at 
hand.  Early  spring 
sees    the   beginning   of 

woman's     warfare     on        

dirt — the  grand  and 
complete  annual  housecleaning. 

If  all  women  became  militant  suffragettes  and 
put  into  tbeir  campaign  for  votes  the  same  energy 
that  they  infuse  into  their  yearly  chase  of  the  multi- 
tudinous microbe  and  the  generating  germ,  they 
would  soon  secure  the  franchise.  The  housewife  is 
very  thorough  and  nothing  will  suit  her  but  to  com- 
pletely tear  the  house  up  while  she  gets  into  every 
corner,  crevice  and  cranny. 

Carpets  are  taken  up  and  curtains  taken  down. 
There  is,  as  a  natural  result,  a  greater  temptation  at 
this  time  than  at  any  other  to  buy  new  carpets,  cur- 
tains and  drapes.  Examination  reveals  the  fact  that 
the  dining  room  rug,  say,  has  became  worn  out. 
"What,"  thinks  the  housewife,  "is  the  use  of  putting 
that  old  rug  down  again?  We  ought  to  have  a  new 
one."  Housecleaning  is  a  time  of  refurnishing. 
Furniture  is  arranged  in  new  ways  and  as  a  natural 
sequence,  new  wants  are  revealed. 

The  importance  of  early  spring  from  the  stand- 
point of  the  housefurnishing  sales  is  heightened  by 
the  fact  that  it  is  the  big  moving  season.  A  large 
percentage  of  families  move  to  new  homes  during 
the  season  between  March  1  and  May  1.  It  is  prac- 
tically impossible  for  anyone  to  find  a  new  house 
which  will  exactly  suit  the  furnishings  used  in  the 
old  place.  New  rugs  will  be  needed,  new  curtains, 
blinds  and  drapes.  Every  move  means  a  few  pur- 
chases along  these  lines.  As  a  result,  moving  season 
becomes  a  harvest  time  in  the  housefurnishing  de- 
partment. 

To  make  the  most  of  this  trade  is  the  problem 
which  faces  the  manager  of  the  department,  Special 
efforts  will  be  required,  despite  the  fact  that  the  de- 
mand will  manifest  itself  to  a  great  extent  anyway. 
Many  people  will  set  about  fitting  their  old  furnish- 
ings to  the  new  home,  if  left  entirely  to  themselves. 
They  may  recognize  the  fact  that  a  new  rug  is  sadly 
needed  for  the  drawing  room  and  that  the  front  win- 


dow curtains  will  look 
skimpy  stretched  across 
the  bay  window  in  the 
new    place;     but     the 
promptings  of  economy 
may  conquer  the  desire 
to  indulge  in  new  fur- 
nishings.   If,   however, 
the  store  of  Jones  &  Co.  is  running  a  special  cam- 
paign in  the  housefurnishings  department;  if  their 
ads.  tell  most  beguilingly    of    the    splendid    values 
offered  and  the  store  windows  reveal  displays  which 
appeal  strongly ;  if  this  bait  is  held  out,  the  prompt- 
ings of  parsimony  are  conquered  and  the  much  need- 
ed furnishings  are  bought. 

It  is  necessary,  therefore,  for  the  department  to 
make  extra  special  efforts  to  win  public  attention. 
Offering  of  bargains  is  not  necessary.  In  fact,  better 
results  will  be  obtained  by  dwelling  on  the  quality  of 
the  stock  and  "playing  up"  the  attractiveness  of  the 
goods  offered.  A  good  share  of  the  advertising  space 
should  be  devoted  to  housefurnishings  and  window 
displays  should  also  be  arranged.  Some  firms  secure 
excellent  results  by  placing  cards  in  different  parts 
of  the  store  and  in  the  windows,  calling  the  attention 
of  customers  to  the  goods  on  sale  in  the  housefurnish- 
ings department.  These  signs  can  be  made  more 
typical  by  doing  the  lettering  on  squares  of  oilcloth. 


Purple  Leads  in  Veils 
(Continued  from  page  118) 

width  of  the  material,  and  with  the  hem  all  round. 

The  novelty  comes  in  the  double  veil  made  of 
contrasting  colors  of  chiffon.  The  combination  of 
blue  and  green  is  perhaps  the  best  liked,  but  other 
colors  are  combined  with  beautiful  effect.  Pink  and 
grey,  blue  and  cerise,  purple  and  maize,  brown  and 
yellow,  are  a  few  of  the  most  attractive  combinations. 

Printed  chiffon  scarves  in  considerably  higher 
colors  than  hitherto  featured  are  also  showing. 

There  is  a  heavy  demand  for  chiffons,  Malines, 
and  a  big  variety  of  fancy  meshes  in  nets.  Big  orders 
are  being  placed  for  the  coming  Fall  season  as  fash- 
ion points  to  draperies  and  overdresses  of  the  same. 
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Silk  Sales  Are  Still  Growing 
(Continued  from  page  52) 

popular  prices.  Printed  patterns  in  brilliant  color 
combinations  are  obtainable,  also  printed  on  Ottoman 
and  ribbed  grounds.  Printed  eponges  are  also  fa- 
vored for  facings  and  trimmings  and  are  being  ex- 
tensively used  by  the  making-up  trade. 

In  all  showings  of  new  silks,  brocades  are  fea- 
tured as  the  high  novelty  and  brocaded  crepes  and 
brocaded  satins  are  selling  well  to  the  better  trade. 
The  new  development  in  brocades  come  in  matelasse 
weaves.  Matelasses  are  scarcely  suitable  for  Summer 
wear,  but  it  is  expected  that  the  coming  Fall  will  see 
matelasses  showing  in  a  wider  range. 

All  cord  weaves  are  selling.  Ottomans  and  heavy 
ribs  are  being  taken  for  making  up  into  dressy  cloaks 
and  bengalines  are  used  for  suits,  cloaks  and  garni- 
tures. 


&  J.  Dowler  are  planning  to  put  a  forty-foot  exten- 
sion at  the  rear  of  their  store.  Dowlers  own  the  land 
clear  back  to  Curtis  St. 

@ 


Belleville,  Ontario. — A  disastrous  fire  broke  out  in 
the  village  of  Madoc  on  Friday  night  in  the  base- 
ment of  Milne's  dry  goods  store  in  the  Dale  block, 
and  in  the  upper  story  of  which  Mr.  Milne  had  his 
residence. 

St.  Thomas,  Ont. — Their  business  having  in- 
creased to  such  an  extent  that  their  present  store  is 
altogether  too  small,  the  well-known  firm  of  R.  IT. 


Fancy  Suits  in  Novelty  Fabrics 

Many  in  combination  effects  — 
Coats  are  cut  in  form  of  blouse 
model — Skirts  have  drapery  sug- 
gestion. 

Summer  suits  are  mostly  of  the  novelty  class  and 
often  with  the  coat  in  one  color  or  fabric  and  the 
skirt  in  another.  The  coats  are  invariably  cut  in 
some  form  of  a  blouse  model.  That  is,  in  modified 
Russian  blouse  and  peplum,  or  in  Bulgarian  blouse 
fashion. 

The  skirts  as  a  rule  have  some  drapery  sugges- 
tion or  are  quite  plain  and  finished  with  a  band  of 
the  same  material  as  the  coat.  Quite  frequently 
the  skirt  is  fulled  into  the  band  at  the  back  or  more 
rarely  still  there  is  an  inverted  box  pleat  at  each  side 
held  in  by  buttons.  This  gives  the  fashionable  nar- 
rowness around  the  feet  and  the  extra  fullness  at  the 
hips. 

Summer  suits  are  showing  in  ratines,  linens, 
eponges  and  cotton  Bedfords  and  the  selling  colors 
are  white,  tan,  rose  and  Cadet. 


The    Sanitary  Dry  Goods  Store 

You  owe  it  to  your  business  that  your  lloors,  your  shelving,  your  stock,  he  free  from 
dust.  This  object  can  best  be  obtained  by  the  use  of  a  EUREKA  ELECTRIC  VACUUM 
CLEANER.  Its  service  is  invaluable.  It  demonstrates  to  customers  that  they  should 
have  it  in  their  homes.  In  that  way  it  becomes  a  profitable  article  for  your  house- 
furnishing  department.     Retails  for  only  $45.00.     Write  for  full  particulars  to  the 


Onward  Manufacturing  Co. 


BERLIN  -:-  -:-  -:- 

EASTERN  REPRESENTATIVES 

Sales  Company  of  Canada,  Ltd.,  641   St.  Catherine  St.  W., 


ONTARIO 
Montreal,  Que. 


I 
I 
I 
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©dental  &ug£ 

With  real  Oriental  Rugs  so  much  in  demand  at  the  present  time,  my  large 
assortments  of  Persian,  Turkish  and  East  Indian  are  sure  to  prove  good  sellers 
when  displayed  in  your  store.  My  splendid  Eastern  connections  permit  me 
to  buy  at  prices  that  ensure  you  good  profits. 


Mail  orders  receive  prompt  attention. 


L.  Babayan,  Direi£ 


rect  Wholesale 
mporter 


77  Bay  St.,  Toronto,  Ont. 
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Buyers1    Guide 

FOUNTAIN    AIR    BRUSH 

Model  A    Price  $20.00 

The  Standard  Air   Brush  of  the  World 

Show-Card    Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C-79. 

Thayer  &  Chandler,  Chicago 

TOYS 

of    the    below-named     type     are     the    manufac- 
ture  of 

BING  BROS.,  Nuremberg 
SEE  THEM  at 

381  Fourth   Ave.,  New  York 

THE    BING'S    MINIATURE    RAILWAY    SYS- 
TEM,   Mechanical    as    well    as    Electrical    Iron 
Engines;  STATIONS,  SIGNALS  AND  LAMPS, 
Patent   Walking  Animals;   PLUSH   AND    FELT 
TOYS,     BEST     QUALITY     Mechanical     Boats; 
AUTOMOBILES,    Steam     Engines;     ATTACH- 
MENTS,    Enamel     Kitchen     and     Dinner     Sets; 
ENAMEL    TEA    AND    COFFEE    SETS,    Wash 
Sets;    MOVING    PICTURE    MACHINES,    Post 
Card    Projectors;    MAGIC    LANTERNS. 

Thi  Wholesale  Millinery  and  Finoy  Dry  Hoods 
Houto  of  the  Maritime  Provineet. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 

LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vine*,  Window 
Decorations,    Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.    Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue,  Chicago.  111. 

^""^IE    inch    space    in    this 

Department    will  cost 

you  $25  for   12    insertions. 

Condensed  Advertisements 


ORDERS  WANTED 

WANTED— ORDERS  FOR  FINEST  HAND- 
made  Irish  crochet  laces,  insertions,  picot- 
edges,  headings,  motifs,  collars,  yokes, 
d'oyleys,  etc.  M.  Hughes,  Scotch  Street  Bridge, 
Armagh,    Ireland. 

MISCELLANEOUS 

COMPETENT  STENOGRAPHERS  IN 
search  of  position  register  at  our  Free  Em- 
ployment Department.  We  have  a  number  of 
applications  on  file.  Call  up  Remington  Type- 
writer Co..  Ltd.,  when  in  need  of  an  operator. 
144  Bay  St..  Toronto. 


BUYERS    WANTED 


EXPERIENCED  BUYERS  WANTED  FOR 
various  lines,  for  the  large  departmental  store 
(C.  W.  Sherwood  Co.,  Ltd.),  to  open  in  Re- 
gina,  Oct.  1.  Address  at  once,  giving  full 
information  as  to  experience,  references,  sal- 
ary, etc.  Splendid  opportunities  for  the  right 
men.  Address  C.  W.  Sherwood,  817  St.  Joseph 
Blvd.  West,  Montreal,  P.Q. 


AGENT  WANTED 


AGENT  WITH  EXCEPTIONALLY  GOOD 
connections  in  Canada  wanted  by  good  Plauen 
manufacturer  of  neckwear,  laces  and  table- 
cloth (doylies  and  runners).  Must  be  very 
well  known  among  best  houses  for  large 
business  in  Canada.  Only  experienced  men 
will  be  considered  Applicants  must  state  ex- 
perience and  give  references.  Address  full 
particulars  to  L.  P.,  9026,  care  of  Rudolf 
Mosse,    Plauen,    Saxony,    Germany. 


AGENCIES    WANTED 

ENGLISH  FIRM  OF  MANUFACTURERS  OF 
Hair,  Hair  Goods,  Hair  Nets,  as  used  by  high- 
class  hair-dressers  and  stores,  desire  to  ar- 
range a  Canadian  agency  on  commission  with 
established  sound  house  who  has  a  good  con- 
nection in  the  trade  for  Toronto,  Montreal 
and  district.  Arrangement  for  stock  to  be 
kept  in  Canada  would  be  made.  For  further 
particulars,  write  to  Box  97,  Dry  Goods 
Review,  88  Fleet  street,   London,  England. 

FOR  SASKATCHEWAN  —  AGENCIES  FOR 
store  fixtures  and  fittings  of  all  kinds.  Also 
fixtures  for  department  stores,  office  buildings, 
banks,  schools,  churches  and  theatres.  We 
cover  Saskatchewan  three  times  a  year,  and 
work  the  larger  cities  all  the  time.  North- 
west  Specialty   Company,   Saskatoon. 

FOR  SALE 

NICE  CLEAN  STOCK  OF  DRY  GOODS. 
About  five  thousand  dollars  in  good  town  in 
Alberta.  Good  business  to  be  done.  Good 
reasons  for  selling.  Address  Box  2,  Dry 
Goods  Review. 


German  Business  Men    to    Tour  Canada 

(Continued  from  page  17) 

(3)  Hamilton  and  Bow  Park  Experimental 
Farm  (1  day.) 

Apartments:  King  Edward.  Information:  German 
Consul,  Mr.  Henry  Peters.  Manufacturer's  Associ- 
ation (Mr.  Murray,  Secretary.) 

Aug.  13. — By  steamer  to  Montreal,  via  the  Thou- 
sand Islands,  down  the  St.  Lawrence. 

Aug.  14,  Montreal. — No  program.  Apartments: 
Place  Vigor. 

Aug.  1 5. — Afternoon :  Departure  for  the  East- 
ern Provinces  (New  Brunswick,  Nova  Scotia.) 

Aug.  16,  St.  John. 

Aug.  17-22. — Tour  through  the  Eastern  Pro- 
vinces. Sight-seeing  in  Halifax,  Moncton,  Frederic- 
ton  and  other  noteworthy  towns  and  inspection  of 
their  industries.  The  program  for  the  different 
towns  is  being  arranged  with  the  Municipalities  and 
Governments  and  will  be  announced  later. 

Aug.  22,  Fredericton. — Concluding  banquet. 


Yorkton,  Sask. — Another  big  departmental  store 
will  open  in  Yorkton  this  month,  the  T.  E.  Vanstone 
Co.,  Limited,  having  leased  the  entire  ground  floor 
of  the  new  Dunlop  block. 

Montreal,  Que.- — E.  W.  Gnaedinger,  of  the  firm 
of  L.  Gnaedinger  Sons  &  Co.,  died  very  suddenly 
from  heart  failure,  at  his  residence,  330  Roslyn  ave- 
nue, Westmount,  this  morning  in  his  sixty-second 
year. 

Moose  Jaw,  Sask. — T.  W.  Robinson  Co.  have 
changed  their  firm  name  to  Robinson,  McBean,  Lim- 
ited. The  personnel  and  management  of  the  com- 
pany remain  as  formerly,  T.  W.  Robinson  being  pre- 
sident and  W.  F.  MacBean  secretary  and  managing 
director. 

Fort  William,  Ont. — A  partnership  has  been 
formed  between  Charles  W.  Wilson,  at  present  adver- 
tising manager  of  the  Times-Journal  and  John  Bon- 
nin,  for  several  years  manager  of  Fred  J.  Mitchell's 
clothing  store.  The  firm  of  Wilson  &  Bonnin  will 
be  proprietors  of  a  new  clothing  store  at  the  corner  of 
Victoria  and  May  streets. 
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HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  *'  Review"  do 
not  necessarily  hold  themselves  responsible 


PLACING  LARGE  ORDERS. 

H.  E.  Davis,  of  H.  E.  Davis  &  Co., 
manufacturers  of  waterproof  gar- 
ments, Montreal,  has  returned  from 
Europe,  where  he  was  purchasing 
materials  for  next  fall.  By  placing 
large  orders  well  ahead,  Messrs. 
Davis  hope  to  overcome  the  difficul- 
ties heretofore  experienced  in  de- 
layed deliveries.  They  are  this  year 
showing  a  big  range  of  garments  in 
the  newest  cloths  and  latest  styles, 
and  a  large  stock  is  carried  to  sup- 
ply immediate  requirements. 


OPENING  SALES   OFFICE. 

W.  H.  Partridge,  manufacturers' 
agent,  representing  the  Vancouver 
Sweater  Co.,  "Carhartt"  overalls 
and   Bloom  &   Co.,    New    York,   for 


•vests,  is  opening  a  new  sales  office  at 
73y2  Bay  Street,  Toronto.  He  is 
also  handling  Van  Allen  Manufac- 
turing Co.,  Hamilton,  underwear  and 
hosiery,  F.  W.  Robinson  Co.,  Toron- 
to, sweaters,  are  represented  by  him 
in  Montreal.  Several  other  leading 
line2  are  being  added. 


SECURES  AGENCY. 

A.  H.  Wheeler,  409,  410  King's 
Hall  Buildings,  Montreal,  has  se- 
cured the  Canadian  selling  agency 
for  "Stop-Run"  hose  supporters 
and  loops  from  the  Schaufuss  Com- 
pany, of  New  York.  The  "Stop- 
Run"  hose  supporters  have  had  an 
immense  sale  in  the  adjoining  repub- 
lic, and  it  is  anticipated  that  they 
will  be  just  as  popular  with  Can- 
adian women  when  their  many  ad- 
vantages are  better  known.  It  is 
claimed  for  the  "Stop-Run"  hose 
supporters  that  they  have  solved  the 
problem  of  the  "run"  that  ruins  so 
many  stockings.  It  grasps  the  stock- 
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ing,  only  on  the  outside,  with  a  wide 
buckle,  fastening  onto  such  a  wide 
portion  that  the  strain  does  not  come 
on  a  few  threads,  but  is  distributed 
over  a  large  area.  No  matter  how 
tightly  the  garters  are  drawn  they 
do  not  injure  the  finest  silk  or  lisle 
stockings.  A  large  sale  is  predicted 
for  them  in  Canada. 


SERGE  DRESSES  AT  $3.75;  SILK 
DRESSES  AT  $5.00. 

Buyers  are  learning  that  specializa- 
tion always  leads  to  the  cheapening 
of  production,  while  at  the  same 
time  values  and  styles,  as  well  as  fit 
and  finish,  are  fully  maintained. 

A  new  firm  that  has  recently  en- 
tered this  field  is  Bernard  &  Duffney, 
who  are  located  at  81  Jarvis  Street, 
Toronto.  This  firm  not  only  makes 
nothing  but  dresses,  but  they  further 
specialize  on  just  two  numbers.  They 
are  putting  out  serge  dresses  at  $3.75 
and  silk  dresses  at  $5.00.  These 
«iresses  are  smart  and  stylish. 
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]~"\0  you  know  of 
any  dry  goods 
dealer,  anywhere  in 
Canada,  who  does 
not  subscribe  to  the 
Dry  Goods  Review? 

If  so,  you  will  be  doing  him 
a  good  turn  by  giving  us  his 
name  and  address,  so  that 
we  may  send  him  a  sample 
copy  and  an  order  blank. 
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Wise  women  have  found  a   new  way  of 
buying  dress   shields — 

They  ask  at  the  Notion  Counter  to  see 


Dress  Shields  Chart. 

Wise  merchants  have  found  a  new  way 
of  selling  dress  shields — 

They  display  at  the  Notion  Counter 


Dress  Shields  Chart. 

Ask    for  the    chart — it   is  free  to   those 
who  sell  Kleinert's  Dress  Shields. 


I.  B.  Kleinert  Rubber  Co. 

Toronto,   Canada 
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Who  reads  the  paper  is  more 
important  than  who  gets  it. 


Advertisers  should  investigate  the  standing  of  a  paper  in  its 
particular  field  before  placing  advertising.  The  DRY 
GOODS  REVIEW'S  supremacy  in  its  field  is  unquestioned. 
Why  experiment  with  papers  that  have  little  or  no  influence? 
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Advertising  rates  always  consis- 
tent with  quality  of  service  offered 
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How  Will  U.S.  Tariff  Changes  Affect  Canada? 


THE  PROPOSED 
changes  in  the  new 
tariff  bill,  which  has 
been  introduced  at 
Washington,  would  ma- 
terially reduce  the  du- 
ties on  clothing  lines. 
Not   only   is    the   tariff 

reduced  considerably  on  many  lines  of  clothing  and 
material,  but  some  are  put  on  the  free  list. 

Perhaps  the  most  striking  feature  of  the  pro- 
posed revision,  from  the  standpoint  of  the  dry  goods 
trade,  would  be  the  placing  of  raw  wool  on  the  free 
list  and  a  correspondingly  heavy  reduction  in  the 
tariff  on  all  woolen  articles.  The  Schedule  K  en- 
igma  will  be  solved  by  the  bold  stroke  of  wiping 
out  the  wool  tariff. 

Boots  and  shoes  are  also  placed  on  the  free  list. 

Among  the  articles  on  which  the  duty  is  being 
substantially  reduced  are  the  following: — Cotton 
cloth,  from  42.74  to  26.69;  cotton  clothing,  from  50 
to  30;  stockings,  hose  and  half  hose,  selveged,  from 
75.33  to  50;  mens'  and  boys'  cotton  work  gloves 
from  89.17  to  35;  knit  shirts,  drawers  and  under, 
wear  from  60.25  to  25 ;  collars  and  cuffs  from  49.10  to 
30;  blankets  from  72.69  to  25;  flannel  from  93.29 
to  30;  clothing,  ready  made,  from  79.56  to  35;  wo- 
mens'  and  childrens'  dress  goods  from  99.70  to  35; 
sewing  silk  from  25  to  15.  It  will  thus  be  seen  that 
the  tariff  has  in  most  cases  been  more  than  cut  in 
two. 

It  is  certain,  of  course,  that  the  bill  will  meet 
with  strenuous  opposition  and  it  is  altogether  likely 
that,  when  it  emerges  from  the  crucible  of  sena- 
torial consideration,  the  measure  will  be  materially 
altered.  At  the  same  time,  it  is  quite  as  certain  that 
the  bill  will  ultimately  carry  and  that  it  will  bring- 
about  very  substantial  reductions. 

It  is  likely  that  the  guns  of  the  opposition  will 
be  trained  most  heavily  on  the  free  wool  proposal. 
Although  this  clause  is  backed  by  President  Wilson 
and  accepted  by  the  House  committee,  the  proposal 
is  certain  to  precipitate  a  fight  among  the  Demo- 
crats themselves. 

What  effect  would  the  proposed  changes  have  on 
trade  in  Canada?  The  question  is  being  very  anxi- 
ously asked  and  the  answers  given  in  many  quarters 
are  far  from  reassuring. 

The  Review  has  discussed  the  question  with 
manufacturers  in  many  lines  and  has  found  a  wide 
divergence  of  opinion.  Some  state  most  confidently 
that  no  effects  will  be  felt  on  this  side  of  the  line, 
that  trade  will  go  on  without  either  expansion  or  loss. 
Others  predict  that  conditions  of  a  highly  detriment- 
al nature  will  develop. 

Those  who  anticipate  evil  results  to  Canadian 
trade,  if  Uncle  Sam's  revenue  wall  is  lowered  on  the 


A  review  of  the  proposed  revision  as  it 
applies  to  clothing  and  dry  goods — 
Would  it  create  shortage  in  certain  lines 
in  Canada?  — Would  the  price  of  raw 
wool  advance  in  this  country? 


lines  indicated,  see  lit- 
tle hope  of  counteract- 
ing gain  in  any  other 
direction.  Said  one 
manufacturer: 

"With  E  ur  ope  an 
goods  entering  the  Am- 
erican market  on  the 
low  tariff  proposed,  there  will  be  a  ready  market 
found  there.  Willi  big  United  States  orders  to  fill, 
will  the  British  and  Foreign  manufacturers  find 
time  to  attend  to  the  smaller  orders  from  Canada? 
1  don't  think  so.  We  are  very  likely  to  find  it  ex- 
tremely hard  to  get  supplies.'  ' 

A  manufacturer  of  woollen  goods  predicted  an 
advance  in  the  price  of  raw  wools.  "With  raw  wool 
going  into  the  United  States  free,"  he  declared, 
"Canadian  wool  will  find  a  market  over  the  line. 
There  can  be  but  one  result' — wool  here  will  ad- 
vance in  price.  This  is,  in  my  opinion,  inevitable 
if  the  proposal  to  put  raw  wool  on  the  free  list  is 
ratified." 

Another  manufacturer  sees  trouble  from  an- 
other quarter.  "There  will  be  an  invasion  of  Am- 
erican manufactured  goods  as  a  result  of  the  wip- 
ing out  of  the  raw  wool  duty,"  he  declares.  "They 
will  be  able  to  make  their  goods  much  cheaper  and 
will  be  in  a  position  to  compete  on  outside  markets. 
Naturally.  Canada  will  be  the  target  for  a  good 
share  of  the  efforts  which  will  be  made  for  increased 
export  trade.  I  don't  think  that  they  will  be  able 
to  make  heavy  inroads,  but  there  will  undoubtedly 
be  more  woollen  goods  imported." 

Somewhat  the  same  view  was  taken  by  another 
man  with  whom  the  Review  discussed  the  prob- 
lem. He  wras  inclined  to  think,  however,  that  any 
evil  effects,  which  might  be  felt,  would  be  tempor- 
ary. "Matters  will  readjust  themselves  in  time,"  he 
said.  "But  in  the  meantime,  T  think  we  have  rea- 
son to  apprehend  disturbances  on  this  side  of  the 
line  as  well  as  on  the  other." 

Others  took  quite  a  cheerful  view  of  the  situa- 
tion. "We  will  go  right  on,"  said  one  man.  "Con- 
ditions are  too  prosperous  in  Canada  for  tariff  re- 
vision in  another  country  to  upset  us  very  much." 
The  situation  is  fraught  with  possibilities  and 
the  course  of  events  will  be  closely  watched  by 
Canadians. 


New  Liskeard,  Out. — In  a  fire  which  broke  out  in 
the  business  section  here,  J.  F.  Mulligan,  men's  wear 
dealer,  suffered  damage  to  the  extent  of  $3,000. 

Coquitlam,  B.C. — F.  H.  Cambridge  has  moved 
his  millinery  store  to  larger  premises. 

Yarmouth,  N.  S. — The  death  has  occurred  of 
Nathan  M.  Crosby,  formerfy  a  member  of  the  dry 
goods  firm  of  Moses  and  Crosby. 


Aim   to   Give  Perfection  of    Retail   Service 


"SERVICE"  in  the 
fullest  sense  of  the  word 
is  the  keynote  of  the 
policy  of  the  depart- 
mental store  of  Leflys, 
recently  opened  at  Mil- 
waukee. The  service 
they  aim  to  give  begins 
with  efficiency    in    the 

sales  staff  and  ends  with  an  absolute  guarantee  of 
goods  sold.  They  go  a  little  further  than  to  merely 
guarantee  the  stock.  "Insurance"  goes  with  every 
parcel. 

The  plans  of  the  management  can  best  be  describ- 
ed, perhaps,  by  quoting  from  an  advertisement  of 
the  firm  used  shortly  after  the  new  store  was  occu- 
pied.   It  read  in  part  as  follows: 

"One  feature,  typical  of  LEFLYS,  will  be  the 
giving  of  new,  clean  money  in  the  making  of  all 
change — new  store,  new  merchandise,  new  money; 
for  sanitary  reasons  we  think  this  move  most  wise. 

"Quick  change  will  be  assured  at  all  times,  since 
we  have  adopted  the  latest  and  best  cash  register 
system,  each  section  being  provided  with  an  ample 
number  of  trained  casbiers  find  bundlers. 

"We  have  spoken,  in  a,  previous  chapter,  of  the 
'right  relations  with  the  right  producing  markets' — 
relations  which  can  and  do  exist  only  by  surrounding 
ourselves  with  an  able  corps  of  buyers  and  managers 
— men  and  women  thoroughly  schooled  in  their 
special  lines;  then,  after  gathering  such  an  organiza- 
tion, sending  them  into  the  world's  markets  with  or- 
ders to  'get  the  best' — not  necessarily  at  the  lowest 
price,  which  by  so  doing  would  deprive  some  of  the 
right  to  live  in  keeping  with  their  labors — but  the 
best  merchandise  at  the  fairest  price. 

"Our  object  will  be  to  carry  the  merchandise  the 


The  ideal  of  new  departmental  store  in  Mil- 
waukee— An  absolute  guarantee  is  given 
with  every  purchase  —  Only  new  money 
given  in  change  —  Excellent  facilities  for 
members  of  sales  staff. 


public     wants     at     the 
time  the  public  wants  it, 
and  each  line  we  carry 
will  be  complete — not  a 
few  odd  pieces,  but     a 
generous  assortment  — 
that's    LEFLYS      ser- 
vice. 
"All  merchandise  purchased  at  LEFLYS     will 
be  accompanied  by  a  guarantee — broad,  liberal  and 
unrestricted — it  defines  our  policy. 

"Our  prices  will  be  low,  always  consistent  with  the 
character  of  the  merchandise,  and  all  merchandise 
will  be  of  the  dependable  kind,  as  to  quality  of  ma- 
terial, fastness  of  color,  of  the  highest  standard  as  to 
fit  and  workmanship. 

"And  a  word  as  to  our  advertising. 
"We  shall  make  no     misleading,     exaggerated 
statements,     or  'half-truths'     under     any     circum- 
stances. 

"In  these  days  of  rivalry,  where  each 
store  is  striving  for  the  uppermost ;  where 
exaggerated,  unreliable  statements,  are  of- 
tentimes made  under  the  possible  pretense 
of  'fooling  some  of  the  people  some  of  the 
time,'  we  feel  that  it  will  be  a  pleasure  to 
know  that  LEFLYS  advertising  can  be  re- 
lied upon  as  being  safe — accurate — trust- 
worthy. 
"All  this  we  shall  endeavor  to  make  LEFLYS 
advertising. 

"  'Bargains,'  in  the  common  use  of  the  word,  will 
be  unknown  at  this  store.  Featuring  everything  on 
sale  as  a  'bargain'  is  a  myth — such  a  condition  of 
affairs  is  impossible.     The  idea  of  advertising  one 

(Continued  on  page  7) 


The  guarantee  given  by  Lefly  is  as  fol- 
lows : 

PRICE   AND   QUALITY  INSURANCE 

Our  merchandise,  no  matter  what  price 
you  pay,  is  absolutely  reliable,  of  good  wear- 
ing quality,  and  is  never  misrepresented. 

We  will  positively  never  be  undersold. 

Any  purchase  made  by  man,  woman  or 
child,  which  does  not  prove  entirely  satisfac- 
tory, may  be  returned  and  the  purchase  price 
refunded. 

You  must  be  thoroughly  satisfied  with 
every  purchase  or  we  shall  not  have  accom- 
plished our  object — LEFLYS. 


DRY    GOODS    REVIEW 


Modern  Ideas  are  Embodied  in 


A  description  of  the  recently  re 
Limited,  Toronto — Front  is  plain 
only  are   carried  in  stock,   and 
—  Effective    system    has    been 


Stitts,  Ltd.,  Millinery  Salon  on  opening  day. 
showing   display   of  Paris   models. 


STITT  &  CO..  LIMITED.  11  and -13  King  Street, 
East,  Toronto,  recently  remodeled  their  establish- 
ment. The  firm  were  organized  in  1885  and 
have  been  in  the  same  building  for  twenty- 
eight  years.  They  are  exclusive  costumiers  and 
do  a  high  class  business.  A  full  range  of  kid 
gloves,  veilings,  neckwear,  trimmings,  fabrics  and 
an  extensive  millinery  stock  is  carried.  The  im- 
proved fittings,  stock  keeping  methods  and  system, 
which  have  also  been  added,  are  designed  to  cater 
to  a  growing  clientele  and  in  keeping  with  the  busi- 
ness done.  There  are  several  modern  facilities,  which 
are  original  and  suitable  for  select  trade. 

The  front  is  plain,  but  sufficiently  unique  in  de- 
sign to  stamp  the  establishment  as  one  of  the  foremost 
in  a  district  of  splendid  stores.  Each  window  is 
encased  at  the  top  in  panel  design  and  the  back- 
ground is  quite  suitable.  A  neat  colonial  scheme 
i-  used  effectively,  and  in  good  taste.  At  the  top, 
wide  prisms  extend  right  across  the  front.  Behind 
this,  the  artificial  lights  are  arranged  to  semi-diffuse 
their  rays  on  the  goods  on  view.  The  door  is  a  single 
panel  with  monogram.  The  entire  front  is  painted 
a  soft  gray  and  a  neat  sign  surmounts  the  whole. 

Both  floors  have  been  refitted.  The  general 
stock  and  millinery  are  arranged  on  the  main  floor 


In  the  accompanying  article  is  given  a  concise 
Co.,  Limited,  Toronto,  together  ivith  something  on 
i  xcl nsive  store.     A  high  class  trade  is  done,  one  of 
goods  are  carried  in  stock.    The  new  store  is  neither 
qualities  which  set  it  apart  from  others  and  the  atm 
trade. 


and  the  second  is  devoted  altogether  to  the  costum- 
ing departments.  The  interior  is  finished  in  soft 
gray  similar  to  the  front.  All  the  cases,  wardrobes 
and  counters  are  solid  mahogany  of  substantial  de- 
sign. Centre  fixtures  are  low  and  an  unobstructed 
view  of  any  section  is  possible  from  any  part  of 
the  salesroom.  This  arrangement  is  also  intended 
to  facilitate  sales  and  stockkeeping.  The  main  fix- 
tures are  laid  out  in  centre  squares,  side  counters  and 
shelving.  The  cases  are  of  glass  to  the  base  and  have 
all  glass  tops.  Several  drawer  cabinets  are  used 
for  keeping  laces,  allovers.  trimmings  and  veilings. 
In  the  side-wall  fixtures,  all  stock  is  kept  in  sliding 
door  or  unit  cabinets.  Stock  boxes  are  uniform  in 
size  and  color  and  form  a  pleasing  contrast  to  the 
soft  tones  of  the  woodwork  and  walls  or  the  richer 
finish  of  the  cases  and  cabinets.  The  main  floor 
is  carpeted  with  deep  pile  monotone  Wilton.  Large 
bulb  tungsten  lamps  are  suspended  on  chains  over 
the  main  aisles. 
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New  Exclusive  Establishment 


modelled  store  of  Stitt  &  Co., 
but  unique  —  High  class  goods 
exclusive  clientele  is  catered  to 
adopted. 


description  of  the  newly  remodelled  store  of  Stitt  & 
the  system  which  prevails  in  this  old  established  and 

the  outstanding  features  being  that  only  best  quality 
ornate  nor  conspicuously  elaborate,  but  it  has  unique 
osphere  created  is  distinctly  suitable  for  a  high  class 


Millinery  is  situated  at  the  rear  from  the  stair- 
way. The  equipment  includes  several  features, 
which  pertain  to  this  department.  Mirrors,  stands, 
cabinets  and  fittings  are  designed  on  original  ideas. 
Wall  cases  end  cabinets  are  preferred  for  showing- 
models  and  neat  tables  and  furniture  carry  out  the 
effect  of  unit  display.  The  salon  is  completed  with 
stands  for  palms,  comfortable  settees  and  numerous 
showroom  requisites. 

Fitting  and  workrooms  are  on  the  second  floor, 
which  is  reached  by  a  wide  stairway  from  the  main 
floor.  Two  departments  are  conducted  separately — 
exclusive  costuming  and  high  class  tailoring.  These 
are  in  charge  of  modistes  of  Canadian-wide  reputa- 
tion, who  are  in  close  touch  with  New  York  and  visit 
the  metropolis  three  or  four  times  a  season.  Special 
trips  are  made  to  Paris  by  the  modistes  and  designers 
whenever  necessary.  A  staff  of  150  experts  is  kept 
busy  on  this  floor.  Two  men  designers  are  employed 
and   several    experienced   dressmakers   specialize   on 


Main   floor,   Stitts,   Ltd.,   showing  remodelled 

equipment   and  general  view  of 

departments. 

sleeves  or  collars  only.  These  parts  of  a  gown  are  es- 
sentially the  making  of  it  and  the  greatest  attention 
is  paid  to  workmanship  and  finish  throughout.  This 
is  considered  as  important,  as  maintaining  the  repu- 
tation of  the  firm. 

The  system  of  Stitt  &  Co.  is  planned  for  the  co- 
operation of  the  several  departments,  following  the 
policy  of  exclusiveness.  Their  platform  as  regards 
buying,  stockkeeping  and  service  is  complete  when 
customers  are  satisfied.  Since  the  new  departments 
have  been  added,  this  comprises  select  outfitting  for 
every  occasion — weddings,  reception,  afternoon  and 
evening  gowns  and  street  wear.  Price  is  not  consid- 
ered. There  is  no  limit,  but  with  every  purchase 
uoes  the  assurance  of  individuality. 

HIGH   (LASS  GOODS  CARRIED. 

Only  the  highest  class  fabrics,  laces  and  trim- 
mings are  caried.  This  is  the  standard  of  the  whole 
stock.  A  present  instance  of  style  is  noted.  Eastern 
and  Bulgarian  modes  are  passing  and  those  shown 
include  materials  in  these  colorings,  but  in  small 
designs.  No  two  gowns  are  alike.  Some  of  the  ex- 
clusive lengths  of  fabrics  used  run  from  $50  a  yard 
and  up.  Gowns  are  designed,  which  range  from  $100 
(Continued    on    page  8.) 


Advanced  Ideas  Adopted  in  Retail  Store 


CHATHAM,    ONT.— 

Two  years  ago,  at  the 
time  of  the  then  latest 
extension  to  his  busin- 
ess premises,  Charles 
Austin,      president      of 

the  Chas.  Austin  Com-       

pany,     Limited,     made 

an  interesting  little  calculation.  He  had  been  in 
business  at  Chatham,  Ontario,  for  fourteen  years, 
and,  beginning  with  a  very  small  store  on  a  well 
located  corner,  the  business  had  expanded  till  at  the 
end  of  the  fourteenth  year  it  occupied  fourteen 
times  as  much  floor  space  as  it  did  at  the  beginning. 

That  calculation  was  made  two  years  ago.  On 
March  15,  1913,  Mr.  Austin  completed  his  sixteenth 
year  in  business,  in  Chatham,  lie  made  another 
calculation.  That  showed  that  bis  business  occu- 
pied sixteen  times  as  much  floor  space  at  the  end 
of  the  sixteenth  year  as  it  occupied  when  he  started. 

This  growth  has,  as  these  figures  indicate,  been 
sure  and  steady.  The  latest  calculation  was  ren- 
dered necessary  by  a  further  substantial  addition 
to  the  premises — an  addition  three  stories  in  height, 
the  completion  of  which  marked  the  sixteenth  an- 
niversary of  the  business. 

Many  factors  have  entered  into  this  remarkable 
record.  All  the  elements  usual  to  successful  bus- 
iness building  are  in  evidence  in  the  Austin  store. 
It's  slogan  says,  "The  Store  With  the  Stock,"  and 
the  aim  from  the  very  outset,  even  when  quarters 
were  somewhat  cramped,  has  been  to  live  up  to  the 
slogan.  The  staff  is  efficiently  organized  into  de- 
partments, and  enthusiasm  is  the  rule  among  the 
individual  members.  Mr.  Austin,  himself  a  very 
capable  organizer,  is  assisted  by  carefully  chosen 
and    efficient    department    heads. 

This  liberal  and  aggressive  advertising  policy 
is  just  one  instance  of  the  Austin  policy  of  spending 
money  to  save  money,  l'his  policy  is  probably  at 
the  root  of  the  frequent  extensions  to  the  premises. 
Beginning  with  a  small  corner  store,  occupying  the 
ground  floor  only,  extensions  have  been  steadily 
made  to  take  in,  first  the  upper  stories,  then  adjoin- 
ing stores,  both  on  King  Street  (the  main  front) 
and  on  the  Market  Square.  On  the  latter  two  large 
additions  have  been  built.  The  latest  addition, 
just  completed,  lias  given  room  for  immense  im- 
provements in  tbe  selling  facilities  in  several  of  the 
departments.  The  mens'  furnishing  department 
floor  space  has,  as  a  result  of  this  addition,  been 
doubled,  this  department  now  occupying  approxim- 
ately 45  x  105  feet.  Moreover,  this  department 
is  now  splendidly  lighted.  The  entire  stock  of 
clothing  is  shown  on  racks,  this  one  feature  alone 
saving  much   of  the  salesmen's   time   and   assisting 


Chas.  Austin  Co.,  Limited,  have  Welfare 
Association  for  employees — A  benefit  fund 
will  be  conducted — Members  will  be  sent  on 
trips  to  centres  of  trade — Additions  and 
improvements  completed  in  store. 


them  in  the  proper 
displaying  of  the  gar- 
ments. 

Tbe  addition  also 
provides  much  addi- 
tional space  for  the  fur- 
nitur e  department, 
which  now  occupies 
practically  all  of  the  three  floors  in  the  new  addition. 
Every  floor  is  splendidly  lighted,  both  by  day  and 
night,  and  the  stock  is  displayed  to  the  best  advant- 
age. The  addition  has  made  possible  the  keeping  of 
the  entire  stock  in  the  store,  where  previously  ware- 
rooms  had  to  be  rented  some  distance  away  on  the  op- 
posite side  of  the  street,  for  the  reserve  stock.  It  has 
also  given  space  for  a  wall  paper  department  which  is 
a  new  and  promising  feature.  The  space  devoted  to 
curtains,  hangings,  etc.,  has  also  been  enlarged. 

A  three-ton  elevator,  run  by  electric  power,  has 
been  installed  in  the  addition,  facilitating  the  hand- 
ling of  furniture  and  placing  every  floor  of  the 
building  on  practically  an  "even  footing."  Here, 
again,  an  expenditure  of  money  is  the  means  of 
saving  time — also  saving  more  money. 

WELFARE    WORK   FOR   EMPLOYEES. 

The  opening  of  tbe  new  addition  and  the  six- 
teenth anniversary  of  the  store  were  celebrated  in 
March  by  a  banquet  tendered  the  employes  of  the 
store  by  the  firm.  A  splendid  spread  was  provided, 
and  this  was  supplemented  by  interesting  addresses 
by  members  of  the  firm  on  topics  relative  to  the 
business.  Seventy  sat  down  at  tbe  long  tables  to 
enjoy  the  good  things,  after  which  a  pleasing  pro- 
gram, including  addresses,  was  given.  The  speak- 
ers included  Mr.  Austin  himself,  Geo.  A.  Gray,  vice- 
president  of  the  Austin  Company,  and  Mr.  Grant, 
of  the  Robinson-Little  Company,  practical  business 
topics  being  dealt  with. 

A  similar  banquet  was  held  to  celebrate  the  last 
previous  addition  to  the  store.  Such  gatherings 
have  been  frequent  in  the  history  of  the  Austin 
store,  and  not  merely  signalize,  but  do  much  to 
bring  about  a  feeling  of  cordial  good  will  between 
the  firm  and  the  individual  members  of  the  staff. 
The  store  spirit  is  immensely  stimulated  in  this 
way. 

A  feature  of  the  banquet  was  the  suggestion  by 
Mr.  Austin,  in  the  course  of  his  address,  that  a 
Good  and  Welfare  Association  be  organized  for 
the  benefit,  of  the  staff.  The  suggestion  was  quickly 
adopted  by  the  employes. 

CONDUCT  BENEFIT  FUNDS. 

This  association  will  have  two  departments.  It 
will  conduct  a  benefit  fund  by  means  of  which  all 
employes  who  are  absent  through  sickness  will   re- 
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ceive  their  wages  up  to  a  maximum  of  $10  a  week. 
Another  feature  the  association  intends  to  carry  out, 
is  the  sending  each  mouth  of  two  of  the  salespeople 
on  a  trip  to  some  recognized  centre  of  the  trade  to 
study  conditions  there  with  respect  to  styles,  selling- 
methods,  store  management  and  other  subjects  of 
interest.  These  trips  will  form  the  basis  of  the 
monthly  meetings  of  the  association,  the  delegates 
giving  talks  to  the  other  members  of  the  staff  on 
the  most  striking  and  interesting  features  of  these 
trips.  As  a  result  the  entire  store  will,  it  is  ex- 
pected, secure  the  benefit  of  this  undertaking,  and 
the  work  will  probably  have  a  great  educational 
value. 

This  store  was  probably  the  first  dry  goods  store 
west  of  Toronto  to  institute  the  5  o'clock  closing 
idea  during  the  summer  months  of  July  and  Aug- 
ust. It  is  intended  to  repeat  the  experiment  dur- 
ing the  coming  summer,  Mr.  Austin  believing  that 
early  closing  is  much  more  beneficial  to  the  staff 
than  the  weekly  half  holiday  in  vogue  in  some 
places. 

REST    ROOM    FOR    CUSTOMERS. 

This  year's  millinery  opening  was  signalized 
by  another  innovation,  the  opening  of  a  rest  room 
for  customers.  The  enlargement  of  the  store  made 
povssible  the  setting  apart  of  a  portion  of  the  ready- 
to-wear  department  on  the  second  floor  for  this 
purpose. 

This  location  was  very  convenient  to  the  mil- 
linery department  as  well,  and,  in  fact,  the  elevator 
close  at  hand  placed  it  handy  to  any  part  of  the 
store  where  ladies  might  be  engaged  in  shopping. 
A  table  and  a  number  of  chairs  were  provided,  a 
rug  laid  on  that  portion  of  the  floor,  and  maga- 
zines and  writing  materials  placed  handy  for  any 
customers  who  might  wish  to  make  use  of  them. 
Though  only  in  its  early  stages  as  yet,  the  rest  room 
has  proven  decidedly  popular,  and  there  have  not 
been  lacking  evidences  that  it  is  appreciated  by  the 
shopping  public.  The  rest  room  will  in  future  be 
a  regular  feature  of  the  store. 

MANAGED    BY    BUSY    MAN. 

Charles  Austin,  the  founder  and  head  of  the 
business,  is  a  man  of  wide  activities.  His  career 
in  Chatham  indicates  that  it  is  not  necessary  for  a 
man  to  concentrate  his  every  thought  upon  his 
business,  but  that  a  wide  range  of  civic  usefulness 
is  quite  compatible  with  business  success.  He  has 
been  active,  in  municipal  affairs,  serving  several 
years  as  alderman  and  one  term  as  mayor  of  the 
city;  ha*  been  on  the  executive,  and  last  year  was 
vice-president  of  the  Chatham  Board  of  Trade;  was 
an  active  worker  in  the  West  Kent  Agricultural 
Society  and  at  one  time  president  of  that  organiza- 
tion; and  is  now  president  of  the  newly  organized 
Kent  Conty  Publicity  and  Improvement  Associa- 
tion.    He  has  served  on  the  executive  of  (lie  West 


Kent  Liberal-Conservative  Association,  and  been  on 
several  occasions  mentioned  as  a  possible  candidate 
for  parliamentary  honors.  In  church  work  he  is 
very  active,  and  is  superintendent  of  the  Park  Street 
Methodist  Sunday  School,  as  well  as  an  active  tem- 
perance worker.  On  the  eve  of  his  departure  for 
the  Old  Country  in  March,  on  a  trip  which  he  ex- 
pects will  cover  several  months,  and  in  which  he 
will  be  accompanied  by  his  wife  and  family,  Mr. 
Austin  was  presented  by  the  officers  and  teachers 
of  the  Sunday  School  with  a  handsome  address, 
accompanied  by  a  life  size  photograph  of  himself, 
as  a  tribute  of  their  regard. 


Aim  to    Give  Perfection   of    Retail  Service 

(Continued  from  page  3.) 

day  in  the  week  as  a  'bargain  day'  is  sufficient  for  all 
purposes — beyond  that  period,  the  word  'bargain' 
will  be  unknown  in  our  vocabulary. 

"This  does  not  mean  that  we  shall  not  feature 
special  values,  for  we  shall — and  that,  too,  at  all 
times ;  but  these  values  will  be  'special'  in  every  sense 
of  the  word:  merchandise  purchased  for  this  pur- 
pose— oftentimes  undercost — and  sold  at  the  same 
liberal  reduction." 

A  view  of  the  new  LEFLYS  store  is  shown  in  the 
accompanying  illustration.  It  is  a  massive  white 
block  of  terra  cotta,  the  total  cost  approximating  an 
outlay  of  $3,000,000.  The  interior  of  the  store  is 
finished  throughout  in  mahogany — counters,  cases 
and  racks. 

One  feature  in  the  management  of  this  newT  store 
— and  one  worthy  of  especial  mention — is  the  ac- 
commodations provided  its  hundreds  of  employees; 
the  greatest  care,  almost  a  personal  responsibility,  is 
exercised  over  every  person.  Rest  rooms  are  provid- 
ed ;  an  employees'  restaurant  is  conveniently  located 
where  the  best  of  foods  are  sold  at  cost ;  a  house 
physician  and  a  trained  nurse  are  within  call. 

On  the  main  floor  rapid  selling  lines  are  shown, 
such  as  gloves,  hosiery,  underwear,  laces,  embroider- 
ies, jewelery,  leather  goods,  smallwares,  drugs  and 
candies. 

On  the  second  floor  are  shown  silks  and  dress 
fabrics,  men's  clothing  and  hats.  The  third  is  a  wo- 
men's floor  exclusively,  among  the  lines  shown  being 
suits,  coats  and  furs.  Millinery  and  fine  grades  of 
muslin  underwear  are  shown  on  the  fourth ;  kitchen 
supplies,  hardware  and  toys  on  the  fifth;  restaurant, 
wall  paper  department  and  pianos  on  sixth ;  furniture 
on  the  seventh  and  offices  on  the  eighth. 

An  early  season  of  brilliant  color  indicated  by 
the  openings.  Larger  hats  and  pastel  colors  indicated 
for  mid-Summer  wear.  Feather  novelties  strong 
now.  Flowers  to  come  later.  Ribbons  in  growing 
favor. 


The  Use  of  Cut-Out  Borders  With  Showcards 


KldTOR,    Dry   Goods 
Review : — 

''Would  you  recom- 
mend the  use  of  cut- 
out borders  for  show- 
cards?  How  do  you 
go  about  making  cards 
of  this  kind?  Is  there 
much  expense  attached  to  this  class  of  work?'' 

In  answer  to  the  first  question,  it  may  be  said 
that  cards  with  cut-out  borders  are  very  effective  for 
windows  of  a  certain  class.  In  displays  where  de- 
corative work  of  a  more  or  less  elaborate  nature  is 
undertaken,  the  cut-out  border  adds  appreciably  to 
the  effect.  For  instance,  in  opening  windows  of 
ready  to  wear,  millinery  or  silks,  cards  with  cut-out 
borders  will  help  to  carry  out  the  general  scheme 
of  the  display.  A  champagne  tint  card  with  white 
lettering,  done  by  air  brush,  and  a  brown  cut-out 
border,  will  be  found  to  tone  in  nicely  with  displays 
of  the  most  elaborate  description. 

Cut-out  borders,  however,  would  look  out  of 
place  in  a  great  many  windows.  For  instance,  they 
would  be  strictly  "infra  dig"  with  a  display  of 
housefurnishings ;  and  never  under  any  circum- 
stances should  they  be  .used  with  a  stocky  display 
of  small  wares.  Their  use  is  to  be  avoided  where 
high  color  combinations  are  being  shown  in  the  win- 
dow. They  can  be  made  most  attractive  when 
placed  in  displays  of  white  wear.  When  used  in 
this  way,  the  cards  stand  out  in  relief  from  the  rest 
of  the  display,  lending  a  touch  of  color  and  bright- 
ening the  window  in  that  way. 

Some  card  writers  make  their  own  borders,  usino; 


They  are  very  effective  with  certain 
classes  of  windows— When  they  should 
not  be  used — Borders  can  be  used  many 
times  by  changing  cards  and  in  this  way 
do  not  prove  an  expensive  feature. 


oompo  board,  or  some 
other  material  equally 
stiff  and  durable.  There 
is  considerable  work  in- 
volved in  this,  however, 
and  many  buy  their 
borders  already  cut  out. 
The  expense  is  not 
heavy  as  the  borders  can  be  used  many  times.  Cards 
can  be  pasted  in  the  borders  and  replaced  as  often 
as  is  desired.  In  this  way,  the  initial  expense  can 
be  carried  over  a  lengthy  period. 

Undoubtedly  cut-out  borders  are  a  valuable  in- 
novation and  can  be  used  to  most  excellent  effect. 


Modern  Ideas  are  Embodied  in  New 
Exclusive  Establishment 

(Continued  from  page  5) 

to  $500  and  occasionally  more  expensive  garments 
are  made.  It  is  significant  that  no  millinery  is  sold 
under  $15  and  most  of  the  models  shown  are  direct 
from  Paris. 

The  modistes  in  charge,  take  full  responsibility 
for  each  grouping  of  fabrics  and  accessories  in  pre- 
senting their  designs.  Many  of  the  gowns  are  as- 
sembled in  matched  lengths.  Designers  and  custom- 
ers are  not  restricted  in  their  preferences. 

The  firm  have  their  own  commissionaire  office 
in  Paris  and  are  closely  associated  with  leading  cos- 
tumiers of  other  foreign  cities  and  Fifth  Ave.  and 
Broadway. 

Gordon  C.  Geddes  is  managing  director. 


Spring  millinery  and  Easter 
opening  cards  in  cut-out  compo 
board.  The  careful  blending 
of  colors  and  air-brush  effects 
make  an  elaborate  card  which 
may  be  adapted  to  other  spe- 
cial events.  Designed  and 
used  by  Eoy  W.  Theobald, 
Mickleborough  &  Co.,  St. 
Thomas. 
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Canada  and  U.S.  Tariff  Changes 

THE  announcement  of  the  Democratic  pro- 
gramme with  reference  to  the  tariff,  came  as  a 
distinct  surprise  to  Canadians.  When  Woodrow 
Wilson  was  elected  to  the  White  House  and  large 
Democratic  majorities  were  rolled  up  in  both  houses, 
it  became  certain  that  an  era  of  lower  tariff  rates  was 
at  hand.  The  party  stood  pledged  to  reduce  the 
tariff  and  it  was  accepted  on  all  hands  that  the  new 
Government  would  proceed  promptly  to  the  task  of 
carrying  out  their  pledges.  It  is  doubtful,  however, 
if  even  the  most  ardent  of  free  traders  expected  the 
sweeping  changes  proposed  in  the  measure  which  is 
now  before  the  House  of  Representatives. 

The  terms  of  the  bill,  as  affecting  the  clothing 
and  dry  goods  industry,  are  explained  in  another 
part  of  this  issue.  That  trade  in  Canada  will  be 
influenced  by  the  changes  is  an  apprehension  shared 
on  all  hands.  Some  manufacturers  state  that  the  in- 
evitable result  will  be  higher  prices  in  this  country. 
They  argue  that  placing  raw  wool  on  the  free  list 
will  result  in  much  wool  being  sent  from  this  coun- 
try to  the  United  States  markets,  and  a  quick  and 
substantial  advance  in  wool  prices  here.  This  conclu- 
sion seems  logical  and  convincing.  Many,  however, 
refuse  to  accept  this  as  the  outcome,  stoutly  asserting 
that  conditions  will  right  themselves,  and  that  the 
business  situation  is  in  so  sound  a  condition  at  the 
present  time  that  the  proposed  changes  will  not  have 
an  upsetting  effect. 

There  is  another  contingency  which  must  be 
considered.  Some  manufacturers  assert  that  when 
the  high  rails  around  the  green  pastures  of  American 
trade  are  at  last  let  down,  there  will  be  a  wild 
scamper  on  the  part  of  European  manufacturers  to 
share  a  market  from  which  they  have  been  prac- 
tically debarred  for  so  long.  In  such  an  event  would 
the  comparatively  modest  demands  of  the  Canadian 
market  be  attended  to?    Would  it  be  found  difficult 


to  secure  supplies  for  the  Canadian  trade?  Some  are 
inclined  to  regard  this  as  not  only  a  highly  probable 
result,  but  a  practically  certain  development. 

In  the  opinion  of  The  Review,  conditions  will 
speedily  right  themselves,  no  matter  how  radical 
I  "ncle  Sam  may  show  himself  in  regard  to  his  tariff 
schedules.  Canadian  industrial  and  commercial 
independence  is  becoming  more  pronounced  all  the 
time.  The  day  has  passed  when  conditions  entirely 
outside  of  this  country  could  upset  business  for  us 
completely.  Undoubtedly  some  interests  would  suf- 
fer were  the  Democratic  programme  to  carry; — and 
there  is  every  reason  to  suppose,  by  the  way,  that  it 
will  go  through  without  serious  amendment.  But 
the  difficulty  would  soon  adjust  itself. 

® 


Courtesy  as  an  Asset 

COURTEOUS  service  is  an  element  of  merchan- 
dising that  has  accounted  in  large  measure  for 
the  success  of  many  a  business,  while  the  failure  of 
many  more  has  been  due  to  the  lack  of  it.  It  is  as 
important  that  the  demeanor  of  the  merchant  and  his 
assistants  should  be  cheerful  and  obliging  as  that  the 
stock  should  ever  present  an  attractive  appearance. 
In  fact  a  sour  cranky  man  in  an  attractive  well  kept 
store,  if  the  combination  were  possible,  would  find  it 
hard  to  compete  successfully  with  a  merchant  of 
]  (leasing  personality,  even  if  the  establishment  of 
the  latter  was  lacking  in  order  and  efficiency.  The 
ideal  retail  establishment  has  the  element  of  bright- 
ness running  through  store,  stock  and  staff.  A  com- 
bination that  cannot  fail  is  the  store  presenting  a 
cheerful  front  by  reason  of  interesting  well  trimmed 
windows;  attractively  arranged  stock  and  interior 
displays  of  goods  and  affable  salespeople  who  make  it 
a  study  to  please  their  customers.  It  is  assumed,  of 
course,  that  a  store  with  those  good  points  will  natur- 
ally have  that  other  necessary  qualification,  a  repu- 
tation for  giving  good  value. 
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Protect  the  Merchant 

IN  giving  notice  of  a  bill  to  introduce  a  Parcels 
Post  System  in  Canada,  the  Postmaster-General 
gave  assurance  that  the  interests  of  the  retail  mer- 
chants would  be  protected.  Special  attention,  he 
declared,  had  been  given  to  this  phase  of  the  ques- 
tion. If  it  were  possible  to  protect  the  small  dealer, 
the  chief  objection  to  the  measure  would  be  removed. 
The  promise  that  the  interests  of  the  merchant  will 
be  safeguarded  is  reassuring,  as  it  indicates  a  tend- 
ency to  recognize  the  possibilities  of  evil  in  such  a 
measure. 

In  another  part  of  this  issue,  reference  is  made 
to  the  fact  that  Parcels  Post  as  operated  in  Australia 
has  been  a  severe  handicap  on  the  local  merchant 
in  that  country.  Quotations  from  an  article  pub- 
lished in  the  Queensland  Storekeeper  bear  out  the 
assertion  that  under  parcels  post,  the  mail  order 
houses  have  waxed  fat  and  prosperous,  while  the 
local  dealer  has  grown  correspondingly  lean  and 
unlucky. 

It  may  be  that  the  difficulty  has  largely  arisen 
through  the  fact  that  a  flat  rate  has  been  fixed  by 
which  goods  can  be  shipped  immense  distances  at 
low  rates.  It  is  quite  possible  that  a  change  to  the 
zone  system  would  effect  some  relief  and  an  effort  is 
now  being  made  to  have  the  change  made. 

It  would  be  well  for  conditions  in  Australia  to 
be  closely  studied  and  analyzed  before  the  system 
proposed  for  Canada  is  worked  out. 

© 


Uniform  Half  Holidays 

TT  may  seem  early  in  the  year  to  talk  Summer 
■*-  half  holidays,  but  it  will  not  be  long  before  this 
perennial  question  is  reopened.  Already,  in  fact, 
the  matter  has  been  brought  up  in  several  sections. 
The  Review  has  one  suggestion  to  make  in  this, 
connection.  A  uniform  date  should  be  selected  for 
the  half  holiday  wherever  it  is  observed.  Up  to  the 
present  the  practice  has  been  for  the  stores  in  the 
various  cities  and  towns  to  select  their  dates  with- 
out regard  to  what  is  being  done  in  other  places. 
The  result  is  that  the  dates  selected  vary.  In  one 
place  the  stores'  will  close  on  Wednesday,  while  in 
a  town  a  few  miles  away  Thursday  will  be  selected. 
Over  in  the  next  country  they  may  be  observing 
Friday  or  Tuesday.  In  consequence,  the  traveling 
man's  operations  become  more  or  less  of  a  gamble. 
He  is  never  quite  sure  when  he  strikes  a  town 
whether  he  will  find  anyone  around  or  not. 


Such  confusion  is  not  desirable,  nor  is  it  neces- 
sary. By  the  selection  of  a  uniform  date  early  in 
the  season,  all  trouble  could  be  avoided.  Wednes- 
day is  probably  the  day  most  commonly  selected. 
Why  not  make  it  general  the  country  over? 


The  Business  Outlook 

BUSINESS  is  showing  unmistakable  signs  of  im- 
provement in  all  directions.  In  the  dry  goods 
and  clothing  trades  there  has  not  been  cause  for 
serious  complaint  at  any  time,  but  the  outlook  is  now 
brighter  than  earlier  in  the  year.  Demand  is  con- 
sistently heavy  and  reports  indicate  that  retail  buy- 
ing has  been  sufficiently  brisk  to  warrant  the  assum- 
ption that  demand  will  continue  quite  as  brisk. 

Collections  are  reported  to  have  improved  in 
the  West.     This  is  a  most  reassuring  sign. 

The  extreme  vogue  of  Nell  rose,  particularly  for 
millinery  purposes,  is  an  indication  of  the  strength 
that  American  influence  has  gained. 


* 


The  Passing  View 

Advertising  more  often  reduces  than  adds  to  the 
selling  cost  of  goods. 

*-  *  # 

It  is  certain  that  a  grouchy  or  moody  salesman 
will  drive  away  more  business  even  than  a  poorly 

kept  stock. 

*  #  # 

A  few  more  assaults  such  as  the  initial  charge  of 
Woodrow  Wilson  and  his  revisionists,  would  soon 
leave  the  United  States  tariff  wall  a  crumbling  ruin. 

*  *  # 

It  is  promised  that  the  interests  of  the  local  mer- 
chants will  be  protected  in  the  proposed  Parcels  Post 
bill.  The  promise  is  comforting,  but  still  one  would 
like  to  be  able  to  feel  sure  on  that  point. 

The  advertising  field  is  no  place  for  a  man  af- 
flicted with  frigiditis  pedalis.  An  advertising  cam- 
paign, to  bring  results,  must  be  conducted  confidently 
and  boldly.    It  may  cost  money,  but  it  will  be  worth 

the  outlay. 

*  *  * 

Colors,  radiant,  brilliant,  vociferous,  are  seen  in 
everything  and  everywhere  this  season.  The  effects 
in  most  cases  are  quite  pleasing.  People  generally 
have  taken  kindly,  even  eagerly,  to  it  for  after  all 
we  possess  a  primitive  instinct,  which  clamors  for 
color  and  which  will  not  always  permit  itself  to  be 
smothered. 
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the  W.  R.  Brock  Company  (Limited) 

Montreal 
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New  York  is  Full  of  Late  Season  Novelties 


EACH  SEASON  sees 
the  business  in  fancy 
articles  on  the  increase. 
This  is  because  mer- 
chants are  finding  out 
that  there  are  large  sales 
and  large  profits  to  be 
made  in  this  section. 
Therefore,  it  is  easy  to  induce  them  to  buy  any 
novelty  that  looks  good,  and,  as  demand  always  pro- 
duces a  supply,  there  is  an  increasing  number  of 
firms  in  business  who  see  to  it  that  the  progressive 
merchant  has  always  something  new  to  promote 
sales.  New  styles  still  favor  buttons  and  rows  of  but- 
tons are  still  a  favored  trimming.  The  latest  idea  in 
buttons  is  distinctly  military  and  rows  of  ball  but- 
tons in  silver,  gun-metal  or  brass  with  loop  fasteners 
are  the  latest  idea.  Buttons  covered  to  match  with 
a  piece  of  the  cloth  of  the  gown  are  beginning  to  be 
used.  This  is  because  so  many  fancy  colors  are 
worn  and  covered  buttons  mean  that  the  buttons 
match  without  undue  trouble  Many  covered  but- 
tons have  the  centre  of  the  cloth  with  a  rim  of  cellu- 
loid generally  black  in  color  and  this  idea  is  likely 
to  gain  ground.  In  a  season  when  there  is  a  de- 
mand for  bright  and  glittering  trimming?,  the  fact 
that  crystal  and  rhinestone  buttons  still  *<>ntinue  is 
easily  understood.  Tiny 
rhinestone  studs,  set  in 
milky  ulass  cups  or  in 
cups  of  colored  glass, 
are  very  effectively  used 
on  neckwear,  waists  and 
on  the  little  vest  effects 
that  are  becoming  such 
a  prominent  feature. 

There  is  a  decided 
favoring  of  odd  shapes 
such  as  olives,  oblongs 
and  squares,  and  many 
of  the  new  buttons  are 
what  may  best  be  des- 
cribed as  lumpy  and 
shaped  cutting  or  face- 
ting like  a  precious 
stone.  Two-colored  ef- 
fects are  very  promin- 


Military  ball  buttons  in  gold  and  silver 
are  new — Continued  use  of  Rhinestones 
— Anticipated  revival  of  covered  but- 
tons to  follow  the  vogue  of  bright  colors 
— Many  trimmings  used  —  Beads  in 
high  favor  —  Many  novelties  in  hair 
ornaments — Fabric  bags  new. 


Description  on  page  15 
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ent,  one  of  which  is 
bright  red,  yellow, 
violet,  callot  blue,  or 
emerald  green,  the  oth- 
er being  black  or  some 
neutral  tone. 

From  buttons  to 
trimmings  is  a  natural 
transition.  Though  so  many  figured  materials  are 
used  and  there  are  so  many  fancy  effects,  trimmings 
are  much  employed.  Dainty  evening  gowns  are  of 
chiffon  and  plain  or  brocaded  satin  shadow  lace  and 
beaded  trimmings.  Strass  and  crystal  and  delicately 
•  tinted  tube  beads  and  beads  of  gold  and  silver  are 
worked  into  patterns  that  have  a  kind  of  a  chine 
effect.  Chiffon  and  net  tunics  are  free  sellers  and 
they  are  shown  in  beautiful  color  effects,  ranging 
from  deep  peach,  cerise,  emerald  and  capucine  to 
pale  blues,  jade  greens,  delicate  greys  and  white. 
The  fact  that  the  waist  of  the  evening  gown  consists 
of  transparent  fabrics  means  that  heavier  materials 
can  enter  into  its  construction  even  for  hot  weather 
wear. 

Rumors  that  military  styles  of  trimming  may  lie 
wanted  for  Fall  are  stirring  up  the  braid  manufac- 
turers to  action.  Lines  are  not  yet  complete,  but 
novelties     are     promised.      Rich  fancy    trimmings 

worked  out  in  lacet 
braid  and  heavy  tloss 
silk  meshes  look  as 
though  they  should  be 
good  for  trimming  rich 
velvets  and  plushes. 
From  Paris  comes  an 
indication  that  tassels 
will  be  freely  used  and 
several  of  the  later  im- 
ported gowns  have  tas- 
sels swinging  from 
sleeves,  collars,  vests 
and  from  drapeiy 
points. 

With  styles  once 
again  intensely  femin- 
ine and  mannish  tail- 
ored models  in  the 
background,  it    is    not 
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Sell  "Three -at -a -Clip" 

And  Triple  Your  Sales 

Nine  out  of  ten  women  will  buy  three  TAK-HOM-A  hair  nets 
at-a-clip.  At  one  handling,  with  one  cost  of  selling,  you  triple 
your  hair  net  sales.  If  a  single  net  is  wanted,  just  tear  off  on 
perforated  line  without  destroying  the  remaining  envelopes. 


The    Tak-Hom-A    Hair   Net 

Registered 

We  are  the  originators  of  the  Tak-Homa  Hair  Net  Packing.  Beware 
of  imitations.  Certain  concerns  have  copied  our  Tak-Homa  Envelope, 
making  ridiculous  claims  regarding  their  merchandise.  This  is  unfair 
competition,  and  in  order  to  protect  yourself,  be  sure  to  place  your 
orders  for  the  ORIGINAL  Tak-Homa  Packing. 

Made  in  Knotted  End  and  Elastic    Nets.    Invisible,    Durable, 

Superior  Quality. 


Ask  your  jobber  for  it  or  write  us. 

We  also  carry  Knotted  and  Elastic  Nets  in  various  Qualities  in  Stock. 

Manufactured   by 

Novelty   Import    Company 


76  BAY  STREET, 


TORONTO,  CANADA 
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FANCY  GOODS,  NOTIONS  AND  TOYS 


Novelty  bags  of  small  size  and 
of  various  fabrics,  particularly 
moire,  are  the  Spring  novelty 
in  New  York.  Bags  of  this 
kind  match  the  style  of  the 
new  gowns  better  than  the 
leather  shopping  bag.  The 
vanity  case  and  the  draped 
bag  are  developed  in  ratine, 
and  the  purse  bag  is  of  moire. 


Your  customers  will 
be  asking  for 

Something  New 

in 

Hair    Padding 


Show  them 

Our  "Dainty  Pad,"  which  will  be  one  of  the 
best  sellers.  A  six-inch  net-covered  pad,  very 
light,  and  made  of  pure  hair.  It  can  be  used 
for  almost  any  hair  dressing,  especially  for  the 
Psyche  style. 

Our  "Casque  Frame" — Another  big  seller.  It 
makes  it  possible  for  ladies  to  dress  their  own 
hair  in  the  fashionable  "La  Grecque"  styles. 

Ask  your  wholesaler  for  samples  and  quo- 
tations. 


strange  to  find  that  the  sales  are  now  made  in  van- 
ity and  fancy  bags.  Small  flat  vanity  bags  or  cases 
in  envelope  shape,  .either  with  the  strap  at  the  back 


Standard  Hair  Co. 

Montreal 


Irish  linen  handkerchiefs  hand  embroidered  and 
attractively  boxed.  R.  H.  Cosbie,  Wellington  St. 
West,  Toronto. 
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to  carry  it  by  or  with  short  chain  or  leather  handle, 
come  in  pin  or  crepe  seal,  and  high  colors  such  as 
Nell  rose,  and  callot  blue  are  very  much  in  demand. 
There  are  many  new  ideas  in  fabric  bags,  but  moire 
bags  are  the  leaders.  The  newest  bag  is  small  in  size 
and  has  the  frame  covered  with  the  material.  The 
moire  is  pleated  to  the  frame  and  the  bottom  of  the 
bag  is  shirred  into  a  drawing  string  and  drawn  tight 
and  finished  with  an  ornament  of  moire.  Purse 
bags  are  not  new  in  New  York  but  in  many  forms 
have  not  penetrated  to  this  market.    Tbe  newest  has 


end  of  the  hobble  skirt  in  the  opinion  of  Mrs.  Chris- 
tian D.  Hemmick,  society  leader.  Mrs.  Hemmick 
believes  that  the  real  reason  for  the  scanty  hobble 
with  its  consequent  frank  display  of  the  feminine 
figure  was  the  high  cost  of  dress  materials. 

"The  manufacturers  of  dress  goods  control  the 
styles,"  she  said.  "If  cloth  cheapens  they  will  favor 
designs  that  will  utilize  more  cloth  so  that  their  profit 
will  continue." 

Mrs.  Hemmick  declared  working  women  should 
adopt  trousers  as  being  much  better  fitted  for  rapid 


Bead  trimmings  in   vivid  Bul- 
garian shades.  Shown  by  Ster- 
ling Lace  &  Novelty  Co. 


the  ring  in  the  centre  and  each  end  finishes  with  a 
frame.  One  end  is  the  vanity  bag  and  contains 
powder  case  and  puff  and  small  mirror,  while  the 
other  is  the  purse  and  contains  a  change  purse, 
place  for  car  tickets,  etc. 

The  latest  New  York  novelty  in  combs,  barrettes 
and  pins  is  demi-amber.  This  material  is  really 
celluloid,  but  is  in  clear  amber  and  dark  mottling 
like  real  shell.  It  is  carved  too,  and  comes  in  plain 
combs  and  pins  as  well  as  set  with  the  inevitable 
rhinestones  and  mock  jewels. 

Hair  ornaments  in  white  metal  in  imitation  of 
platinum  are  in  extensive  vogue.  Pins,  barrettes 
and  combs  are  made  of  it  and  set  with  rhinestones. 
The  newest  bandeaux  and  filets  are  of  this  metal 
set  with  flashing  rhinestones  and  having  either  a 
marabout  or  ostrich  plume  at  the  front  or  side.  Many 
of  these  bandeaux  are  almost  tiaras  and  are  quite  ex- 
pensive. The  approach  of  warm  weather  so  far 
seems  to  have  had  little  influence  upon  the  sale  of 
these  goods,  and,  even  should  the  Summer  season  see 
a  possible  drop,  there  is  certain  to  be,  because  of  their 
present  strong  selling  position,  an  early  Fall  revival. 


The  Finish  of  the  Hobble 

Washington.     —     The  cotton       and       woollen 
schedules  of  the  Wilson-Underwood  Bill  spells  the 


motion.     They  would  be  very  practical  for  climbing 
street  cars  and  walking,  she  asserts. 


Hamilton,  Ont. — The  final  details  of  the  transfer 
of  the  business  of  Shea's,  Limited,  were  arranged 
yesterday  afternoon,  and  the  new  owners  take  pos- 
session to-day.  At  a  meeting  of  the  shareholders, 
which  took  place  yesterday,  the  following  directors 
were  elected:  James  L.  Murray,  AValter  L.  Murray 
and  Alex.  S.  Dickson.  At  a  subsequent  meeting  of 
the  directors  the  following  officers  were  elected: 
James  L.  Murray,  president  and  general  manager; 
Walter  L.  Murray,  vice-president  and  assistant  gen- 
eral manager,  and  Alex.  S.  Dickson,  secretary- 
treasurer. 


Description  of  Buttons  Illustrated  on  Page  13 
Group  of  novelty  buttons :  Top  three :  Imitation 
jade  with  oval  in  antique  gold  finish.  Jet  button 
with  ring  of  porcelain  set  in  hand  painted.  Jet  but- 
ton with  hand-painted  oval  porcelain  plaque.  Mid- 
dle three :  Fabric  covered  button.  Oval  galalith  but- 
ton in  brown  and  tan.  Galalith  button  with  pearl 
centre.  Bottom  row:  Enameled  button,  red  centre 
and  black  rim.  Rimmed  button  and  mottled  enamel 
centre.  Shown  by  A.  Weyerstal,  Wellington  Street, 
West,  Toronto. 
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MILLINERY  DEPARTMENT 


Directions  for  Trimming  Seasonable  Models 


IN  THE  accompanying 
article  descriptions  are 
given  of  various  millin- 
ery  models  which  have 
been  shown  at  various 

times  recently   in   Dry  

Goods    Review.     With 

the  description  is  given 

an  outline  of  the  methods  of  trimming  adapted  in 

each  case.     As  the  various  models  taken  together 

represent  the  season's  trend  in  millinery,  the  article 

gives  a  thorough  insight  into  the  problems  which 

are  arising  in  the  workroom.  • 

model  no.  1. 

A  hat  of  bronze  moire  tagel.     The  plume  is  of 
blondine  with  bird  and  breast  effect  in  Eastern  colors. 

Measurements  of  the  frame:  Head  size,  24% 
inches;  front  measures  from  headsize  out,  one  and 
three-quarter  to  five  and  one-quarter  inches;  back. 
two  to  three  and  one-half  inches;  sides,  one  and  one- 
eight  to  four  and  one-eighth  inches;  first  round 
wire,  from  back  to  left  side,  seven  and  one-half  inches 
to  front,  fourteen  and  one-half  to  right  side,  twenty- 
two  inches,  to  back,  twenty-nine  inches.  Outside 
measurement,  eight  and  one-quarter  to  seventeen 
and  one-quarter,  to  twenty-six 
and  one-quarter,  to  thirty-four 
and  one-half  inches.  Base  of 
crown,  twenty -seven  and  one- 
half  inches;  over,  fifteen  and 
one-half  inches. 

To  get  the  pretty  curves  at 
the  turn  of  this  brim  and  crown, 
the  frame  should  first  be  made 
in  wire,  quite  perfectly,  then 
blocked,  by  wetting  buckram  or 
net,  stretching  it  over  the  wire 
frame  and  allowing  it  to  dry. 
After  taking  the  buckram  off 
the  frame  and  cutting  the  edge 
even  with  the  top  wire,  measure 
a  wire  exactly  the  size  of  the 
top  of  the  wire  frame,  and  but-  \o.  1. 


How  hats  shown  in  the  Review  are 
trimmed — complete  measurements  and 
workroom  directions  for  popular  models 
which  have  been  shown  this  season. 


ton-hole  stretch  around 
the  top  of  the  buck- 
ram frame,  treating  the 
headsize  .the  same.  With 
a  pad  and  a  hot  iron 

press     the     frame     as 

smoothly  as  possible, 
bind  the  edge  wire  and 

sew  on  the  braid,    keeping    the    braid    as    flat  as 

possible.      It  will  require   two   pieces    of   braid,    of 

twelve  yards  each  to  cover  the  hat. 

The  trimming  is  sewn  directly  in  the  front  on 

the  rim. 

MODEL   NO.    2. 

Is  a  model  of  white  hemp,  faced  with  black  tagel, 
the  top  covered  with  pleated  white  tulle,  finished 
at  centre  top  of  crown  with  jet  ornament.  Nacre 
roses  in  tapestry  blue,  purple  and  gold  are  used  for 
trimming. 

Frame  measurements:  Head  size,  twenty -six 
inches ;  front  and  back  five  and  one-half  inches ;  left 
side,  six  inches ;  right  side,  five  and  one-half  inches ; 
outside  measures  fifty-eight  and  one-half  inches,  the 
brim  rolls  slightly  near  edge.  Base  of  crown,  twenty- 
nine  and  one-half  inches;  over,  fifteen  inches.     Any 


No.  2. 


No.  3. 
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Like  tireless,  the 
McCall  Service  Spans 
the  Open  Breach  in 
Modern  Business. 


Wireless  to-day  fills  in  the  missing  link  in 
the  world's  communication  service,  aiding 
business  and  making  possible  what  other- 
wise never  could  be. 

The  .McCall  service,  with  its  six  points  of 
distribution  and  its  efficient  representation 
makes  an  ideal  millinery  service  an  accom- 
plished fact. 

With  a  thoroughly  organized  institution 
which  is  in  constant  touch  with  the  best 
fashion  designers  and  unparalleled  buying 
facilities  Ave  give  a  service  second  to  none. 
McCall  values  are  always  in  the  lead.  Try 
our  service. 


The  D.  McCall  Co. 

LIMITED 

TORONTO 

Winnipeg      Ottawa       Montreal      Quebec       Vancouver 
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of  these  shapes  arc  prettier  blocked,  as  described  in 
model  number  one,  but  if  made  in  wire  should,  of 
course,  be  covered  with  muslin  before  sewing  on  the 
braid.  The  whole  top  of  the  hat  is  covered  with 
white  braid  sewn  flat.  The  edge  and  facing  is  of 
black  tagel  braid.  The  pleated  Malines  is  stretched 
almost  plain  and  tacked  at  the  edge,  tacked  again 
invisibly  above  the  base  of  the  crown,  and  box-pleated 
into  'the  top  of  the  crown  and  finished  wuth  a  jet 
ornament. 

The  gold  and  purple  roses  are  carelessly  arranged 
on  the  top  brim,  at  the  left  side  front,  the  blue 
<me  under  the  brim  where  the  brim  is  caught  up  to 
the  crown  a  little.  It  will  require  twenty  yards 
(if  white  braid,  and  nine  (if  the  black  straw  brai  1 
for  the  hat.  with  two  and  one-half  of  pleated  Malines. 
model  no.  3. 

This  is  a  toque  of  navy  blue  tagel,  with  a  coronet 
of  American  beauty  velvet.  A  cluster  of  mixed  fine 
flowers  and  grass  ornaments  the  front  of  the  model. 

This  is  a  hood  draped  over  a  crown-like  frame 
measuring  twenty-five  inches  at  the  base  and  sixteen 
inches  over.  A  corner  of  velvet  is  draped  up  the 
front  of  the  crown,  over  which  the  hood  is  draped, 
being  caught  up  over  the  velvet  in  the  front,  where 
it    is  finished  with  the  ring  of  flowers  and  fall  of 


No.  5. 


MODEL   NO.    4. 

Elongated  toque  of  white  mohair,  with  white 
flower  crown,  banded  with  velvet  ribbon  in  American 
beauty  shade,  and  flower  trimming  in  same  tones. 

Frame  measurements:  Head  size,  twenty -five 
and  one-quarter  inches:  front,  back  and  right  sides, 
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No.  4. 


two  and  one-quarter  to  four  and  one-half  inches; 
left  side,  two  and  one-quarter  to  four  and  three- 
quarter  inches;  first  round  wire  twenty-nine  inches; 
outside,  thirty-three  inches. 

Base  of  crown,  thirty  inches;  over,  eighteen 
inches. 

This  frame  should  lie  blocked  in  net,  so  as  to  give 
a  soft  effect.  The  brim  is  sewn  in  a  line  mohair 
braid.  The  crown  is  covered  with  white  rose  petals. 
Both  are  banded  together  with  American  beauty 
velvet  ribbon  caught  at  side-front  and  at  the  back 
with  flowers  in  the  same  tones. 

Six  yards  mohair  braid  for  the  brim,  one  yard 
of  velvet  ribbon,  four  and  one-quarter  inches  wide, 
and  the  flowers  are  the  materials  required. 

-MODEL  no.  o. 

Tailored  model  of  fancy  straw  in  Nell  rose  shade, 
faced  with  black  Malines  Blondine  mount  at  left  side. 

Frame  measurements:  Head  size,  twenty-four  and 
three-quarter  inches:  Front,  one  and  one-half  to  five 
inches;  Back,  two  to  six  and  three-quarters ;  Left 
side,  and  and  one-half  to  five  and  one-half  inches; 
Right  side,  one  one-half  to  five  and  one-half  inches; 
inches.  Wire  at  droop  near  head  size,  thirty-one  and 
one-quarter  inches:  Outside  fifty-five  and  one-half: 
Base  of  crown,  twenty-nine  inches,  height,  three  and 
one-half,  over  fifteen  and  one-half  inches. 

The  hat  is  faced  with  four  thicknesses  of  plain 
Malines  over  Nell  rose  silk.  The  top  is  all  covered 
with  the  fancy  straw  and  under  the  edge  of  the  brim 
about  two  and  one-half  inches.  The  crown  is  strapped 
with  Nell  rose  velvet  ribbon  which  also  finishes  the 
18 
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Write  for  "  The  Gage  " 

SHOWING  NEW  GAGE  UNTRIMMED  SHAPES 
GAGE  BUCKRAM  AND  WIRE  FRAMES,  ALSO 
TRIMMED  HATS  FROM  OUR  MANY  DEPART- 
MENTS.   SENT    TO     DEALERS    ON    REQUEST 

When  in  New  York,  Visit  Our    New    York  Headquarters,  Gage 
Millinery  and  Gage  Merchandise  on  Display,   11   W.  32nd    St. 


L 


GAGE  BROTHERS  &  CO.,  Chicago 
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No.  6 

mount,  which  is  in  the  same  shadings  at  the  left 
side  of  crown. 

model  no.   G. 

Paris  model  in  navy  blue,  with  flower  trimming 
and  velvet  ribbon  bows  at  back. 

Frame  measurements:  Head  size,  twenty-seven 
inches;  Front,  up  two  and  one-quarter  to,  four  and 
one-half  down;  Back  curves  out  and  up  to  four  inch- 
es, over  a  little  to  five  and  one-half  inches;  right  side 
up  to  two  and  one-half  to  five  and  one-half  down ;  left 
side,  one  and  three-quarters  up,  to  three  and  one- 
half  inches  down;  Wire  at  first  curve  reading  from 
back  towards  right  side,  eight  and  one-half  inches, 
to  front  sixteen  and  one-quarter,  to  left  side,  twenty- 
five  and  one-quarter  inches,  to  thirty-four  inches; 
Outside  measures  toward  the  right  nine  and  one- 
quarter  to  seventeen  and  three-quarters,  to  twenty- 
seven  to  thirtv-eight  inches. 


MANU- 
FACTURERS 
OF 

OSTRICH 

PARADISE 
OSPREYS 

MARABOU 
DOMINION  OSTRICH  FEATHER   COMPANY,  Limited 

96-100  SPADINA  AVENUE.  TORONTO 
Montreal  Agents:    S.  E.  PORTER  &  CO.,    Birks  Building 


Base  of  crown  :  Twenty-eight  inches;  Height  of 
front,  three  inches;  Back,  three  and  one-half  inches; 
Length  of  lop  crown,  nine  and  one-half  inches; 
Width,  eight  inches.  Top  measures  twenty-eight 
inches  around. 

The  hat  is  covered  with  braid  sewn  plain,  the 
edge  hound  with  paddy  green  braid.  The  wreath, 
which  is  composed  of  fine  flowers  and  foliage,  with 
a  single  large  pink  rose  in  the  front,  u  arranged 
round  the  top  of  the  brim  in  front  and  over  the 
edges,  where  the  brim  rises  high  at  back,  more  to  the 
left  side.  Strappings  and  falling  down  hows  of  the 
ribbon  fill  in  the  back  of  the  hat. 

It  will  require  twenty-four  yards  of  straw  braid 
for  the  hat,  the  flowers  and  two  and  one-half  yards 
of  velvet  ribbon  for  the  trimming. 

MODEL   NO.    7. 

Sailor  of  Yedda  straw,  veiled  with  printed  crepe, 
trimming  of  velvet  ribbon  and  Mowers. 

This  is  a  blocked  hat  shape,  having  a  head  size 
of  twenty-four  and  three-quarter  inches;  the  brim 
live  and  one-half  inches  wide:  the  outside  measures 
fifty-eight  inches,  and  is  slightly  rolled  at  edge.  Base 
of  crown,  twenty-nine  inches,  height  three  and  one- 
half  inches,  over  fifteen  inches. 

The  crown  and  upper  brim  are  veiled  with  fancy 
printed  crepe,  the  veiling  being  carried  over  the  edge 
of  the  brim  about  one  inch,  and  finished  with  old 
blue  velvet  ribbon  zig-zagged  around  the  brim.  The 
base  of  the  crown  is  strapped  with  blue  velvet  ribbon, 
a  tied  bow  standing  in  front.  A  wreath  of  flowers 
i-  arranged  across  the  front  of  the  brim.  It  will  re- 
quire one  yard  and  a  quarter  of  fancy  crepe  for  veil- 
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Pleased  Customers 

and 


Increased  Profits 


is   the  satisfactory   combination 
attending  the    handling    of  our 


$3^  <^ 


$500 


Merchants  Trimmed  Hats 

Retail  Merchants  everywhere  are  enjoying  the 
benefits  of  this  combination,  as  evidenced  by 
the  steadily  increasing  sales  in  our  Merchants 
Trimmed  Hat  Department. 

Demand 

Our  $3.00  and  $5.00  Trimmed  Hats  are  the 
Standard  of  Excellence  in  Style  and  Quality, 
and  are  Nationally  advertised. 

Convenience 

They  require  no  trimming  department  or  extra 
space  in  your  Store  ;  they  reach  you  ready  to 
be  displayed  for  sale. 


Economy 

They    entail    no    additional    clerk-hire, 
attractiveness  makes  them  self-selling 


Theii 


Profit 

They  cost  you  $36.00  or  $60.00  per  dozen,  and 
they  retail  from  $5.00  to  $10.00  respectively. 

Demand — Convenience — Economy — Profit 

all^centered  in  our  $3  and  $5  Trimmed  Hats. 

A  trial  order  will  convince  you. 

D.  B.  Fisk  &  Company 

Wholesale  Millinery 

Established  1853 

225  North  Wabash  Avenue,   Chicago,   111. 

' '  Our  Merchants  Tritnmed  at  Five  and  Three 
Are  backed  by  Fish's    Strong   Guarantee." 

Dept.  F 
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ing,  two  yards  and  one-half  of  velvet  ribbon  one  inch 
wide  for  finish,  and  three  yards  velvet  ribbon  four 
and  one-quarter  inches  wide  for  trimming. 


No.  8. 


MODEL    NO.    8. 


Small  model  in  Saxe  hlue  colorings,  Bulgarian 
ribbon  banding  with  stick-up  mount  in  front. 

Frame  measurements:  Head  size,  twenty-two  in- 
ches; brim  wires,  three  and  one-quarter  to  four  and 
one-half  inches;  first  round  wire  twenty-eight  inches; 
outside,  thirty-three  inches. 

This  little  brim  should  be  blocked  in  buckram  or 
net.  and  covered  with  the  braid  sewn  plain.  For  the 
crown,  cut  a  circle  of  satin  fifteen  inches  in  diameter, 
cover  with  crepe  or  chiffon,  and  baste  to  a  piece  of 
muslin  the  same  size.  Run  two  shirring  threads. 
round  the  circle  and  draw  up  to  fit  the  head  size  of 
the  brim,  then  cut  out  the  muslin  from  the  centre  of 
the  crown,  leaving  in  about  two  and  one-half  inches 
at  the  edges  to  support  the  tarn,  sew  to  the  brim,  hav- 
ing the  shirrings  quite  evenly  distributed.  Band  the 
crown  with  the  fancy  ribbon  finished  with  a  tailored 
bow  at  the  back.  The  stick-up  is  mounted  in  front 
under  the  ribbon. 

It  will  require  nine  yards  of  braid  for  the  brim, 
one-half  yard  each  of  satin  and  crepe  for  the  crown 
and  one  and  one-eighth  yards  of  ribbon  for  the  trim- 
ming. 

MODEL    NO.    9. 

This  is  a  white  tagel  blocked  shape  faced  with 
black  velvet,  trimmed  with  white  coque  mount  and 
black  velvet  ribbon. 

Frame  measurements:  Head  size,  twenty-five  and 
one-half  inches:  front  two  and  one-half  to  three  and 
three-quarter  inches:  back,  three  and  three-quarters 
to  five  inches;  left  side,  one  and  three-quartei's  to 
four  and  three  quarter  inches;  right  side,  two  and 
one-quarter  to  three  and  three-quarter  inches.     First 


wire  round,  thirty-five  and  three-quarter  inches;  out- 
side forty  inches  and  one-half.  Base  of  crown, 
twenty-eight  and  one-half  inches;  height,  three  and 
three-quarter  inches,  over  fifteen  inches. 

This  shape  should  be  blocked  in  buckram  if  it  is 
being  made,  covered  on  top  with  plainly  sewn  braid, 
then  faced  with  black  velvet.  The  trimming  consists 
of  black  velvet  bows,  one  finishing  the  mount  in 
front,  the  other  four  at  intervals  round  the  crown. 
There  is  two  yards  of  velvet  ribbon,  three  inches  wide 
used  in  the  bows.  It  would  require  about  ten  yards 
of  straw  braid  to  cover  the  top  of  the  hat,  and  three- 
quarters  of  a  yard  of  black  velvet  for  the  facing. 

MODEL  no.   10. 

Bonnet  toque  with  Rembrandt  crown  of  Wist- 
eria hemp,  faced  with  black  tagel.  Collar  of  tagel 
round  crown,  ending  in  front  under  an  embroidered 
ornament  in  beads  and  Eastern  colors.  Osprey  mount 
in   front. 

Frame  measurements:  Head  size,  twenty-four  in- 
ches; front,  two  and  seven-eighths  inches;  back,  three 
and  one-half  inches;  sides,  three  inches;  outside  mea- 
sures, thirty-nine  inches. 

This  frame  will  do  made  in  wire  and  covered 
with  muslin.  This  hat  was  made  with  a  large  plaque, 
using  the  outside  for  the  top  of  the  brim,  the  centre 
for  the  crown.  The  brim  would  have  to  be  fitted  on 
to  the  frame,  which  leaves  a  seam  at  the  back,  this 
<eam  is  covered  with  a  single  strand  of  the  braid 
sewn  over  it.  The  brim  is  faced  with  black  tagel 
braid  sewn  plain.  The  crown  which  measures  seven- 
teen inches  over,  is  pleated  in  to  fit  the  head  size  of 
the  brim.  The  collar  round  the  crown  is  made  of  the 
tagel  braid  and  is  finished  in  front  over  the  white 


No.  9. 


mount  and  under  a  fancy  ornament.  It  will  require 
twelve  yards  of  the  black  tagel  braid,  and  the  white 
plaque. 
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No.  10. 


model  xo.  11. 
Hat  of  American  beauty  tagel  faced  with  black 
velvet.     Underbrim   trimming  consisting  of  half  a 
wreath  of  pale  pink  gauge  roses. 


READY-TO-WEAR  GARMENTS 


Bulgarian  Effects  are  Strong  in  Misses'  Styles 


THE  INTEREST  in 
new  styles  comes  more 
from  their  'bearing  up- 
on the  Fall  season  than 
because  of  any  value  at 
the  present    time    with 

the    big     majority     of  

m  a  nu  f  a  ctu  re  r  s    though 

some  of  the  houses  that  specialize  on   novelties  are 

still  producing. 

The  must  interesting  development  is  the  very 
pronounced  success  achieved  by  the  waistless  or 
straight-line  Balkan  blouse  suit.  Suits  in  this  style 
can  only  be  worn  by  misses  and  small  women,  but  it 
seems  as  though  this  model  was  to  1*  the  successor 
to  the  Norfolk  blouses  and  suits  of  the  last  Summer 
season.  Very  smart  little  suits  developed  in  rough 
and  fine  serges,  eponge  and  Bedford  cord  are  popu- 
lar sellers  in  New  York  at  the  present  time  and  arc 
also  being  taken  up  by  the  leading  departmental  and 
specialty  stores  in  Toronto.  Blue  is  the  best  liked 
color  but  the  novelty  shades  are  becoming  more 
fashionable  and  navy  is  being  relegated  to  the  staple 
line.  The  bright  colored  Bulgarian  silks  and  the 
newer  Jouy  and  Post-Impressionistic  patterned  silks 
are  used  for  trimmings  or  just  some  brilliant  shade 
of  satin  such  as  cerise,  emerald  or  coque  dc  roche. 
A  new  idea  is  the  use  of  close  rows  of  ball  buttons  in 
silver  or  brass.  A  few  white  Bedford  suits  arc  mak- 
ing their  appearance,  and  Bulgarian  models  in  linen 
and  ratine  are  also  showing. 

Designers  are  taking  great  interest  in  these  suits 
as  there  are  possibilities  in  them  for  further' develop- 
ment. Already  this  is  taking  place  and  the  blouse 
effect  is  being  eliminated,  making  a  straight  line 
coat  with  a  shaped  band  put  on  with  a  heavy  piping. 
This  cut  is  not  so  distinctive  but  is  much  move  be- 
coming. 

The  Summer  -nil  finished  with  the  Chinese  or 
Coolie  coat  is  also  attracting  some  attention,  particu- 
larly in  the  better  trade  and  delightfully  cool-looking 
linen  soils  are  showing  in  5th  Ave.  stores,  made  up 
in  this  fashion.  These  suits  are  made  from  45-in. 
embroidered  linen  flouncjngs, 

For  the  time  being,  the  regulation  tailored  suit 
is  out  of  style  and  the  fashionable  suit  is  decidedly 
fanciful    in   cut   and   material.      Brocaded   materials. 


Suits  of  brocaded  silks  with  short  coats 
and  draped  skirts  the  accepted  style- 
High  priced  models  the  sellers — Ru- 
mours of  fuller  skirts  are  laid  at  rest — 
Slashing  still  the  rule. 


particularly  charm euses 
and  satins  are  very 
much  used  and  would 
seem  to  have  the  way 
for  suits  of  brocaded 
Bedford  and  satin  cloth 

in    the     coming     Fall. 

The  majority  of  these 
-nits  are  three-piece,  the  waist  being  of  chiffon  and 
shadow  lace. 

The  coats  are  cut-away  in  bolero  fashion  in  front, 
but  are  long  at  the  back  and  drapery  rules  in  the 
cutting  of  the  skirt.  This  does  not  mean  that  there 
is  much  fullness,  for  the  pleats  are  very  scant,  but 
I  he  drapery  breaks  the  line.  The  very  newest  models 
-bow  the  fullness  placed  from  the  waist  to  the  knee 
but  popular  acceptance  has  not  yet  been  accorded 
and  as  a  rule,  drapery  is  placed  low.  All  rumors  as 
to  wider  skirts  may  be  set  at  rest  as  the  skirt  is  still 
so  narrow  that  a  slash  either  at  the  front,  side,  or 
back  is  a  convenience.  These  slashes  are  discreet 
and  just  reveal  the  ankles  and  are  a  boon  to  the 
hosiery  and  the  shoe  department  for  footwear  must 
match  this  vear. 


Features   of   Summer  Waists 


Turnover  collars  and  V  cut  fronts 
leaving  the  neck  bare,  lead  for 
Summer  wear — Lace  pi  eatings  the 
new  trimming  —  Shadow  lace 
waists  with  touch  of  high  color 
new. 

Waists  for  Summer  selling  come  chiefly  in  popu- 
lar-priced numbers  and  the  delicate  sheerness  and 
transparency  of  the  materials  is  the  main  outstand- 
ing feature.  A^oiles,  crepe  voiles,  and  clear  muslin. 
and  sheer  batiste  are  the  materials  used  and  very 
light  Malines  and  Valenciennes  lace  with  here  and 
there  a  touch  of  heavier  lace  form  the  trimming. 

Though  waists  are  all  semi-tailored,  a  hint  of 
ilufhnes«  is  given  by  the  presence  of  the  yoke  and  by 
the  fulling  of  the  fronts  into  the  same.  Pleating.-  of 
narrow  lace  used  so  as  to  give  a  vest  effect  and 
epaulette  collar,   and   square  or  rounded  collars   of 
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MADE  SINCE   1902 


The   exclusive  selling  agency   of  the   Pullan   Garment 
granted  where  we  are  not  already  represented. 


"For  Fall" 
The  Garment  of  Distinction 


y^s^lIK   Pullan  line  for  the  Fall  .season  has  been  before 
^/v     the  trade  for  the  past  month,  and  has  met  a  hearty 
reception  wherever  shown. 

It  combines  character  of  style,  fashioned  in  all  modish  fab- 
rics, in  a  wide  range  of  models  in 


Ladies'  and  Misses' 

Coats  and  Suits 


If  our  traveller  has  not  already  called  on  yon,  by  notifying 
us,  wo  will  instruct  him  to  do  so. 


An  inspection  of  our  Fall   Line 
will    be    time    profitably    spent. 


M.  PULLAN  &  SONS 

An   Exclusive   Cloak,   Suit   and   Skirt   House 

Pullan  Building,  Bay  and  Wellington  Streets,  TORONTO 

Montreal   Office,   Lindsay   Building 
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allover  shadow  lace  or  of  the  material  of  the  blouse, 
single  and  unlineft  and  edged  with  a  pleating  of 
narrow  lace,  carry  out  the  same  idea. 

Smarter  waists  are  made  of  shadow  laces  lined 


with  fine  net.  These  waists  are  made  surplice  fash- 
ion and  the  V-shaped  opening  is  topped  with  net  or 
chiffon  in  black  or  in  one  of  the  prevailing  bright 
colors,  while  the  yoke  is  of  transparent  net  and  is 
finished  by  a  high  collar.  Some  of  these  waists  have 
,i  broad,  ribbon  placed  on  the  lining  and  brought 
round  to  the  front  and  tied  in  a  flat  bow. 

Perfectly  plain-tailored  waists  of  crepe,  voile  or 
of  China  silk  or  tub  silk  are  very  much  shown.  The 
neck  is  finished  with  a  rolling  collar  and  tiny  reveres. 
The  fastening  is  accomplished  and  the  revers  held  in 
place  by  small  rhinestone  buttons.  The  chiffon  waist 
-till  holds  its  place  and  the  styles  follow  the  prevail- 
ing semi-tailored  idea  with  vest  effects  and  yokes  of 
white  net  and  touches  of  color  introduced. 

All  the  strictly  tailored  models  have  long  sleeves, 
but  when  the  waist  is  at  all  trimmed  the  elbow- 
length  sleeve  is  used.  Sleeve  finishes  are  very  simple 
and  the  sleeve  is  cut  so  that  it  hangs  away  from  the 
arm  at  the  cuff. 


Every  new  gown  has  a  sash  of  some  description,  gen- 
erally of  bright  hued  or  flowered  ribbon.  This 
dress  of  chiffon,  sun-pleated,  has  a  rucked  girdle  of 
ribbon  and  a  large  bow  placed  at  the  side.  Shown 
by  W.  H.  Barry,  Montreal. 


Feature  in  Children's  Lines 

Two-piece  Balkan  dresses  in  pique 
and  linen — Serge  dresses  have  the 
belt  of  Roman  stripe  —  Balkan 
ideas  provide  the  predominating 
influence. 

MANUFACTURERS  in  search  of  a  model  to  replace 
the  linen  and  pique  Norfolk  suits  of  last  Summer 
seem  to  have  found  it  in  the  Balkan  blouse  model. 
Two-piece  dresses  in  pique  and  linen  with  collar  and 
cuffs  in  contrasting  color  promise  to  have  a  big  run. 
There  are  many  variations  of  this  model  showing 
some  having  the  wide  belt  and  others  just  the  low 
narrow  peplum  or  band  into  which  the  blouse  is 
fulled.  Skirts  have  the  wide  panel  in  front  and  a 
side  panel  tucked  to  below  the  knee,  allowing  a 
little  extra  fullness  at  the  feet. 

The  same  model  is  shown  in  serge  and  is  particu- 
larly good  in  all  shades  of  blue.  There  is  a  collar 
■  if  lace  and  crepe  with  a  smart  little  bow  as  a  finish. 
This  bow  is  of  Roman  striped  silk  and  the  wide  belt 
matches.  There  is  a  sash  effect  of  the  same  silk, 
having  two  short  pointed  ends  just  draped  over  the 
belt. 

For  the  smaller  girl,  the  Balkan  model  takes  the 
form  of  a  very  long  blouse  with  a  deep  belt  and 
with  the  peplum  fulled  as  well  and  forming  the 
skirt.  Smart  little  linen  dresses  show  the  Balkan 
1. 'louse  in  color  and  the  skirt  in  white. 

All  children's  models  are  straight-cut  and  the 
-kiit  kilted  all  round  is  onlv  used  for  small  children. 
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Women's 


Lingerie   Dresses 

from  $18  to  $48  dozen 


STOP  THE  PRESS 

Hold  it  for  a  moment  until  we  tell  the  thousands  of  Canadian  merchants  about 
the  tremendous  values  we  are  preparing  for  them  in  Lingerie  Dresses — No  time 
for  description — every  dress  is  value  in  itself.  You  do  not  need  to  buy  the 
whole  range  to  get  a  few  snaps.  The  line  consists  of  the  latest  fabrics  in  the 
correct  shades,  and  made  in  the  nattiest  styles.  Think  of  the  price,  $18  to  $48 
a  dozen.  Can  you  afford  to  not  have  us  ship  a  few  dozen  on  approval?  If  you 
can't,  write  now. 


Fifteen  Hundred 

SILK  DRESSES 

to  close  out 

*4.87) 

net  in  ten  days 

Here  is  one  of  the  biggest  values  we  have  yet  ottered — don't  miss  it.     A  choice 
of  styles  in  silk  dresses  that  will  make  a  hit  with  your  trade.     Fifteen  hundred 
and  every  one  without  question  a  real  bargain  at  $4.87  y%. 
We  guarantee   perfect   satisfaction   or  goods  taken  back. 

WRITE  TO-DAY 

SAM.  BERNARD 


81  JARVIS  ST. 


TORONTO 


27 


After  Easter  Styles  are  of  Extra  Importance 


New  York,  April  15. 
NEW  YORK  has  been 
the  centre  of  interest 
during  the  past  month, 
and  has  been  crowded 
with  buyers,  manufac- 
turers and  designers  all 
eager  to  see  how  far  the 
American  woman  would  go  in  her  acceptance  of  the 
vivid  colors  and  original  styles  that  are  the  present 
novelty.  Apparently  the  time  was  ripe  for  a  reac- 
tion from  the  dark  and  somber  tones  that  have  been 
so  long  fashionable,  and  the  neutral  greys,  dark 
browns,  deep  navys,  and  blacks  and  whites  that  have 
held  first  place  so  long,  have  at  last  given  place  to 
the  very  brightest  of  colors. 

Fifth  Avenue  on  a  sunny  day  reminds  one  of  a 
color  splashed  Futurist  canvas  or  of  a  flaunting  bed 
of  spring  tulips  and  hyacinths.  Nor  is  the  display 
of  color  confined  to  the  crowd  on  the  sidewalk,  but 
it  is  reflected  in  the  windows  of  the 
stores. 

Brilliant  blues  are  present  in 
many  shades  and  vivid  capucine 
yellows  from  terra-cotta  to  clear 
amber  is  the  color  next  to  blue  in 
importance.  Vivid  greens  vie 
with  rich  purples,  and  all  the 
flames,  cerise  shades  and  rich  rose 
colors  are  used,  and  in  deeper  reds 
come  the  Veniticin,  brick,  and 
marogany  shades.  Of  course,  ton- 
ing colors  are  not  absent  but, 
when,  brown,  navy  or  taupe  are 
worn,  they  only  form  the  back- 
ground to  set  off  brilliant  multi- 
colored trimmings.  The  combin- 
ing of  colors  and  materials  is  also 
a  strong  and  developing  feature. 

No  description  of  colors  or  styles 
would  be  complete  without  mak- 
ing mention  of  Bulgarian  colors 
and  patterns.  Bulgarian  effects 
have  gained  an  immense  populari- 
ty and  their  success  so  far  has 
made  the  interest  of  the  present 
Spring  season.  Just  at  present  Bul- 
garian effects  are  suffering  from 
over-popularity  and  the  wise  ones 
are  holding  their  hand  and  are 
waiting  for  more  definite  indica- 
tions as  to  the  future.  It  is  certain. 
however,  that  touches  of  Bulgarian 
patterns  in  the  characteristic  col- 
ors will  be  used  to  the  end  of  the 
season.    And  even  should  there  be 


Buyers  seek  confirmation  of  New 
York's  acceptance  of  vivid  colors  and 
new  and  original  styles — Novelty  blues 
and  capucine  yellows  in  first  place — 
Bright  greens,  mauves  and  purples  good 
— Flames,  cerise  shades  and  brick  reds 
also  accepted. 


Paris  model.  The  coat  is  Moused 
and  belted,  and  the  skirt  shows 
the  extremely  plain  back  that  is 
one  of  the  latest  features. 
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no  further  revival.  Bul- 
garian effects  will  have 
served  the  purpose  of 
introduci  n  g  a  new 
scheme  of  colors. 

Looking  to  the  fut- 
ure there  have  been 
hints  dropped  that 
would  seem  to  indicate  that  Japanese  and  Chinese 
sources  would  furnish  the  inspiration  from  which 
designers  will  work  in  the  near  future.  A  collection 
of  late  models  imported  by  a  leading  5th  Avenue 
specialty  house  emphasized  this  idea.  The  color 
schemes  were  equisite  and,  while  rich  and  glowing, 
were  decidedly  more  subdued.  A  Callot  gown  in  the 
new  moire  taffeta  was  in  the  lovely  color  known  as 
Callot  blue.  The  skirt  had  a  crossover  over-skirt 
and  a  looped  panel  at  the  back,  and  the  hem  was 
embroidered  in  shades  of  rose.  In  the  bodice  a  dis- 
tinctive note  of  color  is  given  by  the  girdle  of  orchid 
mauve  satin  draped  high  on  the 
bodice  and  appearing  as  a  waist- 
coat when  the  jacket  is  worn.  The 
waist  is  of  the  finish  shadow  lace 
and  has  sleeves  to  the  elbow  of  the 
same. 

Another  model  is  in  striped 
taffeta  in  gold,  tan  and  Callot  blue 
and  has  the  skirt  draped  on  either 
side  and  with  black  silk  tassels  d3- 
corating  the  points  of  the  revers 
that  fall  from  the  foot  of  the 
drapery. 

Another  model  is  made  of  jade 
green  eponge  silk,  and  a  Premet 
model  shows  a  gown  of  ashes  of 
roses  crepe,  with  deep  girdle  sash 
and  jacket  embroidered  in  dahlia 
shades.  These  gowns  are  the  very 
latest  Paris  creations  and  point 
the  way  towards  what  promises  to 
be  the  future  color  development. 

In  a  season,  when  so  many 
changes  are  seen,  what  the  cor- 
setieres  are  doing  is  always  inter- 
esting for  at  all  times  and  in  all 
periods  the  corset  shapes  the  ticure 
line  and  thus  is  the  foundation  of 
the  mode.  Madame  Paquin  has, 
it  is  said,  declared  that  the  straight 
line  has  to  go  and  that  hips  will 
again  be  marked  to  some  extent. 
This  view  has  so  far  made  no  im- 
pression upon  American  manufac- 
turers and  of  its  truth  there  is 
some   sceptical   comment.      As     a 
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mutter  of  fact  there  is  more  or  le.ss  talk  each  season 
of  a  return  to  the  figure  with  more  defined  waist 
and  hip  lines.  But  the  practical  result  is  the  same. 
<  >n  the  other  hand,  Paul  Poiret  and  Callot  Soeurs  ad- 
vocate the  abolition  of  the  corset,  but  it  must  be 
remembered  that  all  their  models  are  shown  on 
young  women  who  have  a  32  and  34  inch  bust,  and 
who  have  very  youthful  figures.  Women  of  this 
build  can  well  go  without  corsets,  but  women  of 
greater  development  and  avoirdupois  find  the  wear- 
ing of  the  corset  a  necessity.  Therefore  the  corset  is 
in  no  immediate  danger  of  dropping  out. 

A  leading  manufacturer,  when  consulted  as  to 
the  prevailing  line  in  corsets,  said  that  all  present  ef- 
forts were  directed  towards  making  the  corset  more 


in  harmony  with  the  natural  figure  conformation. 
The  true  curves  of  the  body  were  being  followed  and 
the  corset  was  intended  as  a  support  without  establish- 
ing either  a  hipless,  bustless,  waistless  or  any  other 
kind  of  a  figure.  Every  evidence  points  to  the  con- 
tinuance of  the  very  long  corset  cut  very  low  in  the 
bust,  and  narrow  in  the  back.  This  model  when  lac- 
ed, will  draw  the  shoulders  back  and  allow  freedom 
in  the  bust  which  it  will  not  raise.  Perhaps  the 
waist  line  in  later  models  will  be  a  thought  more  de- 
fined but  no  attempt  at  lacing  in  will  be  made. 

All  the  better  grade  models  have  elastic  insets 
around  the  lower  part.  Tricot  cloths  are  in  high  fav- 
or and  the  fewer  the  bones  used  the  better  is  the 
model  liked.     For  stout   figures  the  models  selling 


Throe  smart  new  coats. 
Moire  is  the  new  ma- 
terial and  is  being  taken 
up  by  New  York,  and 
brocaded  ratine,  particu- 
larly in  velour  finish,  is 
another  novelty.  The 
utility  coat  is  made  of 
diagonal  serge.  Middle 
ure:  Black  moire  coat. 
Third  figure:  Coat  of 
Callot  blue  brocaded 
wool  ratine  velour. 
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are  cut  very  low — many  of  them  just  two  or  three 
inches  above  the  waist  line. 

The  early  date  at  which  Easter  came  this  year 
has  made  the  later  season  more  important  and  the 
fate  of  many  styles  that  were  in  doubt  lias  heen 
settled.  The  acceptance  of  certain  models  in  the  low 
waisted  style  is  assured  and  also  the  fact  that  these 
models  will  form  the  basis  for  further  developments. 
These  Balkan,  Paul  Poiret  or  low  waisted  models,  as 
they  are  variously  called,  have  registered  and  prom- 
ise to  be  prominent  not  only  in  serges  and  ratines, 
I 'ill  in  linens  and  in  eponges  and  other  cotton  fabrics. 
Even  at  this  date  it  is  a  little  early  to  say  how  coats 
of  bright  green  or  red  will  take,  worn  with  skirts 
of  black  and  white  check  or  white  linen.  Houses 
have  stocked  many  models  and  many  styles  but  the 
cut-away  effects  are  in  high  favor.  Coats  of  check 
worn  with  draped  satin  skirts  art1  also  featured. 


New  Art  Development 

Textile  manufacturers  and.  makers  of 
laces  and  trimmings  are  bringing 
out  Cnbist  and.  Futurist  designs' — A 
meaning  discerned  behind  the  bizarre 
effects  produced  by  artists  of  modern- 
ist school. 

The  almost  instant  acceptance  of  the  very  high 
colors,  not  only  singly,  hut  in  combination,  and  the 
way  in  which  the  somewhat  eccentric  Spring  styles 
have  become  popular  would  seem  to  intimate  that 
there  is  somewhere  a  link  between  the  new  modern- 
ist school  of  painting  and  the  public  mind.  And 
that  sub-consciously  the  new  school  may  be  in  truer 
touch  with  the  ideas  of  the  majority  than  its  many 
critics  suppose. 


Three  smart  sum- 
mer models,  illus- 
trating the  popular 
trend. 
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It  is  certain  that  the  recent  exhibition  of  the  work 
of  the  extremists  of  the  schools  of  Europe  held  in 
New  York  attracted  wide  attention,  and  that  indir- 
ectly this  exhibition  has  led  to  the  rapid  manner  in 
which  bright  colors  have  become  the  rage.  It  is 
certain  also  that  the  flaunting,  screaming  symbolic- 
creations  in  color  and  line  produced  by  the  Futurists. 
Cubists  and  Post  Impressionists  has  produced  a 
marked  impression  in  Paris,  and  that  the  artists  in 
dress  who  are  at  the  head  of  the  great  model  houses, 
and  who  as  yet  lead  the  styles,  are  lending  themselves 
to  the  furthering  of  this  new  art  influence. 

To  the  majority  who  know  art  only  by  what  she 
has  produced  in  the  beaten  track,  these  modern  pic- 
tures are  monstrous  barbarities  both  in  color  and 
line.  The  drawing  is  wilfully  crude  or  else  entirely 
meaningless  and  the  color  effect  is  that  of  seemingly 
harsh  daups  of  yellow,  blue,  purple,  magenta  and 
green.  Landscapes  are  depicted  by  gaudy  swirls  of 
paint,  and  figure  pictures  are  childish  scrawls  or  wil- 
fully hideous  deformities. 

Neverthele-s,  that  there .  is  a  purpose  and  a 
thought  behind  is  readily  felt,  ami  there  are  suffi- 
cient .-i<j,ii*  that  modernist  ideas  are  to  have  a  future 
influence  in  the  world  of  dress.  Already  manufac- 
turers have  begun  to  make  use  of  Cubists  and  Futur- 
ist motifs  and  color  effects.  This  applies  particularly 
to  silks  and  ribbons,  and  now  the  makers  of  trim- 
mings, laces  and  embroideries  are  follo-wina;  suit. 
Just  what  lines  will  be  followed,  it  is  impossible  to 
predict  but  it  is  certain  that  Modernist  ideas  will  in- 
fluence the  dress  of  the  near  future. 


Novelties  in  Summer  Coats 

Styles  and  materials  varied — Use- 
ful, dressy  and  " sports  coats"  all 
featured — Cut  is  mostly  on  straight 
lines. 

APPARENTLY  the  separate  coat  in  many  forms  is 
to  lie  a  strong  feature  of  Summer  fashions  ami  buy- 
ers, who  are  after  novelty,  are  given  ample  choice. 
For  travelling,  motoring  and  street  wear,  there  are 
most  attractive  models  shown  in  black  and  white 
checks,  worsteds,  striped  Bedford  cords,  eponges  and 
novelty  mixtures.  These  coats  are  cut  on  straight 
lines  and  are  cut-away  in  front.  Frog  fastenings  in 
front  made  of  a  roll  of  the  material  are  new  and  fac- 
ings of  moire  present  another  new  touch. 

The  draped  coat  developed  in  brocaded  wool  ra- 
tine in  novelty  colors  and  lined  throughout  with 
printed  Bulgarian  messaline  represents  the  height  of 
style.  Silk  coats  similarly  lined  and  draped  in  a 
variety  of  ways  are  shown  in  moire,  faille,  brocaded 
Charmeuse  satin,  and  in  faille.  For  Summer  wear, 
there  are  clever  coats  of  mistral  cloth  made  over  silk 
of  contrasting  color  and  having  bias  fold  collar  and 
cuffs  of  moire.  The  set-in  sleeve  rules  in  cloth  coats, 
but  dressy  models  have  the  sleeve  cut  in  one  with 
the  body  of  the  coat  and  there  are  hints  of  dolman 
fashions  in  some  of  the  later  models.  Sports  coats, 
both  in  blazer,  Norfolk  and  Mackinaw  styles  are 
showing  in  bio;  variety  and  in  very  bright  color-. 


New  York  Designers  Adopt  Standard 

Coat  Lengths--38  Inches  Decided  Upon 


THE  UNITED  Cloak  and  Suit  Designers  of  Amer- 
ica at  their  5th  semi-annual  convention  adopted 
lengths  for  the  suit  coat  and  for  the  separate  coat. 
A  committee  of  35  designers  for  representative 
American  Cloak  and  suit  firms  was  chosen  and  after 
some  2  hours  deliberation  the  report  was  in  favor 
of  38  inches  as  the  standard  length  for  the  suit  coat. 
For  separate  coats  50  inches  was  adopted  for  the 
standard  full  length  and  46  for  the  more  stylish 
effects. 

The  recommendations  of  the  committee  were  rati- 
fied by  the  members  without  discussion.  These  reso- 
lutions are  intended  as  a  guide  to  American  designers 
in  preparing  their  Fall  line. 

This  association  now  has  400  members  and  the 
majority  were  present  at  the  meeting.  The  conven- 
tion was  most  interesting  as  proceedings  were  very 
informal.     The  result  was  that  discussion  was  open 


ind  that  many  phases  of  designers'  work  were  in- 
-tructivelv  discussed. 


REPORT  OF  COMMITTEE. 

"We,  the  United  Cloak  and  Suit  Designers  of 
America,    in    convention    assembled,    agreeing 
that  the  coming  season's  tendency  will  be  toward- 
cutaway  garments  of  the  coming  season  can  no 
fore  be  considered  as  a  straight-bottom  jacket: 

"Hereby  adopt  38  inches  as  the  standard 
length  for  suit  jackets  for  the  coming  fall  sea- 
son, 1913. 

"Whereas,  the  tendency  of  the  coming  season 
in  full  length  coats  will  be  toward  those  shorter 
effects  which  keep  the  bottom  of  the  garment 
from  sweeping  the  ground,  we  therefore : 

"Adopt  50  inches  for  the  standard  full  length 
coat,  and  46  inches  for  more  stylish  effects. 
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HOUSEFURNISHINGS 


Modern  Store  Devoted  to  Housefurnishings 


THE  PROPER  furn- 
ishing of  a  house  has 
become  a  matter  of 
great  importance.  Time 
was  when  the  selection 
of       furnishings       was 

purely   and    simply    a  , 

matter       of       personal 

taste.  The  housewife  chose  what  appealed  to  her. 
She  did  not  consider  such  matters  as  periods,  or  the 
selection  of  each  individual  piece  of  furniture  and 
drape  to  make  up  a  complete  and  harmonious  setting. 
All  this  is  changed  now,  however.  The  selection 
of  home  furnishings  has  become  a  most  critical  mat- 
ter, into  which  many  considerations  must  enter. 
Furnishings  of  different  periods  or  styles  must  not 
be  mixed,  if  it  is  desired  to  furnish  the  home  in  the 


Description  given  of  new  establishment 
of  Elliott  and  Son,  Limited,  Toronto — ■ 
Unique  front  gives  distinctive  appear- 
ance— A  special  feature  is  made  of  con- 
tract department — Specification  sheets 
used. 


that  on  the  second  and 
third  floors,  the  win- 
dows project  three-sid- 
ed, thus  giving  an  op- 
portunity to  show  drap- 
es exactly  as  they  would 

appear  when  placed  in 

a  hay   window    in    the 
house. 

Tt  a  criticism  were  to-be  voiced  with  reference  to 
the  store  front,  it  would  lie  that  the  entrance  was 
given  rather  too  much  width.  A  narrower  entrance 
would  have  made  it  possible  to  have  Avider  windows 
and  tints  would  have  much  improved  the  display 
facilities. 

The  ground  floor  of  the  store  is  127  feet  deep 
and  41    feet   wide.     Tt   is  lighted  chiefly   through  a 


most  approved  style.     Consequently,  the  importance      wide   skylight    in    the   centre,   which   also   serves   to 
of  house  furnishings  from  the  trade  standpoint  has      light  the  storeys  above.     This  open  space  is  so  large 
grown.      In    the    house    furnishing    department.-    a      that  it  gives  a  gallery  effect  to  the  storeys  above, 
larger  stock  is  being  carried  and  a  higher  grade  of  The  store  is  finished  off  in  hardwood.     The  pil- 

salesmanship  is  required,  inasmuch  as  the  salesman      lars  are  square  and  of  impassive  appearance,  being 

furnished  in  hardwood.     Lights  of  unique  desian  are 
supported  by  the  pillars. 

The  first  floor  is  devoted  to  period  furniture 
lines,  such  as  chair«.  tables  and  couches  in  the  front 
part  and  rugs  and  carpets  at  the  rear.  The  rug  sec- 
tion is  most  advantageously  placed  beneath  the  sky- 
light where  the  stock  can  be  displayed  well.    In  the 


must,  to  a  large  extent,  guide  the  purchaser  in  mak- 
ing proper  selections. 

Perhaps  no  better  proof  of  the  widened  scope  of 
the  house  furnishing  trade  could  be  found  than  that 
afforded  by  a  visit  to  any  of  the  large  stores  devoted 
to  this  business.  A  representative  of  The  Review 
paid  a  visit  recently  to  the  new  store  of  Elliott  &  Son. 
Limited,  on  Yonge  Street,  Toronto.    This  store  is  one      accompanying  illustration,  is  shown  the  ground  floor 


of  particular  interest  because  it  has  just  been  com 
pleted  and  because  it   embodies  many   of  the  very 
latest  ideas. 

The  store  of  Elliott  &  Son  is  distinctive.  Tt  "stands 
out"  from  the  other  stores  on  the  street  most  unmis- 
takably. Tt  seems,  in  fact,  to  have  a  personality  all 
its  own  and  to  suggest  at  once  the  quality  of  the 
stock  carried.  This  is  due  largely  to  the  somewhat 
unique   character  of  the  store   front.     The  general 


looking  from  the  rug  department  toward  the  front 
of  the  store. 

The  second  floor  is  devoted  to  drapes  and  cur- 
tains, the  rear  being  used  for  offices.  Owing  to  the 
short  time  which  has  elapsed  since  the  new  build- 
ing  was  occupied,  the  arrangement  of  the  drape  and 
curtain  department  has  not  been  perfected  and  to 
attempt  to  give  any  description  would  be  premature. 

The  third  floor  will  be  devoted  to  model  rooms. 


appearance  partakes  of  the  colonial  style,  if  such  a  showing  proper  treatment  and  arrangement  of  furn- 

term  might  be  applied  to  a  store  front.     It  is  all  of  ishings;  and  to  the  contracting  department.     This 

metal  and  brick,  the  framework  of  the  entrance  and  floor  is  not  finished  yet  in  detail, 
windows  being  entirely  of  metal.     As  a  result  of  the  the  contract  uepartuent. 

open  front  idea  which  has  been  carried  out  on  all  A  strong  feature  is  being  made  of  the  contracting 

storeys,   the   opportunities   for  window   display   are  department.    Owing  to  the  tendency  noted  at  the  be- 

par   excellence.      Displays   can    be   made   on    three  ginning  of  this  article,  toward  a  more  comprehens- 

lloors.     Another  advantage  of  this  arrangement   is  ive  development  of  the  idea  of  making  the  furnish- 
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CANADIAN-MADE 


LINOLEUMS 
FLOOR  OIL  CLOTHS 
TABLE  OIL  CLOTHS 


Enamelled  Oil  Cloths 
Carriage      Oil   Cloths 
Sanatile        Oil  Cloths  for  Walls 
Shelf  Oil  Cloths 


Stair  Oil  Cloths 

Key  Border  Passage  Cloth 

Cork  Carpet 

Cotton  Stair  Oil  Cloths 


Prepared  Decorative  Burlaps 


Handled  by  all   the  Wholesale  Dry  Goods  Trade 


Manufactured  by 


The  Dominion  Oil  Cloth  Co.,  Limited 

MONTREAL 
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ings  in  a  home  follow  out  one  style  or  period,  there 
has  been  a  growing  need  felt  for  furnishing  experts. 
It  is  now  quite  the  common  thing  for  people  with 
sufficient  means  to  hand  over  the  matter  of  furnish- 
ing their  home  to  a  contractor.  The  latter  gives  a 
price  and  outlines  what  treatment  he  will  give.  He 
then  proceeds  to  carry  out  the  plan  approved,  sup- 
plying the  material  and  furnishings  and  looking 
after  the  installation. 

Elliott  &  Sun  are  making  a  big  feature  of  this 
contract  business.  A  separate  department  is  main- 
tained. In  figuring  on  contracts,  specification  sheets 
are  used  which  have  been  found  a  great  help.  These 
sheets  contain  the  name  of  every  article  required  in 
housefurnishing  and  in  figuring  up  the  cost  of  any 
installation,  the  contract  manager  runs  over  trie 
complete  list,  noting  the  amount  after  each  item 
which  he  knows  will  be  required.  In  this  way  it  is 
impossible  to  forget  items  in  figuring.  Contrasted 
with  the  method,  pursued  in  so  many  cases,  of  taking 
a  blank  piece  of  paper  and  noting  down  each  item 
as  it  comes  to  mind,  the  advantages  of  the  specifica- 
tion sheet  will  be  very  apparent. 

Another  advantage  is  that  the  sheets  made  up 


for  each  contract  can  be  stored  away  for  reference  in 
figuring  on  future  contracts. 

CARRY  HIGH-CLASS  STOCK. 

One  of  the  main  planks  in  the  sales  platform  of 
Elliott  &  Son  is  the  carrying  of  high-class  stock. 
Quality  is  the  keynote  of  the  campaign.  A  trip 
through  the  store  reveals  how  thoroughly  the  idea 
of  quality  has  been  carried  out  in  the  selection  of 
stock.  It  is  also  apparent  in  the  general  surround- 
ings and  arrangements.  The  atmosphere  of  the  store 
is  redolent  of  quality.  That  the  idea  is  wise  none 
will  gainsay,  for  the  public  have  arrived  at  the  stage 
where  quality  in  home-furnishings  is  sought  first, 
cheapness  being  a  second  consideration. 

In  the  matter  of  window  trimming,  the  same 
idea  is  carried  out.  The  settings  for  each  display  are 
of  a  costly  nature  and  only  the  most  attractive  goods 
are  shown. 


Push  collections  now. 

A  fair  price,  marked  in  plan  figures,  is  indeed  the 
apotheosis  of  silent  salesmanship. 


A   view  of  the  first  floor  of  the  store  of  Elliott  &  Son,  Toronto,  showing  part  of  the  rug  department. 
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We're  Moving  For  You 

Moving  because  with  our  limited  space  we  were  unable  to  accom- 
modate the  ever-increasing  volume  of  business — unable  to  give 
the  service  that  has  always  been  our  chief  aim  in  serving  the 
Canadian  trade. 

With  our  new  home  at  Suite  406  Empire  Bldg.,  twice  as  large 
as  our  present  offices  at  Suite  726  Empire  Bldg.,  and  the  added 
facilities  which  we  anticipate,  we  will  be  in  a  position  to  give 
better  service  than  ever  before.  Call  and  look  over  our  latest 
arrivals  of  European  Museum  Beproductions  in  Wilton  Rugs 
and  Mats. 

We  are  Canadian  agents  for:  Hermann  Patz,  (Axminsters) 
Oelanitz,  Saxony,  and  Sachsische  Kunstweberei,  Claviez,  (Wil- 
ton), Adorf,  Saxony.  Our  prices  are  right.  Write  for  interesting 
information  regarding  our  Museum  Reproductions. 

SEND  FOR  COLOR  CARDS 

OTTO    T.  E.  VEIT  &  COMPANY 

Importers  and  Commissioners,     Phone  Main  2592 
NEW  ADDRESS 
Suite  406  Empire  Bldg.,  64  Wellington  St.,  W.,  TORONTO 


Every  Ambitious  Merchant 


SHOULD 
READ 

SALES 
PLANS 


A  collection  of 
three  hundred 
and  thirty-three 
successful  ways 
of  getting  busi- 
ness, including  a 
great  variety  of 
practical  plans 
that  have  been 
used  by  retail 
merchants  to 
advertise  and 
sell  goods. 


PRICE  $2.50 

Sent  postpaid  only  on  receipt  of  price.       I 

TECHNICAL     BOOK     DEPARTMENT 

MacLEAN   PUBLISHING   CO. 

143-149  UNIVERSITY  AVENUE    ::   TORONTO 
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Oriental  lUtg£ 


Genuine  rugs  woven  by 
[      skilled  Orientals 

With  Oriental  rugs  becoming  so  popular 
among  your  better  trade,  you  should  cement 
their  patronage  by  showing  them  genuine 
Eastern  rugs.  My  stock  consists  of  real 
Turkish,  Persian  and  Indian  rugs  and  large 
carpets.  Splendid  Eastern  connections  en- 
able me  to  offer  you  values  that  are 
unequalled. 

Levon  [Babayan 


Wholesale 


77  Bay  St. 


Toronto,  Ont. 


Constantinople,       Smyrna,       Tif  lis,       London 


Kr=^= 
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A  view  of  the  exterior  of  the   new   housefurnishing  store   of   Elliott   &   Son,  Ltd.,  Toronto. 


April  Campaign  in  Furnishings 

Merchants  have  the  knowledge  that  the  reputation 
of  an  aggressive  house-furnishings  department  helps 
to  keep  sales  at  home.  The  same  reason  is  also  authori- 
ty enough  for  merchants  to  foresee  that  people  know- 
values  in  this  section,  as  well  as  elsewhere.  The 
merchant  who  recognizes  that  his  department  is  not 
a  supply  and  that  the  changes  of  wear  and  tear  in 
the  home  is  becoming  as  important  as  modern  and 
sanitary  conditions  warrant,  is  going  out  for  busi- 
ness. 

An  aggressive  home-furnishing  campaign  does 
not  anticipate  sales.  People  do  not  buy  more  than 
new  homes,  refurnishing  or  renovating  demand. 
Merchants  fill  the  orders.  Results  do  not  justify  the 
loss  of  this  business  because  otherwise  some  other 
firm  is  going  to  fill  the  orders.  An  advertising  cam- 
paign in  April  may  create  sales.     Filling  orders  sat- 


isfactorily depends  on  the  standard  of  the  stock  and 
the  buyers'  knowledge  of  demand.  Sales  leaders 
which  are  unusual  get  this  business.  New  business 
will  take  care  of  itself. 

©— 


Carpets  and  Rugs 

Prices  have  gone  up  in  many  lines 
—Oriental  patterns  and  colorings 
are  very  prominent — Semi-conven- 
tional designs  are  strong. 

As  predicted  months  ago  in  The  Review,  a  higher 
price  level  for  rugs  and  carpets  has  been  reached. 
The  advance  has  not  been  general  by  any  means,  but 
in  many  lines  higher  prices  are  now  prevailing.  The 
increase  varies,  but  it  has  probably  averaged  around 
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10  per  cent.  In  many  imported  lines  as  will  as 
those  of  home  manufacture,  the  price  has  remained 
the  same. 

The  reason  for  the  advance  has  already  been  ex- 
plained. Advancing  cost  of  raw  material  has  bet  r. 
cutting  down  the  manufacturers'  margin  to  such  an 
extreme  that  in  many  lines  an  increase  in  the  price 
became  quite  obligatory,  no  other  course  being  open 
to  avoid  a  loss.  Added  to  the  high  cost  of  raw  ma- 
terial, there  has  been  a  scarcity  which  has  done  much 
to  bring  about  the  setting  of  a  high  price  standard, 

NO  eiT.vx<;i-;s  ix  styles. 

The  general  trend  in  rugs  has  already  been  out- 
lined at  considerable  length  in  The  Review,  Oriental 
fashions  predominate  both  with  regard  to  pattern  and 
colorings.  Patterns  are  smaller  and  based  largely 
on  semi-conventional  design.  In  fact,  the  larger 
patterns  are  used  only  for  very  large  rugs.  Flowered 
designs  are  not  seen  to  any  great  extent. 

The  Oriental  influence  i~  going  still  deeper,  as 
the  introduction  of  Chinese  and  Japanese  designs 
attests. 

In  the  matter  of  coloring,  there  is  no  shade  which 
can  absolutely  be  proclaimed  as  the  leading  favorite. 
Oreens  are  still  very  strong,  but  other  color-  such  as 
greys  and  browns  are  more  in  favor  and  this  natural- 
ly has  "cut  in"  on  the  vogue  for  greens.  Tans  are 
a  popular  shade  and  there  is  a  strong  demand  for 
some  shades  of  red  as  might  lie  expected  with  the 
Oriental  inspiration  so  marked. 


Handling  Piece  Goods 

Despite  the  popular  demand  for  squares  and  rugs, 
there  has  been  an  unusually  good  demand  for  piece 
goods  this  Spring.  Manufacturers  state  that  they 
have  been  well  satisfied  with  the  amount  of  business 
placed. 

It  is  apparent  that  piece  goods  must  still  play  a 
prominent  part  in  the  housefurnishings'  department. 
Of  late  years,  merchants  in  some  cases  have  shown  a 
tendency  to  work  for  the  rug  trade,  letting  piece 
goods  slip  completely  into  the  background.  Some 
have  even  gone  to  the  length  of  ceasing  to  handle 
piece  goods.  To  take  this  step  would  be  to  cut  off 
trade  which  can  be  made  highly  profitable,  as  the 
demand  is  still  big  in  all  sections,  particularly  in  the 
smaller  cities  and  towns. 


Quality  with  price  is  a  good  newspaper  slogan. 
All  announcements,  outside  of  the'  semi-annual 
clearances,  are  dignified.  A  few  up-to-date  cuts  and 
a  fair  allotment  of  space  at  the  important  seasons 
are  all  that  are  necessary  in  advertising. 


It  Is  Time  To 
Stock  Pillows 


House  cleaning  time  is  at 
hand,  and  young  brides  will 
soon  be  thinking  of  their  house 
furnishing. 

A  guarantee  printed  on  the 
label  of  every  pillow  as  to  fresh- 
ness and  cleanliness,  reassures 
your  customer  and  protects  you. 

We  stand  behind  the  guaran- 
tee, and  have  for  twenty  years. 

New  machinery  and  increased 
facilities  enable  us  to  offer  better 
quality,  and  insure  prompt  ship- 
ments. 

Think  It  Over 

We  have  them  at  all  prices. 
Send  for  price-list  and  sample 
pair. 

The 

Toronto  Feather  &  Down  Co., 

Limited 
35  Britain  St.,  Toronto,  Can. 

Eastern  Agents 

Messrs.   J.   F.  HUGHES  &  CO. 

Cor.  St.  Catherine  and  University  Sts.,  Montreal,  Que. 
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Feminine  Fashions  Bring  Lace  to  the  Front 


ALTHOUGH  THEEE 

are  so  many  trimming 
effect?  on  the  market, 
the  styles  are  so  varied 
that  there  is  ample 
room   for  the  free  use 

of  lace.    Moreover,    the  

trend    altoge  ther    is 

toward  feminine  fashions  and  light  and  fluffy  effects 
and  in  no  way  can  these  fashions  be  better  achieved 
than  by  the  free  use  of  lace.  Even  when  the  materials 
used  are  not  such  as  lend  themselves  to  lace  trim- 
mings, lace  appears  in  the  form  of  pleatings  at  neck 
and  sleeves  and  the  lace  and  net  neck  finish  is  al- 
ways a  big  feature. 

Fashion  is  strongly  in 
favor  of  light  laces,  and 
shadows  are  so  strongly  en- 
trenched that  there  is  no  sign 
of  any  immediate  eclipse  for 
this  class  of  lace.  Embroid- 
ered effects  on  light  nets  and 
Orientals  are  also  in  high  fav- 
or. Practically  all  light  laces 
are  good  and  very  exact  imi- 
tations of  real  laces  such  as 
Alencon,  Malines,  Chantilly 
and  other  net  laces  are 
shown.  Chantilly,  it  should 
be  noted,  is  the  exception  to 
the  rule  as  the  new  Chantilly- 
come  in  lovely  shadow  pat- 
terns that  are  quite  modern 
in  design. 

The  high  novelty  is  the 
fad  for  combination  laces 
AVide  bands  of  the  most  mix- 
ed descriptions  are  used, 
made  up  of  paraguay,  filet, 
Bruges  and  other  lace  motifs 
surrounded  by  craquele  nets 
with  floral  patterns  worked 
(Hit  in  fine  batiste  and  edged 
with  fine  cord.  The  cord  also 
forming  Bohemian  and  spir- 
al designs.  This  kind  of 
lace  at  present  is  very  high- 


Lace  novelties  are  delicate  and  light 
—  Combination  laces  arc  the  new 
feature  —  Beautiful  Paraguay  effects 
are  shown  —  Shadows  hold  position 
undisturbed. 


Voile    flouncing 

new  shadowy 
by  the  use 
stitches.       The 

coloring 


Shown   by   Sterling   Lace 
Noveltv  Co. 


priced,  but  it  is  the  nov- 
elty rather  than  the  real 
value  that  is  being  paid 
f<  >r. 

Paraguay    creations 
are  becoming  more  and 

■  more   web-like   and   in 

them  the  film}'  laces 
now  so  fashionable,  are  being  carried  to  the  highest 
possible  point.  The  late  samples  are  very  beautiful 
and  designers  are  making  the  most  of  the  new  drawn 
work  ideas. 

Craquele  meshes  are  equally  popular,  particular- 
ly when  used  to  give  relief  to  other  laces.  Craquele 
grounds  in  both  light  and  heavy  meshes  form  the 

back-ground  to     the     newer 
embroidered  laces. 

There  is  a  feeling  for  fil- 
et, but  this  finds  expression 
in  the  use  of  filet  motifs  in 
combination  with  other  laces 
rather  than  in  the  use  of  filet 
alone. 

Cluny  heads  the  list  ol 
summer  laces  for  trimming 
simple  linen  gowns,  and  be- 
sides this,  Cluny  has  so  many 
staple  uses  that  good  season 
is  safely  assured  for  this 
lace. 

No  mention  of  lace  novel- 
ties would  be  complete  with- 
out reference  to  the  colored 
effects.  Heavy  crochet  laces 
are  printed  in  high  colors 
in  Bulgarian  effect,  and  light 
laces  are  also  embroidered  in 
Post  Impressionistic  designs 
of  wreaths  and  flowers  in 
vari -colored  tones.  Embroid- 
ered laces  in  corn-colored  and 
in  gold  thread  patterns  are 
very  handsome.  These,  how- 
ever, are  novelties  designed 
for  the  expensive  trade  and 
their  bearing  and  influence 
on  popular  selling  lines  is 
somewhat  difficult  to  forecast 


lowing  the 
ffect  gained 
of      darning 

design  and 
Bulgarian. 


& 
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This  TRADE  MARK 


Guarantees  Highest  Quality 


REGD.  TRADE  MARK 


You  can  buy  your  Nets  direct  from  the  oldest  Net  Manufacturers  in  the  World 

JOHN  HEATHCOAT  &  CO. 

13  Ironmonger  Lane  .'.  LONDON,  ENGLAND 

Factories  at   Tiverton,    Exeter   and   Cullompton 

Patentees  of  the  first   Lace    and    Net    Machine  in   1808 


C*¥       TT  Illusions  Veilings 


Oil    IT"      |     Brussels  Nets  Tucked  Nets 


Toscas  Dewdrop  Nets  IiJIIjI'V     |     Dress  Nets  Alencon  Nets 

Also  Fine  Cotton  Nets 

Makers  of  the  Famous  Heathcoat  Waterproof  Maline. 


STOCK  CARRIED 
BY 


A.  B.  FISHER,  64  Wellington  St.  West,  Toronto 


SOLE  CANADIAN  REPRESENTATIVE 


How  Do  You  Buy 
Ribbons? 

Do  you  go  at  it  in  a  slap-dash,  haphazard  way  or  do  you 
carefully  study  the  trend  of  fashions  as  .you  would  in  Inly- 
ing dress  goods,  ready-to-wear  garments,  etc. 

You  will  look  as  contented  as 

this  Cat  if  you  buy  BARRY 

RIBBONS 


Because  we  study  Ribbons  from  one 
year's  end  to  another,  and  we  cannot 
afford  to  make  mistakes. 
To  buy  the  Right  Ribbons  so  that 
we  can  sell  them  at  Right  Prices 
is  our  sole  aim. 


WALTER  H.  BARRY  &  CO 


MONTREAL 
'The  Ribbon  Specialists" 
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Set  of  silk  rim  shadow  lace.     Shown  bv  Canada  Veiling  Co. 


Late  Season  Embroideries        The  Ribbon  Outlook  Good 


For  mid-season  all  white  embroid- 
eries are  coming  to  the  front — 
Market  is  still  full  of  Bulgarian 
embroideries  —  Japanese  patterns 
the  latest. 

The  market  is  full  of  Bulgarian  embroideries  at 
the  present  moment  and.  while  they  are  selling,  their 
chief  use  has  been  to  revive  interest  in  novelty  lines, 
such  as  heavy  patterns  on  voiles,  crepe  voiles  and 
voile  neige.  Late  patterns  show  these  heavy  embroid- 
eries combined  with  Hat  Venise  and  with  insets  of 
embroidered  net.  These  embroideries  are  developed 
in  white  which,  after  all,  has  always  a  bigger  sale 
than  colored  effects. 

The  45-in.  flounce  is  the  big  seller,  the  next  sell- 
ing width  being  the  18-in.  flounce.  Rands  are  very 
good,  3  in..  <)  in.  and  12  in.  widths  being  the  ones 
most  called  fur.  There  is  a  tendency  also  to  the  com- 
bination effects  and  various  laces  and  embroideries 
are  combined.  Tn  the  very  high-class  trade  the  very 
sheerest  batiste  is  used  and  the  designs  are  heavy  and 
conventional  while  the  lace  is  filmy  flat  Venise.  Jap- 
anese patterns  in  embroidery,  combined  with  cra- 
quele  nets  embroidered  and  embellished  with  the  new 
cord  effects,  are  the  latest. 


Ribbons  wanted  for  sashes  as  well 
as  for  millinery  purposes — Velvet 
ribbons  good  for  summer  selling — 
Ribbons  in  Bulgarian  colors  are 
being  used  for  trimming  hats. 

Not  only  does  the  very  general  use  of  ribbons  on 
the  new  Summer  hats  gladden  the  hearts  of  the  rib- 
bon manufacturers,  but.  to  make  the  vogue  of  rib- 
bons more  widespread,  fashion  is  decreeing  the  ex- 
tensive use  of  the  sash.  Sashes  come  in  the  most 
varied  of  styles  and  can  be  tied  either  in  the  front, 
at  the  centre  back,  or  at  the  side.  The  ends  may  lie 
of  even  length  finished  with  tassels  or  pleatings  of 
silk.  Picot  edged  ribbons  are  used  and  the  many  col- 
ored ribbons  now  so  fashionable.  Sashes  with  a  flat 
bow  at  the  back  and  with  a  single  width  of  ribbon 
that  hangs  in  straight  folds  and  is  caught  under 
once,  is  entirely  new.  Very  extreme  is  the  same  t-ash 
placed  directly  in  front,  completing  the  funny  back 
to  front  idea  that  some  of  the  model  houses  are 
favoring. 

Ribbons  are  often  selected  to  give  the  necessary 
bright  touch  to  a  dark  colored  gown,  and  very  often 
the  tiny  vest  and  part  of  the  collar  is  made  from  a 
wide  fancy  ribbon. 
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SPRING  NEEDS 


Veilings 

White,  Violet,  Saxe, 
Black,  Etc. 


Laces 

Shadows,  Net  Tops, 
Guipure,  etc. 


Attractions  for  Lady  Buyers 

Shadow  Flouncings,  Printed  Chiffon  Allovers,  Pleated  Laces,  Chiffon  Flouncings, 
Bandings,  Rhinestone  and  Jet  Trimmings  and  Buckles;  also  HOOKALOOP — 
Dress  Fastener. 


ADS  and  SALES 


By  HERBERT  N    CASSON 

A    Study    of   Advertising    and    Selling   from   the 

Standpoint  of  the  New  Principles 

of  Scientific  Management 

Something  in  it  for  Every  Advertiser,   Advertising  Manager, 

Corporation,  Salesman,  Sales  Manager,  American 

Business  Man. 


CONTENTS 

Chapter 

I.  Can  thePrinciples  of  Effici- 
ency be  Applied  to  Sales  ? 

II.  Efficient  Salesmanship 

III.  A    Sales    Campaign — How 
to  Start  It 

IV.  Face  to  Face  Salesmanship 
V.  The    Evolution    of    Adver- 
tising 

VI.  The  Weak  Side  of  Adver- 
tising 


Chapter 

VII.  The    Principles    of    Effici- 
ency Applied  to  Advertis- 
ing 
VIII.  The  Building  of  an  Adver- 
tisement 
IX.  An  Analysis  of  Current  Ad- 
vertising 
X.  The  Future  01  Advertising 
XI.  Public  Opinion 
XII.  The  Professional  Outsider 


PRICE,    $2.00    NET 

Postage.  13  cents  additional 

TECHNICAL  BOOK  DEPARTMENT 

MacLean  Publishing  Co., 
143-149  University  Avenue,  Toronto 


AGENTS 

WANTED 

EVERYWHERE 

Can  you  handle  a  good 
profit-pulling  proposition  ? 
We  need  an  agent  in  every 
town  and  city  in  Canada 
to  take  orders  for 

Accordion  Plaitings 

Hemstitching 

Plaited  Skirts 

Covered  Buttons 

With  the  increasing  de- 
mand for  this  work  in 
ladies'  and  juvenile  wear, 
you  will  have  constant  or- 
ders by  showing  our  dis- 
play card. 

Write  at  once  for  display 
card,  prices  and  special 
discounts. 


TORONTO  DRESS  PLAITING  CO. 

600  Yonge  Street,  Toronto,   Ont. 


41 


Dry  Goods  Review 


DRESS    ACCESSORIES 


Collar  of  crepe  de  chine  with  side  pleated  revers 
of  the  same.     Shown  by  R.  D.  Fairbairn  &  Co 


Collar  of  crepe  voile  jabot  of  pleated  crepe  voile 
and  shadow  lace  decorated  with  rhinestone 
studs.     Shown  by  R.  D.  Fairbairn. 


Guimpe  of  net  with  collar  of  pleated  net  and 
double  frill  of  the  same.  Shown  by  Flett. 
Lowndes  &  Co. 


For  trimming  hats,  heavy  ribbons  printed  or  em- 
broidered in  Bulgarian  colors  are  selling  at  the  pres- 
ent moment.  Wide  ribbons  in  faille,  or  taffeta,  that 
have  enough  body  in  them  to  shape  into  a  loop  that 
will  stand,  are  favored.  For  the  Summer,  velvet 
ribbons  in  Oallot  blue,  ashes  of  roses,  jade  green,  and 
kindred  colors  are  shown.  Ribbons  showing  grounds 
of  these  colors  in  liberty  and  soft  taffeta  have  Post 
impressionistic  garlands  of  chubby  roses  printed  on 
them. 


silk  shirred  in  at  the  centre  of  each  panel  so  that, 
when  open,  (lie  fullness  spreads  between  the  ribs  and 
gives  the  height  that  is  the  new  feature. 


Odd  Shapes  in  Parasols 

Bulgarian  silk  covers  the  new  idea 
of  the  moment  —  Pagoda  -  like 
shapes  show  the  Eastern  inspira- 
tion behind  the  novelties  -  -  Filmy 
trimmings  are  shown. 

Parasol  manufacturers  have  evidently  seen  their 
opportunity  in  the  revival  of  the  small  hat  in  com- 
bination with  a  season  when  dainty  and  feminine 
fashions  have  once  again  triumphed  over  tailored 
fashions.  Odd  shapes  are  the  order  of  the  day  and 
the  pagoda-like  outline  of  many  of  them  explain 
that  the  source  of  inspiration  comet*  from  the  East. 
Just  at  present  the  parasol  entirely  covered  with,  or 
having  a  border  of  Bulgarian  patterned  gay  colored 
printed  satin,  is  the  style  most  noted.  Buyers  have 
all  stocked  sufficient  numbers  of  this  class  to  make  a 
show. 

Gay  colorings  and  odd  shapes  are  taken  more 
seriously,  and  purple,  bright  novelty  blues,  empire 
greens  and  bright  reds  are  all  selling.  Stripes  are 
much  in  evidence  in  coverings,  framed  eitber  in  a 
border  of  high  color,  or  in  one  in  floral  pattern. 

Many  of  the  new  high  pagoda  shapes  have  the 


Parasol    or    Umbrella    handles    of    carved 
ebonine.     Shown   by  Bailey,   Dixon   &   Co. 
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Other  Eastern  shapes  turn  up  in  a  way  that  re- 
minds one  of  Chinese  temples.  One  of  these  models 
is  called  "Le  Chapeau"  and  turns  up  completely  all 
round.  This  is  a  many  ribbed  shape  and  the  ends 
of  the  ribbs  form  a  decorative  feature  around  the 
upturned  brim.  Another  model  called  "La  co- 
quette-' has  fewer  ribs  and  only  the  ribs  turn  over. 
This  parasol  has  a  contrasting  lining  which  shows  in 
touches  of  color  at  each  rib. 

Many  of  the  more  practical  shapes  have  a  pleated 
border  stitched  down  on  both  sides.  Though  taffeta 
and  liberty  covers  are  used  on  the  practical  parasol, 
the  more  film}'  fabrics,  such  as  chiffon,  marquisette 
and  lace,  are  used.  Many  of  these  parasols  are  very 
beautiful  but  they  are  only  suitable  to  complete  a 
very  dressy  gown.  Therefore,  it  is  only  the  buyer 
who  caters  for  the  more  expensive  trade  that  can 
stock  these  parasols. 

A  very  practical  model  is  small  and  is  hinged  so 
that  it  can  be  tipped  to  any  angle.  This  parasol  is 
used  for  driving  and  another  model,  for  garden  party 
wear,  tilts  to  one  side  so  that  it  can  be  used  to  keep 
the  sun's  rays  from  the  eyes  or  to  form  a  back- 
ground for  the  hatless  head. 


Ladies'  Neckwear  a  Big  Item 

Big  white  season  promising — New 
neckwear,  light,  fluffy  and  filmy — 
Crepe  de  chine,  crepe  voile  and 
shadow  and  Paragua}?'  laces  used. 

New  York  stores  at  present  are  all  featuring  Bul- 
garian neckwear,  but  buyers  are  proceeding  cauti- 
ously with  their  brilliant  effects  as  there  is  consid- 
erable doubt  as  to  its  suitablity  for  Summer  wear, 
and  as  to  what  its  position  will  be  during  the  heated 
months.  Bulgarian  neckwear  is  selling  at  present 
and  is  shown  in  all  stores  from  14th  Street  up  to  5th 
Ave.,  inclusive,  and  perhaps  this  fact  explains  why 
the  1  letter  trade  is  fighting  shy  of  the  use  of  the  word 
Bulgarian.  Its  rise  is  too  recent  for  the  stuff  itself  to 
be  dropped  and  though  the  patterns  and  colors  are 
still  an  important  item  there  is  a  decreasing  tendency 
to  quietly  drop  the  name. 

The  opinion  is  expressed  that  the  coming  Sum- 
mer promises  to  develop  into  a  big  white  season  and 
that  Summer  neckwear  will  be  of  the  filmy  blow- 
away  order.  Many  collars  will  be  unlined  and  crepe 
de  chine  and  crepe  voile  and  sheer  batiste  will  be  the 
materials  used  for  making  up  into  flat  collars  in  the 
prevailing  shapes.  These  light  materials  will  be  com- 
bined with  shadow  laces  and  Paraguay  laces  and 
very  sheer  plain  and  craquele  nets.  Collars  of  these 
nets  with  edges  of  pleated  shadow  laces  will  be  good. 
All  neckwear  is  cut  V-shaped  in  front  and  so  as  to 
leave  a  greater  part  of  the  neck  bare. 


The  majority  of  these  collars  are  finished  either 
with  a  flat  or  a  fluffy  jabot  of  crepe  and  lace  or  lace 
and  net  and  rhinestone  studs  are  freely  used  as  a 
trimming.  Sidepleated  revers  are  seen  on  some  of 
the  crepe  de  chine  collars  of  the  same  material. 
Should  taste  dictate  a  high  note  of  color  relief,  it  is 
found  in  the  little  bows  of  narrow  ribbon  velvet 
thrust  through  a  bow  holder  or  finished  with  a  tiny 
cluster  of  ribbon  or  silk  hand-made  flowers. 

Guimpes  and  chemisettes  are  selling  in  increas- 
ing quantities,  and  many  of  them  are  variously 
trimmed  and  finished.  Very  new,  is  the  side-pleated 
frill  of  net  or  shadow  lace  forming  a  collar,  and 
double  frill  down  the  front.  Other  styles  show  the 
pointed  collar  on  the  shoulder  made  of  net  and 
shadow  lace.  Some  guimpes  are  finished  with  a  high 
transparent  collar,  and  some  have  a  surplice  effect 
civen  bv  shadow  lace  crossing  in  front. 


Ribbon  Novelties  High  Color 

Many  rich  brocades  and  satin  on 
faille  and  taffeta  and  velvet  on 
satin  —  Bulgarian  effects  in  color 
and  pattern  much  sought  after — 
Many  ribbons  have  fancy  edges. 

Nowhere  has  the  new  vogue  for  bright  colors  de- 
veloped so  quickly  as  in  ribbons.  Nor  is  this  to  be 
wondered  at  for  the  woman  of  conservative  taste  who 
feels  that  she  cannot  dare  the  materials  of  rainbow 
colors  finds  a  safe  compromise  in  touches  achieved 
by  the  use  of  colored  ribbons. 

Due  to  the  high  favor  accorded  to  brocades  very 
handsome  brocaded  ribbons  are  shown.  Plain  taffe- 
ta or  faille  grounds  are  brocaded  with  heavy  satin 
patterns,  and  satin  grounds  carry  velvet  brocades  in 
self  and  in  printed  floral  patterns.  The  same  kind 
of  rose  that  figures  in  printed  patterns  on  silks  comes 
in  all  possible  and  impossible  colors.  Many  of  the 
ribbons  are  really  galoons  in  effect  though  not  so 
heavy  in  weave,  and  these  either  in  Balkan  patterns 
and  colors  or  are  two-color  tapestry  patterns.  Very 
new  are  the  striking  patterns  made  up  of  irregular 
masses  of  color,  outlined  with  black  and  looking  like 
a  section  from  a  kaleidoscope  than  anything  else. 
These  are  the  Futurist  and  Cubiste  effect  that  have 
been  described  before  in  the  Review. 

All  kinds  of  fancy  edges  headed  by  picot  are 
good  and  moires,  velvets  and  cords  are  all  seen  with 
the  center  in  rich  solid  color  and  the  edge  stripes. 
High  colors  in  velvet  such  as  purple,  Turkish  green, 
National  cerise,  coque  de  Roche,  and  brass  are  edged 
with  a  white  or  a  black  cord.  Very  extreme  ribbons 
show  one  side  in  one  rich  shade  and  the  satin  reverse 
in  high  contrast. 
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Very  Big   Fall    Silk   Season   Now  Indicated 


BUYING  FOR  Fall  is 
developing  satisfactor- 
ily and  the  situation  is 
such  that  prices  are 
firming  and  advances 
are  looked  for.  The 
variety  of  weaves  and 
patterns  and  designs 
that  have  marked  the  Spring  season  will  continue, 
and  in  all  probability  the  range  of  fabrics  for  Fall 
will  be  as  great  and  as  diversified  as  at  the  present 
time.  Orders  being  placed  at  present  are  for  mer- 
chandise that  will  sell  at  any  period  and  which  can 
equally  well  be  used  to  round  off  the  Spring  season 
or  begin  the  Fall  selling. 

The  silk  business  done  this  spring  has  been  very 
large,  but  a  better  season  still  is  anticipated.  The 
vogue  of  silk  fabrics  has  not  yet  reached  high  water 
mark.  Reports  from  the  States  indicate  that  the 
selling  of  silken  fabrics  is  the  largest  that  has  taken 
place  in  many  seasons,  and  that  the  prospects  for  a 
continuance  of  this  condition  are  exceptionally 
bright. 

In  broad  silks,  brocaded  effects  in  satin,  crepe  and 
matelasse  weaves  are  most  in  evidence  and  their 
vogue  points  the  way  for  the  new  season.  Crepe 
weaves,  and  cord  weaves,  such  as  bengalines,  poplins 
and  cote  de  chevals.  are  all  showing.  Fancies  in 
Bulgarian  effects  are  showing  but  there  is  some 
speculation  as  to  the  position  of  these  silks  with  the 
high-class  trade.  That  printed  fancies  in  high  colors 
will  be  in  continued  vogue  is  a  foregone  conclusion, 
but  the  precise  novelty  is  not  yet  disclosed.  There 
is  some  idea  that  Fnturist  and  Post  Impressionistic 
patterns  will  be  good,  and  also  that  Jouy  and  flower- 
ed cretonne  patterns  will  become  a  feature. 

The  season  is  well  advanced  in  pile  fabrics  and 
mills  are  practically  booked  up  for  the  Fall  season. 
Velvets  are  the  big  sellers  and  another  velvet  season 
is  assured.  Buyers  have  placed  big  orders  both  for 
plain  and  brocaded  velvets,  but  plain  velvets  are  ex- 
pected to  sell  best.  Plushes  also  are  prominent  both 
in  plain  and  in  fancy  ideas. 

Novelties  brought  out  at  the  Paris  openings  in- 


Large  orders  placed  already  on  fabrics 
suitable  for  rounding  out  the  Spring 
season  or  for  beginning  the  Fall  selling 
— The  future  of  brocades  assured  both 
in  crepe  and  satin  weaves — Post  Im- 
pressionistic patterns  are  expected  to 
be  good. 


c  1  u  d  e  d  taffetas  and 
moires.  The  taffetas 
were  on  the  flowered 
order  and  Scotch  plaid 
taffetas  attracted  atten- 
tion. Moires  are  also 
indicated  and  at  present 
the  outlook  is  more 
promising  for  moires  than  for  taffetas,  as  they  have 
already  been  taken  up  by  the  garment  trade,  both 
as  a  trimming  silk  and  for  dressy  cloaks  and  street 
dresses. 


High   Priced  Cotton   Fabrics 

Summer  demand  centres  on  crepes 
and   voiles — Bulgarian   and   floral 
printed  fabrics  the  high  novelty. 

Buyers  Avho  are  endeavoring  to  push  the  sale  of 
1  letter  grade  cotton  fabrics  must  feel  encouraged  this 
season  as  the  demand  not  only  in  city,  but  in  the 
smaller  centres  is  coming  in  largely  for  better  goods. 
Fifty  cent  lines  are  popular  sellers  and  cotton  mater- 
ials to  retail  at  75c  and  $1.00  have  been  well  taken. 

Business  so  far  has  been  done  largely  in  heavier 
materials  with  ratines  very  much  in  evidence,  but 
from  now  on  indications  are  that  sheer  weaves  are 
to  have  their  innings.  Crepes  and  voiles  in  a  variety 
of  weaves,  some  decorated  with  stripes  of  ratine  yarn, 
are  new.  All  the  leading  stores  are  featuring  print- 
ted  crepes  and  voiles  in  Bulgarian  and  floral  patterns 
on  the  Jouy  order.  These  lines  it  should  lie  noted 
are  much  more  subdued  in  color  than  the  Bulgarian 
patterns  which  are  embroidered  on  voile  or  crepe. 
Snow-flake  voiles  are  very  desirable  and  come  in 
ecru  as  well  as  white.  There  is  a  decided  scarcity  of 
all  desirable  lines  of  cotton  fabrics  and  the  question 
of  delivery  particularly  as  it  applies  to  crepe  fabrics 
is  a  very  trying  one  at  the  present  moment. 

There  is  every  indication  that  cotton  voiles  and 
crepes  will  do  well  during  the  Winter  season  of 
1913-14.     Noveltv  lines  are  already  showing  and  in- 


44 


DRESS    ACCESSORIES 


Dry  Goods  Review 


elude  coin  spots  in  Post-Impressionistic  colors  and 
Oriental  and  Jouy  patterns.  Jacquard  effects  and 
embroidered  figures  on  crepe  and  voile  grounds. 
Small  embroidered  flowers,  dots  and  stripes  are  show- 
ing in  big  variety  on  sheer  crepe  grounds.  Fancy 
cotton  ratines  with  heavy  raised  figures  in  terry  cloth 
effect  or  cut  so  as  to  have  the  velour  effect  are  show- 
ing in  the  new  blues  and  in  mustard  yellows. 


Wool  Brocades  the  Novelty 

Brocaded  Bedfords,  and  brocaded 
eponges  favored — Big  staple  busi- 
ness done  in  serges — More  demand 
for  novelty  colors. 

The  application  of  brocades  to  woolen  fabrics 
forms  the  novelty  development  for  the  coming  sea- 
son. Many  of  these  brocaded  fabrics  are  evidently 
designed  to  enter  into  competition  with  silk  mater- 
ials and  show  brocaded  patterns  on  satin  cloth  or  cord 
grounds.  Brocaded  Bedfords  have  first  place  and 
are  showing  with  both  fine  and  medium  cord 
grounds.  Though  serges  do  not  promise  to  be  as  uni- 
versally worn  as  last  year,  a  big  staple  business  has 
been  done  with  the  cutters-up  who  manufacture 
staple  lines  of  dr&sses  and  dresses  for  children's  wear. 
There  is  more  demand  for  novelty  colors  and  cadet 
and  fancy  blues  and  tan  shades  are  strong.  Poplins 
are  being  put  out  as  a  rival  to  serge,  but  the  fact 
that  this  material  is  apt  to  slip  at  the  seams  is 
against  any  really  big  development  in  this  material. 
The  advancing  prices  are  bringing  panamas  to  the 
fore  again.  This  weave  is  of  very  simple  construc- 
tion and  therefore  panamas  can  be  cheaply  produced. 
Moreover,  panamas  wear  exceedingly  well. 

Though  eponges  have  had  such  a  run  in  cotton 
materials,  there  has  been  no  corresponding  develop- 
ment in  woollen  fabrics.  Buyers  passed  over  eponges 
when  orders  were  placed  for  the  present  Spring,  but 
there  is  little  doubt  but  that  this  material  would  have 
sold  had  it  been  possible  to  secure  the  material  in  de- 
sirable qualities. 

Velour  de  laine,  cut  velour  cords,  close  sheered 
zibelines  and  novelties  in  stripes  and  brocades  in  ra- 
tine weaves  are  included  in  lines  upon  which  orders 
for  Fall  are  being  placed. 


Art  Needle  Work 

Buttons  are  having  a  wonderful  run,  and  in  some 
decorative  lines  it  is  almost  impossible  to  keep  up 
the  supply.    The  demand  is  widely  distributed,  and 


many  kinds,  sizes  and  shapes  are  called  for.  There 
is  a  run  on  Rhinestone  studs  and  small  buttons 
mounted  or  rimmed  with  jet  or  colored  crystal. 
Crystal  buttons  continue  to  sell  in  big  variety,  and 
ball  and  semi-ball  shapes  are  good,  not  only  in 
crystals,  but  in  all  makes  of  buttons.  Another  marked 
tendency  is  towards  the  use  of  medium  sized 
buttons. 

To  facilitate  the  working  of  this  embroidery  a 
special  sort  of  canvas  is  sold  which  is  basted  over 
the  part  of  the  material  to  be  embroidered,  and  the 
stitches  are  taken  through  this  material  and  into 
the  fabric  underneath.  When  the  pattern  is  com- 
pleted the  canvas  is  ravelled  and  the  threads  pulled 
away.  This  canvas  can  be  had  in  fine  or  coarse 
mesh,  according  to  the  work  to  be  executed. 

Pearls  are  fashionable,  but  the  high  price  of 
pearl  shell  stands  in  the  way  of  any  extensive  dis- 
tribution. Therefore,  pearl  is  used  for  the  centers 
of  handsome  buttons  or  for  inlaying.  French  pearl 
is  a  substitute  that  is  finding  favor,  and  many  novel- 
ties in  shape  are  shown  in  this  material. 

Bulgarian  novelties  are  shown  in  crochet  and  in 
enameled  metal  novelties.  These  buttons  are  new 
and  should  the  Bulgarian  idea  develop,  as  it  promises 
to  do,  buttons  of  this  kind  will  sell  freely. 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 
Montreal  and   Toronto 


45 


ART    OF   DISPLAY 


The  Essential  Points  of  Window  Display  Work 

Written  for  The  Review  by  H.   C.   Macdonald,  display  manager  with  Murray-Kay,   Toronto 


THE     IMPORTANCE 
of  displaying  merchan- 
dise for  sale  has  always 
been     recognized ;     but 
the  practice  of  applying 
the  principles  of  artis- 
tic   skill    and    taste    to 
this  work  is  a  compara- 
tively modern  innovation.    The  value  of  attractively 
displaying  merchandise  cannot  be  over-estimated.    It 
compares  with   all   other  forms  of  publicity   in   im- 
pressing the  average  individual,  as  the  concrete  in 
any   line  of  exemplification  compares  with  the  ab- 
stract.    All  other  forms  of  publicity  require  the  ex- 
ercise of  the  imagination  in  order  to  obtain  a  fair 
grasp  of  the  subject  under  consideration;  while  the 
proper  display  of  an  article  appears  directly  to  the 
desires,  and  at  once  creates  a  want.     It  suggests  and 
emphasizes  both  the  lack  and  the  desirability  of  pos- 
session, and  sets  in  motion  the  train  of  considera- 
tion that  leads  directly  up  to  the  purchasing  point. 
It  is  probably  safe  to  say  that,  excepting  the  steady 
demand  for  the  actual  necessities,  more  merchandise 
is  disposed  of  through  the  desire  created  by  seeing 
them  than  through  all  other  channels  combined. 

In  order  to  make  a  successful  display  a  thor- 
ough knowledge  of  the  goods  to  be  shown  is  neces- 
sary. The  trimmer  should  be  familiar  with  the  de- 
tails of  the  manufacture  of  the  merchandise  to  be 
displayed,  the  conditions  of  purchase,  and  all  the 
points  that  make  the  goods  desirable  so  &«  to  bring 
them  out  in  the  display  with  the  greatest  possible 
strength  and  emphasis  and  thus  be  able  to  show  the 
wares  to  the  very  best  advantage. 

The  trimmer  should  be  thoroughly  posted  on  the 
various  ways  of  arranging  the  good's  in  display, 
know  all  the  standard  unit  foldings  or  formations, 
be  familiar  with  style  of  display  generally  affected 
and  have  a  fair  fund  of  originality;  that  is.  be  able 
to  proceed  from  the  established  units  and  forms  to 
the  formation  of  others,  new  and  novel  and  equally 
as  good,  or  better. 

The  first  thing  to  be  considered  in  planning  a 
display  is  the  adoption  of  a  suitable  background  or 
setting  which  is  to  act  as  a  foil  to  bring  our  and  em- 


A  trimmer  must  first  have  a  knowledge 
of  the  goods  complete  enough  to  make 
his  use  of  them  right  and  striking — The 
importance  of  backgrounds — The  rela- 
tive importance  of  special  features — - 
Proper  arrangement  of  goods — Neat- 
ness a  very  essential  point. 


phasize   the  article  dis- 
played   in     a    striking 
and     attention-compel- 
ling    manner.      Back- 
ground should  be  of  a 
design  and  color  to  har- 
monize   with    the    mer- 
chandise to    he    set  off. 
They     may     harmonize     either    by     blend     or     by 
contrast.       Harmony     by     blend     is     perhaps    the 
most     pleasing,    but   harmony   by   contrast  is  always 
the  most  striking  and  by  far  the  most  emphatic  and 
most  certain  of  arresting  attention.     In  harmony  by 
blend  the  tones  and  general  affect  of  the  background 
and  of  the  merchandise  glide  into  an  almost  imper- 
ceptible union,  but  in  such  a  manner  as  to  enhance 
the  beauty  of  the  whole  and  thus  attract  the  atten- 
tion of  the  public  by  the  force  of  the  innate  love  of 
the  beautiful  that  exists  with  more  or  less  strength 
in  all.     In  harmony  by  contrast  there  is  sufficient 
dissimiliarity  to  make  each  part  stand  out  with  en- 
hanced strength  and  still  avoid  the  least  suggestion 
of  a  clash  when  properly  managed  so  that  the  back- 
ground does  not  have  the  effect  of  over-powering  the 
goods,  but  adds  materially  to  their  strength  and  to 
the  force  of  their  appeal  to  public  attention.     This 
style  of  harmony  is,  probably,  the  safest  and  surest 
of  satisfactory  results. 

SPECIAL    FEATURES. 

Besides  attention-compelling  relationship  be- 
tween background  and  merchandise,  it  is  also  a  com- 
mon practice  to  resort  to  what  may  be  designated, 
for  want  of  a  better  title,  as  special  features.  These 
are,  as  a  rule,  original  conceptions,  introduced  into 
displays  usually  for  the  sole  purpose  of  arresting  at- 
tention and  exciting  curiosity.  Sometimes  they  may 
merely  add  to  the  general  decorative  effect  and  thus 
serve  a  good  pux-pose.  The  special  feature  may  or 
may  not  be  related  to  the  subject  of  the  display,  that 
is  it  may  be  some  feature  suggested  by  or  suggestive 
of  the  use  or  production  of  the  goods  displayed,  or 
it  may  be  something  foreign  or  extraneous  to  the 
subject  and  used  solely  to  excite  curiosity  and  to 
hold  the  thought  of  observers  while  thev  are  endea- 
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The  New  Half -arm  Blouse  Form 

is    the    only  form  for    tjie    display   of   short    sleeve    blouses 


No.    17a     Price  $6.00 


U_i 


Four  new  forms 
that  are  taking 
the  ready-to-wear 
and  dress  goods 
trade  by  storm. 

THE  day  of  blouse-sleeve 
stuffing  has  been  a  long 
one,  but  is  fast  closing  in 
the  better  store.  It  is  an  item 
of  expense  that  brings  anything 
but  satisfaction,  and  especially 
when  the  short  sleeve,  such  as 
those  that  are  worn  throughout 
the  Summer,  are  being  display- 
ed. The  forms  here  illustrated 
overcome  this  difficulty. 
These  four  illustrations  show 
the  different  grades,  from  the 
Jersey  covered  to  the  flesh  tint 
enamelled  bust,  all  embodying 
the  correct  lines  of  contour  so 
necessary  in  displaying  proper- 
ly the  new  blouse. 

For  Draping 

These  forms  take  an  important 
part  in  the  effective  displaying 
of  dress  fabrics  both  for  depart- 
ment or  window  trims.  They 
enable  the  decorator  to  show  the 
new  fabrics  to  the  very  best  ad- 
vantage. Trimmers  everywhere 
are  using  them;  Send  for  our 
new  catalog.  Made  by  the 
youngest  but  the  most  progress- 
ive manufacturers  of  wax  fig- 
ures and  display  forms  in 
Canada, 


18a     Price  $5.50 


No.    19a     Price  $6.50 


No.    16a     Price    $5.00 


Dale  anjPearsall  106  Front  Street  East,  Toronto 


Manufacturers  of  High  Class  Forms  and  Fixtures 
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voring  to  figure  out  what  it  has  to  do  with  t lie  dis- 
play any  way.  The  more  incomprehensible  a  fea- 
ture is,  the  better  it  is  under  certain  circumstances 
as  a  special  feature.  The  trick  is  frequently  resorted 
to  both  in  trimming  and  in  written  advertising.  As 
an  instance,  all  are  familaf  with  "the  geese,  the 
boy,  and  the  hag  of  corn"  of  recent  Omega  Oil 
fame  and  which  proved  so  highly  successful,  though 
most  pen] ile  are  still  in  the  dark  as  to  what  the  illus- 
tration had  to  do  with  the  oil  which  was  of  course  just 
nothing  at  all,  outside  of  the  conundrum  which 
sets  people  to  and  keeps  them  thinking  of  the  oil. 

It  is  the  same  way,  the  trimmer  uses  some  trophy 
or  animal  or  other  features  in  window  display  in 
merchandise  merely  for  the  effect  of  attracting  at- 
tention and  inducing  the  consideration  of  prospec- 
tive customers. 

ARRANGEMENT   OP  GOODS. 

The  style  of  the  stock  arrangement  has  much  to 
do  with  the  effectiveness  of  the  display.  A  style  of 
arrangement  fhat  suits  one  style  of  goods  will  be 
found  entirely  inappropriate  for  certain  other  classes. 

There  are  two  general  styles  of  arrangement  of 
merchandise  in  display  that  are  generally  recognized. 
They  are  the  open  or  thin  trim;  and  the  compact  or 
stocky  trim.  The  former  is  as  a  rule  preferred  and 
should  always  he  followed  when  displaying  high- 
class  goods  of  marked  individuality.  The  latter  style 
is  generally  employed  when  showing  the  cheaper 
grades  of  merchandise  when  the  main  object  is  to 
emphasize  the  usual  reason  for  special  pricing.  High- 
grade  good-  should  never  be  shown  in  large  quan- 
tities, especially  in  the  beginning  or  at  the  height 
of  the  season.  It  is  sometimes  permissible,  however, 
towards  the  end  of  the  season.  With  special  pur- 
chases, the  desire  is  to  forcibly  indicate  the  cause  of 
the  low  price  and  the  fact  that  there  is  quite  suffi- 
cient in  lot  to  supply  the  demand  likely  to  be  pro- 
duced by  the  concession  in  price.  Low  grade  goods 
generally  show  better  when  shown  stockily.  Bulk 
has  the  tendency  to  increase  the  importance  that 
more  than  likely  I  hey  lack  intrinsically.     The  gla- 


ItSHOW  S\ 
tin-  yards  in 
bolts  of  cloth, 
or  ribbon,  lace 
o  r  embroidery. 
We  send  it  on 
approval,  FREE 
of  all  expense  to 
you,  for  com- 
parison with  any 
device  which  you  may  be  using,  or  so  that  you  may  satisfy 
yourself  whether  this  sort  of  thing  may  be  satisfactorily 
done.  Our  machines  are  used  in  over  20,000  stores  Let 
us  show  you. 

A   larger   illustration    and    particulars   sent    on    request. 
THE   A.    E.    PUTNAM   CO.,   Mfrs.,   WASHINGTON,   IOWA 


mour  of  a  big  imposing  display  seems  to  distract  the 
attention  from  a  too  close  inspection  of  qualities  and 
individual  merit. 

GENERAL     EFFECT. 

Another  feature  that  adds  much  to  the  effective- 
ness of  display  is  the  symmetry' with  which  the  arti- 
cles that  go  to  make  up  the  whole  tire  arranged.  By 
this  is  meant  the  relations  of  the  parts  of  the  dis- 
play to  each  other  with  regard  to  elevation  perspec- 
tive and  mutual  influence.  Care  must  be  taken  not 
to  bring  the  articles  of  display  into  juxtaposition  so 
that  they  will  clash  or  otherwise  interfere  with  their 
separate  or  combine  influence  on  the  public.  Nor 
can  too  bold  or  striking  inequalities  in  spacing  or 
elevation  be  tolerated  without  injury  to  the  display 
as  a  whole  even  if  it  should  not  necessarily  hurt  the 
individual  articles.  In  other  words  the  general  ef- 
fect which  is  another  important  point  in  the  make-up 
of  a  successful  display — must  always  be  kept  in 
mind.  A  good  general  effect  is  probably  second  only 
to  a  good  special  feature  in  attracting  attention  first 
to  the  display  and  then  to  the  merchandise  ex- 
ploited. 

Last,  but  not  by  any  means  the  least  of  the  de- 
corator's part  in  the  make-up  of  a  display,  is  work- 
manship. Nothing  does  more  to  spoil  the  effect  and 
discredit  an  otherwise  satisfactory  display  than  a 
dowdy  and  slovenly  handling  of  goods.  The  result 
increases  in  proportions  to  the  grade  of  goods  shown. 
having  the  effect  of  cheapening  and  detracting  from 
their  real  worth  and  of  course  the  better  the  goods 
are  the  more  they  suffer  in  proportion.  In  fact, 
neatness,  cleverness,  and  good  workmanship  may  be 
said  to  be  the  sum  total  of  the  qualities  necessary  to 
successful  display  decorations. 

The  question  of  show  cards  and  tickets,  while  it 
goes  into  another  field  of  work,  is  an  important  one 
to  the  •trimmer,  as  he  must  be  able  to  get  out  good 
talking  points  and  convincing  arguments  on  the 
subjects  of  his  trims  and  besides  he  must  have  a 
knowledge  of  and  good  judgment  as  to  the  kinds 
and  qualities  of  cards  and  tickets  that  should  be  used 
in  particular  displays.  Some  displays  require 
merely  a  simple  announcement  of  the  presence  of 
the  goods  in  stock.  Others  require  full  description 
and  still  others  require  to  be  price-ticketed.  High- 
grade  goods  usually  speak  for  themselves  and  as  a 
rule  require  few.  if  any,  cards,  and  no  price  tickets. 
This  rule  reverses  gradually  as  we  go  down  through 
the  various  graduations  of  value.  The  foregoing 
points,  rules  and  directions  if  properly  observed, 
studied  and  followed  will  materially  assist  and  bene- 
fit any  one  in  the  execution  of  all  classes  of  mercan- 
tile display  decorations.  They  will  make  the  work 
easier,  more  comprehensive,  and  better  understood 
and  the  more  closely  they  are  followed  the  more 
they  will  tend  to  increase  the  returns  obtained  from 
display. 
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I  USED  TO  THINK  THIS: 

"I  don't  waut  a  new  KAWNEER  STORE  FRONT— it  will 
increase  my  business,  ilien  I'll  have  to  hire  more  clerks. 
1  don't  want  to  do  that." 


NOW    I    THINK    THIS: 

"I  need  my  KAWNEER  STOKE  FRONT-  I  know  it  has 
increased  my  business  and  gladly  have  I  increased  the 
number  of  clerks  in   my   store." 


How  about  you— want  to  be  compelled  to  hire  more  clerks?     Or  do  you  want  to  limit  your  organization 
to  "yourself  and  wife?"    We  won't  argue  about  that. 

"SIZE  UP"  YOUR  STORE  FRONT 


Just  step  across  the  street  and  take  a  good,  square, 
unprejudiced  look  at  your  Store  Front.  How  does 
it  strike  you?  Will  it  increase  your  business — will 
it  increase  your  sales  force?  KAWNEER  STORE 
FRONTS  aren't  made  for  the  "myself  and  wife" 
retail  organizations.  If  you  don't  want  to  increase 
your  sales  force  —  don't  put  in  a  KAWNEER 
FRONT.  It's  sure  to  "start  something."  We  can 
point  to  thousands  of  merchants 
in  all  parts  of  the  country  who 
have  re-founded  their  entire 
businesses  by  installing  new 
KAWNEER  FRONTS. 

Our  Seventh  Year  of  Trade  Paper  Advertising. 
We've  been  advertising  in  trade  papers  for  more 
than  seven  years.  We've  been  driving  "modern 
Store  Fronts"  at  you  merchants  hard  and  steady. 
Seven  years  ago  the  subject  of  Store  Fronts  wasn't 
given  much  consideration,  either  by  the  merchants 
or  the  trade  journals.  Thousands  of  dollars  have 
been  advanced  by  us  in  conducting  this  educational 


campaign  in  the  hopes  of  establishing  a  country-wide 
adoption  of  KAWNEER  STORE  FRONTS.  To-day 
every  trade  journal  has  its  "Store  Equipment  Sec- 
tion" and  Store  Fronts  are  uppermost  in  the  minds 
of  the  merchant  and  trade  journals.  We  take  a 
good  deal  of  credit  for  this  development — and  are 
being  well  repaid  for  the  responsibility  assumed. 
There  has  been  a  wonderful  growth  of  KAWNEER 
STORE  FRONT  business. 
6,500  Kawneer  Fronts  Installed 

in  1912. 
During  these  seven  years  thou- 
sands   of    merchants    in    every 
line  have  traveled  the  "KAWNEER  Way"  to  big- 
ger business.     6,500  KAWNEER  FRONTS  installed 
in  1912. 

Our  experience  has  been  the  experience  of  thousands 
of  merchants.  We  have  helped  solve  problems  that 
are  vital — problems  that  every  merchant  must  solve 
when  he  installs  a  new  Front.  This  experience  is 
worth  money  to  you  and  we  want  to  help  you  with  it. 


mmmw* 


"BOOSTING  BUSINESS  No.  21" 

To  make  the  subject  more  understandable,  we  have  compiled  "Boosting  Business  No.  21"  for  you.  It  shows 
photographs  and  drawings  of  many  of  the  history-making  Store  Fronts.  Contains  drawings  and  sugges- 
tions that  we  know  will  appeal  to  you.  Just  fill  in  the  coupon  and  send  it  to  us.  You  won't  have  to  buy 
—we  want  to  show  you  what  we've  done  in  the  development  of  the  biggest  sales-producer  of  retail 
establishments. 

Just  fill  in  the  coupon  and  send  it  to  us. 


Kawneer  Manufacturing  Co. 


brands  ].   Plym,   President 

78  Duchess  Street 


COUPON 

KAWNEER  MANUFACTURING    CO. 

78   Duchess  St..  Toronto.   Canada 

Kindly   send   "Boosting    Business    No.    21' 
without  obligation  to  me. 


TORONTO 


CANADA 
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Smart   Drapes   of   Summer  Novelties 


2.  —  Half  shell  drape  of  Ratine  wash  suit- 
ing, using  narrow  velvet  ribbon  and  buttons 
to  match  with  a  garniture  rosette  of  flowers. 

Posed  specially  for  "Dry  Goods  Review"  by 
J.  A.  McNabb,  Richard  Hall  &  Son, 
Peterborough. 


1.  —  Waist  form  drape  of  Bedford  cord  wash 
suiting.  The  drape  in  itself  needs  no 
explanation.  It  is  simple  and  yet  very 
effective. 
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Suggestive  Windows  for  the  Semi-Annual  Ribbon 

Sale 


Quantities  and  good  arrangement  with  clever  color  blending  in  seasonable  shades  the  features 
of  these  windows.  The  upper  one  is  suggestive  of  summer  fancy  work.  The  grouping  is  so  intricate 
and  deceiving  as  to  make  customers  wonder  how  the  tangle  could  ever  be  undone. 

Some  splendid  examples  of  the  uses  of  ribbons  are  shown  in  the  lower. 

Both  these  windows  are  examples  from  well  handled  and  aggressive  ribbon  departments  and 
are  good  business  arguments. 

1.  Courtesy  Robt.  Simpson  Co.,  Ltd.,  Toronto,  by  E.  -P.  Burns. 

2.  Courtesy  T.  Eaton  Co.,  Toronto,  A.  E.  Apted. 
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IN  NEW  FACTORY. 

The  Evans  Tailoring  Co.  are  in- 
stalled in  their  new  factory  at  No. 
342-:i44  Queen  Street  W.,  Toronto. 
They  are  fully  equipped  in  their  new- 
location.  A  sanitary  workshop  with 
modern  machinery,  light,  airy  cut- 
ting rooms  and  large  showrooms  are 
provided.  The  firm  have  built  up 
a  satisfactory  special  measurement 
business  and  with  the  growth  of  this 
branch  are  now  establishing  an 
agency  service.  Formerly  mer- 
chants tailors  were  catered  to,  but 
a  complete  quick  service  agency  sys- 
tem has  been  inaugurated.  Agents 
all  through  Canada  are  taking  up 
the   Evans   line. 

Evans  clothes  bear  the  union  label 
The  service  includes  a  wide  range  of 
stylish  and  correctly  tailored  gar- 
ments. Style  books,  swatches  and  de- 
signs with  improved  models  represent 
an  up-to-date  service.  They  em- 
body a  range  of  distinctive  "special 
order"  clothing.  Experts  in  close 
touch  with  leading  style  centres  and 
the  requirements  of  merchants  in 
different  localities  produce  model 
clothes  modified  to  Canadian  lines. 
The  models  and  designs  are  exclu- 
sive and  are  intended  to  appeal  to 
careful  dressers  and  •  medium  trade 
especially.  Efficient  management 
and  improved  equipment  are  an  as- 
surance of  quick  delivery  and  the 
maximum  of  service  to  the  respective 

"Evans''   agencies. 

»     *     » 

The  details  of  the  new  arrange- 
ment will,  doubtless,  be  formally  an- 


nounced later  on,  as  they  ;;ie  now 
being  worked  out  by  the  members  of 
the  firm  and  the  necessary  legal  as- 
sistants. The  business  will  he  own- 
ed and  managed  as  heretofore,  so  far 
as  individuals  are  concerned,  the 
only  change  being  in  the  form  and 
method   of  doing  things. 

It  remains  to  be  seen  whether 
many  other  large  organizations  in 
I  lie  dry  goods  commission  business 
will  not  finally  be  compelled  to 
seek  the  advantages  that  go  with  in- 
corporation, in  order  to  conserve  and 
expand  on  the  lines  that  will  meet 
the  approbation  of  the  financial  and 
manufacturing  public  of  the  country. 
An  organization  that  grows  so  large 
that  many  partners'  interests  become 
important,  of  itself  forces  new 
methods.  When  with  this  is  coupled  a 
constant  pressure  from  mills  and  cus- 
tomers to  extend  lines  still  further, 
it  is  believed  that  merchants  will 
have  no  redress  save  in  incorpora- 
tion. 


CLARENCE  WHITMAN  &  CO. 

From    N.Y.    Journal    of    Commerce,, 
April  2,  1913. 

The  incorporation  of  the  business 
of  Clarence  Whitman  &  Co.,  is  de- 
signed to  take  over  the  many-sided 
activities  of  the  large  institution, 
which  has  included  converting, 
manufacturing,  investing  and  mer- 
chandising. No  commission  house 
in  New  York  has  undertaken  so  many 
lines  of  new  textile  development  and 


carried  them  to  such  a  successful 
conclusion,  but  it  has  become  in- 
creasingly evident  that  it  is  not 
possible  under  old  forms  of  law  to 
conserve  and  expand  the  business 
now  incumbent  upon  any  house  of 
large  proportions  operating  outside 
of  staple  or  semi-staple  lines. 


OFFICES  MOVED. 

Crescent  Manufacturing  Co.  are 
removing  their  Toronto  salesrooms 
from  52  Bay  Street  to  Room  508  Em- 
pire Building.  Their  Fall  1913  shirt 
ranges  have  been  delayed  owing  to 
the  change.  W.  Gemmell,  city  re- 
presentative, will  have  the  showing 
completed  shortly. 


AGENT  FOR  A.  NAEF   &   CO. 

E.  W.  Urwin,  McKinnon  Building, 
Toronto,  has  been  appointed  sole 
agent  for  the  Dominion  of  Canada 
for  A.  Naef  &  Co.,  Flawil,  near  St. 
Gall,  Switzerland,  noted  for  their 
wonderful  lines  of  fine  embroideries 
and  high-class  embroidered  i  ovelties. 
The  house  in  question  have  previous- 
ly done  their  Canadian  business 
through  their  New  York  house,  which 
carries  the  title  Naef  Brothers. 
Their  goods  as  a  result  are  well- 
known  in  Canada.  The  goods  of 
this  firm  are  absolutely  unique  in  the 
beauty  and  originality  of  their  de- 
signs. 
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will  do  the  manufacturer  and  this  paper  a  great  service  by  mentioning 
the  "Review"  when  answering  advertisements. 

The  manufacturer  wants  to  know  what  prompted  the  enquiry,  and  we 
want  him  to  know  that  his  advertisement  in  the  "Review"  pays  him. 
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Features  of  This  Number 


Shop  Conducted  on  Cash  Basis 56 

Men's  Wear  Store  Managed  on  Aggressive 
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dicted      74 

Attractive  Arrangement  an  Essential  Point  75 

Intensity  a  Necessary  Quality  in  Salesmen  78 

The   Responsibility   of    Heads   of   Depart- 
ments    84 

Review's   Information   Bureau    88 

Plans  and  Lay-out  for  L-shaped  Store  ...  90 
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Shortly (.h; 


se^SSS- 


^Zzg^iis^zs*1' 


2Z55SS 


oi 


Dry  Goods  Review 


MEN'S    WEAR    SECTION. 


MEN'S    WEAR    SECTION. 


Dry  Goods  Review 


Does  " bargain"  advertising 
preclude  "quality"  business? 


When  a  store  maintains  a  continuous 
policy  of  advertising  bargains,  does  the 
"quality"  trade  gradually  go  elsewhere? 

What  is  the  result  of  advertising  bar- 
gains on  the  business  done  in  the  best 
quality  lines  and  with  people  who  are 
looking  for  quality  only? 

Is  there  enough  quality  business  in  the 
average  town  to  make  any  difference? 

For  the  best  practical  replies  to  these 
questions  The  Review  (will  pay  from 
$2  to  $5  each. 

All  replies  must  be  in  by  May  15th.  Ad- 
dress Editor  Dry  Goods  Review,  143 
University  Avenue,  Toronto. 
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HARVEY  C.  HALL 
conducts  an  exclusive 
"Fashion  Shop"  at  Nos. 
257-259  Yonge  street, 
which  is  unique  in  sev- 
eral      departures    from 

the  usual  haberdashery.       

This  shop    is  patterned 

on  the  most  approved  ideas,  which  have  been  success- 
ful in  U.  S.  and  Canadian  cities.  Both  high-class  and 
medium  trade  are  catered  to  along  modern  principles 
which  leave  nothing  to  be  desired  in  service. 

The  situation  of  the  store  is  a  favorable  one.  It 
is  in  a  growing  locality,  which  might  be  called  the 
new  men's  wear  district,  and  which  has  grown  dur- 
ing the  past  two  years.  The  trend  of  trade,  north  on 
Yonge  street  and  to  the  outlying  sections  of  a  grow- 
ing city  has  resulted  in  numerous  exclusive  or  high- 
class  establishments.  This  store  is  one  of  the  most 
prominent  close  to  the  large  retail  centre.  A  trade 
which  appreciates  specialized  selection  is  catered  to. 

The  policy  of  the  firm  is  to  buy  and  sell  for  cash. 
They  depend  on  quick  turnover  and  a  thorough 
knowledge  of  the  different  lines,  trend  of  style  and 
value.  The  requirements  of  careful  dressers  is  close- 
ly studied.  Quantity  buying,  in  which  style  is  sacri- 
ficed for  value,  is  not  done  to  create  business.  The 
firm  are  able  to  buy  style  and  value  because  of  the 
splendid  connections  and  the  immense  turnover 
which  are  possible  in  a  business  operated  on  a  practi- 
cal cash  basis. 

In  the  men's  wear  department  on  the  first  floor, 
stock  is  laid  out  to  give  the  best  salesmanship  ser- 
vice in  the  quickest  time.  Unit  cases  and  neat  wall 
i  fixtures  in  natural  oak  finish  provide  lots  of  space 
for  each  line.  The  south  of  the  store  is  devoted  to 
shirts  and  underwear.  This  stock  is  kept  in  duplicate 
in  box  units  and  according  to  size.     Tf  a  size  is  sold 


One  of  the  reasons  why  Harvey  Hall,  of 
Toronto,  is  building  up  a  large  business 
—A  complete  description  of  his  new 
store — Ready  to  wear  department  on 
second  floor. 


nut  forward  assortments 
are  replenished  at  once 
from  the  reserve  in  up- 
per fixtures.    The  north 
side  is  devoted  to  collars, 
gloves,    handkerchie  f  s 
and    selections  of    kin- 
dred  accessories.     Each 
line  is  of  departmental  importance  and  shown  as  in- 
dividual counters,  except   when   the  lines  group  to 
facilitate  display. 

CLOTHING   ON   SECOND   FLOOR. 

The  arrangement  of  stock  specializes  clothing  on 
the  second  floor.  This  section  is  reached  by  a  wide 
stairway  from  the  centre  of  the  main  store.  Many 
of  the  most  aggressive  shops  and  departmental  stores 
are  finding  this  an  ideal  location.  The  firm  are 
among  the  first,  who  have  ventured  the  change  in 
Toronto. 

In  speaking  ahout  the  success  of  the  departure 
Mr.  Hall  says: — "Results  here  fully  demonstrate 
that  the  move  is  appreciated,  as  we  expected.  We 
had  the  courage  and  the  practical  assurance  of  suc- 
cess. This  was  based  on  experience  in  other  large 
cities.  It  takes  "nerve"  to  make  these  changes  and 
we  were  satisfied  to  wait  until  our  clients  became 
conversant  with  the  improvement  of  our  sales  sys- 
tem. Of  course,  we  know  that  our  personally  selected 
stocks  of  clothing  must  be  depended  on  to  merit  the 
trade  as  we  continue  to  grow." 

The  advantages  of  second  floor  wardrobes  are  ap- 
parent. Customers,  who  may  lie  intending  to  buy 
or  who  are  interested  enough  to  go  upstairs,  take 
more  time.  Their  attention  is  not  diverted  by  other 
peoples'  ideas  or  passing  events  outside.  Semi-private 
surroundings  help  the  salesman  to  maintain  the  in- 
terest in  stock  selections.  From  the  viewpoint  of  in- 
troductory or  constructive  salesmanship,  the  sale  is 
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simply  a  matter  of  a  satisfied  buyer.  The  novelty 
which  appeals  to  the  purchaser  rests  in  the  stock  itself 
and  the  completion  of  the  sale  in  the  ability  of  the 
salesman.  These  conditions  are  true  in  selling 
clothing  anywhere.  There  is  the  advantage  that,  if 
a  customer  goes  upstairs,  chances  of  making  a  sale 
are  improved. 

One  of  the  main  reasons  for  the  change  i-  the 
growing  number  of  departments  and  their  size.  Over- 
head expenses  in  the  high  rent  districts  is  a  factor. 

Stock  on  this  floor  is  arranged  in  unil  cabinets 
and  on  combination  hangers.  Each  garment  is  kept 
according  to  size,  color  and  price.  Unit  tables  are 
used  for  display  and  the  equipment  includes  modern 
fixtures  for  fitting,  alterations  or  completing  the  nec- 
essary tailoring.  An  expert  staff  has  charge  of  this 
branch  of  the  work.  The  showroom  is  not  large, 
but  room  is  provided  for  5.00  suits.  Assortments  car- 
ried are  kept  sufficiently  large  to  meet  the  demand 
at  all  times  and  permit  of  clean  turnover  as  good  busi- 
ness foresight. 

Reid  W.  Pepper  has  charge  of  the  display  depart- 


ment. The  value  of  the  windows  as  a  sales  medium  is 
fully  recognized.  Trims  are  not  decorative  units, 
but  a  clever  grouping  of  smart  units,  in  which  the 
spa.ee  is  utilized  to  show  (he  "class"'  and  range  of 
goods  carried.  Every  inch  of  display  space  is  used 
in  i he  interior.  Goods  are  tastily  arranged  on  count- 
ers, tables,  in  cases  and  on  ledges  to  effeel  quick 
<al"s.  Good  style  dictates  the  grouping.  The  selec- 
tions chosen  and  the  classiness  in  display  show  that 
the  staff,  arc  conversant  with  the  style  trend  and 
demands  of  departments.  Windows  and  cases  are 
continually  being  changed  and  kept  "up  to  date'' 
to  reflect  the  latest  for  careful  dressers. 

Harvey  J.  Hall  has  a  wide  experience  in  men's 
furnishings.  His  connection  with  several  of  the 
leading  stores  in  U.S.  and  large  Canadian  chic- 
covers  every  branch  of  the  business.  He  has  studied 
the  men's  wear  trade,  as  buyer,  manager  and  display 
man,  both  in  the  East  and  'West.  The  benefit  of 
this  experience  and  of  the  approved  modern  systems 
is  intended  to  perfect  a  well-conducted  and  progres- 
sive establishment. 


Case  display  of  shirts,  neckwear  anil  men's  wear  accessories  arranged  by  Reii 

Fashion  Shop. 


W.   Pepper,  with  Harvey  C.  Hal 


Men's  Wear  Store  Run  on  Aggressive  Lines 


EARLY  in  October  last 
year    announcements 


appeared  in  the  Mont- 
real daily  papers  and  in 
the    show    windows    of 

Picard  &   Picard,   that       

their     entire     stock     of 

men's    f  u  r  n  L  s  h  ings 

would  be  sold  at   a   big  reduction   in   order  to  make 

room   for   new   goods.     These  announcements  were 

signed  by  S.  A.   Horwitt,  and  at  first  did  not  seem 


A  description  of  the  store  and  the 
methods  of  S.  A.  Horwitt,  Montreal — 
Advertising  is  carried  out  on  distinc- 
tive lines- 


High  (dass  stoek  carried. 


but  will  run  them  twice 
a  year  in  order  to  clear 
the  shelves  for  the  in- 
coming merchandise. 

"I  do  not  believe  in 
a  large  profit  because 
that  means  an  accumu- 
lation of  stock.  I  would 
i  small  margin,  so  as  to  turn  my 


much  rather  sell  at 

stock  over  several  times  a  year." 

In  answer  to  a  query  as  to  what  he  considered  a 

to  make  much  impression  anion"'  the  men  who  would      fair  margin  of  profit  Mr.  Horwitt  replied  "33  1-3  per 

ordinarily  be  on  the  lookout  for  bargains,  for  it  was     cent." 


generally  accepted  that  the  man  of  moderate  means 
could  not  afford  to  indulge  in  the  cla<s  of  goods  that 
were  usually  on  show  in  the  windows. 

The  original  proprietors  used  the  appellation 
"Haberdashers  de  Luxe"  and  many  people  got  the 
idea  that  the  prices  as  well  as  the  haberdashery  were 
"de  Luxe."  Probably  for  this  reason  the  -ale  did 
not  at  once  catch  on  but  announcements  and  win- 
dow displays  in  which  prices  were  quoted  soon  dis- 
sipated this  idea  and  there  were  many  days  dur- 
ing the  sale,  especially  the  weeks  preceding  (he  holi- 
days, when  the  doors  had  to  he  closed  for  periods 
of  time  to  allow  clerks  to  straighten  up  the  slock  and 
prepare  for  the  rush.  The  sale  was  a  huge  success 
and  lasted  until  February  1st.  By  that  time  the 
men  of  the  financial  district  (tor  the  store  i-  situ- 
ated in  the  heart  of  "Montreal's  Wall  Street,"  in 
Freeman's  Hotel,  St.  James  Street,  fairly  surround- 
ed by  banks  and  trust  companies,  etc.)  had  come  to 
know  the  store  in  a  different  light. 

This  clearance  sale  idea  was  probably  the  most 
effective  way  of  launching  the  new  enterprise  as  it 
served  to  introduce  the  store  to  many  young  men 
who  had  hitherto  viewed  it  as  a  place  where  goods 
were  mighty  attractive  but  were  for  the  most  part 
beyond   their  means. 

It  was  this  very  attitude  that  Mr.  Horwitt  set  out 
to  overcome  and  he  has  certainly  succeeded.  The 
new  proprietor  came  to  Montreal  brimful  of  bright 
ideas  evolved  from  his  experience  in  New  York  hab- 
erdashery circles  and  he  is  proceeding  to  put  them 
into  execution.  He  is  going  after  the  high  class 
trade  but  with  the  avowed  intention  of  charging  a 
fair  profit  and  having  a  quick  turnover. 

''When  1  took  over  the  Picard  &  Picard  slock  in 
October."  said  Mr.  Horwitt,  "1  decided  to  run  a  re- 
organization sale  and  give  the  men  of  Montreal  real 
bargains.  This  sale  ended  February  1st  and  during 
the  life  of  it  I  sacrificed  every  bit  of  merchandise 
in  the  store  to  make  way  for  new  lines  which  are 
now  ready  and  on  display. 


Mr.  Horwitt  has  a  factory  in  connection  with 
his  store,  located  in  the  Freeman  Building,  ami  will 
manufacture  some  exclusive  lines.  He  intends  fea- 
turing neckwear  and  announces  that  he  will  make 
and  sell  a  scarf  for  50c  that  will  be  the  same  value 
as  those  sold  in  the  United  States    at  that  price. 


This  neat  panel  is  always  used  in  the 
advertisements  of  S.  Horwitt. 


He  also  has  a  custom  shirt  department  which  is 
under  the  supervision  of  an  expert  who  has  had  25 
year's  experience  in  shirt  making  for  one  of  the  lead- 
ing houses  in  New  York. 

He  has  also  added  two  new  lines,  ready-to-wear 
clothing  and  hats.    "My  clothing  is  as  near  custom- 


made  as  ready-to-wear  clothing  can  possibly  be. 
am  appealing  to  the  young  man  who  wants  a  snappy. 
I  do  not  believe  in  sales,  as  a  general  practice,     good-fitting  garment,  without   the  price  penalty  of 
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An    original   unit    which   was    shown    recently    in    th<>   store   window    of   S.    A.    Horwitt.     A    picture    of    Mr.   Horwitt    is 

shown    to    thy    right. 


the  custom  tailor.  Before  I  had  those  suits  on  dis- 
play," he  added,  "I  sold  fifteen  simply  by  introduc- 
tion." 

HAS   MADE  CHANGES  IX   STORE. 

Since  taking  charge  of  the  business  Mr.  Horwitt 
has  made  extensive  changes  to  the  interior  of  the 
store.  In  order  to  make  more  room  on  the  main 
floor  he  had  a  broad  balcony  built  at  the  rear,  thus 
providing  room  for  the  office  and  extra  -pace  for 
reserve  stock. 

The  store  is  fitted  with  the  most  modern  and 
attractive  fixtures  that  could  he  secured.  The  entire 
fittings,  consisting  of  wall  cases,  floor  showcases  and 
tables,  are  finished  complete  in  Circassian  Walnut, 
while  the  walls  and  lighting  fixtures  are  in  an  an- 
tique shade  of  dark  green.  Large  oval  plate  mir- 
rors are  fitted  in  the  supporting  columns  and  be- 
tween the  wall  cases,  while  the  drawers  of  various 
sizes  with  which  the  wall  cases  are  fitted  have  cut- 
glass  knobs.  The  whole  appearance  of  the  store 
breathes  an  air  of  refinement  and  elegance. 


There  is  one  large  show  window  which  is  divid- 
ed into  section--  for  attractive  trims  and  the  entrance 
is  at  the  left.  Access  may  also  be  had  to  the  store, 
direct  from  the  lobby  of  Freeman's  Hotel,  through 
art  glass  doors  at  the  rear. 

SPECIAL  BORDER    FOR   ADS. 

Mr.  llonvitt's  advertising  is  in  keeping  with  the 
appointments  of  the  store.  A  special  border  design 
encloses  all  the  newspaper  announcements  and  the 
offerings  are  always  attractive.  Each  advertisement 
has  a,  special  message  and  its  appeal  is  usually  ef- 
fective. Every  advertisement  carries  this  message 
— "I  will  buy  back  any  article  that  is  not  entirely 
satisfactory."  This  money-back  guarantee  is  not 
often  taken  advantage  of  but  it  inspires  confidence 
in  the  store.  The  advertisement  \isually  deal-  with 
one  or  two  lines  and  delivers  a  definite  message  con- 
cerning them.  The  lines  advertised  in  the  papers 
are  featured  in  the  window  displays  at  the  same 
time,  thus  linking  these  two  important  factors  to- 
gether. 
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FURNISHINGS 


Clothes,  Methods  and  Men 


Waist  Lines  for  Men 

THAT  men  are  to  have  waists  this  year  is  the 
prediction  made  by  a  London  fashion  writer. 
They  will  be  produced,  he  says,  by  fine  whale  bone 
ribs  and  padding.  London  advance  dressers,  par- 
ticularly the  young  and  slenderly  proportioned  men. 
are  taking  the  idea  up  eagerly.  These  close-fitting 
coats  will  have  no  buttons  but  will  be  kept  in  place 
by  setting  tight  to  the  waist.  Buttonholes  with  light 
silken  loops  will  be  provided,  however,  to  keep  the 
coat  closed  should  a  wind  arise.  As  a  natural  com- 
plement, trousers  will  be  pegtoppish  and  the  cuff  will 
be  favored.  The  style  will  do  for  extreme  dressers 
only.  One  cannot  imagine  a  middle-aged  man  of 
pronounced  embonpoint  wearing  a  coat  which  fitted 
him  like  a  glove  from  shoulders  to  hips  and  which 
had  nothing  to  keep  it  in  place  hot  its  adhesive  quali- 
ties. 

Bathing  Suits  Sell  Slowly 

AMERICAN  manufacturers  report  that  they  are 
finding  a  shrinkage  in  the  sale  of  bathing 
suits,  bast  year  the  volume  of  business  done  was  not 
heavy,  climatic  conditions  probably  having  some- 
thing to  do  with  this.  At  the  end  of  the  season  a 
number  of  manufacturers  announced  their  intention 
of  going  out  of  bathing  suits  entirely  as  the  margin 
of  profit  was  not  large  enough  to  make  it  worth  their 
while  to  continue.  It  was  felt  that  this  season  the 
manufacturers  left  in  the  field  would  find  a  largely 
increased  demand,  partly  as  a  result  of  the  slackness 
last  year  and  partly  as  a  result  of  the  shrinkage  in 
the  competition.  This  has  not  proven  to  be  the  case, 
however.  In  Canada  the  demand  is  reported  to  be 
quite  satisfactory. 


New  Cut  of  Dress  Suits 
T)  ERHAPS  the  most  important  development  in 
•*-  the  cut  of  chess  suits  in  the  fashionable  centres 
is  the  additional  width  given  the  trousers.  They 
are  being  cut  quite  full  and  only  one  strip  of  silk 
braid  is  now  favored  instead  of  two  as  during  last 
season.  In  the  matter  of  waistcoat,  there  has  been 
little  change.  The  V  shape  is  still  favored,  perhaps 
the  only  change  being  that  the  points  are  not  cut  as 
long.  Pour  buttons  are  used.  Coats  are  cut  to  lit 
very  closely.  In  fact,  they  fit  in  so  snugly  at  the 
waist  that  they  almost  give  a  suspicion  of  corsets. 
The  general  effect  of  the  new  lines  is  excellent,  neat- 
no—  being  a  predominating  characteristic. 

The  Belted  Overcoat 

AN  English  style  authority,  writing  in  the  Lon- 
don Opinion  predicts  that  belted  coats  are  going 
out  of  style.  He  states:  "I  am  inclined  to  think  that 
after  this  winter  we  shall  not  see  the  belted  overcoat 
again  for  some  considerable  time.  In  any  case,  an 
overcoat  made  in  that  style  would  not  be  the  right 
kind  of  overcoat  to  have  in  the  spring."  The  belted 
overcoat  shows  signs  of  unabated  popularity  still  in 

( 'anada. 

*        *        * 

The  Vogue  of  the  Paletot 

THE  March  issue  of  the  Sartorial  Gazette,  Lon- 
don, says:  ''This  garment  is,  undoubtedly. 
coming  to  the  front,  because  it  affords  a  wel- 
come change  from  the  loose  coats  which  have  so 
long  held  sway.  Made  up  in  light  raincoatings  and 
well  fitted  to  the  figure,  it  certainly  looks  extremely 
smart,  and  is  a  concession  to  the  tastes  of  those  who 
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consider  the  frock  overcoat  a  bit  too  formal.  The 
fronts  are  double-breasted,  fastening  three  buttons. 
The  waist  seam  extends  all  round  I  lie  figure,  and  the 
coat  hangs  to  two  or  three  inches  below  the  knee. 
The  back  skirts  are  cut  wide  enough  to  almost  cover, 
and  there  are  pleats  in  continuation  of  the  side 
seam,  from  the  waist  downward.  The  pockets  should 
be  a  little  bit  on  the  slant  downward  towards  fie 
back,  and  covered  with  flaps." 


Uncertainty    as    to  Hats 

THE  Eall  hat  question  ir.  causing  some  uncertain- 
ty. There  is  nothing  definite  yet  to  indicate 
which  styles  will  meet  with  the  biggest  measure  of 
popular  approval.  Reports  from  American  centres 
indicate  that  the  same  uncertainty  is  being  felt 
there,  due  largely  to  the  diversity  of  styles  on  the 
market.  Many  different  varieties  of  felt  hats  are 
being  offered.  Colors  have  come  very  markedly  to 
the  front.  If  men  keep  on,  they  will  have  to  cease 
all  raillery  at  millinery  styles,  for  masculine  hats 
bid  fair  to  outrival  female  creations.  In  New  York 
they  are  wearing  all  variety  of  shades  although  mar- 
ine colors  are  most  prominent.  An  added  feminine 
note  is  found  in  London  where  men  are  actually 
wearing  features  in  their  hats.  We  almost  used  the 
term  "oigrette/"  For  the  Canadian  trade,  there  is 
little  probability  of  extremist  styles  coming  forward 
prominently,  but  the  influence  will  undoubtedly  be 
felt.  In  stiff  hats,  the  Fall  trend  will  be  toward 
higher  crowns  and  narrower  brims,  although  the 
extreme  shapes  worn  during  the  past  two  years  will 
still  be  seen  to  a  s>reat  extent. 


Color  in   Male  Attire 

TGERE  is  no  getting  away  from  the  fact  that 
color  is  creeping  into  male  attire.  Not  only 
are  the  neckwear  slylcs  this  year  distinguishedly  un- 
usual brilliance  of  coloring,  but  a  tendency  toward 
bright  combinations  is  found  in  cloths  and  fabrics. 
In  the  matter  of  accessories,  the  color  idea  is  "com- 
ing strong.'  Hats  are  getting  away  from  blacks 
and  greys.  Practically  every  color  can  be  found  in 
hats  nowadays.  (Jreens,  of  course,  have  been  in  for  a 
long  time,  but  now  marine  shades  are  becoming 
the  "go."  Einally,  also  the  color  idea  is  coming  out 
in  colors.  In  London,  fashionably-dressed  men  are 
coming  out  in  collars  with  colored  stripes,  light  blues 
being  the  favorite.  The  new  Oxford  collar  is  the 
shape  used  most  often  with  the  striped  effect.  Con- 
servative dressers  are  beginning  to  wonder  where  the 
color  craze  will  strike  next.  Will  it  soon  be  proper 
to  wear  red  or  green  tones  in  shoe  leather? 

® 


Orangeville. — J.  P.  Torries,  men's  furnisher  and 
tailor,  has  moved  into  his  new  store.  He  is  featuring 
ready-to-wear  suits  for  men  and  boys. 

*  *  * 

Fort  William,  Ont.— Harry  P.  Phillips,  clothing- 
department  manager  for  Putledge  &  Jackson  the 
past  nine  years,  is  leaving  for  Toronto,  where  he  will 
engage  in  the  real  estate  business. 

*  *         * 

Sherbrooke,  Que. — The  Canadian  Connecticut 
Cottons  Co.  have  been  incorporated  with  a  capitaliza- 
tion of  $1, 750,000.  An  extensive  plant  will  be  erect- 
ed here. 
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The   cartoonist's   idea    of   what   will   happen   when   the  sanitary  packing  of  goods  is  made  to  apply  to  clothing. 
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Fall  Shirt  Ranges  Present  Many  Novelties 


SEVERAL     RANGES 

of  Fall  shirts  arc  ready 
and  sales  have  started 
briskly.  The  showings 
are  full  of  novelty  and 
the  trade  seem  dis- 
posed to  break  away 
from  the  set  styles  and 
patterns  of  last  season, 
promise   to 


Selections  are  broad — English  inspira- 
tion is  now  shown  in  shirts — Silks  arc 
now  shown  in  domestic  ranges — Novel- 
ties are  shown  in  patterns — Cuffs  are 
narrower. 


A  few  of  these  novelties 
add  both  renewed  interest  and  larger 
profit  to  retail  showings.  Selections  are  broader  and 
the  domestic  ranges  are  unusual  because  of  many 
new  features.  These  tend  to  style,  workmanship 
and  new  materials.  The  trade  is  assured  assortments, 
which  for  value  and  choice  are  unsurpassed. 

Buyers  are  reported  to  be  satisfied  with  ranges  as 
far  as  they  have  been  given  an  opportunity  of  look- 
ing through  sample  books,  which  are  complete.  They 
are  inclined  to  buy  more  than  usual  in  their  enthu- 
siasm. There  are  three  reasons  for  this — additional 
numbers,  trend  on  some  lines  and  high  quality 
grades  in  shirts,  which  comprise  several  ranges.  The 
outlook  is  promising  and  the  season  should  show  an 
increase  in  turnover  and  a  general  development  of 
better  goods. 

Some  merchants  complain  that  they  can  hardly 
be  expected  to  buy  Fall  shirts,  when  as  yet  Spring 
shipments  are  not  received.  This  seems  to  be  an 
unfortunate  condition  which  applies  to  some  lines 
and  will  likely  make  the  season's  buying  later.  How- 
ever, on  account  of  unforeseen  conditions  or  policy  of 
one  or  two  manufacturers,  a  few  ranges  will  not  be 
ready  until  the  middle  of  May.  By  this  time  deliv- 
eries are  expected  to  catch  up  and  the  Fall  season 
placing  progress  more  favorably. 

The  English  inspiration  shown  in  clothing  is 
now  in  the  lead  in  shirt  styles,  materials,  pattern-. 
colors  and  cut  all  favor  the  idea.  There  is,  bow- 
ever,  a  feature  of  classiness  in  the  touch  of  style 
when  properly  worn.  And  the  style  has  been  de- 
veloped to  meet  the  demand  of  the  careful  dresser, 
who  notes  the  showings  because  of  their  seasonable 
dictates.  Just  how  long  these  influences  will  last  is 
hard  to  say,  but  experts  are  anticipating  another 
season.  The  contention  is  that  these  extremes  will 
prove  an  important  feature  for  mid-summer  and 
negligee  business  in  the  Fall.  At  the  same  time  the 
possibility  of  the  style  continuing  depends  on  newer 
style  influences,  which  are  not  evident  yet.  Men's 
furnishers  also  know  that  it  is  a  hard  matter  to  gel 
away  from  the  customers  demand  for  staple  stripe3, 
materials  and  effects. 

Samples  are  carried  out  in  every  kind  of  material. 
which  is  suitable  for  shirt  manufacture.  Tbe  clear- 
ness of  texture  is  a  feature  and  wearing  qualities  and 
colors  of  the  cloths  are  ariaranteed.     Books  of  cam- 


brics. Oxfords,  percales, 
zephyrs,  imitation  and 
Ceylon  or  other  import 
flannels  and  specially 
named  cloths  of  tins 
order  are  growing  so  as 
to  make  a  representa- 
tive order  for  shirts  of 
larger  volume.  Silks  are  now  shown  in  domestic 
ranges  and  their  manufacture  is  nearer  perfection 
than  ever.  Similar  ranges  are  shown  in  mercerized 
fabrics  in  plain  or  stripe  designs  in  monotone.  Crepes 
are  represented  in  one  or  two  samples  in  better  num- 
bers but  for  Fall  little  interest  is  expected  in  these 
cloths.  .Many  of  the  textiles,  which  are  confined  to 
white,  launder  or  pleat  to  advantage  or  are  included 
because  of  their  quality  reputation. 

PLEATED    STYLES    FALLING    OFF. 

Hard  and  soft  cuff  coat  styles  with  single  pleat 
front  are  selling  in  all  these  fabrics.  Pleated  styles 
seem  to  be  falling  off  in  demand.  The  ratio  of 
pleat  fronts,  in  colors,  which  are  expected  to  sell  is 
shown  by  the  few  samples  seen.  This  is  a  style 
change  rather  than  competitive  result  as  far  as  do- 
mestic or  import  ranges  are  influenced.  Proper 
pleating  and  appearance  were  more  essential  last  sea- 
son and  some  advantage  may  have  favored  different 
lines.  This  is  a  question  between  merchant  an<\ 
manufacturer,  which  is  decided  by  the  laundry  and 
ultimate  satisfaction   of  the  customer.     Finish   and 


Selected  samples  of  exclusive  designs  in  Fall  shirts.  Courtesy 
John   Forsyth   &  Co.,  Berlin. 
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Men's  53 
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Men's    109 


Men's  Jersey 


Some  Live  Numbers  From 

"Monarch-Knit" 

The  accompanying  cuts  give  yon  a  fair 
idea  of  the  distinct  style  embodied  in 
•  MONARCH-KNIT ' '  g<  >ods. 

M.  53  is  one  of  our  lines  of  full  fashioned 
Shaker  Coats. 

Men's  Jersey  is  also  made  on  the  latest 
model  full  fashioned  machinery. 

M.    109— .Made   in    fancy   stitch   Norfolk 

style. 

"MONARCH-KNIT"  is  the  Standard  for 
Style,    Quality  and  Workmanship. 

The 

Monarch  Knitting  Co.,  Limited 


Head  Office 


DUNNVILLE,  ONT. 


Factories  at  : 
DUNNVILLE         ST-  CATHARINES        ST.  THOMAS        BUFFALO 
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neatness  are  necessary  in  any  stock  of  shirts  but  all 
round  value  rather  than  expert  laundering  is  the 
factor  this  season.  Wide-awake  furnishers  are  tak- 
ing advantage  of  both  features. 

Ranges  are  similar  on  staple  lines.  An  early  pre- 
diction of  proportionate  sales  in  colors  says  that  50 
per  cent,  negligees  or  single  box  pleat  fronts  in  per- 
cales, zephyrs  and  fancies;  25  per  cent,  pleats  in  the 
same  cloths;  20  per  cent,  flannels,  taffetas  or  imita- 
tions and  5  per  cent,  silk  is  a  fair  assortment  for  rep- 
resentative showings.  The  early  call  for  flannels 
is  verified.  For  instance,  one  range  has  six  times  as 
many  fancies  in  these  fabrics  as  were  shown  a  year 
ago.  The  most  marked  change  in  the  ranges  is  the 
introduction  of  several  imitation  cloths  on  the  flan- 
nel order,  which  the  trade  will  handle  profitably. 

Preference  for  patterns  is  changing.  Although 
buyers  are  still  adhering  to  the  staple  stripes,  they 


ered  designs,  spots  or  inconspicuous  figures  woven  on 
zephyrs  or  mercerized  soisettes.  Stripe  con- 
tracts in  the  better  cloths  are  so  fine  as 
to  give  one  color  or  subdued  effect.  Patterns 
in  flannels  comprise  neat,  varying  width  hair- 
lines on  light  grounds  or  ribbon  stripes  with 
narrow  contrasting  stripe.  Some  of  the  designs 
are  neatly  blended  or  used  to  form  pleats  or  to  out- 
line cuffs. 

Cuffs  are  narrower  with  rounded  corners.  French 
cuffs  are  expected  to  continue  as  the  demand  for 
flannels  increases.  Both  shapes  will  sell  in  cotton 
fabrics.  Each  merchant  has  to  decide  the  ratio  ac- 
cording to  his  locality  and  clientele  catered  to.  The 
attention  which  is  being  given  to  both  width  and  de- 
tail of  finish  of  cuffs  is  suggested  by  the  success  of 
high-class  import  shirts.  At  the  present  time  cuffs 
are  the  most  prominent  part  of  the  shirt.     Besides, 


1 

: 

IS 

1 

! 

| 

rfix  novel  stripes  in  exclusive  flan- 
nels and  taffetas  from  the  Fall 
range.     Van  Allen  Co.,  Hamilton. 


show  an  inclination  to  include  fancies  lor  a  change. 
There  is  a  decided  feeling  for  something  different 
and  the  trade  are  trying  to  introduce  neat  designs 
to  make  their  selections  distinctive.  Furnishers  are 
tired  of  selling  exactly  the  same  designs  as  their 
neighbors,  The  opportunity  for  a  little  larger  profit 
and  less  competitive  price-cutting  is  the  motive. 

Patterns  include  many  novelties  to  appeal  to  this 
tendency.  The  application  of  the  pattern  i<  also  a 
hint  to  these  changes.  Very  few  ranges  show  pre- 
dicted cross-stripe  effects  in  making  up,  although 
the  high  V  waistcoat  to  be  worn  favors  more  strik- 
ing treatment  for  the  same  reason  that  neckwear  is 
brighter  and  more  conspicuous.  The  nearest  ap- 
proach to  cross  stripes  is  seen  in  a  pleat  bosom  shirt 
in  which  the  inset  is  bias. 

The  trade  is  successfully   pushing  line  embroid- 


the  long  wearing  feature  of  double  or  reversible  cuffs 
and  the  general  comfort  of  the  French  cuff,  have  re- 
sulted in  narrower  cuffs  on  all  lines.  Widths  from 
21/4  to  2%  inches,  in  which  appearance  is  vastly 
improved  over  the  old  style  wide  cuff,  are  now  usual. 
Colors  show  a  continuation  of  the  mid-summer 
shades,  in  subdued  or  contrasting  tones,  into  the 
Fall  range.  Black,  blue,  tan,  gold,  mauve  and  a 
few  greens  on  white  grounds  and  blue  and  blue  are 
the  leading  contrasting  colors.  Soft  blues,  grays 
and  tans,  mostly  in  self  shades  or  white,  black  or 
blue  on  the  first  colors  are  seen  in  several  of  the  hea- 
vier fabrics.  In  these  small  contrasts  in  the  combin- 
ed shades  from  patterns  which  appear  not  unlike 
flannels  or  taffetas  in  effect.  Flannels  are  selling 
best  in  grays  in  three  shades,  light,  medium,  and 
(Continued  on  page  68.) 
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Two  "Blue  Ribbon"  Numbers 

For  Your  Men's  Department 


SMART  dressers  among  your  men     customers 
will  appreciate  the  natty  styles  embodied  in 
our  Fall  and  Winter  range  of  Knit  coats — ■ 
will  appreciate  the  clearly  defined  character     of 
the  Beaver  Brand  numbers. 

While  the  range  is  unusually  large,  it  is  not  filled 
up  with  lines  that  are  not  intended  to  sell.  Every 
number  is  a  real  sales-producer — a  real  live  win- 
ner. There  are  no  dead  heads  in  the  Beaver 
Brand  range — you  are  safe  in  selecting  any  or 
all  of  the  range  for  your  Fall  1913  business.  The 
complete  range  is  now  in  the  hands  of  our  repre- 
sentatives. 


eAv^ 


<S> 


S*a<^ 


THE  Norfolk  jacket  is  springing  into  popu- 
larity very  rapidly  this  year  and  will  have 
very  ready  sale  throughout  the  Fall  and 
Winter  months.     Both  of  these  lines  are  made  of 
the  highest  quality  Botany  yarn  and  come  in  the 
most  desirable  shades. 

Place  your  Fall  and  Winter  1913-14  order  now 
and  make  sure  of  early  delivery. 

The  Beaver  Brand  range  is  most  interesting  in 
style  exclusiveness  and  novelty.  Look  over  our 
full  range  of  samples  at  your  earliest  conven- 
ience. 


R.  M.  BALLANTYNE,  LTD. 

Manufacturers  of  Beaver  Brand  Knit  Goods 
STRATFORD,  ONTARIO 
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Distinctive  Styles   are  Shown  in  Neckwear 


MID  SEASON  styles 
in  men's  neckwear  are 
distinctive.  The  trade 
is  demanding  the  lead- 
ing novelties,  which 
are  typical  of  the  trend 

here.     This  is  a  created  ■ 

trend,      which      means 

profits  to  the  merchant,  who  anticipates  it.  There 
are  several  examples  this  season  of  these  money- 
making  novelties.  There  is  a  demand  which  is 
confined  by  this  trade.  Leading  neckwear  houses 
are  being  taxed  to  meet  the  repeat  business  on  sell- 
ing numbers. 

The  claim  that  styles  of  domestic  and  foreign 
novelties  are  preceded  by  the  trend  in  larger  cities 
is  losing  its  force.  Furnishers  are  demanding  styles 
which  are  exclusively  for  their  own  ti'ade.  Their 
w7ants  are  filled  by  novelties,  which  are  representa- 
tive of  the  ranges  of  the  exclusive  houses  with  which 
these  merchants  are  in  closest  touch.  Although 
there  is  similarity  between  the  ranges  here  and  else- 
where, the  high  novelty  styles  which  take  in  this 
market  are  not  always  introduced,  because  they  are 
selling  in  New  York.  Of  course  the  general  style 
trend  is  traceable  to  these  centres.  There  is  no  in- 
dication, however,  that  leading  numbers  which  have 
had  a  run  there  are  to  lie  followed  by  a  similar  fur- 
ore here. 

Values  which  sell  here  and  the  novelties  which 
come  to  the  front  are  designed  for  domestic  trade. 
This  year  the  ranges  for  Spring  and  Easter  <elliii'j, 
created  the  demand  for  the  novelties  requested  now. 
Selling  numbers,  which  are  scarce  goods  at  the  pre- 
sent time,  are  the  evolution  of  his  excluriveness 
rather  than  foresight  in  offering  the  original  sam- 
ples. The  trend  was  forecast  more  by  the  general 
effect  of  all  the  ranges  than  any  individual  set.  It 
is  seen  that  the  present  shortage  is  not  the  result  of 
unforeseen  demand,  but  of  exceptional  sales  on  natty 
numbers.  Therefore,  this  novelty  demand  is  char- 
acteristic and  not  the  result  of  anticipating  any 
style  trend  from  advanced  showings  or  similar  de- 
mand elsewhere. 

The  scope  of  this  years's  ranges  reached  a  stand- 
ard, which  for  high-class  neckwear  has  not  been 
previously  attained.  A  feature  of  this  season's 
showings  is  seen  in  >tyles  which  originate  in  the 
mid-season  demand  in  the  home  market.  The  re- 
sult of  close  touch  with  the  field  is  seen  in  the  num- 
erous novelties  which  have  made  a -hit.  Later  nov- 
elties, showing  the  Eastern,  Bulgarian  and  Oriental, 
are  the  best  selling  designs  of  the  ranges.  The  de- 
mand for  wash  foulards,  chundas  or  crepes  for  mid- 
season  is  met  with  a  scarcity  of  correct  colorings. 
The  .sold  up  market  and  the  apparent  opportunity 


Canada  style  trend  is  distinct  in  itself, 
and  is  not  absolutely  governed  by  New 
York  styles — Furnishers  are  demand- 
ing styles  which  are  exclusive  for  their 
own  trade. 


»r   anticipated   by 


for  continued  demand 
is  certainly  the  result 
of  style  trend  through 
the  successful  sale  of 
novelties  preseuted  in 
the  leading  ranges.  It 
is  not  because  these  ma- 
terials and  designs  were 
advance    stvles    in    other 


shown 

cities. 

The  novelties  as  they  are  known  represent  the 
pick  of  the  ranges  at  large.  Easter  samples  includ- 
ed, as  well,  shapes,  styles,  colorings  and  patterns 
which  were  held  to  be  extreme.     Brighter  colors  and 


Midseason    novelties:    1-3 — Cross    bar    and    fancy   panel  wash 

tics.     2,  Bordered  novelty  silk  in  natty  design  and  color 

combinations.      4,   Knitted     batwing    with     border  ends. 
Courtesy  A.  T.  Eeid  Co.,  Toronto. 

their  reception  can  easily  be  verified  by  any  men's 
furnisher.  Larger  shapes  are  being  taken  as  lead- 
ers. The  same  may  be  said  of  values  retailing  at 
50c  or  $1.  Following  quickly  on  the  vogue  comes 
an  advance  range  of  select  wash  ties,  foulards,  bor- 
dered silks  in  the  best  shade-  and  several  fancies  in 
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VANGUARD  Knitting  Wools 


Established 


c/ste.^ 


Scotch 

Fingerings, 

Vanguard, 

15'8,  12s, 

Fine. 

Hosiery 
Yarns, 

«C,  <xC. 


Soft 
Knittings, 
B,  Imperial, 
Soft  Spun, 
Vanguard, 

Fine. 

0>2  and  00 
Worsteds, 

HVI  9    ClCa 


THOMAS  BURNLEY  &  SONS,  LTD., 

Manufacturers   of  Scotch   Fingering  and  Knitting   Wools. 

GOMERSAL    MILLS,   nr.   LEEDS,    ENGLAND. 


THE  HALL-MARK  OF 


Registered  No.  262,005 


Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descenda 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  th- 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had   from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


Built    to    Satisfy 


Why  not  stock  a  line  of 
sweater  coats  that  are  built 
to  appeal  to  the  fancy  of  a 
passerby,  and  when  worn 
will  prove  a  good  invest- 
ment? 

DOMINION 


BRAND 

KNIT 
COATS 


are  made  of  high-grade 
worsted  yarns  in  styles 
that  will  at  once  satisfy 
the  tastes  of  your  best  cus- 
tomers. No  cotton  is  used 
in  the  manufacture  of  these 
garments. 

Our  traveller  will  be  call- 
ing on  you.  Be  sure  to  see 
our  large  range  of  quick 
sellers. 


A.  BURRITT  &  COMPANY 

DOMINION  MILLS 
MITCHELL  -:-  -:-  ONTARIO 
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knitted    numbers.      These    are   exclusive    numbers, 
which  are  foremost  in  style. 

In  wash  ties,  panels  and  cross  bar  borders  on 
highly  mercerized  fabrics  are  selling.  These  are 
made  up  in  the  finest  materials.  Crepe  and  matte 
weaves  are  equally  good,  while  grounds  with  blue, 
tan.  black  and  other  leading  colors  and  a  full  range 
of  Dresden  shadow  and  hand-embroidered  designs 
are  featured.  These  are  equal  in  value  to  leading 
$4.50  New  York  lines,  but  are  quoted  a  special  for 
this  trade. 

Although  there  is  a  scarcity  of  bandana  and  Bul- 
garian effects  in  foulards,  new  numbers  will  be 
ready  for  the  trade  shortly.  It  is  early  to  consider 
these  later  novelties  and  their  relation  to  knitted 
neckwear  sales.  There  is  a  good  season  ahead  on 
these  scarce  novelties. 

Bulgarian  patterns  on  five  different  ground 
shades  and  three  bar  under  knot  effects  are  seen  in 
graduated  knitted  silk  ties.  Knitted  batwings  are 
the  latest  offering.  These  come  in  black  with  white 
tan,  gold,  or  many  combinations  in  neat  border 
ends. 

The  difference  between  styles  seen  in  the  leading- 
centres  and  selling  here  do  not  suggest  a  season's 
difference  as  heretofore.  If  there  is  any  trend,  it  is 
anticipated  so  closely  as  to  be  offset  by  the  require- 
ments of  furnishers.  The  selection  of  snappy  ma- 
terials, their  patterns  and  colorings  show  that  the 
same  buyers  are  decided  by  good  taste  more  than 
price  or  value.  Combined  with  price,  the  designs 
and  shapes  coincide  with  a  distinctive  Canadian 
mode.  They  are  equal  to  any  in  being  up-to-date 
from  all  standpoints  and  may  even  be  said  to  be  in 
advance  of  imported  styles  in  many  instances.  This 
is  owing  to  present  facilities  of  style,  service,  and  an 
equally  efficient  inspiration.  Mid-season  samples  in 
touch  with  the  influences,  are  still  further  examples 
of  distinctive  style  for  neckwear  as  a  brighter  fea- 
ture of  men's  apparel. 

No  merchant  is  fortunate  enough  to  select  and 
have  sufficient  quantities  of  all  the  best  selling  num- 
bers for  several  reasons.  He  is  fortunate  in  selecting 
one  or  two  and  getting  fair  repeats.  Most  haber- 
dashers have  been  successful  this  year  because  the 
general  style  trend  was  cleverly  met.  But  in  the  case 
of  nearly  every  money-making  novelty,  no  one  has 
the  correct  goods  which  prove  the  feature  at  the  last 
minute.  A  new  novelty  has  arrived  by  the  time  re- 
peats can  be  had.  However,  the  samples  which  are 
ready  for  mid-season  are  in  advance  of  the  style  de- 
mand, and  allow  for  successful  merchandising  of 
the  novelties,  which  the  ranges  contain.  There  is 
every  indication  at  the  present  time  of  a  continua- 
tion of  brighter  colors  and  a  good  selection  of  novel- 
ties in  the  wanted  silks  to  replace  the  season's  win- 
ners. 


Fall  Shirt^Ranges  Present   Many  Novelties 

(Continued  from  page  64.) 

dark  Oxford.  These  are  assorted,  but  salesmen  found 
(ait  last  season  that  the  medium  sells  best,  although 
all  three  sold  fairly  well  this  year. 

Anything  in  the  soft  grays,  blues  and  tans  ap- 
pear to  be  well  thought  of  and  the  imitation  flannels 
take  advantage  of  this  tendency.  Champagne  or  a 
touch  of  gold  in  contrast  with  other  colors  are  am- 
ong the  novelties.  Shell  pink  in  self  shade  or  in 
contrast  with  white  is  a  novelty  which  will  be  shown 
in  mercerized  cloths,  crepes  and  silks  for  exclusive 
trade.  White,  in  the  novelties  is  featured  in  bed- 
fords,  pique  (wide  and  fine  welts),  cambric  or  linen 
in  fine  pleats.  Prevailing  characteristics  of  <tyle  cut 
and  cuffs  are  seen. 

The  ranges  from  $9  to  $45  a  dozen  are  particu- 
larly of  interest  to  the  buyer  on  account  of  the  value 
and  the  variety  of  selection  at  the  corresponding 
prices. 


Discussed  Freight  Rates 
Toronto,  Out. — The  annual  meeting  of  the  Dry 
Goods  section  of  the  Board  of  Trade  was  held.  J.  C. 
Douglas,  who  is  retiring  from  the  chairmanship, 
made  an  important  address  in  which  he  touched 
upon  a  number  of  topics  of  vital  interest.  He  dealt 
strongly  with  the  question  of  Atlantic  freight  rates, 
claiming  that  unfair  conditions  existed. 
The  new  officers  elected  are: 
Chairman,  Arnold  M.  Ivey ;  Vice-chairman,  J.  A. 
Catto;  Executive.  J.  D.  Allan.  II.  Brock,  F.  C.  Dan- 
iel, J.  C.  Green,  J.  D.  Ivey,  J.  C.  Douglas,  J.  Mul- 
drew,  Jno.  Macdonald,  C.  Marriott.  D.  McCall,  R  A. 
Nisbet,  C  B.  Lowndes,  J.  Northway,  A.  T.  Reid,  A. 
F.  Rodger,  W.  R.  Smallpeice,  J.  P.  Watson,  J.  W. 
Woods. 


Blenheim,  Ont. — T.  B.  Shillington  has  opened  a 
new  ready-to-wear  department. 


*     *     * 


Belleville,  Ont. — Fire  broke  out  in  the  basement 
of  Milnes'  dry  goods  store.  Part  of  the  block  was 
destroyed. 


*     »    » 


Montreal,  Que. — A  serious  fire  occurred  in  the 
dressmaking  and  milliner}''  establishment  of  Mrs.  B. 
Titleman. 


*     *     * 


Jasper,  Ont. — R.  H.  Cross  has  sold  his  dry  goods 
to  Omer  Brown  of  Delta.     Mr.  Cross  leaves  shortly 

for  Vancouver. 

»    *    • 

New  Liskeard,  Ont. — Elliott  and  Ritchie,  who 
have  conducted  a  ladies  wear  store,  have  dissolved 
partnership.  Mr.  Elliott  will  continue  the  business 
under  the  firm  name  of  W.  J.  Elliott  Co. 
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IMPERIAL  BRAND  PURE  WOOL 

¥   JIVTT^C1  13  \  Ti7C     A    ID        ^n  "^O,  a  ^u^  tliird  of  a  century  ago,  when  our    Canadian 
^_J  \y^  I  3  fj  l\    VV        j  r\.  |\         I  nderwear  industry  was  practically  in  its  infancy,  the  Im- 
perial Brand  Underwear  first  made  its  appearance. 

Our  product  then  was  the  best  of  the  day,  but  like  many  another  line  of  goods  would  to-day  be  a  back  num- 
ber. However,  we  have  grown  with  the  country  and  have  kept  pace  with  the  demand  by  adding  yearly  such 
facilities  as  we  deem  necessary  to  uphold  our  high  standard  (always  the  best.)  ^^_____________ 

To-day  Imperial  Pure  Wool  Underwear  leads  the  woolen  underwear  trade.  We 
are  not  content  to  take  any  other  place  and  it  is  this  fact  that  holds  our  custom- 
ers of  thirty  years  ago. 

We  are  specialists  in  Men's  Natural  Wool,  Men's  Elastic  Knit,  Men's  High 
Grade  Imperial,  Men's  Double  Thread  Balbriggan.  Present  delivery  orders 
attended  to  promptly. 

These  goods  can  be  obtained  from  the  leading  wholesale  houses. 


KINGSTON 
HOSIERY 
COMPANY 

Established  1880 

Kingston,    Ontario 


MAKERS  OF  THE  FAMOUS   CEETEE  PURE  WOOL    W^l 


DEALER    TALK 

Something  About  Satisfaction 

You  are  on  the  firing  line — you  meet  your  customers  directly — enjoy  their  confidence,  hear 
the  praises  of  your  goods  or  receive  their  complaints. 

Complaints  detract  from  business — unsatisfactory  goods  mean  loss  of  customers.  Therefore  it 
is  up  to  you  to  handle  goods  that  bring  your  customers  back  time  after  time  with  the  knowl- 
edge that  your  goods  and  no  others  will  satisfy  them. 


PURE  WOOL 
UNSHRINKABLE 


CEETEE 
UNDERCLOTHING 


has  proved  its  worth.    For  sixty  years,  it  has  been  on  the  market  with  satisfaction.    Moreover, 
our  strong  wide-spread  advertising  is  piling  up  the  sales  for  the  dealer,  year  by  year. 
The  dealer  who  sells  "CEETEE"  Underwear  has  nothing  to  lose  and  everything  to  gain. 
Make  a  trial  order  now — Our  travellers  are  on  the  road. 


THE    C.   TURNBULL   CO.   OF  GALT,   LIMITED 


GALT, 


ONTARIO 
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Common  Sense  Rules  in  Masculine  Styles 


MEN'S  CLOTH  INii 
styles  this  year  indicate 
more  clearly  than  ever 
that  common  sense  pre- 
vails in  the  regulation 
of  male  attire.  Mascu- 
line  styles  are   tending  

toward     the     sensible 

more    all  the  time.     A  desire  for  comfort  and  health 

is  found  in  the  evolution  of  male  clothing. 

One  has  but  to  trace  back  the  changes  which 
have  been  brought  about  in  the  last  three  centuries. 
say,  to  realize  how  marked  this  tendency  has  been. 
Beginning  with  doublet  and  hose,  which  made  a 
very  handsome  costume  for  the  gallant  of  the  Eliza- 
bethan era  but  which  was  neither  warm  nor  comfort- 
able, trace  the  gradual  evolution,  through  the  days 
of  wig  and  peruke,  knee  breeches  and  befrilled  coat, 
to  the  present  days  of  warm,  comfortable  and  sani- 
tary clothes;  and  the  dictates  of  common  sense  will 
be  seen  right  through. 

This  same  tendency  is  noted  at  the  present  time, 
not  so  much  in  the  matter  of  cut  and  material,  as  in 
respect  to  man's  attitude  toward  the  clothes  ques- 
tion. Free  and  easy  is  the  ride.  Once — and  it's  not 
so  long  ago  at  that — men  went  to  business  in  frock 
coat  and  with  silk  hat.  To-day,  a  sack  coat  and  fell 
hat  or  derby  is  the  garb  of  the  business 
man.  Executive  heads  dress  just  as 
simply  as  their  employees.  The  lounge 
coat  is  comfortable  and  in  every  way 
fitted  for  business  wear.  Consequently 
it  has  come  into  general  use — and  come 
to  stay.  Once  it  was  deemed  absolutely 
essential  to  dress  for  theatre.  The  rule 
is  much  less  rigid  now. 

A  striking  evidence  of  the  rule  that 
men  aim  to  have  comfort  above  all  else 
is  found  in  the  fact  that  there  will  be 
a  strong  run  in  New  York  this  summer 
on  suits  of  silk,  linen  and  alpaca.  Last 
year  a  few  advance  dressers  appeared  in 
mohairs  and  silks,  looking  immaculate 
and  cool  it.  the  heat  of  summer.  Al- 
ready this  year  some  of  these  suits  are 
being  shown  and  the  prediction  is  voic- 
ed that  they  will  be  worn  a  great  deal. 

SPRING    AND    SUMMER    STYLES. 

Styles  for  Spring  and  Summer  in- 
dicate the  same  tendency  toward  com- 
mon sense  lines.  The  padded  suit  with 
its  unnaturally  distended  lines  is  dis- 
tinctly a  thing  of  the  past.  In  its  place 
we  have  neat  clothing  which  happily 
does  not  go  to  the  other  extreme.  Tn 
some  quarters  the  pendulum  has  swung 
abruptly  from  one  extrme  edge  of  the 


Trend  is  strongly  toward  health  and 
comfort — Suits  of  silk,  linen,  and  al- 
paca will  be  worn  this  Summer — Spring 
and  Summer  styles  show  the  distinct- 
ness of  Canadian  style  standard. 


Well-known  American  ac- 
tor reputed  to  lie  the  best 
dressed  man  in  the  United 
States.  Dress  suit  in  which 
he  is  appearing  in  latest 
play. 
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sartorial  dial  to  the 
other,  changing  men 
from  tailor-made  Sam- 
sons to  imitation  bean- 
poles. The  skin-tight 
fit  has  been  adopted  by 
'  some  but     in     Canada 

there  is  no  evidence  of 
extremes  being  favored. 

In  fact,  Canadian  styles  are  distinct.  It  cannot 
be  said  to-day  that  the  market  in  this  country  is 
swayed  absolutely  by  foreign  style  changes.  At  the 
present  time,  the  English  influence  is  strongly  felt 
but  the  ideas  are  modified  and  adapted  to  suit  the 
needs  of  the  Canadian  man. 

The  truth  of  the  matter  is  that  the  average  Can- 
adian is  a  conservative  in  regard  to  dress.  He  does 
not  favor  going  to  extremes;  and  it  is  the  recognition 
of  this  that  has  led  to  the  establishment  of  a  distinct- 
ly Canadian  dress  standard. 

This  same  tendency  is  noted  in  many  other  ways. 
In  fact,  it  manifests  very  directly  in  the  matter  of 
dress  accessories,  such  as  neckwear,  collars,  gloves. 
.Mention  of  the  distinct  Canadian  standard  set  up  in 
these  lines  is  found  elsewhere  in  this  issue. 

The  same  tendency  toward  moderation  and  con- 
servation is  found  in  every  direction.  Ex- 
tremists in  the  matter  of  dress  are  few 
and  far  between  in  Canada.  Still  there 
are  exceptions  to  prove  every  rule.  The 
writer  has  seen  on  the  streets  of  a  Can- 
adian city  a  dandified  young  specimen 
with  felt  hat  of  a  glaringly  light  blue  and 
of  the  most  extreme  shape.  Fancy  flower- 
ed vests  can  be  picked  out  here  and  there. 
In  every  case,  however,  these  sartorial  di- 
gressions are  so  different  from  anything 
usually  seen  that  the  wearer  stands  out 
most  conspicuously  from  the  mass. 

The  clothing  outlook  for  Fall  has  al- 
ready been  thoroughly  outlined  in  The 
Review.  Indications  bear  out  in  every 
respect,  the  predictions  already  advanced 
in  this  ] taper. 

Advance  orders  are  stated  to  be  indi- 
cative of  a  brisk  demand.  Manufacturers 
are  anticipating  that  business  for  Fall  will 
exceed  all  records  of  the  past.  Travelers 
are  reporting  in  optimistic  view. 


MEN'S    WEAR    SECTION. 


Dry    Goods    Review 


MAPLE    LEAF 
UNDERWEAR 


The  combination  of  wear 
and  comfort. 

Satisfaction  to  both  customer 
and  merchant  was  the  basic  idea 
in  making  this  underwear  in 
18G5.  It  is  to-day  the  very  life 
blood  of  our  business  and  will  con 
tinue  so. 

Build  your  business  on  Maple  Leaf 
reputation. 


THOS.  WATERHOUSE  &   CO,,  Ltd. 

INGERSOLL  ONTARIO 

HAROLD  F.  WATSON.    WELDON    &    CO.,   Selling    Agents 
Coristine    Bids..    Montreal. 


Wreyf  ord  &  Co.,  Toronto 


Young 


Wholesale  Men's  Furnishers 

Agents  for  following  Manufacturers: 

&  Rochester,  Londonderry 

Finest    Taffetas    and    Silk    Shirts,     Collars, 
Latest  Neckwear,  Dressing  Gowns,  Etc. 
.  New  Spring  Designs  of  their  noted  "Wyanar" 
Zephyr    Shirts — now    in    stock    in  Toronto. 
Prices  $12.00  and  $13.50. 

Tress  &  Co.,  London  and  Luton 

High-Class  Hats  and  Caps 

Patentees  of  the  "  Mascot," 
and  other  select  shapes — 

Own  designs  in  Homespuns 
and  Donegal  Tweeds. 

Good  selection  of  Caps 
stocked  in  Toronto,  and 
Straws  May  1st. 

Cohen  &  Wilks,  Manchester 

"Aquatite"    Raincoats    in    Yarnproof 
Gabardine,   Handspun  Tweeds,  etc. 
Reversible    Ulsters    and    Motor    Coats    for 
Gentlemen  and  Ladies. 


THE     BANFF' 


NTR 


M>IEWEARISTHE 

V  KNIT 


Mannish 
for 


Styles 
Men 


The    Big    Business    Line 
For  Fall  1913 


— the  Hue  that  will  appeal  to  the  men's  trade  because 
of  the  manly  appearance  that  permeates  it  throughout. 
This  mannish  appearance  is  a  point  strong  in  favor 
of  women's  Knit  goods  as  well — a  point  that  will  pro- 
mote sales  and  ensure  you  a  bigger  than  usual  business 
for  Fall  and   Winter  1913. 

We  make  everything  in  Knit  Goods. 

See  our  range  now. 

The 


Williams,   Trow  Knitting  Co. 

Limited 

STRATFORD,  -  -  ONTARIO 


Agents 

J.  M  ROBERTSON  &  COMPANY 
70  Bay  St..  Toronto. 

GEO.  A.  HARRIS 
Hammond  Bldg..  Winnipeg. 
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Extreme  Collar  Shapes  Shown  in  Pointed  Style 


SEVERAL  NEW  num- 
bers of  long-pointed  col- 
lars are  being  shown. 
Open  front  and  light- 
weight finished  or  neg- 
ligee    collars     are    also 

forward.  Some  extreme  

shapes   are    shown     in 

pointed  style.  Furnishers  are  reported  to  be  taking 
them  and  anticipating  any  style  demand  following 
the  New  York  market.  The  pointed  collar  is  a  re- 
vival of  a  shape  that  sold  fairly  well  several  years 
ago.  A  correct  pointed  collar  has  points  with 
"Spring"  to  them.  The  points  are  worn  inside  or 
outside  the  vest  V.  This  style  is  in  all  three  market 
sources — domestic,  U.S.  and  Austrian  manufacture. 

Just  how  far  the  trade  here  intends  to  take  this 
novelty  remains  to  be  seen.  The  feature  is  of  season- 
able interest  and  will  be  treated  as  such.  Some  mer- 
chants purpose  showing  a  few  numbers,  because  of 
the  demand,  which  follows  the  trend  of  exclusive 
shops.  The  present  interest  in  "points"  is  the  result 
of  the  same  kind  of  influence.  The  vogue  is  the 
direct  return  of  specialization  and  of  creating  in- 
dividual styles  by  a  clever  merchant.  This  men's 
wear  buyer  sensed  the  coming  demand.  Tie  made 
the  style  for  his  locality  and  supplied  it.  Other  furn- 
ishers followed  and  manufacturers  had  to  meet  the 
trade  with  new  numbers.  The  story  is  repeated.  It 
is  vouched  for  by  a  leading  representative. 

A  short  time  ago  one  of  the  leading  manufac- 
turers was  stuck  with  a  quantity  of  pointed  collars. 
These  were  left  from  the  stock  supply  of  the  previous 
demand  and  cleared  to  a  Newport  or  Atlantic  City 
furnisher.  The  price  was  45c  a  dozen,  take  the  lot. 
Shortly  afterward,  these  unique  collars  were  shown 
in  the  store  windows  and  the  merchant's  business 
personality  was  sufficient  to  set  the  style.  The  col- 
lars were  ticketed  at  35c  each  and  sold.  Other  mer- 
chants visiting  the  style  centres  and  Winter  resorts 
saw  the  new  number.  They  immediately  had  the 
style  copied  for  their  trade,  as  a  new  feature.  Orders 
have  been  coming  in  ever  since.  There  is  only  one 
other  comment.  These  collars  are  now  selling  gener- 
ally. 

Sales  of  Summer  and  negligee  collars  are  going 
to  increase  this  season.  This  follows  the  number  of 
new  smart  shapes  in  new  materials  and  patterns. 
Open  front  styles  are  already  taking  and  are  re- 
peated in  repps,  piques,  and  madras.  One  of  the 
neatest  of  these  is  made  in  satin  Stripe  cloth  and 
highly  finished.  These  light-weight  finished  collars 
are  likely  to  sell  in  preference  to  soft  negligees  and 
ties.  Scarfs  which  are  selling  are  also  a  refutation 
of  soft  negligees  (except  for  outing  or  morning 
wear)  :    New,    best    light-weight   model«    are    in    the 


Story  is  told  that  one  merchant  in  fash- 
ionable centre  created  the  demand  for 
pointed  collar — Open  front  and  light 
weight  collars  are  also  forward — Early 
delivery  promised. 


regular  approved  shap- 
es. They  are  a  mid- 
season  novelty  for  quick 
turnover  in  the  Sum- 
mer months  and  are  be- 
ing ordered  with  con- 
fidence. 

Delivery     of     these 


novelties  is  promised  for  M 


av 


Listowel,  Ont. — A.  J.  Smith  has  sold  his  dry 
goods  business  to  M.  Cain  &  Co.,  of  London. 

Woodstock,  Ont. — The  clothing  and  furnishing 
business  of  Fullerton  &  Graves  has  been  taken  over 
by  W.  E.  Sanford  &  Co.,  of  Hamilton. 

Hamilton,  Ont. — Begg  &  Shannon  entertained 
their  employes  to  the  number  of  thirty -five  at  the 
Tudor  Inn.  After  luncheon  the  members  of  the 
firm  outlined  plans  for  improving  the  position  of 
both  employer  and  employe. 
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Good 
Sales 


/Ingle 


A*     CANADA    v. 


TRADE    MARK 


The  Pen-Angle  line  of  S\n  eater  Coats 
for  1913  is  far  superior  (in  real  sell- 
ing quality)  to  any  line  we  have  ever 
shown.  It  is  so  comprehensive,  so  up-to-date 
that  YOU,  Mr.  Merchant,  would  do  well  to 
consider  its  trade-bringing  possibilities 
very  carefully. 


This  new  line  is  designed  especially  to  please  YOUR 
customers — those  who  want  something  BETTER  than 
the  ordinary.  It  shows  many  new  attractions  in  de- 
signs, color  combinations  and  styles  for  every  occasion. 

Stock  this  line!  It  will  mean  "good  sales"  for  YOU,  and 
"solid  satisfaction"  to  your  customers. 

PENMANS  LIMITED 

PARIS,  CANADA 

Hosiery,  Sweaters,  Underwear 


V  \ 


I 
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Brighter  Colors  and  Straighter  Lines  Predicted 


MEN'S  FURNISHERS 

have  a  splendid  oppor- 
tunity in  the  trend  of 
sweater  coat  business. 
coming  styles  and  de- 
mand.   Sales  and  styles 

already  show  that   wo-       

men  are  favoring  man- 
nish garments.  The  same  style  of  coats  are  sold  for 
both  men  and  women.  Orders  for  Fall  placing  are 
■  an  assurance  of  the  passing  of  many  of  the  staple 
racks  for  this  reason.  Samples  now  being  prepared 
for  jobbers'  placing  for  Fall,  1914,  are  to  be  brought 
out  with  this  tendency  in  view.  This  change  is  so 
marked  that  manufacturers  are  adapting  their  ma- 
chinery to  meet  conditions. 

Some  manufacturers  claim  they  have  to  recognize 
the  changed  demand.  Their  orders  from  leading- 
buyers  discard  many  of  the  early  numbers.  Sets  of 
machines,  which  were  making  fancy  racks  last  Nov- 
ember are  now  busy  turning  out  plainer  and  heavier 
stitches  or  being  used  for  some  other  purpose.  It  is 
said  that  in  some  mills  expensive  machines  whicli 
cannot  be  adjusted  will  be  idle.  A  gradual  change 
is  warranted  and  manufacturers,  who  are  in  close 
touch  with  the  conditions,  are  satisfied  to  meet  it. 
They  see  the  demand  coming  sooner  or  later. 

The  general  outlook  is  optimistic  and  at  present, 
mills  are  busier  than  ever.  Business  has  increased 
on  those  lines  which  are  selling. 

A  forecast  of  1914  styles,  following  the  English 
and  German  mills  and  the  development  tins  season 
in  the  United  States,  can  be  safely  given.  There  is 
not  the  slightest  doubt  but  that  the  advance  of  de- 
mand this  next  season  will  show  the  same  results 
here.  A  demand  for  brighter  colors  and  mannish 
styles  is  almost  sure  to  follow  the  indications.  The 
style  development  taking  place  and  the  new  color- 
ings are  important  features.  Brushed  knit  and 
plain  rack  finishes  are  preferred.  The  latter  are 
large  stitches  in  tailored  garments.  Manufacturers 
are  preparing  styles  that  might  almost  be  called  ex- 
treme. Norfolk  and  coat  styles  are  to  be  equally 
good.    Many  new  numbers  are  to  be  introduced. 

Sweater  coats  for  both  men  and  women  are  to  be 
in  brighter  colors.  The  colors  of  the  yarns  selected 
are  almost  similar  to  the  predicted  Fall  chart  and 
consist  of  at  least  20  new  shades.  These,  of  course, 
are  divided  between  the  two  makes.  The  shades  for 
women's  garments  are  straw,  primrose,  cerise,  lighter 
grays,  light  and  dark  blues,  saxe,  deep  tones  in  reds, 
tans  and  browns.  Shades  of  olive  and  apple  greens 
and  purples.  For  men,  the  general  tones  are  darker, 
but  the  shades  include  those  of  the  castor  order,  soft 
tans  and  browns  and  silvery  and  greenish  grays.  To 
these  can  be  added  the  staple  colors  of  other  seasons. 


A  forecast  of  Fall,  1914  syles— Brushed 
knit  and  plain  rack  finishes  will  be 
favored — A  long  list  of  new  shades  to 
be  introduced — Furnishers  can  improve 
their  business  in  SAveater  coats. 


The  development  of 
brighter  colors  will  re- 
sult in  a  hundred  strik- 
i  n  g  combinations. 

Manufacturers  are  en- 
thusiastic    about      the 

correct      colorings      of 

yarns  and  expect  to 
startle  the  trade  with  their  offerings.  Sales  are  ex- 
pected to  show  an  advance  of  50  per  cent,  on  men's 
,-tyles  in  the  colors  suitable  for  women's  wear. 

Here  is  an  opportunity  for  men's  furnishers  to 
obtain  their  share  of  this  business.  Several  of  the 
shades  made  up  in  the  men's  coats  will  sell  better 
than  those  for  women,  in  the  high  colorings.  Sever- 
al of  the  novelty  shades  can  lie  added  to  the  regular 
range  to  cater  to  both  demands.  If  sales  are  to  be 
(Continued  on  Page  77.) 


Novelty  fine  stitch  men's  Norfolk  coat  in  leading  shades  for 
Fall — a  highly  tailored  garment  with  convertible  collar 
and  inset  pockets  in  approved  style  for  better  trade. 
Made  by  R.  M.  Ballantvne,  Stratford. 
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Originality  is  a 

good  feature  of 
ad. -writing.  But 
you  can  always 
get  too  much  of 
a  good  thing. 


Attractive  Arrangement  an  Essential  Point 


HOW  OFTEN  is  an  ad- 
vertisement judged  on 
the  first  glance? 

This  question  was 
propounded  by  a  prom- 
inent advertising  man 
in  the  course  of  an  ad- 
dress recently  to  other  

advertising  men.       He 

went  on  to  answer  the  question  himself,  giving  it  as 
his  opinion  that  a  large  percentage  of  advertisements 
arc  judged  by  the  average  person  on  the  first  glance. 
A  person  picks  up  a  newspaper  or  magazine,  and 
skims  through  the  pages.  The  eye  travels  rapidly, 
and  the  interest  shown  is  generally  of  a  casual  nature. 
It  requires  an  attractive  advertisement,  or  something 
particularly  striking  to  halt  the  eye  and  hold  atten- 
tion. The  eye  skims  each  advertisement.  If  an  ad. 
is  bright,  attractive  or  striking,  if  it  possesses  that 
something  intangible,  something  which  makes  a  good 
ad.,  the  eye  stops;  if  not,  it  passes  on  to  the  next. 

This  applies  more  directly  to  magazine  advertis- 
ing, but  it  has  a  large  measure  of  truth  also  as  applied 
to  newspaper  work.  The  average  person  does  not 
give  minute  attention  to  the  newspaper.  It  is  skim- 
med and  cast  aside.  An  advertisement  requires  spe- 
cial qualities  to  insure  for  itself  a  share  of  the  short 
time  that  so  many  people  give  to  the  perusal  of  the 
newspaper. 

All  of  which  leads  up  to  the  point  we  desire  to 
make,  to  wit,  that  the  writer  of  an  advertisement 
must  give  attention  to  the  matter  of  the  appearance 
of  his  copy.  It  is  necessary  for  him  to  write  ads. 
which  will  appeal  at  first  glance.  If  he  can  do  this, 
he  can  be  reasonably  sure  that  at  least  nine  people 
out  of  ten  who  read  the  paper,  will  give  some  atten- 
tion to  his  advertisement. 

The  general  appearance  of  an  advertisement  de- 
pends upon  many  things — selection  of  type,  layout, 
illustrations,  heading  and  firm  name  being  among 
the  most  important  essentials.  The  appearance  of 
many  otherwise  excellent  advertisements  is  spoiled 
by  the  use  of  heavy,  splotchy  type  which  sprawls 
across  the  page  and  fills  up  all  available  space.  Some- 
times the  fault  lies  in  the  opposite  direction.  In  order 


Many  people  appraise  an  ad.  at  first 
glance — If  it  does  not  attract,  they  read 
on — Making  an  ad.  striking  or  attrac- 
tive is  the  first  duty  therefore — Some 
safe  rules  to  follow — Criticism  of 
samples. 


To  insure  attractive- 
ness of  appearance,  the 
advertiser  should  insist 
on  the  use  of  one  series 
of  type  throughout, 
grading    the    sizes    ac- 

. — — — .  cording    to    the    desire 

for  emphasis  of  certain 
parts  of  the  text.  To  break  from  one  series  to  another 
uives  a  disjointed  appearance  far  from  inviting. 

Some  Canadians  Don't  Know 
How  Well  Off  They  Are! 


Their  view  of  the  clothing  question -is  like 
the  view  one  gets  of  a  distant  mountain. 

At  5  miles  away,  the  whole  surface  of  the 
mountain  seems  a  soft,  smooth,  even  green. 

At  5  feet,  you  see  the  fissures,  gullips  and 
undergrowth,  while  the  green  has  changed 
to  bare,  grey,  rocks. 

We  said  above  that  some  Canadians  don't 
know  when  they  are  well  off.  They  sigh  for 
London  fabrics  and  New  York  styles,  when 
they  should  realize  that  they  get  the  best  of 
English  fabrics  and  American,  tailoring  in 
Fit-Reform  Suits  and  Overcoats. 

In  Fit-Reform  you-  get  the  choicest  fabricSr 
imported  expressly  by  Fit-Reform  from  the' 
leading  English  mills.  You  get  styles  created 
by  the  foremost  American  designers.  And  you 
get  workmanship  of  the  greatest  tailoring  or- 
ganization in  Canada. 

Fit-Reform  is  the  ideal  combination  of  high- 
grade  imported  cloth,  best  American  tailor- 
ing and  reasonable  prices.  Why  don't  you 
see  the  new  spring  styles  in  Fit-Reform 
Suits  and  Overcoats? 


WflB 


J.  W.  FOSTER  LIMITED 

TWa  WfnrAC  •    333  Hastings  Street  West, 


Rogers  Building,  Granville  Street. 
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An  ad.  with  a  striking  headline. 
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The  use  of  very  large  type  is  to  be  avoided  un- 
less extensive  space  is  being  utilized,  and  even  then 
it  is  not  necessary  to  outrival  farm  sale  bills  or  the 
heading  type  on  the  yellow  journals.  A  heading 
can  be  made  emphatic,  striking  and  clearly  under- 
standable without  going  to  extremes  in  this  respect. 

It  is  chiefly  in  the  matter  of  layouts  that  adver- 
tisers go  astray.  They  try  to  crowd  too  much  matter 
in  and  force  the  printer  to  arrange  it  the  best  way 
he  can.  In  this  way,  white  space  (a  valuable  feature 
of  an  advertisement)  is  eliminated. 

An  important  feature  in  this  respect  is  the  main- 
tenance of  balance.  Where  cuts  or  panels  are  used, 
this  is  particularly  essential.  An  ad.  which  seems 
to  sag  at  one  side,  or  is  top  heavy  through  faulty  ar- 
rangement of  cuts,  is  too  ungainly  to  attract  favor- 
able attention.     The  same  is  true  of  panels.     Where 


This    is    one 
of    the    most 

STYLISH 
MODELS 

For 

EARjLY 
SPRING 


CHESTERFIELD 

OVERCOATS 


Made  in  a  variety  of  Styles 
and  Colours,  with  fly-front 
or     button-through     effect. 

Try  on  a  few  of  these  coats,  you  are  under 
no  obligation  to  buy 

C.  D.  MITCHNER 


21st  Street 


Saskatoon 


A  neat  ad.  which  might  be  improved  in  the  matter  of 
layout. 


one  panel  may  be  used,  it  should,  if  at  all  possible  be 
centred.  Where  more  than  one  are  used  they  should 
be  kept  of  uniform  size,  and  arranged  in  the  ad.  to 
give  an  even  balance.  This  is  not  an  absolute  rule 
to  apply  in  all  cases,  but  unless  there  is  some  good 
reason  to  the  contrary,  writers  of  advertising  should 
follow  it  out  in  arranging  their  layout. 


It  Catches  the   Eye 

Turning  to  the  ad.  of  J.  W.  Foster,  one  becomes 
interested  at  once.  The  heading  suggests  something 
to  you ;  it  contains  a  statement  distinctly  different 
from  the  usual  run  of  advertising  matter.  One 
pauses  to  think  in  what  respect  we  as  Canadians  are 
enjoying  an  advantage,  which  we  sometimes  fail 
to  realize;  one  reads  on  into  the  body  of  the  ad.  to 
find  out — and  there  you  are ! 

In  lay-out,  this  ad.  could  hardly  be  improved 
upon.  The  indentation  at  each  side  provides  a  good 
measure  and  makes  the  reading  matter  "stand  out." 


Improving  the  Layout 

An  attractive  advertisement  in  practically  every 
respect  is  that  of  C.  D.  Mitchner.  The  arrangement 
of  the  matter  is  not  as  good  as  could  have  been  ef- 
fected with  the  material  in  hand,  however.  In  the 
accompanying  sketch   a   revised    lay-out    is    shown 


This  is  one  of  He  ncos*. 
.Sty/isfi  Models  for 
farlj    .Spring 


C^ 


CHESTERFIELD 
OVERCOATS. 


CD.  MITCHNER. 


Suggested   layout   of  ad. 

which  would  effect  an  improvement.  The  heading  is 
placed  at  the  top,  a  uniform  size  of  type  being  used. 
The  cut  is  centred  beneath.  All  the  reading  matter 
is  put  in  the  same  measure  beneath,  a  comfortable 
margin  being  left  on  either  side.  With  the  exception 
of  a  double  line  beneath  the  word  "overcoats,"  all 
cut   off  rules  are    eliminated;    the    ad.    looks  less 
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"broken  up"  as  a  result.  The  firm  name  should 
be  put  in  smaller  type  than  in  the  original,  and  in 
the  same  series  as  used  in  the  body  of  the  advertise- 
ment. 

— m — 

Attractive  Layout  of  Ad. 

A  splendid  layout  is  shown  in  the  advertisement 
of  Fitzpatriek  &  O'Connell.  The  balance  is  perfect. 
The  three  cuts  used  in  triangular  shape  lend  a  perfec- 


Better  Clothes  Are  Not  Made  at  the  Price 


"Stein-Bloch  Smart  Clothes"  and  "Proper  Clothes' 
Have  Them  All  Trimmed 


SEE  OUR  NEW   SPRING    MODELS   AT 
$15.00,    $20.00,    $25.00   and    $30.00 


■re  than  n  <•  would  i 
to  be  the  judge,  ami  wt 
these  garments.    They  arc  modi 
i  styli  •  and  excellent  materials 


I"    "Yes,  wc  ha 

ill  value  rour  oi 


I..  I..-    ptitlnK-i.^tii:   about,    and    the 

\  le,  materials  and  tailoring  that  have 
'i  men  who  value  and  appreciate  good 
iizi  -.  and  tin  ic  <uc  inuilols  to  tit  men 


SERGES  AND  CHEVIOTS  in 

liv  "Proper  <  lutli'  -."  tailors, 

l'i- 1  "I-     «'"i.M*»»ts   arc   i 


NJ-.i:  Ot'R  WINDOW  DISPLAY  FOR 
SATURDAY. 


W.  G.  &  R.  Shirts 

Are    as   Good   as  a  Man 
Can  Wish  to  Wear 


tailored  with  a  view  of  giving  the 
wearer  great  comfort,  and  in  point  of 
service,  Ave  know  of  no  other  line  at  tile 
price  tliat  can  give  yon  greater  satis- 
faction. 

You  can  have  them  with  the  laun- 
dered or  soft  double  cuffs  at,  per  gar- 
ment, $1.60,  $J.76  and  $2.00. 


Smart  Tweed  and 
Worsted  Suits  for 
Your  Boys 

Clothes  that  will  stand  the  wear  and 
tear  that  the  boy  is  likely  to  subject 
them  to.  They  are  tailored  with  the 
same  care  that  is  evident  in  the  best  of 
our  men's  suits  and  the  materials  have 
been  specially  chosen  for  their  tough- 
ness, but  style  has  not  been  sacrificed 
in  Hie  effort  to  get  the  most  strength 
into  the  garments. 

Go  where  vou  will,  better  values  are 
not  to  be  had.  Boys  will  take  a  pride 
in  the  manly  styles,  and  file  cost  is  be- 
low the  average  for  guaranteed  suits 
ior  boys.  Sizes  for  bovs  from  7  to  1.1 
vears  old,  are  marked  at  $3.50,  $500 
and  $6.00. 
BETTER  SPITS,  Suitable  for  Sundays 

and    special    occasions,    from    $7.00 

to $lS.OO 


Smart   Chesterfield 
and  Zambrene  Coats 
for  Men  Who 
Appreciate  Quality 


th.i  u  light  m  weight,  distinctive  in 

I  be  it-  ar.   well  tailored  and  have 

th,  ;,|, ;„  .ii-aii,  e  of  having  been  made 
s|ie,iollv  for  the  man  who  wears  them. 

The  prices  are  $20.00,  $25.00  and 
$3000,  and  when  you  see  the  coals 
dy  to  admit  that  they  are 


,.i-lli  Hi, 


pru 


If  You  Like  a  Smart  Hat 
Any  of  These  Lines  Will 
Certainly  Give  You  Keen 

Satisfaction 

Sti  ts,,n  and  Boelof  hats  are  acknowl- 


IIARI)  HATS  come  in  a! 
Hie  loading  brands  are 


lea.  and  their  reputation  is  a  sufficient 
;■■   I!      ■■  ■    for  quality  anil  good  service 

It  looks  as  if  these  manufacturers 
wen  i  ring  for  supremacy.  At  any  rate 
fhe\  have ,  set  lied  their  former  records 
fur  st\  Ic  and  valiie,  and  we  arc  in  a  po- 

Btylcs  and  colors  at  a  verv  moderate 
price.  Our  values  in  soft  bats  take 
some  heating  at  $3.00,  $3.50,  $4.00  und 
$5.00. 

I  the  newer  blocks  and  you'll  be  sure  of 
I  nil!  give  you  perfect  satisfaction.  All 
n  presented  in  our  stock.  Prices  from 
$5.00 


An   advertisement   which  has  been  most  attractively 
balanced  in  the  layout. 


tion  of  balance  which  is  carried  out  in  the  sizes  of 
the  reading  panels.  In  this  respect,  only  one  detail 
is  lacking — the  headings  are  not  uniform  in  size. 
One  criticism  might  be  voiced  in  connection 
with  this  advertisement.  Too  much  has  been  put  in- 
to the  space,  leaving  practically  no  white  space  what- 
ever. There  is  a  tendency  also  to  say  a  little  too 
much  in  the  descriptions. 


Bright  Colors  and  Straighter  Lines  Predicted 

(Continued  from  Page  74.) 

divided  in  the  sweater  coat  departments,  the  men's 
section  have  a  good  excuse  for  direct  competition. 
Exclusive  furnishers  have  the  same  privilege.  There 
are  good  reasons  for  furnishers  who  do  not  handle 
sweater  coats  to  investigate  the  conditions  which  style 
has  created  in  their  favor. 

The  same  arguments  that  apply  to  tailoring  and 
exclusiveness  are  good  in  selling  high-grade  tailored 
sweater  coats.  Women  are  not  dictating  a  trend  al- 
together. They  are  foreseeing  it  quicker  than  the 
merchant.  The  slower  development  of  the  sweater 
coat  business  with  furnishers,  accounts  for  their  idea 
that  only  lines  up  to  a  fixed  price  can  be  sold.  This 
accounts  for  a  lower  average  of  sales  than  the  scope 
of  the  ranges  suggests.  The  trade  are  sometimes 
hard  to  convince  that  better  coats  are  being  sold.  It 
has  taken  time  to  do  although  this  season 
it  has  been  easier  than  formerly.  In  many 
cases,  higher  priced  tailored  garments  have 
never  been  tried.  There  may  be  a  hint  to 
the  selling  price,  but  that  is  not  a  reason 
a  few  real  sweater  coats  cannot  be  sold.  If  the  regu- 
lar stores  can  sell  garments  up  to  $75  a  dozen,  men's 
furnishers,  with  better  class  trade,  can  handle  novel- 
ty numbers  up  to  $120  a  dozen. 

Tailored  and  mannish  styles  in  sweater  coats  for 
next  season  have  a  higher  fitting  standard.  Fit  in 
sweater  coat  is  as  important  as  in  other  clothing. 
Each  furnisher  can  enthuse  with  as  much  authority 
as  in  fitting  an  overcoat  or  suit.  For  specialty  men's 
wear  shops,  natty  style,  novelty  and  fit  or  any  of  the 
numerous  selling  features  of  quality  are  good  argu- 
ments to  sell  better  grade  sweater  coats  to  either  men 
or  women. 

The  advisability  of  going  after  the  demand  for 
mannish  styles  for  women  does  not  mean  a  largely 
increased  investment,  All  that  is  necessary  is  the 
introduction  of  a  little  more  novelty  into  stock  assort- 
ments -to  appeal  to  the  finer  trade.  The  quality  of 
the  goods,  salesmanship  and  advertising  for  this  busi- 
ness will  effect  the  results  anticipated.  There  is  no 
question  of  infringing  on  the  legitimate  field  of  other 
merchants.  The  demand  for  garments  that  are  dif- 
ferent and  serviceable  and  mannish  style  trend  in 
both  departments  is  an  opportunity  men's  furnish- 
ers cannot  afford  to  forego.  Good  merchandising  and 
necessary  advertising  are  the  only  costs  of  this  extra 
business. 

© 

Courtesy  is  an  asset;  lack  of  courtesy  a  distinct 
liability. 

Wilbur  Holtby  is  now  back  at  his  store  in  Zeal- 
andia,  Sask.,  having  been  much  benefited  in  health 
by  treatment  in  the  Winnipeg  hospital. 
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Intensity  a  Necessary  Quality  in  Salesmen 


THE     FOLLOWING 

address  was  delivered  by 
Otto  Buehrmann  at  the 
annual  convention  of 
the  Indiana  Retail 
Clothiers'  Association : 

The  matter  of  effic-  

iency  in  selling  is  one 

to  which  the  attention  of  the  clothier  is  mure  than 
ever  directed  in  this  day  of  sharp  competition ;  and 
with  a  view  of  bringing  to  your  notice  the  advant- 
ages of  a  comprehensive  understanding  of  the  art 
of  selling,  as  a  science,  to  aid  the  clothing  salesman 
in  his  work,  I  draw  attention  to  the  prime  requisites 
demanded. 

As  a  salesman  of  long  and  wide  experience  first. 
and  afterwards  a  student  of  the  laws  which  govern 
the  mind  action  of  selling.  I  know  that  all  who  sell 
will  find  this  knowledge  of  the  greatest  value  to  them 
in  their  work.  The  laws  of  selling  demand  the  high- 
est degree  of  intensity,  personality,  mental  fitness, 
a  knowledge  of  the  line,  concentration,  observation 
and  will  power  to  remove  fear  thought.  Application 
presentence,  industiy,  continuity  of  purpose ;  all 
these  are  suggested  by  the  one  word  "intensity." 

The  ethical  and  moral  features  of  these  laws  will 
be  interpreted  by  the  student  as  his  religious  views 
and  training  may  suggest,  but  I  only  refer  to  and 
use  them  as  selling  force  alone. 

If  the  salesman  is  to  become  a  Master  of  Selling, 
then  the  same  time  and  study  must  be  given  to  the 
work  as  would  be  required  to  become  a  Master  of 
Law,  medicine  or  any  other  of  the  many  professions. 
The  surgeon,  for  example,  has  to  dissect  the  cadaver 
to  learn  the  location  of  every  nerve  and  muscle  that 
is  used  as  the  agent  of  the  brain ;  so  must  a  salesman 
dissect  styles  every  part,  every  feature,  of  the  goods 
he  is  selling,  to  know  just  where  to  invoke  the  assist- 
ance of  the  brain,  to  make  the  sale. 

No  one  can  know  about  his  business,  and  as  so 
many  near-salesmen  know  so  little  about  what  they 
attempt  to  sell,  it  is  apparent  they  lack  the  founda- 
tion of  intensity,  ambition,  interest  and  a  compre- 
hensive knowledge  of  what  they  want  to  sell.  Sell- 
ing is  a  definite  art,  and  when  the  study  be  given  it 
which  such  a  complicated  and  far-reaching  occupa- 
tion demands  there  is  a  greater  field  than  in  any 
other  profession. 

To  clearly  develop  the  many  points  of  a  success- 
ful sale,  it  has  been  my  habit  to  hold  practice  or  dem- 
onstration sales,  in  which  the  members  of  the  selling 
force  can  be  drilled  to  an  approximate  degree  of  per- 
fection in  the  art.  This  is  the  method  employed  in 
my  Y.  M.  C.  A.  work  in  Chicago.  At  the  -'Huh," 
in  that  city,  we  ha\e  an  open  session,  after  the  intro- 
duction of  the  subject  of  the  lesson  through  the  paper 
read  to  the  class,  and  it  has  been  found  that  when  the 


Well  known  salesman  explains  some  of 
the  ethical  sides  of  salesmanship — The 
disastrous  results  of  "fear  thought" — 
Only  by  intense  concentration  can  sales- 
men overcome  this  lack  of  confidence. 


successful  argume  n  t  s 
w  ere  voiced,  spoken 
aloud,  in  the  presence 
of  others,  this  has  the 
same  good  results  as  the 
class  training.  The  prac- 

tical  thoughts  are  acted 

upon,  brought  into  be- 
ing as  a  reality,  under  the  stimulus  of  the  impulse, 
and  are  not  lost  in  the  "some  time  or  other"  when 
we  expect  to  use  the  argument,  hut  which  was  not 
fixed  in  the  mind,  not  written  on  the  tablets  of 
memory,  and  was  lost  forever. 

The  selling  argument,  when  read  to  oneself,  and 
not  deemed  very  forceful,  when  spoken  by  some  oth- 
er salesman  present,  was  a  much  stronger  selling- 
talk  than  it  was  supposed  to  be.  Demonstration  sales 
are  like  the  polishing  machines,  into  which  tons  of 
rough  iron  castings  are  placed  in  the  immense  drums, 
and  these  caused  to  revolve,  and.  as  piece  rubs 
against  piece,  the  friction  causes  each  one  to  come 
out  a  polished  bit  of  metal. 

\o   FIXED  RULES   FOB   SELLING. 

No  man  has  ever  found  any  fixed  rules  for  selling 
clothing.  The  practice  develops  the  interest  the 
salesman  has  in  his  work  and  the  confidence  he  has 
in  what  he  has  to  sell.  As  intensity  dominates  him 
he  develops  his  own  rule,  from  his  knowledge  of  the 
mind  action  of  the  customer,  and  as  the  laws  govern- 
ing this  mind  action  are  well  known,  it  implies  the 
salesman  must  be  familiar  with  them. 

To  illustrate:  The  lawyer  must  know  the  text 
hooks  of  his  profession,  and  from  these  he  goes  to 
the  statutes  of  the  state,  and  then  on  to  the  reports  of 
the  court  decisions,  for  his  authority,  in  making  his 
arguments  or  formulating  his  briefs.  All  these  last 
conform  to  the  first,  and  all  selling  arguments  must 
conform  to  the  mental  laws.  As  the  salesman  knows 
that  fundamental  principles  govern  each  sale,  the 
same  mind  action  is  involved;  he  knows  when  to  use 
the  statutes  of  the  states,  and  to  make  the  peculiar 
application  of  these  laws  to  the  class  of  persons  to 
which  the  customer  belongs. 

To  the  salesman  we  would  say:  Fix  the  "habit" 
of  intense  concentration,  to  drive  out  all  other  habits 
which  take  from  you  the  natural  ability  of  a  clean 
and  wholesale  character,  for  mental  purity  is  as 
essential  as  bodily  cleanliness  to  the  well-ordered 
salesman. 

CREATING  THE   OPPORTUNITY. 

To  create  an  opportunity  to  sell  becomes  the  first 
necessary  step  of  the  undertaking,  and  in  this  initial 
effort  of  the  work  a  pleasing  personality  takes  first 
place,  for,  as  we  are  judged  by  our  dress,  so  are  we 
placed  by  our  personality,  which  is  created  by  our 
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Queen  St.  entrance,  main  aisle  of  the  mens'  and  boys'  slothing  departments  showing  the  main  floor  decora- 
tions for  Openings  and  Easter.  The  emblem  of  Spring  and  prosperity  "Proserpina"  with  garlands  of  Spring 
flowers  and  holding  a  lighted  globe  is  a  decorative  feature  taken  from  the  Greek  mythology.  On  inter- 
vening pillars  are  groups  of  three  cherubs  from  which  are  suspended  bowers  and  festoons  of  flowers  across 
the   aisles.      Courtesy  T.   Eaton   Co.,    A.   E.   Apted,   display  manager. 


mind  action  and  mind  force.  Next,  the  never-flag- 
ging enthusiasm  aroused  by  earnestness  of  intention  ; 
spurred  on  by  a  necessity,  imagined  or  real,  this  nev- 
er lags  an  instant  in  reminding  the  salesman  he 
must,  for  it  is  imperative  that  he  make  this  one  sale, 
in  order  to  enable  him  to  reach  the  next  one.  For  as 
"things  thrive  on  what  they  feed  on,"  this  sale  must 
be  made  noxv  and  here,  to  furnish  a  stimulus  for  fur- 
ther effort.  The  one  sale  made  to-day  makes  two  for 
to-morrow.  A  sale  lost  to-day  means  ten  sales  lost 
in  the  future. 

The  incentive  underlying  the  work  has  all  to  do 
with  the  development  of  the  undertaking;  to  have 
no  incentive  of  a  compelling  intense  necessity  or 
strong  ambition  is  to  build  on  an  uncertain  founda- 
tion for  the  future. 

The  successful  approach  of  a  complete  absorption 
in  the  work,  and  the  necessary  time  must  be  given  to 
training,  to  allow  the  work  to  "get  into  the  system" 
of  the  clothing  salesman,  to  use  an  expressive  slang 
phrase,  for  unprepared  action  is  not  warranted.  In 
some  persons  this  complete  absorption  or  obsession 
may  take  much  longer  than  in  others;  in  fact,  I  ad- 
vance the  theory  that  the  deeper  the  character  and 
thoughtfulness  of  mind,  the  longer  it  takes  an  idea 
or  conclusion  to  sink  into  the  sub-conscious  mind 
and  become  assimilated,  for  the  reason  that  a  well- 
balanced  mind  does  not  take  on  new  theories  and 
thoughts  without  weighing  and  measuring  them  care- 


fully, and  da^  not  receive  lasting  impressions  like  a 
sponge;  of  as  a  frivolous  and  superficial  character 
would  apparently  grasp  new  ideas.  Therefore  the 
advantage  of  having  a  certain  time  and  training  in 
order  to  comprehend  and  appropriate  a  knowledge 
of  the  laws,  through  thought  and  attention,  so  nec- 
essary to  success,  is  apparent.  This  is  an  explanation 
why  some  salesmen  develop  slowly,  but  turn  out  to 
be  first-class  men  later. 

The  "selling  talk"  is  but  relating  what  the  sales- 
man knows  of  his  wares,  and  when  he  knows  them 
thoroughly  he  will  impart  his  knowledge  as  if  he 
felt  it  to  be  of  the  same  interest  to  the  customer  as  to 
himself.  We  do  not  rattle  along  in  thought  as  we 
would  repeat  a  nursery  rhyme,  deep  thoughts  come 
but  one  at  a  time,  and  when  they  are  serious  and 
intense  they  will  lie  so  given  to  the  customer. 

What  the  salesman  knows  about  his  work  is  the 
negative  of  Ihe  picture  in  his  brain,  and  as  it  is  clear 
and  sharp,  well  composed,  to  make  a  good  picture, 
so  Avill  be  the  print  he  makes  on  the  mind  of  the  cus- 
tomer, and  as  every  print  is  far  from  successful — 
as  you  who  have  had  tried  to  make  good  prints  well 
know — it  demands  practice  and  training  to  make  a 
perfect  picture  of  what  you  have  to  sell  on  the  mind 
of  the  customer  and  make  it  fit  in  with  the  want  of 
the  buyer,  i.  e.,  his  personal  requirements. 

The  salesman  must  give  values  as  the  customer 
knows  them:  he  must  supply  the  one  desire  which 
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has  been  aroused  by  the  printing  process — and  let 
me  add — as  the  perfect  print  must  be  fixed  at  the 
proper  moment;  watch  the  customer,  to  fix  the  print 
in  his  desire,  and  close  the  sale  then  and  there.  A 
print  which  has  to  be  made  over  again,  a  sale  built 
up  again  which  has  fallen  down,  indicates  a  poor 
negative,  due  to  lack  of  "intensity"  on  the  part  of  the 
salesman. 

The  element  of  time  in  selling  is  the  only  limita- 
tion of  the  efforts  of  the  salesman.  He  has  but  so 
much  time  at  his  command,  at  most  eight  hours  of 
active  service  in  the  day,  and  if  he  spends  but  two 
minutes  of  each  hour  in  searching  for  an  answer 
in  his  mind  to  this  or  that  question  or  argument  of 
the  customer,  or  twenty  minutes  in  the  day  "enter- 
taining" the  customer,  figure  out  the  number  of  days 
lost  in  the  year! 

All  salesmen  know  the  quicker  the  sale  is  made, 
in  keeping  with  the  importance  of  the  article  sold, 
the  better  the  customer  is  satisfied.  His  imagination 
is  stimulated  to  a  higher  appreciation  of  his  pur- 
chases, and  in  this  clothes  selling  business,  as  in  all 
other  lines,  to  effectively  win  a  customer  over  is  to  be 
almost  certain  of  making  another  sale,  through  the 
recommendation  and  suggestion  of  this  satisfied  cus- 
tomer. 

There  has  been  a  great  change  in  the  last  few 
years  in  the  management  of  the  salesmen  on  the 
floor.  It  w;is  once  the  habit  to  "fire"  a  man  for  inef- 
ficiency: but  now  it  is  the  rule  to  educate  him,  when 
he  has  the  ability  to  understand;  the  theory,  and  as 
every  clothing  salesman  knows  it  is  better  to  make 
a  sale  than  to  lose  it,  he  will  be  anxious  to  learn 
how  and  why  he  can  make  the  sale  and  to  increase 
his  compensation. 

Have  you  ever  noticed  in  all  your  selling  exper- 
ience the  complete  absence  of  the  negative  in  making 
the  sale?  This  is  but  conforming  to  a  well-known 
law,  that  the  subconscious  mind  acts  only  on  a  posi- 
tive suggestion,  and  answers  but  to  the  imperative 
command  to  "do  thus  and  so,"  and  as  this  sub- 
conscious mind  is  the  source  of  action,  banish  all  neg- 
atives, for  negatives  cannot  tell  this  latent  force  what 
you,  as  a  salesman,  want  the  customer  to  do.  Nega- 
tives never  made  a  sale !  Don'ts  to  the  force  are  in- 
effective, for  they  do  not  stimulate  the  subconscious 
mind  to  action.  It  is  the  Do's  that  make  an  im- 
pression. 

Excuses  are  all  negative ;  equally  so  explanations. 
The  "reason  why"  I  did  not  sell  the  customer,  is 
negative  from  A  to  Z.  Hold  the  positive  thought  in 
any  and  all  sorts  and  kinds  of  work,  to  succeed  as 
a  salesman ;  this  is  the  law  of  all  successful  mind 
action  in  selling.  The  will  power  is  the  means  by 
which  this  force  is  to  be  kept  constantly  on  watch. 
for  the  little  demon,  Fear-thought,  is  always  perch- 
ed on  the  shoulder  of  the  salesman,  whispering,  "You 
cannot  do  it.  you  cannot  do  it;  no  use  to  try  to  sell 
this  man,"  and  giving  as  many  reasons  "why  not" 
as  the  salesman  will  listen  to.    And  it  is  only  by  the 


exercise  of  the  strong  and  trained  will  power  he  can 
be  dislodged. 

BANNING  THE  FEAR  THOUGHT. 

A  most  interesting  plan  to  chase  this  demon  of 
"Fear-thought"  away  was  recently  given  by  a  learned 
student  of  this  profession  of  selling.  He  suggested 
to  his  class:  Carry  a  short  piece  of  wood  in  your  pock- 
et, and,  as  you  go  forward  to  wait  on  the  customer, 
clench  it  as  hard  as  possible ;  at  the  same  time  think 
of  the  most  pleasant  thing  that  ever  happened  to 
you;  thus  fortified  with  the  recollection  of  pleasant 
thoughts  and  the  nerves  steadied  by  the  discharge 
of  muscular  energy  through  clenching  the  bit  of 
wood,  you  are  in  the  proper  frame  of  mind  to  meet 
the  customer  and  sell  him. 

"Fear-thought  is  the  lack  of  will  power,  and  to 
stimulate  the  exercise  of  will  power  this  lecture  of  a 
very  learned  life  insurance  instructor  of  agents  is 
given  to  show  that  this  attribute  of  mind  can  be 
cultivated  and  controlled  to  do  the  bidding  of  the 
brain.  Said  he:  "In  touring  the  British  Islands, 
we  came  to  the  Isle  of  Man,  and  learning  of  the  cur- 
ious fact  that  a  very  old  special  privilege  of  coining 
a  copper  currency  had  been  granted  these  Manxmen, 
I  desired  to  carry  away  some  of  these  new  bright 
coins  as  souvenirs.  I  visited  the  Treasury,  and  found 
it  closed,  and,  as  the  following  day  was  a  legal  holi- 
day, the  Treasurer  had  gone  on  a  visit  to  some 
friends  several  miles  away.  The  attendant  assured 
me  that  there  was  no  way  by  which  he  could  have 
the  safe  opened  to  secure  the  coins,  other  than  to 
induce  the  Treasurer  to  come  back  and  in  person 
let  me  have  them. 

"This  very  opposition  aroused  the  true  spirit 
of  the  salesman  in  me,"  said  he,  "and  I  determined 
to  have  these  coins  before  I  left  the  island.  I  used 
this  argument  to  the  custodian;  'Here  I  have  come 
thousands  of  miles  to  see  your  beautiful  island,  and 
f  appreciate  its  beauties  so  highly  that  I  must  have 
some  of  these  rare  and  unsullied  coins  to  carry  away 
with  me ;  I  want  you  to  go  and  get  a  conveyance,  at 
my  expense,  go  after  the  Treasurer,  and  tell  him  an 
American  gentleman  begs  that  he  will  come  and  sell 
him  some  of  these  curious  coins;  your  time  will  be 
well  paid  for  if  you  succeed.'  "  Note  this  point,  of 
enlisting  a  capable  lieutenant  in  his  cause,  a  feature 
not  to  be  overlooked ;  he  wanted  to  accomplish  results, 
and  he  used  all  and  every  means  at  hand  to  do  it. 

The  man  brought  the  Treasurer,  who  opened  the 
safe,  sold  a  bagful  of  the  singular  coins,  with  the 
most  ancient  adaptation  of  the  swastika  on  its  face. 
In  concluding  the  story  the  insurance  man  said 
to  his  agents,  "I  will  give  each  man  here  present  one 
of  these  coins,  not  as  a  fetish,  but  to  carry  in  his 
pocket,  to  remind  him  of  the  determination  and  will 
power  which  secured  it  for  him.  And  when  he  thinks 
he  cannot  sell  his  customer,  let  him  feel  of  this  coin 
and  be  equally  insistent."  All  clothing  salesmen 
can  practice  such  auto  suggestion  with  equal  force. 
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A  simple  arrangement  of  Spring  shirts  and  neckwear,  combining  several  units  on  up-to-date  pedestals  and 
tables  with  glass  plates.  The  grouping  is  effective  and  well  balanced  in  so  large  '  a  space.  Courtesy 
McKinnon  's,  Ltd.,  by  F.  L.  Kiekley. 


Concent  ration,  when  selling,  is  an  indispensable 
mind  condition.  With  thoughts  wandering  hither 
and  thither,  there  is  no  record  made  on  the  brain 
cells  for  future  use.  There  is  no  good  negative 
produced. 

NO   TIME   TO   ARGUE. 

It  is  but  the  one  subject  in  which  the  salesman 
is  interested,  and  in  order  to  make  this  subject  an 
ideal  success,  all  the  energies  of  mind  and  body 
must  be  focused  on  the  sale.  A  wonderful  selling 
suggestion  is  contained  in  the  sublime  injunction  of 
the  Master:  "If  a  man  smite  thee  on  the  right  cheek, 
turn  unto  him  the  other  also."  This  tells  the  sales- 
man he  has  not  time  to  give  to  the  matter  of  making 
a  long  contention,  of  claiming  his  rights,  no  time 
to  demand  the  protection  of  the  law,  no  time  to  argue 
with  this  or  that  question.  He  is  much  occupied 
with  the  pursuit  of  the  ideal  that  he  passes  by  and 
over  all  the  small  inconveniences  and  incidents  of 
life.  These  are  of  minor  importance,  as  compared 
with  the  grand  total  of  results. 

Auto  suggestion  says:  Hurry!  Hurry!  All  ob- 
stacles are  but  as  pebbles  in  the  way !  No  time  for 
aught  else  but  to  reach  the  goal — the  sale ! 

Here  is  a  good  illustration  of  how  "Intensity" 
supplied  the  quick  wit  for  the  salesman,  who.  having 


sent  in  his  card  to  the  buyer,  was  told:  "There  is 
nothing  in  your  line  to-day."  He  promptly  sent 
the  attendant  back,  with  a  request  that  his  card  be 
returned  to  him,  for  he  had  seen  the  buyer,  through 
the  door  left  ajar,  tear  it  up.  To  ret  urn  it  was  an 
impossibility,  and  the  buyer  sent  him  a  nickel  "to 
pay  for  the  card."  He  sent  in  another  one,  with 
the  message,  "I  give  you  two  of  my  cards  for  a 
nickel."  Useless  to  say,  he  had  an  audience  with 
the  buyer,  resulting  in  a  sale. 

Sometimes  the  effort  of  the  salesman  is  abandon- 
ed just  at  the  turning  point;  he  makes  a  good  start,, 
but  he  has  not  been  in  the  work  long  enough,  not 
absorbed  it,  for  it  to  become  a  part  and  parcel  of 
his  innermost  nature.  The  subconscious  mind  had 
not  been  surcharged  with  the  details  of  his  work,  and 
Fear-thought  compels  him  to  "turn  the  customer 
over"  or  lose  him.  "Intensity"  will  suggest  the  de- 
termination to  him  to  make  the  sale  then  and 
there. 

A  pleasing  personality  is  developed  when  the 
body  and  mind  are  absorbed  in  a  good  work,  and 
the  intelligence  developed  by  study  is  the  "open 
sesame"  to  the  attention  and  good-will  of  the  cus- 
tomer. 

The  salesman  is  but  a  means  through  which  the 
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Suggestive   and   well   arranged   showcase   of   novelty    shirts,    ties    and    collars.      Courtesy    of 
Hickey  &   Pascoe,  by  E.  K.  Dallimore. 


clothing  buyer  can  receive  a  benefit,  and  he  is  doing 
him  an  inestimable  favor.  His  interests  as  a  sales- 
man are  nothing  as  compared  with  the  possession 
of  this  benefit  to  the  customer,  and  he  overflows 
with  the  earnestness  of  his  line  and  his  word.  He 
obliterates  himself.  lie  thinks  of  the  advantages  he 
is  bestowing  on  the  customer.  His  entire  argument 
is  brought  out,  not  aggressively,  but  calmly  and  in 
a  low  and  even  tone  which  becomes  convincing  and 
carries  conviction,  because  he  believes  what  he  is 
saying,  because  it  is  true,  and  truth  is  always  "In- 
tense." 

Your  will  power,  the  psychic  force  of  an  intensity 
beyond  that  of  the  customer,  compels  attention,  and 
you  chain  his  interest  and  arouse  his  desire  to  ac- 
tion. All  this  is  a  game.  If  you  sell,  don't  be  over- 
proud.  The  game  is  nothing.  The  skill  is  all,  and 
success  is  only  a  game,  but  a  noble  game,  and  the 
game  is  worth  playing  for  the  skill. 

© 


Sturgeon  Falls. — Miss  Agnes  Mclnnis,  of  Cache 
Bay.  is  opening  another  millinery  store. 


*     •     * 


Kelowna,  B.  C. — W.  E.  Tait,  of  Kamloops,  is  op- 
ening a  branch  store  of  W.  E.  Tait  &  Co.,  here. 


*     *     * 


St.  Thomas,  Ont. — Burglars  broke  into  the  men's 
furnishing  store  of  Geo.  W.  Midgley  and  stole  a 
quantity  of  clothing,  showing  a  preference  for  knit 

ties. 


Davidson,  Sask. — The  Davidson  Millinery  store, 
for  some  years  conducted  by  Miss  M.  M.  Storey,  will 
be  managed  by  Loree  &  Co.  in  connection  with  their 
general  drv  goods  business. 


Washington. — Removal  of  all  tariff  from  raw 
wool  has  been  agreed  upon  between  President  Wilson 
and  the  members  of  the  House  Committee  on  Ways 
and  Means  as  the  result  of  conferences  that  ended 
to-day. 

•     •     • 

The  present  plan,  which  will  have  the  unanimous 
endorsement  of  the  Democratic  members  of  the  com- 
mittee, provides  that  wool  shall  be  placed  on  the 
free  list,  an  end  for  which  the  free  wool  Democrats 
of  the  House  have  fought  for  two  years. 
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A  Clothing  Store]|Equipped  with  Taylor-made  Double-Bar 

Polished  Steel  Tube  Racks 


No.   :;:ilB.  Suit  Hanger   $7.50  per  100 

No.  ^JB.  Boys',  15  in.  wide..   7.50  per  100      ^</j- 


Made    of   Polished   Steel  Tubing.      No  paint,  no  rust,  no  tools 

or  trouble  to  set  up. 

Shipped  K.D.,  crated  ball  socket  rollers. 

6  feet  long,  0  post  $10.50 

8  feet  long,  6  post  11-50 

10  feet  long,  6  post  12.50 

Made   of  Oxidized    Steel    Tubing. 

6  feet  long,  (i  post    $13.00 

8  feet  long,  (I  post    

10  feet  long    6  post   

Suit  Racks,  5  feet  high,  26  in.  wide. 
Overcoat  and  Ladies'  Garments,  6  feet  high. 


14.00 
15.00 


No.    74B    Combination    Suit    Hanger, 
with   wood    trouser   liar,  .$15   per   100. 


TAYLOR  MANUFACTURING  CO. 


HAMILTON 


CANADA 


Mail  Orders  Promptly  Filled 
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The  Responsibility  of  Heads  of  Departments 


Are  buyers  and  managers  supposed  to 
conform  to  all  the  rules  of  the  estab- 
lishment I — Answers  given  to  pertinent 
questions  regulating  relations  of  de- 
partment head  to  firm  and  to  employees. 


THE  HEAD  of  a  de- 
partment in  the  store  is 
a  link  between  the  man- 
agement and  the  em-' 
ployees.  He  directs  the 
work  of  the  staff  in  his 
department  according 
to  the  rules  laid  down 

by  the  proprietor  or  management  of  the  store.  It  fol- 
lows that,  as  he  must  interpret  the  rules  and  regula- 
tions of  the  establishment  in  the  control  of  those 
under  him,  he  is  to  a  large  extent  amenable  to  these 
rules  himself.  At  the  same  time,  his  duties  are  such 
that  he  cannot  be  restricted  by  hard  and  fast  rules 
and  a  certain  amount  of  freedom  must  be  allowable. 
What  then  is  the  status  of  the  department  head:  to 
what  extent  is  he  responsible  for  his  own  personal 
habits  and  his  adherence  to  rules? 

This  is  the  gist  of  the  problem  submitted  in  the 
March  19  issue  of  The  Review.  To  make  the  mat- 
ter clear,  however,  it  will  be  as  well  to  quote  the  ques- 
tion as  it  was  presented  in  that  issue : 

"Every  store  hais  (Salespeople  and  department 
heads  who  are  not  included  in  the  observance  of  store 
rules.  The  latitude  which  these  salespeople  have  in 
handling  their  departments  leads  to  freedom  from 
rules. 

"Some  rules  are  not  listed.  The  firms  arc  unable 
to  define  exact  rules  to  apply  to  all.  Some  conditions 
cannot  be  covered  by  printed  rules. 

"Should  department  heads  be  held  responsible  as 
an  example  to  fellow  employees  on  the  following: 

1st  Deportment. 

2nd  Financial  Standing. 

3rd  Social  Connection. 

4th  Traveler's  Friendships. 

5th  Deference  to  the  Firm." 
Many  excellent  replies  were  received  from  which 
the  best  have  been  selected  for  publication.       They 
are  herewith  presented. 

DEPARTMENT     HEADS     ARE    RESPONSIBLE. 

To  be  successfully  conducted,  every  business  must 
have  rules  for  the  guidance  of  its  employees,  and 
hold  the  employees  accountable  for  the  observance  of 
the  rules.  There  w?ould  be  general  rules  which  should 
apply  to  all  employees,  and  in  addition,  special  rules 
for  the  guidance  of  junior  salespeople,  buyers,  and 
department  heads  in  their  general  different  services 
in  connection  with  the  business. 

The  oversight  exercised  over  a  junior  and  the 
rules  to  which  he  would  be  expected  to  conform 
would  be  very  different  from  the  rules  laid  down  for 
the  guidance  of  the  head  of  a  department  and  the  exist  between  a  firm  and  its  employees,  and  we  think 
comparative  freedom  under  wdiich  he  would  serve,  as  long  as  a  man  continues  in  the  service  of  a  firm  he 
but  each  in  their  different  positions  ought  to  be  held  should  be  loyal  to  his  employers,  and  in  all  relations 
strictly  amenable  to  the  rules  given  for  their  guid-     between  trusted  employees,  and  their  assistants,  all 
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ance.  We  think  depart- 
ment heads  should  be 
held  responsible  to  be 
an  example  to  fellow 
employees.  in  all 
things  which  pertain  to 

■ successful  business,  and 

more,  v?e  would  expect 
the  head  of  a  department  to  use  his  influence  in 
directing  the  conduct  and  shaping  the  character  of 
those  committed  to  his  care  and  to  endeavor  to  build 
them  up  into  first  class  men. 

Are  we  asking  too  much  of  heads  of  departments  ? 
We  think  not  and  where  they  are  men  of  character 
they  will  realize  their  posistion  as  giving  them  an 
opportunity  of  thus  being  of  service  to  the  employees 
under  them,  and  to  the  firm. 

In  the  department,  the  department  head  ought  to 
be  a  model  of  correct  deportment,  or  how  can  be  ex- 
pect suitable  conduct  on  the  part  of  those  committed 
to  his  care  ?  And  we  would  also  expect  him  to  carry 
himself  in  a  worthy  manner  outside  of  business  hours 
in  order  that  he  might  be  able  to  retain  his  influence 
during  the  hours,  and  in  the  place,  of  business. 

Financial  Standing. — Some  people  might  think 
the  proprietor  of  a  business  had  no  responsibility  as 
to  the  financial  standing  of  his  employees,  but  we 
would  not  hesitate  to  take  an  interest  in  the  mon- 
etary position  of  the  head  of  one  of  our  departments, 
ami  we  give  other  reasons,  as  well  as  the  force  of  his 
example  why  he  should  guard  bis  financial  standing. 

Social  Connections.  —  Man  is  a  social  being, 
and  much  of  success  of  an  employee's  work  will  de- 
pend upon  the  social  life  he  leads,  and  those  in  posi- 
tions of  trust  should  look  well  after  their  standing  in 
society,  not  only  that  they  may  be  an  example  to 
others,  but  that  they  may  further  their  own  interests, 
and  the    interests  of  those  whom  they  serve. 

Traveler's  Friendships — The  head  of  a  depart- 
ment may  well  with  profit  to  himself  and  to  the 
firm  he  serves,  without  the  friendship  of  the  trav- 
elers from  whom  his  firm  buys,  for  he  will  find 
many  decent  fellows  on  the  road,  and  be  able  to  get 
much  information  which  may  prove  of  benefit  to 
him  and  his  firm,  and  an  exchange  of  ideas  between 
them  may  serve  them  both  but  care  should  be  exer- 
cised in  the  choice  of  such  freindship,  and  nothing- 
said  or  steps  taken  which  would  interfere  with  his 
entire  independence. 

Deference  to  the  Firm — We  like  the  word  loyalty 
when   speaking   of   the   relationship   which   should 
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—the  long  slit  over  the  back  buttonhole  giving  the  necessary  spring,  thus  enabling 
the  wearer  to  insert  the  button  easily,  ensuring  long  wear — the  riveted  flap  which  rein- 
forces the  usual  weak  spot  in  waterproof  collars — the  easily  cleaned  feature  (water, 
sponge,  soap).    Looks  like  liner  and  wears  better.         "  One  grade  only  and  that  the  best." 

(Made  in  Canada) 

The  Parsons  and  Parsons  Canadian  Co. 

HAMILTON  -:-  -:-  -:-  ONTARIO 


The   Tailoring   of    Excellence 

SEND  FOR  OUR  NEW  SAMPLES 

Our  made-to-measure  business,  having  grown  to  such  an  extent,  we  were  forced 
to  broaden  our  field  and  extend  our  facilities  for  meeting  the  increased 
requirements. 

We  want  an  agent  in  every  town  and  city  in  Canada  to  handle  our  line  of  made- 
to-measure  clothes  for  men.  This  is  a  growing  section  of  the  tailoring  business, 
and  one  which  you  cannot  over-estimate. 

Our  samples  give  your  patrons  a   very  wide  range  to  select  from,   and  our  styles 
are  strictly  right-up-to-the-seeond. 
Write  to-day   for  the   agency   for   your  town. 

Stock  Suits  made  up  from  your  slow  selling  piece  goods — cut.  made  and  trimmed 
at  .155.00  lip.      Special   $7.50  up. 

"We  use  the  label." 


EVANS  TAILORING  COMPANY 

342  &  344  Queen  St.  W.     ring  us  up-main  5290 


WHOLESALE 
TAILORS 
TORONTO 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR     :    :    :    : 

the  Dry  Goods  Review 

FOR   YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates 


Afar* 

SUSPENDERS 

(Made  in  France) 

Guaranteed  for  one 
year. 


S.  E.  Porter 
&Co. 

Sole  Agents 

for 

Canada. 

Complete  Stock 
on  Hand 

at 

Birks    Building," 

MONTREAL 


85 


Dry  Goods  Review 


MEN'S    WEAR    SECTION. 


due  deference  should  be  shown  to  the  firm  in  heart, 
speech  and  behavior.  W.  C.  Forman. 
@ 


The  Influence  of  Heads 
In  all  organizations,  whether  mercantile  or  other- 
wise, there  must  of  necessity  be  a  head  or  controlling 
influence.  Where  organizations  are  large,  such  as 
in  a  departmental  store,  the  head  or  general  manage- 
ment knows  that  each  individual  department  cannot 
have  his  daily  personal  attention;  and,  therefore, 
appoint  in  each  department  one  out  of  the  number 
of  employees  in  that  department  to  be  head  of  the 
department. 

Now  in  appointing  such  person,  the  management 
believes  that  the  head  is  a  competent  and  reliable 
person  and  will  oversee  and  conduct  the  business 
of  his  department  to  the  best  of  his  ability  and  thus 
work  for  the  full  interest  of  his  employer. 

There  are  certain  printed  rules  laid  down  in  all 
business  houses  for  the  restraint  and  guidance  of 
its  employees.  There  are  occasions,  however, 
which  arise  when  the  department  head  may  find  it 
necessary  to  deviate  slightly  from  these  printed  rules; 
such  as  for  instance,  your  store  caters  both  to  whole- 
sale and  retail  trade.  Now  your  firm  have  a  fixed 
discount  which  is  allowed  off  the  retail 
price  for  wholesale  —  say  20  per  cent.  Now 
you,  as  department  head,  are  serving  a 
wholesale  customer;  there  are  certain  lines 
which  you  are  desirous  of  clearing  out  and 
you,  therefore,  allow  the  customer  a  greater  discount 
than  is  laid  down  in  the  store's  rules,  this  you  do 
conscientiously,  and  it  is  to  the  advantage 
of  your  employer  that  you  do  the  same, 
but  is  not  as  per  rules  of  your  store.  A 
head  of  a  department  should,  therefore,  not 
be  bound  by  hard  and  fast  rules,  but  should  be 
permitted  to  use  his  own  discretion  in  matters  per- 
taining to  his  department. 

There  is  in  all  mercantile  business  a  claim  as  it 
were,  of  responsibility  which  starts  from  the  head  or 
employer,  and  is  continuous  down  to  the  parcel  boy. 
To  have  successful  business,  this  chain  of  responsi- 
bility must  be  strong.  Each  link  must  stand  the 
strain.  Heads  of  departments  in  all  business  form 
the  vital  link  and  are  responsible  for  much  and 
should  be  held  responsible  by  their  employer  that 
they  may  be  an  example  to  their  fellow  employees. 

First:  In  deportment  they  should  be  most  guard- 
ed that  they  do  not  either  by  word  or  action  say  or 
do  such  things,  vulgar  or  common,  which  would 
tend  to  lessen  a  junior's  respect. 

Second:  His  financial  standing  should  be  such, 
that  for  example,  he  will  not  have  a  collector  calling 
upon  him  every  now  and  then  to  make  collection  for 
some  debt  he  owes,  which  must  of  necessity  give  the 
impression  that  he  is  either  a  spendthrift  or  does  not 
conduct  his  personal  business  affairs  in  a  way  which 
is  very  creditable.    It  is  most  advisable  that  he  have 


a  hank  account,  be  it  ever  so  small,  as  a  great  many 
of  our  banks  permit  a  check  to  be  drawn  on  a  savings 
account;  and  thus  the  payment  of  a  debt  by  check  is 
made  in  a  more  business  like  manner  and  a  double 
receipt  for  money  paid  is  obtained  in  this  way.  Fur- 
ther, having  a  bank  account  lends  perchance  a  little 
prestige.  Not  long  since  the  parcel  boy  in  our  store 
came  to  me  and  picked  out  a  suit  of  clothes;  saying, 
"I  will  take  this  one,  but  will  have  to  draw  the 
money  from  the  bank  to  pay  for  it."  I  was  some- 
what surprised  that  the  little  fellow  had  an  account, 
as  I  knew  his  pay  was  small,  but  on  asking  him 
about  it  he  said :  "Why  each  week  I  deposit  two  dol- 
lars." I  told  him  to  ask  the  cashier  at  the  bank  for 
some  blanks;  he  did  so  and  when  he  came  back  from 
the  bank,  wrote  his  first  check.  He  was  very  proud 
to  write  it,  but  after  having  written,  was  very  diffi- 
dent about  having  it  go  through  the  office  as  he  said 
the  boss  might  think  he  was  paying  him  too  much 
wages.     I  assured  him  to  the     contrary,     however, 

assuring  him  that  Mr.  would  but  see 

that  he  was  careful  of  what  he  had.  A  boy  or  man 
who  can  look  after  his  own  pecuniary  affairs  satisfac- 
torily, will  in  all  likelihood  look  after  his  employers 
much  more  satisfactorily  than  a  person  who  cannot. 

Thirdly:  Heads  of  departments  must  look  to 
their  social  connections.  It  is  well  to  make  all  the 
acquaintances  you  can.  but  on  no  consideration 
make  a  companion  of  that  person  who  has  an  un- 
savory reputation  as  "we  are  judged  by  the  company 
we  keep"  and  being  judged  in  an  unfavorable  light 
is  detrimental  both  to  yourself  and  firm. 

Fourthly:  Whether  or  not  the  head  of  a  depart- 
ment is  buyer  for  his  department,  it  is  most  advisable 
that  he  cultivate  the  friendship  of  the  travellers  who 
visit  your  store  as  the  traveller  may  be  able  to  make 
little  concessions  or  help  you  in  the  selecting  of  goods 
and,  if  on  friendly  terms  with  him,  he  will  do  this 
much  more  readily  than  if  treated  as  a  total  stranger. 

Fifthly :  Department  heads  should  most  assuredly 
be  held  responsible  that  they  show  at  all  times  de- 
ference to  their  firm ;  it  is  from  this  source  that  their 
livelihood  is  gained  and  if  they  themselves  do  not 
show  the  firm  respect,  how  can  the  other  employees 
be  expected  to  show  deference  to  their  firm  and  em- 
ployer. 

Charles  D.  Ross. 


Heads  Need  More  Latitude 
The  men  who  are  responsible  for  the  successful 
handling  of  their  departments,  are,  in  the  majority 
of  cases,  men  who  have  followed  the  examples  of 
those  who  were  their  instructors  and  employers  in 
years  gone  by.  A  man  in  this  position,  if  he  is  to 
make  a  success  of  his  department,  must  have  a  certain 
freedom  which  is  not  allowed  to  the  general  staff. 
Otherwise  he  cannot  command  that  respect,  which  is 
due  to  anyone  in  authority.  It  is  the  privilege  which 
(Continued  on  page  98.) 
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Dry    Goods   Revieu 


DANIEL   WEBSTER 


Defined  the  word 


"QUALITY' 


as 


"Superb,"  "Gentlemanly,"   "Relating  to  the 

Excellent " 

And  he  must  have  foreseen  our  Line  when 
coining  these  superlatives.  Anyhow,  we 
have  taken  his  definition  as  a  foundation 
and  built  his  very  Meaning  into  our  goods, 
hence  our  slogan 

"All  that  the  Name  Implies" 

is  a  true  description  of 

The  "QUALITY"  Brand 
Waterproofs 


PROVE  IT  BY  SEEING 


WRITE  FOR  SAMPLES 


Toronto  Waterproof  Mfg.  Co. 

30  Wellington  Street  West 
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Review's  Information  Bureau 


Replies  are  first  sent  to  enquirers  by  mail,  then  published  here  for 

general  information^  "Review"  readers.    Names  of  correspondents 

will  be  given  on  request.      Address :    Dry  Goods  Review  or  Men's 

Wear  Review,  143  University  Ave.,  Toronto 


Editor  of  Dry  Goods  Review. — "Will  you  give  us 
the  address  of  a  firm  or  firms  making  wall  board?" 

Laidlaw  Lumber  Co.,  Toronto;  The  Beaver  Com- 
panies, 370  Wall  St.,  Ottawa;  North-Western  Compo 
Board  Co.,  4306  Lyndale  Ave..  Minneapolis. 


Editor  of  Dry  Goods  Review. — "Where  can  we 
procure  stamped  linens  and  coronation  braids7" 

Harnblv  &  Wilson.  Toronto. 


Editor  of  Dry  Goods  Review.- — "Where  can  we 
procure  a  catalogue  of  the  latest  in  parlor  curtains." 

Any  of  the  jobbing  houses  will  send  you  circulars 
of  la.ee  curtain  designs,  and  prices  on  request.  Write 
Geo.  II.  Ilees  &  Son,  Toronto,  Prime  &  Rankin,  To- 
ronto, and  R.  H.  Cosbie,  Toronto,  for  cuts  or  samples 
of  novelty  or  higher  priced  lines.  Special  designs 
in  arch  hangings  also  carried  by  several  of  these 
linns. 


Editor  of  Dry  Goods  Review. — "Kindly  give  me 
the  name*  of  some  firms  who  make  band  uniforms 
to  order." 

The  following  firms  specialize  in  band  uniforms: 
Crown  Tailoring  Co. :  Austin  Military  Tailors.  Tor- 
onto ;  Miller  Manufacturing  Co.  make  duck  coats  for 

Summer  wear. 

*         *         * 

Editor  of  Dry  Goods  Review. — "Where  can  we 
procure  wooden  curtain  poles  by  the  foot,  also  fit- 
tings?" 

Geo.  H.  Hees,  Son  &  Co.,  Toronto ;  Daly  &  Morin, 
Montreal,  and  Henry  E.  Ilayhoe,  Toronto,  handle 
curtain  poles  and  fittings. 


Editor  of  Dry  Goods  Review. — "Kindly  give  us 
the  address  of  the  manufacturer  of  adjustable  dis- 
play tables." 

The  Taylor  Manufacturing  Co.,  Hamilton;  A.  S. 
Richardson,  Dale  &  Pearsall,  Jones  Bros.,  and  Clat- 
worthy  &  Son,  Toronto:  and  Oscar  Onken  Co.,  657 
4th  Ave..  Cincinnati,  Ohio,  make  adjustable  tables. 


Editor  of  Dry  Goods  Review. — "Can  you  supply 
us  with  the  information  as  to  where  to  obtain  some 
simple  machine  or  plyers  that  will  replace  dome  fast- 
eners on  gloves.  We  are  continually  being  bothered 
with  people  bringing  back  gloves  to  have  dome  fast- 
eners put  on.  and  having  to  send  them  away  is  a 
nuisance. 

If  you  can  give  us  this  information  you  will 
greatly  oblige." 

The  United  States  Eastener  Co..  95  Milk  St..  Bos- 
ton.  Mass..  U.S.A.,  make  machines     for     replacing 

dome  fasteners  on  gloves. 


Editor  of  Dry  Goods  Review. — "Can  you  tell  us 
the  names  of  firms,  who  supply  perforated  and  trans- 
fer patterns?" 

J.  41.  Olmstead,  37  Gait  Ave.,  Toronto,  and 
Charles  Walker.  Church  St..  Toronto,  will  be  pleased 
to  make  perforated  patterns. 

Write  any  of  the  pattern  houses  for  designs  of 
hot  iron  transfers.  Any  pattern  agency  can  secure 
them  to  order  or  merchants  can  secure  an  agency 
and  sell  transfers  with  regular  patterns. 
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HOW  ABOUT  YOUR 
SORTING  BUSINESS? 

A  few  new  lines  coming  forward  every  week  puts  new  life  and 
enthusiasm  into  your  salespeople,  and  is  a  wonderful  help  in  build- 
ing up  the  sales,  the  profits  and  a  reputation  for  always  having  new 
goods  on  display. 

No  house  in  Canada  can  be  of  such  service  to  you  during  the 
Sorting  Season. 

No  house  in  Canada  puts  forth  anything  like  the  same  effort  to 
meet  your  every  want  during  the  Sorting  Season  as  we  do. 

We  show  all  that  is  new  in 

Ladies'  Costume  Cloths 
Tweeds  and  Worsteds  for  Ladies' Tailor-made  Suits 
Men's  Fine  Woollens  Tailors'  Trimmings 

Silk  and  Satin  Linings 

We  have  a  big  stock  of  Black  and  Blue  Serges  and  Worsteds  at 
old  prices.    "Buy  Now." 


u&Mmi&d 
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Plans  and  Lay-Out  for  L-Shaped  Store 


Men's 


Editor  of  Men's  Wear 

Review: 

Some  time  ago  we 
wrote  asking  about  a 
proposed  store  plan. 
The  scheme  we  had  in 
view  has  fallen  through, 
but  we     have     another 

now.  The  ground  faces  on  two  streets  and  is  L-shap- 
ed.  There  is  40-foot  frontage  on  one  side  and  42 
feet  on  the  other.  The  lot  is  108  feet  deep  and  90 
feet  at  the  base.  We  want  the  main  entrance  on 
the  narrow  front,  as  the  street  leads  down  to  the 
Post  Office.  We  would  like  some  suggestions  for 
convenient  layout. 

We  propose  to  carry  the  following  lines  on  the 
first  floor: — general  dry  goods,  men's  furnishings 
(not  so  much  men's  as  children's  and  boys'  clothing) 
and  wish  to  add  drug  sundries  and  candy  depart- 
ments. AVe  intend  to  put  groceries  in  the  part  of 
the  store  on  the  side  thoroughfare. 

blouse  furnishings,  millinery  and  ready-to-wear 
are  to  be  placed  upstairs.  We  thought  of  putting  oils 
and  linoleums  in  the  basement,  as  they  are  too 
heavy  to  get  to  the  2nd  floor  without  an  elevator. 
The  basement,  we  find,  is  not  light  enough  for  other 
lines,  except  on  one  side  which  is  suitable  for  crock- 
ery and  sale  goods.  We  are  going  to  use  the  rear 
as  a  reserve  room  and  might  excavate  under  the  lane 
for  storage  of  potatoes  and  apples.  Any  information 
will  be  appreciated. 

The  new  ground  plan  is  correct  shape  for  an 
ideal  store,  planning  to  do  business  up  to  $200,000  a 
year.  A  building  this  shape  is  easily  laid  out  to 
give  the  required  exclusiveness  to  the  different  de- 
partments and  still  retain  the  best  relative  selling 
arrangement  for  each  section.  Fronts  are  planned 
with  10  or  12  foot  entrances  and  12  feet  is  allowed 
in  the  plan  so  as  to  provide     for     vestibule     cases, 


Wear  Department  featured  in 
proposed  lay-out  for  new  store — Front 
position  in  establishment  is  desirable 
for  this  section — Locations  and  plans 
for  other  departments. 


double  door  entrance 
and  revolving  doors. 
The  show  windows  are 
from  12  to  14  feet, 
which  is  sufficient  for 
all  lines  of  goods  or  can 
be  divided  into  conven- 
ient size  for  small  or 
special  goods. 

The  main  floor  is  divided  into  side  wall  and 
centre  circle  layout,  which  gives  ample  counter, 
aisle  and  table  space.  Proposed  counters,  cases,  shelv- 
ing and  stairway,  office  and  cash  system  plans  are 
not  so  much  a  matter  of  superior  equipment,  but  the 
best  to  give  an  efficient  service.  In  making  the  lay- 
out the  size  and  shape  of  the  floors  and  the  average 
importance  of  the  different  departments  in  a  busi- 
ness of  this  size  are  considered.  However,  some  de- 
partments may  warrant  more  important  location. 
Changes  in  section  location  at  seasonable  times  are 
also  foreseen  as  far  as  possible.     Sections  are  adapt- 
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The  frontages     of 


Main  floor  layout  for  an  L  store  carrying  a  general  line  of  Dry   Goods,  Men's- Wear  and   Groceries 
this  store   are   40   and   42   feet;    depth   108  feet      by      90      feet      on      a      lane. 
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vvholesale    Custom    Taih 


ors 


vvm.  H.  Leishman  CJ  Co. 

Limited 


/^VUR  Fall,  1913,  line  is  in  the  hands  of  our  represen- 
^-^  tatives,  and  will  be  presented  to  you  at  an  early 
date. 

If  the  line  you  are  now  handling  is  absolutely  perfect 
and  cannot  be  improved  you,  of  course,  will  not  be 
interested  in  our  proposition. 

We  would,  however,  like  to  demonstrate  to  you  the 
real  points  of  the  Leishman  clothes  that  took  six 
months  of  hard  work  and  a  great  deal  of  money  to 
perfect. 

Every  day  brings  complimentary  letters  from  many 
points  of  the  Dominion  referring  to  the  superiority 
of  the  style,  fit  and  finish  of  our  garments. 

Arrange  to  have  one  of  our  representatives  call  on 
you  with  our  Fall  samples.    Write  to-day. 


vvm.    H.    Leishman    &    Co.,    Limited 
119  Adelaide  Street    West 

Toronto 


J^lakers  of  the  jbest 
tailored  Garments 
for  Men      &     & 
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able  in  the  .space  allotted  to  each  and  the  amount  of 
space  required  by  those  linos  which  depend  on  these 
changes. 

men's  wear  section. 

There  is  just  a  foot  difference  in  the  main  aisle 
space  of  the  front  and  rear  stores.  The  men's  wear 
section  is  to  the  left  of  the  store  and  to  the  front  lie- 
cause  men  are  sometimes  averse  to  passing  other  de- 
partments. It  consists  of  hat  and  shirt  cases  and 
wardrobes  approximately  30  feet  long  with  ten  foot 
cases  and  plenty  of  aisle  room.  The  cases  here  are 
27-30  inches  wide  and  the  wardrobes  5  feet  or  less 
dee]».  according  to  the  style  used.  To  the  left  of 
the  entrance,  two  cases  in  the  centre  are  reserved  for 
men's  neckwear,  collars  and  accessories.  Men's 
shoes  are  arranged  in  the  space  opposite  the  ward- 
robes because  of  the  suggestiveness,  when  selling 
suits.  The  advantage  of  wider  space  and  quieter  bus- 
iness is  also  apparent  in  completing  a  sale.  Shoes 
are  provided  for  as,  in  the  previous  layout,  they  were 
carried. 

For  the  balance  of  the  plan  counters  and  cases  are 
estimated  at  30  inches  deep  and  aisle  space  from  27 
to  30  inches  as  required  by  different  departments. 
The  centre  is  laid  out  in  squares  of  12  feet  with  s 
3  foot  centre  shelving  and  6  or  12  foot  counters  and 
cases,  according  to  each  section's  needs  for  display. 
Dress  goods  and  staple  shelving  are  30  and  36  inches 
deep  and  counters  only  are  suggested.  These  de- 
partments are  divided  by  stairs  to  the  basement  and 
2nd  floor.  At  the  end  of  the  second  dress  goods 
counter  is  a  good  place  for  patterns.  Two  six-foot 
cases  behind  the  windows  on  the  dry  goods  side  are 
used  for  neckwear,  parasols  and  umbrellas. 

The  distribution  of  space  in  centre  shelving  and 
counters  should  be  ample  for  usual  stock  require- 
ments. In  the  front  is  a  case  for  display.  Two  cases 
and  one  centre  unit  are  sufficient  for  smallwares, 
gloves,  handkerchiefs  and  dress  trimmings.  Laces 
and  embroideries  are  kept  in  lockers  here  as  the  most 
available  space  because  they  are  opposite  to  dress 


goods.  A  centre  sale  circle  is  shown  to  provide  for 
displaying  goods  from  these  sections  at  seasonable 
times.  This  also  allows  for  sale  goods  from  upstairs 
or  for  hour  or  special  sale  lots. 

The  same  kind  of  arrangement  is  put  at  the  rear 
to  stock  fancy  goods  and  corsets.  Drug  sundries  are 
opposite  as  some  of  the  lines  in  the  fancy  goods 
section  are  kindred  and  both  can  utilize  the  display 
ease  to  splendid  advantage.  This  location  also  ad- 
joins groceries  and  secures  any  benefit  of  business 
in  both  sections  of  the  store.  To  the  rear  are  lock- 
ers and  tables  for  bedding  or  displays  of  staples  at 
seasons  when  the  demand  necessitates  the  change. 

Groceries  are  confined  as  a  store  in  themselves 
so  as  not  to  lose  any  of  the  exclusiveness  of  a  high 
class  business.  The  location  of  different  lines  is  only 
a  matter  of  good  stock-keeping.  In  the  sales-section 
next  the  office,  36-inch  space  is  available  back  of  tha 
counter,  by  putting  the  counters  and  cases  in  line 
with  the  front  of  the  cash  office.  A  smart  candy  de- 
partment can  be  designed  in  the  centre  square  and 
to  this  a  soda  fountain  may  be  added  opposite  drugs. 
If  this  is  not  feasible,  the  department  includes  fancy 
groceries  and  confectionery.  The  case  at  the  front 
are  for  feature  displays  of  special  lines. 
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Plan   for   second   floor  providing  for  Millinery,     Shoes,  Ready  to  Wear  and  Home-furnishings  Stocks. 
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PUSH 

"Arlington" 
Collars 

They're  worth  the  effort 

for  every  "Arlington"'  sale  means  a  sat- 
isfied customer  and  incidentally  many 
sales  of  collars  and  other  furnishings.  The 
Arlington  Waterproof  collar  is  a  strong 
link  in  the  chain  of  successful  business.  It 
is  the  leader  of  all  easy  laundering  or 
waterproof  collars — never  turns  yellow. 
Made  in  six  grades,  4  grades  made  of  coat- 
ed cloth  and  2  grades  of  solid  stock,  each 
superior  to  any  other  make  at  the  same  or 
higher  price.  Send  for  samples.  They  are 
dressy;   no  linen  collar  looks  neater. 


The  Arlington  Company 


of  Canada,  Limited 
58  Fraser  Avenue, 


Toronto 


Eastern  Agent :  Duncan  Bell,  301  St.  James  St.,  Montreal 
Ontario  Agents:  J.  A.  Chantler  &  Co..  8-10  Wellington  E.,  Toronto 
Western  Agent  :  R.  J.  Qiiigley,  212  Hammond  Block.  Winnipeg 


"KING  EDWARD" 

SUSPENDERS 
Retail  QQVrice 


Easily  the  best  value  in  suspenders.  The  comfort- 
promoting  construction  and  excellent  finish  of  "King 
Edward"  Suspenders  make  them  very  rapid   sellers. 

Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


Buying 
Fixtures 

BUY  THE  BEST 

They  cost  no  more 
and  will  outlive  the 
majority  of  other 
makes.     The 

"Clatworthy 

line  is  known  from 
coast  to  coast,  and 
can  be  relied  on  for 
quality  and  up-to- 
date   design. 

Send  for  our  cata- 
logue and  see  what 
we     have     to  offer 

you. 

No.  1130  tie  stand 
is  for  counter  dis 
play  of  string  ties. 
Note  the  beautiful 
lines  of  the  Eiffel 
base. 
Xo.    1130-  Eiffel    Tie    Stand. 

CLATWORTHY   &   SON,   LIMITED 

The  Largest  Makers  of  Display  Fixtures  in  Canada 

161   KING  STREET  W.  -  TORONTO,  ONT. 
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LOCATION  OF  OFFICES. 

Private  and  cashiers'  offices  are  as  near  the  centre 
of  business  as  possible.  Besides  a  full  view  of  the  en- 
tire floor  is  seen.  The  cash  desk  is  situated  at  the 
shortest  distance  from  the  important  sales  depart- 
ments and  11  or  J  2  carriers  are  ample  to  handle  all 
the  business  in  a  store  this  size.  A  freight  elevator 
is  placed  at  the  back  but  the  space  is  also  good  for  a 
central  parcel  desk.  In  case  the  elevator  is  not  in- 
stalled, an  extra  stairway  from  the  grocery  to  the 
housefurnishings  is  worth  the  space  needed.  Theie 
might  be  an  option  of  reaching  this  department  by 
the  stairway  at  the  rear  of  the  bank.  If  any  other 
improvement  is  added,  three  parcel  desks  in  the  cen- 
tre shelving  would  facilitate  sales  and  combine  with 
a  system  for  quick  service. 

Millinery,  shoes,  ready-to-wear  and  house-furn- 
ishings are  arranged  on  the  second  floor  so  as  to 
avoid  the  least  friction,  the  first  takes  all  the  space 
in  front  in  line  with  the  top  of  the  stairway.  A  good 
size  workroom  is  convenient  and  the  shelving,  count- 
ers, cases  and  tables  shown  are  enough  for  any  mil- 
linery department  in  an  average  town.  Shoes  are 
stocked  in  the  centre  unit  and  the  department  has 
96  feet  of  shelving  room  and  36  feet  of  case  and 
counter.  The  fitting  seats  take  up  the  room  some 
times  left  between  two  departments.  "Whitewear  and 
underwear  are  between  the  workroom  and  the  up- 
stairs cash-desk.  Corsets  are  kept  in  this  section  by 
some  stores  and  a  duplicate  stock  results  in  sales  en- 
ough to  justify  the  space  and  extra  fitting  facilities. 

EQUIPMENT    FOR   READY-TO-WEAR. 

Two  fitting  rooms  at  least  6x6  feet  are  necessary 
to  avoid  confusion  and  the  quietest  place  is  in  rear  of 
the  stairway.  Coat  and  suit  wardrobes,  adjustable 
racks  or  rods  from  the  fitting  rooms  to  the  end  are 
needed  for  a  growing  ready-to-wear  department.  Cir- 
cular racks  are  for  dresses,  wrappers,  underskirts  and 
children's  garments.  Tallies  are  used  for  blouses, 
whitewear  and  sale  goods. 

Alteration  and  carpet  workrooms  are  adjacent  on 
account  of  the  co-operation  of  these  sections,  with 
good  management  one  room  and  one  staff  is  enough 
to  serve  both.  The  space  for  piece  carpets  and  rugs 
and  shelving  layout  for  draperies,  curtains,  shades 
and  fittings  depends  on  the  stock  more  than  in  any 
other  lines.  The  tendency  is  to  provide  more  equip- 
ment for  rugs  are  not  kept  on  racks,  the  next  best 
arrangement  is  to  stand  the  rolled  rugs  upright 
and  divide  them  at  intervals  by  a  projecting  arm  to 
keep  the  piles  from  telescoping.  Carpet  shelving  is 
30  inches  deep.  The  bottom  shelf  is  38  inches  high 
and  the  balance  (not  more  than  two  high)  are  30 
inches.  For  draperies  and  curtains  the  tables  are 
fitted  with  brass  rails.  A  long  rod  from  the  front  to 
the  workroom  is  in  the  correct  light  to  show  these 
goods.  These  rods  are  bound  with  tape  or  felt  to  keep 
the  materials  from  slipping,  when  shown.  The  bal- 
ance of  the  stock  on  this  floor  is  arranged  for  con- 


venience and  best  use  of  the  space  in  serving  custom- 
ers. 

The  small  cash  desk  and  carrier  service  on  this 
floor  is  in  close  touch  with  the  main  offices  just  be- 
low. An  upright  basket  chute  or  cash  box  and  tele- 
phone meet  all  contingencies. 

DETAILS  OF  FIXTURES. 

Counters,  cases,  tables  and  all  wood-work  are  fin- 
ished to  match  and  give  the  best  service.  On  the 
main  floor  oak  or  mahogany  counters  and  cases  are 
preferred.  Shelving  is  painted  white  or  grained  in 
light  or  dark  oak.  Fixtures  upstairs  are  preferably 
mahogany  or  the  departments  done  in  a  soft  gray. 
The  walls  on  both  floors  should  be  plain  ingrain  or 
small  design  in  tan,  soft  grey  or  green  or  period  dec- 
oration finished  with  a  light  ceiling  and  a  neat  con- 
ventional border.  Hardwood  floors  and  rugs  or 
heavy  pile  carpet  in  green,  tan  or  grey  are  usual  on 
the  millinery  and  ready-to-wear  floors.  Of  course,  a 
high-finished  hardwood  floors  the  best  back-ground 
for  carpets  and  rugs.  The  cost  of  putting  this  down 
is  not  great  and  the  extra  sales  and  enhanced 
appearance  of  the  goods  are  a  quick  return  on  invest- 
ment. 

There  are  numerous  lighting  systems.  Tung- 
sten in  different  styles  are  mostly  supplied  by  the 
electrical  people.  On  the  second  floor,  round  globe 
or  semi-diffusing  fixtures  are  used  with  tungsten 
lamps.  The  most  approved  window  lighting  fixtures 
are  invisible  from  the  front  and  light  the  space  in 
(Continued  on  page  98) 
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An   embarrassing   situation. 
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THE   K3S    COATLESS   SUSPENDER 

As  the  days  lengthen  out  and  the  thermometer  registers 
a  higher. temperature,  the  coatless  man  will  become  a 
familiar  sight  everywhere.  No  man  likes  to  be  bound 
down  by  conventionalities,  and  the  first  thing  he  does 
when  too  hot  is  to  remove  his  coat. 

More  men  would  enjoy  this  pleasure  and  comfort  if  they 
could  either  go  without  suspenders  or  get  comfort  pro- 
moting coatless  suspenders — the  Royal  Brand  Coatless 
Suspenders,  that  are  easily  attached,  stay  in  place  without 
irritation  or  hampering  freedom  of  action. 

They  are  absolutely  invisible  and  are  adjustable  at  front 
and  back.  They  are  the  essence  of  genuine  satisfaction. 
Made  in  two  styles  and  qualities,  2  point  and  4  point. 

Write  for  prices. 

We  are  the  sole  manufacturers  of  Peerless  and  Fit  Rite 
Braces.    Also  garters  and  arm  bands  and  leather  belts. 

The    CANADIAN    SUSPENDER    MFG.  CO.,    TORONTO 

92  Peter  St. 


OLD  PRICES  ON  NEW  FLANNEL  SHIRTS 

PLACE  ORDERS  EARLY 


BY  placing  your  Fall  and  Winter  orders  for  Deacon 
Flannel  Shirts  now  you  will  be  taking  advantage 
of  the  old  prices — later  the  effect  of  the  advance  on 
raw  material  will  be  shown  in  a  sharp  advance  on  the 
finished  product. 

The  Flannel  Shirt  will  be  more  popular  this  Fall  than  ever  before. 

Our  range  of  samples  is  at  your  command.     Among  other  lines 

we  are  showing : 

Military  Flannel  Shirts,  with  reversible  collars,  at  $13. .10  and 

$15.00  per  doz. 

Plain  Navi/  Blue  Flannel  Shirts,  with    Reversible    Collars,    at 

$12.00,  $12.75,  $15.00  and  $18.00  per  doz. 

Plain  Grey  Flannel  Shirts,  with  Reversible    Collars,    at    $9.00, 

$10.50,  $12.00,  $13.50  and  $15.00  per  doz. 

Special  Heavy  Black  Serge,  with  attached  collars,  at  $8.50,  $9.00 

and  $10.50  per  doz. 

Tweeds,  Meltons,  Serges,  Drills,  Sateens.  Oxfords,  Khaki  Drills 

and  Serges. 

Travellers  are  now  on  the  road.     We  guarantee  every  shirt. 


THE  DEACON  SHIRT  CO.,        BELLEVILLE,  ONTARIO 
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Parcels  Post  Bill  Will  be  Introduced  Shortly 


OTTAWA.  -  -  Follow-  Notice  is  given  in  the  House  of  Com- 

mons by  the  Postmaster-General — It  is 
promised  that  the  interests  of  the  re- 
tailers will  be  protected  --  How  the 
system  has  worked  out  in  Australia. 


ing  his  announcement 
made  in  the  House 
some  week,-  ago,  the 
Postmaster  -  G  e  neral 
gave  notice  to-night  of 

bills     "relating    to    the  

parcels    post"    and    "to 

provide  for  more  advantageous  conditions  for  tele-     chants. 

graphic  communications  between  Canada,  the  Unit-  The  great  trouble  in  Australia  seems  to  have  been 

ed  Kingdom  and  other  parts  of  the  British  Empire."      that  the  flat  rate  system  was  instituted.     It  has  thus 


In     connection    with 

the  agitation  in  this 
conn  try  for  Parcels 
Post,  it  will  be  inter- 
esting to  note  that  the 
system  in  Australia  is 
arousing  strong  com- 
plaints among  the  mer- 


Mr.  Pelletier  lias  been  studying  the  parcels  post 
question  and  the  possibilities  of  improving  cable  re- 
lations for  the  past  year.  He  is  not  ready  yet  to 
outline  the  legislation  which  he  intends  to  intro- 
duce, hut  it  is  known  that  the  general  plan  decided 


been  possible  to  ship  goods  thousands  of  miles  at  ex- 
tremely low  rates. 

In  this  connection  we  quote  from  the  Queens- 
land Storekeeper: 

It  is  significant   that    to  the    first    issue  of  the 


upon  is  that  of  the  zone  system,  as  adopted  in  the  Queensland  Storekeeper,  several  country  subscrib- 
United  States.  The  system  will  be  operated  on  a  ers  contributed  matter  'dealing  with  the  mail-order 
progressive  scale,  the  rates  being  adjusted  according  system  as  it  affected  them  and  their  business.  It  is 
to  distances  of,  say,  50  miles,  150  and  so  on.  The  de-  still  more  significant  that  the  majority  of  answers 
partment  is  working  out  the  details  with  a  view  to  to  our  recent  special  campaign  dealt  more  or  less 
the  protection  of  the  retail  merchants  at  home.  The  strenuously  with  the  evil  effects  that  the  mail-order 
success  of  the  proposed  system  depends  to  a  large  system  has  wrought  upon  country  traders  and  (heir 
extent  upon  the  arrangement  to  be  made  with  the  work.  In  this  article  there  is  no  intention  of  at- 
railways  and  othei  transportation  companies,  and  tempting  to  set  up  a  case  for  the  Queensland  coun- 
this  phase  of  the  question  is  being  worked  out  now  try  trader.  Overwhelming  evidence  has  already 
between  the  department  and  the  transportation  com-  been  adduced  to  show  that  certain  city  houses  reap 
panies.  an  undue  benefit  from  the  operation  of  the  Postal 
will  adopt  united  statks  system.  .  Act,  and  that  that  undue  benefit  is  reaped  wholly  at 
The  department  has  heen  closely  watching  the  the  expense  of  the  country  trader.  In  addition,  at 
operation  of  the  new  parcels  post  law  of  the  United  the  Convention  of  Storekeepers  held  in  Brisbane 
States,  and  at  an  early  date  asked  for  a  report  of  the  last  August,  not  one  voice  was  raised  in  favor  of  the 
working  of  the  system.  With  this  report  in  their  mail-order  business,  and  every  trader  who  spoke. 
possession,  they  will  be  in  a  position  to  adopt  such  spoke  in  terms  of  strongest  condemnation  of  it. 
features  of  the  United  States  law  as  are  applicable  Figures  were  quoted  to  show  that  more  than  half  of 
to  the  somewhat  different  conditions  of  Canada,  the  mail-order  pay-on-delivery  business  of  the  Corn- 
while  avoiding  any  mistakes  which  may  have  heen  monwealth  comes  into  Queensland,  the  official  fig- 
made  on  the  other  side.     The  plan  which  the  Min-  ures   roughly    proving  that    thirty-eight   seventieths 


ister  will  announce  to  the  House  will  show  that  the 
whole  question  has  been  approached  in  a  business- 
like way  and  dealt  with  upon  a  business  basis.  The 
14,000  postmasters  in  Canada  will  become  agents  of 

the  parcels  post  delivery,  and  the  benefits  of  the  sys- 


of  such  trade  is  shipped  to  this  our  Northern  State. 

At  the  Conference  of  storekeepers,  one  speaker 
said1:  "It  struck  him  that  it  could  he  of  value  to 
know  what  the  State  Government  had  done  in  its 
endeavor  to  mitigate  what  was  looked  upon  as  being 


tern  will  be  extended  to  those  points  not  now  reached     an  evil  in  the  Federal  control  of  the  pay-on-delivery 
by  the  expre-s  companies.  system.      In  connection   with   the   railways   here,  he 

Since  the  inauguration  of  the  United  States  found  the  value  of  the  parcels  carried  by  the  pay-on- 
parcels  post  system  the  Canadian  department  has  delivery  system  was  between  £3,000  and  £4,000  per 
had  to  handle  an  immense  amount  of  parcels  post  annum.  The  number  of  parcels  might  be  given 
matter  which  has  come  into  Canada,  and  has  had  no  roughly  as  somewhat  about  5,000.  However,  it  was 
benefits  in  return.  "With  the  system  of  Parcels  Post  in  useless  to  blame  the  ''mail-order  houses'  for  making 
operation  in  Canada  this  unfavorable  situation  will 
discontinue. 

The  proposed  change  in  regard  to  the  cable  ser- 
vice is  an  important  one.  and  involves  the  establish- 
ment in  Canada  of  a  board  similar  to  that  in  Great 
Britain.  The  hoard  will  have  charge  of  the  landing 
licenses,  so  that  the  landing  licenses  will  in  this  way  competition  such  as  there  is  in  Australia.  It  came 
be  controlled  in  each  case  within  the  Empire.  from  countries  where  there  were  towns  surrounded 
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use  of  the  system,  but  a  strong  case  could  be  made 
out  that  the  system  pressed  very  unjustly  on  the 
country  trader,  if  that  case  were  properly  presented 
to  the  proper  authorities  doubtless  a  measure  of 
redress  would  be  the  result.  The  mail-order  business 
was  a   growth    from    countries   where  there   was  no 
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by  outlying  districts,  but  those  town.-  did  not  come 
into  competition  with  each  other.  And  so  the  pay- 
on-delivery  system,  as  far  as  it  affected  those  places, 
only  made  it  easy  for  the  people  in  the  outlying 
districts  to  trade  on  the  same  terms  as  those  in  the 
heart  of  the  city,  but  it  brought  none  of  the  cities 
into  competition  with  each  other.  In  Australia  and 
America  the  effect  of  the  mail-order  business  was 
to  bring  the  city  trader  into  direct  and  unfair  com- 
petition with  the  country  trader.  It  gave  the  city 
trader  a  differentiation  of  rates  which  the  country 
trader  did  not  enjoy.  It  cost  just  as  little  for  a  retail 
parcel  to  be  carried  1.000  miles  as  it  did  for  two  or 
three  miles.  That  was  considered  by  very  many 
competent  judges  to  be  an  advantage  in  the  hands 
of  the  big  houses  in  Australia,  to  be  used  detriment- 
ally to  the  interest.-  of  the  country  traders.  The 
State  Governments  should  protect  the  small  traders 
by  giving  them  advantages  sufficient  to  counteract 
those  held  by  the  mail-order  houses,  and  thereby 
establish  equal  opportunity  of  trailing.  That  might 
be  partly  effected  by  the  advocacy  of  a  system  of  a 
differentiation  of  rates  on  the  railways.  It  was  neces- 
sary thai  this  association  should  make  strong  repre- 
sentations to  the  Commissioner  for  Railways  in  order 
that  they  could  effect  a  means  of  rapid  transit  of 
wholesale  orders.  A  man  paying  £'20  or  £30  in 
freightage  had  to  wait  two  or  three  week-  for  a 
wholesale  consignment  on  the  railways.  The  retail 
parcel,  for  which,  perhaps,  only  a  shilling  postage 
was  paid,  was  delivered  by  return  post.  That  was 
unfair.  That  was  the  point  of  view  from  which  they 
should  fight  this  matter.  He  had  read  articles  in 
the  Australian  Press  and  American  magazines, 
pointing  out  that  the  country  traders  should  con- 
centrate their  efforts  to  get  into  touch  with  their  cus- 
tomers. It  was  said  that,  in  that  way.  the  country 
traders  could  successfully  compete  with  the  town 
linns.  He  did  not  think  that  could  lie  effected,  un- 
less the  town  and  the  country  trader.-  could  start  off 
the  same  mark. 

JcJ. 

Responsibilities    of    Heads    of  Departments 

(Continued  from  page  86) 

makes  the  difference  between  them  and  shows  to  the 
clerks  in  general  the  advantage  of  becoming  one  day 
the  head  of  a  department  and  helps  stimulate  their 
ambitions  for  that  end.  The  successful  department 
head  knows  that  his  actions  are  watched,  his  meth- 
ods of  doing  business  taken  as  examples  to  follow.  He 
knows  that  to  be  a  first-class  buyer  is  one  thing  and 
to  be  a  first-class  head  of  a  department  is  another,  for 
he  has  to  use  a  great  deal  of  tact  in  all  he  has  to  do 
with  his  clerks  lest  they  misconstrue  his  actions. 
Thus  by  his  examples  he  holds  their  respect.  He  in- 
fluences their  actions,  and  so  gains  a  hold  over  any 
conscientious  clerk  that  in  the  end  brings  credit  to 
himself.     His  deportment  will   either  attract  or  re- 


pel those  with  whom  he  comes  in  contact  and  will 
directly  or  indirectly  affect  the  results  of  his  depart- 
ment one  way  or  the  other.  If  a  man  takes  advant- 
age of  his  position  in  any  manner  either  1  >y  officious- 
ness  or  discourteous  treatment  of  those  under  him 
or  with  customers,  his  clerks  will  think  nothing  of 
doing  the  same  in  their  position.  There  are  lots  of 
sales  lost  through  salespeople  being  more  or  less  nerv- 
ous of  their  ability  to  land  a  sale  through  the  over- 
bearing manner  of  their  superior.  He  certainly 
should  be  held  responsible  as  an  example  of  neatness, 
business  ability,  tact  and  courtesy  in  addressing  a 
customer  or  clerks. 

FINANCIAL  STANDING  AND  SOCIAL  CONNECTIONS. 

There  is  no  doubt  whatever  that  a  good  financial 
standing  and  social  connections  have  great  weight 
with  everyone,  especially  from  a  business  standpoint. 
A  man  whose  habits  are  good  would  naturally  be  a 
force  for  good  and  the  whole  tone  of  his  business 
relations  would  be  keyed  by  the  same.  On  the  other 
band  a  man  who  has  doubtful  habits,  not  to  say  bad, 
would  naturally  lower  the  tone  of  a  store  and  would 
reae1-,  directly  and  indirectly,  on  his  subordinates. 

In  reference  to  Travellers'  Friendships.  There  are 
legitimate  friendships  as  well  as  those  which  are  used 
for  selfish  ends.  Once  let  a  clerk  get  the  idea  that 
the  latter  is  being  practiced  and  the  buyer  will  either 
fall  in  his  estimation  or  the  clerk  will  follow  his  ex- 
ample when  the  opportunity  presents  itself,  believing 
it  to  be  a  general  practice.  For  this  reason  the  old 
adage  will  hold  good:  "Example  is  better  than 
precept,"  and  so  during  business  hours  treat  all 
commercial  men  in  a  business-like  manner. 

DEFERENCE    TO    THE     FIRM. 

The  department  head  is  most  decidedly  respon- 
sible as  an  example  in  deference  to  the  firm.  Even  if 
a  man  is  superior  in  many  respects  to  his  employ- 
er, his  policy  should  be  to  treat  him  with  the  respect 
due  his  position  as  such.  One  cannot  be  tow  emphat- 
ic in  expressing  his  opinion  on  this  subject,  it  being 
one  of  the  main  features  of  a  successful  business.  An 
employer  does  not  always  inspire  respect  but  what- 
ever his  faults  there  is  no  excuse  for  an  employee, 
whether  manager  or  subordinate,  showing  anything 
but  absolute  deference  to  his  employer. 

It  is  up  to  the  head  men  of  departments  to  set 
the  example  and  accept  the  responsibility  of  same. 


Plans  and  Layout  for  L-Shaped  Store 

(Continued  from  page  04 ) 

indirect  rays,  which  are  diffused  but  not  reflected  by 
the  goods  on  view\ 

Basement  fittings  are  simple  for  a  sales  depart- 
ment and  consist  of  tables  and  side-shelving,  simply 
to  show  goods  not  stock  them.  Oilcloths  and  lin- 
oleums sell  as  w7ell  in  this  part  of  the  store  as  in  the 
carpet  and  homefurnishing  departments. 
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THINKOFIT! 


S.  D.  COLLARS 

are  as  Dressy  as  Linen  Collars  and  need 
no  laundering.  Simply  wipe  with  damp 
cloth.  Every  day  brings  new  friends 
for  the  S.  D.  Collars,  because  they  have 
every  quality  of  the  linen  starched  col- 
lar without  the  expense.  For  long  ser- 
vice, style  and  satisfaction  they  are 
unequalled. 

Made  in  linen,  gloss  and  dull  finish. 
Sold  in  half  sizes  12  to  18. 

Write  for  catalogue  to-day. 

TheSmith-D'Etremont  Co.,  Ltd. 

1475-77  Queen  Street  W.  -  Toronto 
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lect 


foV 


pis 


tVn,c 


L\S* 


\V     ,» 


ct»- 


VlVvo 


Dry  Goods  Review 


MEN'S    WEAR    SECTION. 


IT  WILL  PAY  BUYERS 

to  purchase  their  wants  from  manufacturers  and  wholesalers  advertis- 
ing in  the  "Review."  They  represent  the  good  houses  in  their  parti- 
cular line. 

Progressive  manufacturers  usually  have  the  best  values.  Progressive 
manufacturers  advertise. 


Store  Management-Complete 


16  FuII-Pafte 
Illustrations 


Your  Boys'  Clothing 
Business 

will  be  built  up  by  stocking  the  line  of  goods 
that  will  please  the  boy.  The  neat,  stylish 
appearance  of  Lion  Brand  Boys '  Clothing 
catches  the  fancy  of  the  youth  instantly  and 
the  quality  and  wear  of  the  material  pleases 
the  mother. 

Capture  the  boys'  clothing  business  of  your 
town  by  stocking  this  profit-pulling  line. 

Write  for  catalogue. 

The  Jackson  Mfg.  Co.,  Clinton 


FACTORIES  : 


CLINTON 


GODERICH 


EXETER 


ZURICH 


272  Pages 
Bound  in  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  B30K 

BY 

FRANK 
FARRINGTON 

A  Companion  Book  to 

Retail  Advertising 
Complete 

$1.00  POSTPAID 

"Store  Management- 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
but  the  largest  profit 
may  be  realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample: 

CHAPTER  V.-THE 
STORE  POLICY-What  it 
should  be  to  hold  trade. 
The  money-back  plan. 
Taking  back  goods. 
Meeting  cut  rates. 
Selling  remnants.  De- 
livering goods.  Sub- 
stitution Handling 
telephone  calls. 
Courtesy.  Rebating 
railroad  fare.  Courtesy 
to  customers. 

JUST  PUBLISHED 


Stnd  us  $1.00.    Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  Maclean  Publishing  Co. 
TORONTO 


Saskatchewan's 
Business   Men's   Convention 

Regina  May  5,  6,  7,  1913 

Hundreds  of  delegates  expected.  Papers  on  subjects  of  practical  importance  to  retailers 
will  be  given  by  experts.  ^  Free  discussion.  Proposal  to  form  Provincial  Association  will  be 
submitted  to  the  Convention.  Great  attractions  organized  for  delegates,  including  automobile 
trips,  banquet  at  Parliament  Buildings,  and  theatrical  entertainment.  Delegates  will  obtain 
reduced  fares  by  signing  standard  certificate  at  any  railway  station  in  province  of  Saskatche- 
wan.    A  good  time  in  store  for  all  visitors. 


A.  M.  NICOL, 


Write  for  full  particulars,  to  General  Secretary, 
503  New  Leader  Building, 


REGINA 
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Dr.   Neff's    Health    and 
Comfort  Promoting 

Underwear 


i 
W 


Strong  Wearing 

without    harshness 

of  texture. 

Dr.  Neffs '  underwear 
comes  to  the  Canadi- 
an trade  as  the  har- 
binger of  a  new  era 
in  the  wool  under- 
wear business.  It  is 
of  a  delightfully  soft 
texture,  yet  firm  and 
of  great  service.  Next 
Fall  should  see  this 
famous  perfect  fit- 
ting underwear  in 
your  stock — two-piece 
and  union  suits. 
Send  for  samples. 

THOMAS 
WATERHOUSE 
&    CO.,     Limited 

Ingersoll,    Ont. 

Messrs.  Mosey  &  Urciuhart, 
Toronto,  agents  for  Ontario; 
John  W.  Peck  &  Oo.,  Winni- 
peg for  Manitoba,  Saskat- 
chewan anc1  Alberta,  John  W. 
Peck  &  Oo.  Vancouver  for 
British  Columbia  and  the 
Yukon. 


3CARFSHADJ   ioSUP 


/fade  ef 


YIVYIAN 
BENGALINE 

SILK&WOOL 

A'one  Better 


THE  HIT  OF  THE  TRADE 

44  Shades  in  $4.50,  $6.50  shapes,    7  day 
delivery. 

Use   the    show   card    as    above, 
14  x  11,  4  colors  and  embossed 

Neckwear  Department 

Crescent  Mfg.  Co. 

Limited 

MONTREAL 


"STAR  BRAND 


» 


range  of  Fall  Shirts  has 
carried  off  the  popu- 
larity cup  of  Canada. 


SHIRTd 

Are  Made y£>r  ParUeuIar  People 

A  GRAND 
RECEPTION 
EVERYWHERE 

Right  from  coast  to  coast, 
wherever  it  has  been  shown, 
"Star  Brand"  range  of  Fall 
Shirts  has  been  tendered  an 
unstinted  reception.  The  best 
stores  in  the  country  have 
given  it  the  glad  hand,  for 
never  have  we  offered  such 
an  unlimited  variety,  such 
noteworthy  value  with  so 
much  really  snappy  style  in 
any  one  range  as  we  are 
showing  in  our  Fall  and 
Winter  1913-14  line. 

Place  your  orders  now  and  reap 
the  benefit  of  quick,  profitable 
sales  in  your  Fall  business. 
See  the  samples  now. 

Van  Allen  Co.,  Limited 

HAMILTON,  ONT. 


101 


Ury  Goods  Review 


MEN'S    WEAR    SECTION. 


CONDENSED     ADVERTISEMENTS 


FOR  SALE 


FOR  SALE.— NICE  CLEAN  STOCK  OP  DRY 
goods,  about  Five  Thousand  Dollars,  in  good 
town  iu  Alberta.  Good  business  to  be  done. 
Good  reasons  for  selling.  Address  Box  2,  Dry 
Goods  Review. 


SITUATION  WANTED 

FIRST  CLASS  CLOTHING  AND  FURNISH- 
ing  man,  seven  years  with  present  employer, 
wishes  to  make  change.  Age  22,  single.  Pro- 
ficient in  salesmanship,  window  trimming  and 


card  writing.  In  charge  of  buying  for  three 
yens.  Salary  wanted  in  Ontario.  $1,200.00 
yearly  or  in  the  West  ipl.GOO.OO,  with  oppor- 
tunity for  advancement.  Present  salary,  one 
thousand  per  year.  Box  3,  Men's  Wear 
Review. 


AGENT  WANTED 

LACE  AGENT  REQUIRED  BY  PLAUEN 
lace  factory.  Well  introduced  gentleman  with 
experience  preferred.  Offers,  stating  full  par- 
ticulars, to  Box  2631.3,  T.  B.  Browne's  Adver- 
tising Offices,  163  Queen  Victoria  Street,  Lon- 
don,  England. 


AGENCY  WANTED 


ADVERTISER  NOW  IN  CANADA  WHO  IS 
about  to  establish  an  Agency  in  London.  Eng- 
land, would  like  to  hear  from  firms  requiring 
representatives  on  that  side.  Apply  Box  4. 
Dry  Goods  Review. 

MISCELLANEOUS 

GOOD  STENOGRAPHERS  ARE  WHAT 
every  employer  wants.  The  place  to  get  good 
stenographers  is  at  the  Remington  Employ- 
ment Department.  No  charge  for  the  service. 
Remington  Typewriter  Co.,  Ltd.,  144  Bay  St.. 
Toronto. 


ADVERTISING    INDEX 


Arlington  Co.  of  Canada,  Ltd   . . 


93 


B 


J  R 

Jaekson  Mfg.  Co 100       Reid,  A.  T.  Co.,  Ltd 
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Ballantyne,  R.  M.,  Ltd 65 

Berlin  Suspender  Co 93 

Burritt,  A.,  &  Co 67 

Burnley,  Thos.  &  Sons,  Ltd 67 

C 
Canadian  Converters   (Success  Col- 
lars)    97 

Clatworthy  &  Son,  Ltd 93 

Canadian  Suspender  Mfg.  Co 95 

Crescent  Mfg.  Co 99  and  101 

Craftana 67 

D 

Deacon  Shirt  Co 95 

E 

Evans  Tailoring  Co 85 


K 

Kingston  Hosiery  Co 

L 

Leishman,  Wm,  H.,  &  Co 

M 

Monarch  Knitting  Co 

N 
Nisbet  &  Auld,  Ltd 

P 
Parsons  &  Parsons  Canadian  Co.  . 


69 
91 
63 
89 
85 


Penmans,  Ltd 73 


Smith  D  'Entremont  Co 99 

Sanford  Mfg.  Co Inside  front  cover 

Men's  Wear. 

T 

Turnbull,  C,  Co 69 

Toronto  Waterproof  Mfg.  Co 87 

Men's  Wear. 
Taylor  Mfg.  Co 83 

V 
Van  Allen  Co 101 

W 
Waterhouse,  T.,  &  Co 71  and  101 


Pim  Bros 99       Wreyford  &  Co. 71 

Porter,  S.  E.,  &  Co 85      Williams,  Trow  Knitting  Co 71 


Watch  the  Advertisements 

The  proprietor  of  one  of  the  largest  stores  in  Western  Canada  told  one 
of  our  representatives  this  week  that  he  always  reads  the  advertisements, 
and  passes  the  "Review"  on  to  buyers  in  the  different  departments.  He 
finds  it  pays  him  to  keep  in  touch  with  goods  offered  in  advertisements 
in  the  "Review." 


The  Review  is  now  giving  a  service 

^=^=  with  its  two  issues  each 

month  that  is  impossible  with  a  monthly  paper. 
You  will  always  find  the  news  first  in  "The 
Review."     The  paper  that  does  things. 
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Reid's    Kerchiefs 

In  Safety  Sealed  Packages 


HANDKERCHIEFS 

RETAIL 

AT 

1  for    10c. 


3 
9 
3 
1 
3 
1 


25c. 
25c. 
50c. 
25c. 
$1.00 
50c. 


Soft  Laundered 
— ready  for  use. 

Qualities 
Guaranteed 


With  Reid's  Handkerchiefs  you  arc  furnished  free  a  handsome  case  and  display  rack  simi- 
lar to  that  above  illustrated.  It  has  been  thoroughly  demonstrated  that  this  idea  is  a  great 
help  in  increasing  sales — in  many  cases  it  has  trebled  sales. 

The  display  cases  are  made  of  Mahogany  or  Circassian  Walnut.  The  kerchiefs  boxed  ac- 
cording to  prices  in  sealed  packages  that  assure  cleanliness  and  thus  prevent  stock  from 
deterioration. 

With  every  $50.00  purchase  a  complete  outfit  consisting  of  Case  Rack,  Price  Tickets  and 
Signs  is  furnished  free. 

Immediate  delivery.    Select  qualities  to  suit  your  trade  requirements.    Our  prices  allow 
you  a  very  good  profit. 

A.  T.  REID  CO.,  Limited 

TORONTO 

Sole  Makers  of  "REAL  BENGALENE"  NECKWEAR  Pure 
Silk  Knitted  Cravats    The  Famous  Hantide  (£,u™£1)'  Dress  Tie 

103 


Dry  Goods  Review 


MEN'S    WEAR    SECTION. 


The  strongest  shirt-selling    feature  that  has  come 
out  for  many  a  year — in  fact, 

"The  greatest  thing  that  ever  happened  to  a  shirt" 

is  the 

TOOKE  "atent  NEK-GARD 

It  protects  the  neck  in  front  as  well  as  in  the  back — 

The  collar  button  goes  in  or  out  with  usual  ease — 

The  button  cannot  touch,  cannot  soil,  cannot  pinch 

your  neck — 

The  NEK-GARD  is  not  affected  by  laundering. 

In  your  window  and  counter  displays,  and  in  your 
newspaper  and  circular  advertising,  make  a  strong 
feature  of  the  TOOKE  Patent  NEK-GARD.  There 
is  business  in  it. 

TOOKE  BROS.,  Limited,  Montreal 

Manufacturers  of  Shirts,  Collars  and  Neckwear 
and  Importers  of  Men's  Furnishings. 

TORONTO  WAREHOUSE:  WINNIPEG  WAREHOUSE: 

58  Wellington  Street  West.  91  Albert  Street. 
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Tal^e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


THE  DRY  GOODS  REVIEW 

For  Subscribers 

143  UNIVERSITY  AVENUE 

—— 

TORONTO 

INFORMATION  WANTED 

DATE                                                                    191 

PLEASE  TELL  ME  WHERE  I  CAN 

PROCURE    . 

NAME 

ADDRESS 

di:y   goods   review 


Id 


LdEJ 


llj^ 


r^5i 


IP 


Every  Ready-to-Wear 
Buyer  in  Canada  will 
read  with  interest  the 
May  7th  issue  of  "The 
Review." 

This  will  be  our 
Ready-to- Wear  Special 

Advance  news  on  Fall 
garment  styles  will  be 
the  special  feature.  It 
will  pay  manufacturers 
to  arrange  for  space 
in  this  issue  now. 

"The  Review"  always 
Leads  With  the  News. 
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Your    Troubles    End 
With  the  Use  of  the 


Noesting  Pin-Ticket 

We   have   secured   the    patents   for  this  ticket 
for  Canada 

Ready  July  1st 

Send  for  Sample  Box  and  Price  List 


TRADE!  r-'lARK 


Made    with    rounded 

points — saves    time, 

non-injurious  to 

articles. 


Eliminates  all  chances 

of     blood    poisoning 

from  torn  fingers 

and  hands 


THE  ONLY  NON-INJURIOUS  PIN-TICKET 

We    have     secured  the  patent  for  the  manufacture  of  this  pin   ticket  in   Ganada    have  installed   machinery  and   will 

he  in  a   position  to  make  deliveries   by  July   1st.     This  is  without  any  doubt  the  host  ticket  on  the  marker,  made  of 
the   iicst    ticket   hoard   and   rounded   tinned   wire. 

The  "Noesting"  pin  ticket  overcomes  all  the  deficiences  of  all    other    pin    tickets.      It    is   a    great    time   and    temper 
s.tver.     Write  to-day  for  sample  box   and   price  list. 


COPP,  CLARK  COMPANY,  LIMITED 


495  to  517  Wellington  Street  W. 


TORONTO 


I  Crow 


Rooster  Brand 


OUTING 
TOGGERY 


Outing  Trousers. 

White  Duck,  Khaki,  Flannels, 
Cream  Serges,  etc.,  etc. 

Outing  Shirts. 

Madras,  Silk,  Taffeta,  Duck,  Mer- 
cerized, stripes,  etc.  Made  plain 
collars,  reversible  collar  and 
French  cuffs.  Stock  Collar  Coat 
Shirts  with  French  Cuffs,  etc. 

Riding   Breeches   and   Norfolk   Coats. 
Automobile  Dusters. 

Robert  C.  Wilkins  Co.,  Limited 

FARNHAM,  QUE. 


Montreal   Office 


501    New   Birks   Building 


Australian  Trade 

Are  You  Interested  ? 

If  so,  The  Draper  of  JluiUalasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     3)^.50     Mailed  Free 

Specimen  Copy  will  be  supplied  on  application. 


Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.  E.C. 

Publishing  Offices  : 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E.C. 
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THE    GREAT 
OPPORTUNITY 

Which  you  should  take  advantage  of  is  now 
offered  to  you. 

OUR  STOCK  is  larger  than  ever.  BETTER 
ASSORTED  than  ever. 

YOU  CANNOT  afford  to  rniss  the  many 
Bargains  which  will  be  offered  so  as  to  reduce  the 
stock  before 

THE  31st  OF  MAY 

STIMULATE  your  spring  trade  by  visiting 
us  during  our  stock  taking  month  and  do  credit 
to  your  business  by  securing  some  of  our  clearing 
out  lines. 

GREENSHIELDS  LIMITED 

Montreal 


Every- 
thing 

in 

Dry 

Goods 
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HORROCKSES' 
FLANNELETTES 

are  made 
from  carefully  selected  COTTON. 


The  nap  is  short  and  close, 
no  injurious  chemicals  are  used. 


QUALITY,  DESIGNS  AND  COLOURINGS 
ARE  UNEQUALLED. 


If  purchasers  of  this  useful  material  for  Under- 
wear all  the  year  round  would  buy  the  best  English 
make,  they  would  avoid  the  RISKS  they  undoubt- 
edly run  with  the  inferior  qualities  of  Flannelette. 


See  the    name 

ANNUAL  SALE 

HORROCKSES  " 

upwards  of 

on  the  selvedge 

TEN  MILLION 

every  two  yards. 

Yards. 

Horrockses,  Crewdson  &  Co.,  Ltd, 

Manchester  and  London,  England. 
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ENGLISH    MOHAIRS 

Guaranteed  by  the  B.  D.  A. 
Fabrics  that  appeal  to  every  Woman. 
Stylish  and  Sensible—Practical  and  Economical. 


English  Mohairs,  guaranteed  by  the  B.D.A.,  are  continually  gaining  in  favor  by  smart 
dressers.  Nowadays  every  woman  needs  a  mohair  dress  or  skirt  or  coat  for  street  or 
country  wear. 

These  English  Mohairs,  by  reason  of  their  beautiful  colorings  and  chic  patterns,  occupy  a 
place  among  the  most  stylish  fabric  creations  of  the  day. 

The  splendid  qualities  of  the  goods  make  them  ideal  for  seashore  and  country — as  they  repel 
dust  and  their  bright  silk-like  appearance  is  unspoilable  by  dampness. 

English  Mohairs,  guaranteed  by  the  B.D.A., drape  perfectly  and  possess  a  suppleness  that 
makes  it  easy  for  the  home,  or  professional,  dressmaker  to  obtain  the  most  stunning  results. 

YOU  MUST  HAVE  ENGLISH  MOHAIRS— let  the  B.D.A.  guarantee  insure  sales  and  satisfaction. 

Ask  your  wholesaler  to  show  you  the  newest  importations. 

Ufyz  Bradford  ® pets'  dissociation,  Ztd. 

0f  3Bva6fovd,  England 


Advertising    cuts    (free)    and    further    information   may  be  obtained  by  addressing  the  American  Bureau  of  the  B.  D.  A.  at 

235  West  39th  Street,  New  York  City 


DRY    GOODS    REVIEW 


Spring  Sorting 


T 


O  do  this  satisfactorily,  the  house  to  whom  you  give  your 
order  must  have  a  large,  well  assorted  stock  and  realize 
the  necessity  of  promptness  in  shipping. 


We  do  a  large  sorting  trade  and  our  stocks  are  kept  up  in 
anticipation  of  this. 

Our  order  department  is  for  the  express  purpose  of  seeing 
that  your  requirements  are  intelligently  attended  to  and 
shipped  without  delay. 

The  situation  of  our  warehouse  is  central,  affording  us  direct 
facilities  to  practically  all  points,  thereby  doing  away  with 
loss  of  time  in  delivery  of  the  goods  by  the  carriers. 


CARPETS 
LINOLEUMS 


WE  CARRY  A  VERY  LARGE  RANGE 
OF  THESE  GOODS  AND  ARE  ALWAYS 
GLAD      TO      SEND     SAMPLES     BY 

OILCLOTHS  express 


JOHN  M.  GARLAND 
SON  &  COMPANY 


Ottawa,  Canada 
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The  Merchant  Gets  His  Money 

When  the  Customer 
Gets  a  Receipt 

The  "Get  a  Receipt"  plan 
compels  the  giving  of  a 
correctly  printed  receipt 
to  the  customer,  which 
means  that  there  are  corres- 
ponding and  unchangeable 
records  inside  the  register 
for  the  grocer  and  the 
clerk. 

The  customer's  printed  receipt,  the  clerk's  receipt  on  the 
sales-strip,  and  the  merchant's  receipt  on  the  adding  wheels, 
are  all  made  by  the  same  operation  of  the  register  and 
therefore  must  be  the  same. 


The  Customer's 
Receipt 


The  Merchant's  Receipt 


014    MAY  15 


*K-1;00 


W.  S.  JOHNSON 

4 1 6  Fourth  Ave. 


Keep  This  Receipt 
It  is  your  Protection 

WATCH  FOR 
ANNOUNCEMENT 


This  receipt,  which  goes  to 
the  customer,  is  printed  by 
the  register. 


a  a  j  i  n  1 1 

CASH     j 

DOLLARS    I    CTS 


These  are  the  adding  wheels  which 
must  show  the  same  record  as  the  re- 
ceipt. They  are  the  merchant's  re- 
ceipt for  a  correct  unchangeable 
record. 

National  Cash  Registers  range  in 
price  from  $30  to  $900. 

Write  for  complete  information 
about  the  "Get  a  Receipt"  plan. 


The  Clerk's 
Receipt 


The  sales-strip,  which  must 
show  the  same  record  as  the 
customer's  receipt  and  the 
adding  wheels,  is  the  clerk's 
receipt  for  having  handled 
the  transaction  correctly. 


The   National   Cash   Register  Company 

285  Yonge  Street,  Toronto 

Canadian  Factory,  Toronto 
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There  s  only  one  "Old  Bleach"  Linen 
and  it  bears  this  trade  mark 

"Old  Bleach"  has  an  enviable  reputation  for 
long  life  and  superiority  of  finish  which  cannot 
be  obtained  through  any  other  process,  and 
which  we  will  not  sacrifice  to  facilitate  speed  and 
to  obtain  greater  profits. 

Our  1913-14  samples  will  be  sent  on  request. 

R.  H.  COSBIE,  LIMITED 


IRISH  LINEN  AGENCY 
30  WELLINGTON  STREET  WEST        - 


TORONTO 


Merchants   and   Buyers 

get  the  habit  of  reading  the  advertise- 
ments each  issue.  They  contain 
valuable  information  about  goods 
you  should  know  about. 

Clerks 

get  familiar  with  the  selling  points  of 
the  goods  you  have  in  stock.       Many 
good  selling  arguments  are  found  in 
the  advertisements  in  the  "Review' 
each  issue. 


DRY    GOODS    REVIEW 


T^\0  you  know  of 
any  dry  goods 
dealer,  anywhere  in 
Canada,  who  does 
not  subscribe  to  the 
Dry  Goods  Review? 

If  so,  you  will  be  doing  him 
a  good  turn  by  giving  us  his 
name  and  address,  so  that 
we  may  send  him  a  sample 
copy  and  an  order  blank. 


Y~ 


DRY  GOODS  REVIEW 

Canada's   Only   Semi-Monthly  Dry  Goods  Paper 

MONTREAL    TORONTO    WINNIPEG 
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What  About  Your  Sorting  Order? 


•••      ••• 


Prepare  Now  For  The  Summer  Trade 


•••     ••• 


Men's   Hosiery 
and    Underwear 


Our  range  of  Men's  Summer 
Underwear  comprises  all  the 
best  selling  lines  of  the  best  un- 
derwear makers,  including  Zim- 
merman's and  Penman's  Bal- 
briggan,  Porous  Knit,  Lisle, 
Merino  and  Summer  weight  Na- 
tural Wool  in  both  shirts  and 
drawers  and  combination  suits. 
We  stock  W.  B.  B.  and  B.  V.  D. 
Nainsook  shirts  and  drawers 
and  combinations.  These  are 
the  ideal  under  garments  for 
hot  weather  wearing. 

Our  range  of  Men's  Cotton, 
Lisle  and  Silk  Hose  in  Plain, 
Black  and  Colors  is  very  com- 
plete at  present.  The  demand 
for  Plain  Colors  has  been  excep- 
tionally heavy  and  these  will  be 
scarce  in  the  trade  later  on. 


Write  us  your  wants  to-day.  Our 
Letter  Order  Department  will  give 
you  the  best  possible  attention. 


Women's    and 
Children's    Hosi- 
ery,  Underwear 
and  Gloves 


Our  Hosiery  Stock  is  very 
complete  in  all  lines  of  Cash- 
mere, Cotton  and  Lisle,  includ- 
ing these  SPECIALS: 

M  16— Silk  Cotton $2.25 

M  14— Gauze  Lisle 2.25 

H  51 — Gauze  Lisle 3.10 

G  46— Mer  Lisle,  Silk  Boot  4.50 
G  41— Silk  Hose 9.00 

Gloves — Silk,     Lisle,     Lace, 
Long,  Short. 
SPECIAL: 

502—24",  Loz  Lisle,  Mous.  4.50 
403-21",  Loz  Silk,  double 

tip 4.50 

400—22",  Loz  Lisle  ....   2.25 
200—23"  Loz  Silk,  double 

tip 6.50 

Underwear.  N.S.,  S.S.  and  L.S. 

Vests. 

SPECIALS: 

1171— Short  Sleeve  ..   ..$1.25 

1480^No    Sleeve,    Paris 

Knit 2.10 

367— No  Sleeve,  O.  S.  .  .  2.25 
1150— No  Sleeve 90 


The  timely  placing  of  an  order  insures  prompt  deliveries. 


THE  W.  R.  BROCK  COMPANY  (Limited) 

Toronto 
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Leading  Features  Of  This   Issue 

Convention  and  Style  Show. 

A  complete  report  of  the  proceedings  at  Toledo  is  given,  together  with  the  style 
recommendations  arrived  at 

New  Store  of  J.   F.   Cairns  is  Formally  Opened. 

A  description  of  departmental  store  at  Saskatoon,  with  details  of  equipment. 

Annual  Convention  of  Retail   Merchants'  Association. 

A  report  of  the  proceedings — Important  legislation  adopted — Bulk  Sales  Act 

discussed  at  some  length. 

Business  Active  Throughout  Canada. 

A  review  of  the  business  outlook — Despite  the  tightness  of  money,  the  situation 

is  satisfactory  in  most  respects. 


-Special  attention 


Store   Planned   to  Meet    Locality   Requirements. 

A  description  of  the  new  store  of  Miller  &  Hohmeier,  Berlin- 
is  paid  to  ready-to-wear  and  dress  goods  sections. 

Possibilities  for  Tailored-to-Measure   Business. 

An  important  problem  now  facing  the  trade  is  discussed — Is  demand  for  this 

business  growing? 

Sixty-Five  Years  in  the  Dry  Goods  Business. 

A  brief  sketch  of  the  career  of  John  Catto,  of  Toronto,  who  has  celebrated  his 
eightieth  birthday. 

Dress  'at  the   Early   Paris  Race  Meetings. 

Letter  from  the  French  capital  outlines  latest  styles  as  worn  by  the  gay  Paris- 
ians— Cubist  effects  seen. 


A  Review  of  the   Price  Movement  in  Textiles. 
The  past  year  saw  a  large  advance  in  the  prices  of  practically  all  textiles- 
reasons. 


-The 


Arrangements  for  C.W.T.A.  Convention. 

A  complete  summary  of  the  plans  made  for  annual  gathering  of  display  men. 
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New  Store  of  J.  F.  Cairns  is  Formally  Opened 


THE     WAY     of     the 

West  is  a  wonderful 
way.  Towns  spring  in- 
to existence  over  night, 
whole  tracts  become  set- 
tled in  almost  incredi- 
bly short  spaces  of  time, 
business  concerns  de- 
velop in  a  few  years  to  proportions  which  require 
decades  of  growth  before  attainment  in  older  settled 
countries. 

Never  have  the  potentialities  of  the  West  in  the 
matter  of  rapid  growth  been  more  clearly  demons- 
trated than  in  the  case  of  J.  F.  Cairns,  of  Saskatoon. 
About  ten  years  ago — in  1002,  to  be  exact — J.  F. 
Cairns  started  a  grocer  and  bakery  business  in  a 
little  frame  store  which  was  not  pretentious,  to  say 
the  least.  To-day  he  is  operating  a  complete  de- 
partmental business  in  a  magnificent  store  with  most 
modern  equipment  and  of  unusual  proportions. 
From  small  dealer  to  merchant  prince  in  the  short 
span  01  one  decade  is  an  almost  unprecedented 
record. 

To  tell  the  story  right,  it  will  be  necessary  to 
start  at  the  very  beginning.  In  1902  the  first  Cairns 
store  was  established  in  then  small  western  town  of 
Saskatoon.  Previous  to  coming  west,  Mr.  Cairns 
had  pursued  many  lines  of  enterprise.  In  fact,  his 
experience  had  been  most  varied,  giving  a  hint  at 
the  versatility  of  the  man.  He  had  been  a  high 
school  teacher,  a  journalist  and  the  manager  of  an 
opera  house.  His  decision  to  go  west  was  due  to  a 
conviction  that  the  west  was  the  place  where  fortunes 
were  to  be  made.  The  first  store  was  small;  as  the 
drawing  on  the  opposite  page  shows.  He  soon  out- 
grewT  it,  moving  into  a  two-storey  frame  building  of 
much  more  ample  proportions.  Here  he  added  to 
his  stock  and  started  in  new  lines  with  the  result 
that  the  scope  of  his  business  increased  until  in 
1906,  coincident  with  the  incorporation  of  Saskatoon 
as  a  city,  he  moved  into  his  third  store.  This  build- 
ing was  on  a  much  more  pretentious  scale — a  large, 
brick  store  with  three  entrances  and  with  quite  an 
expanse  of  plate  glass  front.  The  occupation  of  this 
store  marked  the  commencement  of  a  new  epoch  in 
the  history  of  the  business.  It  expanded  rapidly 
and  continuously,  leading  to  the  construction  of  the 
present  structure. 

DESCRIPTION  OF  STORE. 

The  new  store  is  five  storeys  in  height.  It  is  con- 
structed on  the  reinforced  concrete  system  with 
handsome  facings  of  Hebron  buff  trick  and  stone. 
It  contains  in  all  87,000  square  feet  of  floor  space. 

In  point  of  equipment,  the  most  modern  devices 
have  been  installed.    Passenger  and  freight  elevators 


A  description  of  departmental  store  at 
Saskatoon — Modern  equipment  install- 
ed in  all  departments — Man}r  original 
devices — The  spectacular  rise  of  J.  F. 
Cairns  is  almost  without  precedent. 


are  in  use.     An  electric 
vacuum  cleaner  system 
has    been    installed    as 
well      as     inter-depart- 
mental   telephone    and 
sprinkler  systems.  Cen- 
tral    pneumatic     tubes 
are  used  for  cash   ex- 
cept in  the  grocery  department  where  cash  registers 
are  used.     Spiral  parcel  chutes  take  goods  from  all 
departments  to  the  shipping  rooms. 

ARRANGEMENT  OF  DEPARTMENTS. 

The  various  departments  are  arranged  as  follows: 

In  the  basement:  hardware,  crockery  and  glass- 
ware. 

Main  floor:  Drugs,  jewellery,  leather  goods,  sta- 
tionery, men's  and  boys'  clothing,  men's  furnishings, 
boots  and  shoes. 

The  men's  clothing  stock  is  kept  in  cabinets,  each 
garment  being  hung  on  a  separate  hanger.  The  mir- 
rored pillars  give  ample  scope  for  customers  to  in- 
spect the  fit  of  garments.  Show  cases  are  used  to 
splendid  effect  in  displaying  the  goods  in  the  men's 
furnish  in, us. 

Men's  and  boys'  boots  and  shoes  are  located  near 
the  passenger  elevators  while  women's  boots  and  shoes 
are  shown  on  a  mezzanine  floor — an  ideal  location  as 
it  gives  an  unusual  degree  of  privacy.  Both  depart- 
ments have  the  stock  box  system. 

So  often  women's  shopping  is  a  combination  of 
business  and  pleasure,  and  to  aid  them  in  this,  a  rest 
room  has  been  arranged  in  a  balcony  on  the  mezza- 
nine floor,  overlooking  the  whole  main  floor.  Here 
chairs  next  the  railing  give  one  an  opportunity  of 
watching  for  one's  friends,  while  in  the  rear  tables 
and  comfortable  chairs  invite  one  to  rest  and  revise 
the  shopping  list.  A  public  telephone  for  use  of 
shoppers  is  installed  here. 

The  second  floor  is  given  over  entirely  to  the  fair 
sex.  Departments  on  this  floor  are :  Ladies'  ready-to- 
wear,  millinery,  laces,  embroideries,  art  needlework, 
gloves,  hosiery,  dress  goods  and  staples,  white  wear, 
corsets  and  children's  wear. 

The  millinery  department  is  fitted  up  with  a  pro- 
fusion of  mirrors  and  showcases.  Each  case  is  light- 
ed with  shaded  electric  lights  and  has  a  mirrored 
back.  Some  of  the  cases  have  glass  frontal  panels 
by  means  of  which  the  purchaser  is  enabled  to  note 
the  samples  carried  in  the  various  drawers. 

In  the  accessory  department,  a  special  feature  is 
the  glove  counter  which  is  padded  its  full  length. 

Housefurnishings  and  furniture  occupy  the  third 

floor.     In  the  section  devoted  to  housefurnishings, 

several  new  ideas  in  the  matter  of  stock  arrangement 

have  been  carried  out.     Most  worthy  of  mention  is  a 
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A  view  of  the  new  depart- 
mental stove  of  J.  F.  Cairns. 
Saskatoon.  It  is  a  five-storey 
building,  constructed  of  re- 
inforced concrete,  faced 
handsomely  with  buff  stone 
and  brick. 


A  view  of  the  Cairns  store 
in  Saskatoon  in  1902,  when 
J.  F.  Cairns  made  his  first 
mercantile  venture  in  the 
West,  beginning  exclusively 
in  the  baker;/  and  confection- 
ery lines. 


The  above  illustrations  tell  more  strikingly  than  mere  words  could  ever  do,  the  story  of 
the  almost  unprecedented  growth  of  the  J.  F.  ('aims  business.  In  1902,  the  little  frame  shop 
shown  above  was  the  home  of  the  business  of  J.  F.  Cairns.  Personal  aggressiveness  kept  the 
business  "on  the  upgrade"  and  its  growth  fully  kept  pace  with  the  astonishingly  rapid  devel- 
opment of  Saskatoon.  To-day,  the  business  is  housed  in  the  handsome  five-storey  building 
shown  at  the  top.  Truly,  a  study  in  contrast  are  these  illustrations — frame  sited  in  1902, 
mammoth  store  in  1913. 
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rug  rack  which  will  hold  160  rugs  and  which  works 
on  the  revolving  principle  in  much  the  same  way  as 
a  revolving  stand  for  picture  post  cards.  This  stand 
is  found  to  be  a  great  saver  of  time  and  labor.  A 
complete  assortment  of  rugs  can  be  looked  over  in  a 
short  time  and  without  difficulty.  Linoleums  are 
shown  in  the  same  way,  making  it  possible  to  dis- 
play no  fewer  than  180  patterns. 

Groceries  occupy  the  fourth  floor  in  the  building. 

IX  THE  READY-TO-WEAR  DEPARTMENTS. 

Mention  has  been  left  till  the  last  of  the  splendid 
arrangements  in  the  departments  devoted  to  women's 
clothing.  Triple  mirrors,  placed  on  tables  of  con- 
venient height,  with  reception  chairs  before  them, 
allow  Madame  to  sit  to  try  on  her  hat  and  get  every 
possible  view  of  its  suitability  to  face  and  head.  When 
this  has  been  found  satisfactory,  the  many  full  length 


mirrors,  placed  at  intervals  in  the  show  rooms,  tell 
her  of  its  suitability  to  her  gown  and  figure.  In  the 
cloak  and  suit  department,  the  walls  are  lined  with 
cases  with  plate  glass  fronts  which  turn  easily  and 
allow  the  large  double  racks  of  garments  to  swing 
down  and  out  where  the  salespeople  can  display  them 
with  a  minimum  expenditure  of  time  and  strength. 
In  the  tailor-made  suit  section  many  full 
length  triple  mirrors  placed  in  an  excellent  light 
afford  ample  opportunity  to  view  a  garment  from 
every  point.  Behind  the  folding  panels  of  these 
mirrors  are  small  rooms  where  the  reserve  stock  of 
garments  of  the  different  sizes  is  kept,  in  most  con- 
venient arrangement  for  the  salespeople.  At  the 
side  are  private  fitting  rooms  of  generous  size  with 
all  the  necessary  requirements  for  proper  fitting. 
There  are  softly  carpeted,  well  lighted,  spacious  show 
rooms. 
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NEAT  ARRANGEMENT 
OF  ACCESSORIES. 
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GOODS  STOCKED  AT 
REAR0FSH0WWIND0W 


I  I 


LIGHT  ADMITTED 

ABOVE  SHOWWIND0W 


NBAT    FL.ORAU 

DECORATIONS 


]  I 


NOTE  UNUSUAL  HEIGHT 

OF  CEILING 


I 


MIRRORED  CASEMENT 
IN  PILLARS 


A   view  of  the  main  Moor  of  the  .(.  F.  Cairns  stove. 
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A  view  of  the  second  floor  of  the  J.  F.  Cairns  store,   showing  part  of  ready-to-wear  department.     The  photo 
was  taken   while   the   store  was   decorated   for   the    formal    opening. 


FORMAL   OPENING   OF   STORE. 

The  formal  opening  of  the  store  took  place  on 
Friday,  March  21.  Nearly  7,500  people  attended 
and  on  the  following  day,  Saturday,  there  were  higger 
crowds  still,  12,000  being  on  hand  in  the  evening. 

The  decorations  for  the  occasion  had  been  ar- 
ranged on  an  elaborate  scale.  Smilax,  interwoven 
with  morning  glories  were  twined  about  the  pillars, 
while  huge  bouquets  rested  on  the  tops  of  the  fix- 
tures. On  the  second  floor,  arrangements  were  still 
more  elaborate,  as  baskets  of  long  stemmed  Ameri- 
can beauty  and  tea  roses  had  been  introduced  to  add 
to  the  effect. 

An  orchestra  had  been  provided  for  the  opening. 

A  feature  was  the  fashion  promenade  on  the 
second  floor.  Five  women  and  two  little  girls  acted 
as  models.  The  fourth  floor  was  thrown  open  for 
dancing  to  the  general  public — a  feature  which 
proved  immensely  popular. 

THE   PERSONNEL   OF   THE   STORE. 

J.  F.  Cairns  has  gathered  about  him  a  very  cap- 
able staff  of  men.  A.  J.  Burton  is  general  manager 
and  J.  E.  MacWilliams  is  advertising  manager. 

® 

Toronto. — Burglars  broke  into  the  building  of 
the  International  Clothing  Co.  and  took  a  selection 
of  the  best  clothing  in  stock. 

Kamsack,  Sask. — C.  J.  Tucker,  late  of  Napinka, 
Man.,  has  opened  a  new  men's  furnishings  store 
here. 

Tofield,  Alta.— Mrs.  Frank  Varley,  Toronto,  is 
opening  a  dressmaking  store. 

Sudbury,  Ont. — It  is  reported  that  H.  C.  Wash- 
burn and  D'Arcy  Regan  will  take  over  one  of  the 
local  men's  wear  stores. 


Old  Firm  Dissolving 

The  firm  of  Kyle,  Cheesebrough  &  Co.,  Montreal, 
wholesale  dry  goods  dealers  and  specialists  in  im- 
ported laces,  etc.,  have  dissolved  partnership  and  sold 
out  their  stock.  The  firm  had  been  in  business  for 
thirty  years  and  their  retirement  removes  one  of  the 
old  land-marks  from  St.  Peter  street. 

Mr.  Kyle,  senior  member  of  the  firm,  was  former- 
ly a  retail  dry  goods  dealer  in  Brockville,  Ont.  He 
organized  the  wholesale  firm  of  Kyle,  Bunbury,  & 
Co.,  in  Montreal,  and  later  on  the  retirement  of  Mr. 
Bunbury,  Mr.  Cheesebrough  entered  the  firm. 

Mr.  Cheesebrough  previous  to  entering  the  firm 
was  with  Thomas  May  &  Son,  in  Toronto,  for  thir- 
teen years,  and  when  that  business  was  bought  out 
by  Patterson  Bros.,  he  moved  to  Montreal  and  con- 
ducted the  business  of  Thos.  May  &  Son,  on  St. 
Helen  street  for  several  years,  leaving  there  to  go  into 
partnership  with  Mr.  Kyle. 

Practically  the  entire  stock  has  now  been  dis- 
posed of  and  the  office  after  May  1st  will  be  at  22 
St.  John  street,  Montreal,  where  T.  Yates  Foster,  ac- 
countant of  the  firm,  will  for  a  few  months  look 
after  the  final  winding-up  of  the  affairs.  In  going 
out  of  business  the  firm  are  meeting  all  obligations 
in  full  and  in  the  final  settlement  will  divide  the 
profits.  It  is  understood  that  they  have  no  definite 
plans  for  the  future. 

— m — 


Guelph. — The  prizes  given  for  the  best  Horse 
Show  windows  were  awarded  as  follows :  Thornton  & 
Douglas,  first  prize ;  the  Arcade  Fair,  second ;  Thurs- 
ton's shoe  store,  third,  and  G.  B.  Ryan,  fourth.  This 
quartette  won  from  a  field  of  thirteen  competitors 
the  prizes  offered  by  ex-Mayor  Thorp. 
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Business   Active   Throughout   Canada 


AN  AUTHORITY  on 
finance  made  the  state- 
ment the  other  day : 
"It  is  difficult  to  make 
a  business  man,  at  the 
present  juncture,  give 
his  real  outlook  on  the 
business  situation.  Men 

will  smooth  over  tilings  in  order  not  to  give  out  what 
might  seem  like  alarmist  information.  My  opinion 
is  this  that,  when  a  man  says  collections  are  aver- 
age, he  really  means  that  they  are  pretty  poor ;  when 
he  says  they  are  slow,  he  really  means  that  they  are 
quite  bad.  I  also  make  a  point  to  subtract  some 
from  his  expressed  opinion  on  the  volume  of  busi- 
ness." 

While  not  subscribing  absolutely  to  this  opinion, 
one  must  concede  that  there  is  something  in  it  and 
must  bear  this  in  mind  in  reaching  a  conclusion  as 
to  conditions  throughout  the  country.  For  some 
time  past,  complaints  have  been  voiced  on  the  score 
of  collections  in  the  West.  More  recent  reports  con- 
tain a  note  of  optimism,  however.  There  is  a  much 
better  tone  noted,  it  is  said.  The  credit  manager  of 
a  large  firm  made  the  remark  the  other  day :  "Money 
seems  much  freer.  Of  course,  a  lot  of  paper  is  still 
being  renewed  and  there  is  still  difficulty  being  ex- 
perienced but  we  believe  that  the  improvement  now 
noted  is  a  permanent  turn  for  the  better."  Apply- 
ing the  rule  of  the  financial  man  quoted  above,  one 
would  accept  this  statement  as  perhaps  a  trifle  over- 
drawn in  an  effort  to  present  the  situation  in  the 
brightest  possible  light.  In  this  instance,  however, 
there  is  sufficient  corroboration  at  hand  to  lead  to  the 
conclusion  that  the  statement  is  a  correct  summing 


A  review  of  the  situation  fails  to  reveal 
any  evidences  of  slackness  or  depres- 
sion— Manufacturers  and  retailers  are 
equally  busy — Money  still  tight  but 
improvement  is  noted. 


up  of  money  conditions 
in     the    West.       There 
has  been  an  undoubted 
improvement  and  it  is 
now     pretty     generally 
believed  that  the  strin- 
gency    will     gradually 
disappear. 
As  for  the  volume  of  business,  present  and  pros- 
pective, it  is  more  difficult  to  arrive  at  a  conclusion. 
The  manufacturers  without  exception  speak  optimis- 
tically, even  enthusiastically.     They  have  as  much 
business   as  they  can   handle,   they   declare;   while 
everything  bespeaks   a  continuation   of  this  condi- 
tion of  activity.     Even  applying  the  rule  of  the  cau- 
tious financial  man  and  discounting  the  statements 
heard,  there  is  still  enough  left  to  banish  all  doubts 
on  the  score  of  business  activity.     It  is  going  to  be 
a  good  year. 

Whatever  the  cause  may  be  for  the  tightness  of 
money,  it  does  not  seem  to  be  due  to  lack  of  cur- 
rency among  the  people.  Retailers  find  that  their 
customers  are  well  supplied  and  quite  as  willing  as 
ever  to  spend.  Although  whispers  of  a  tendency 
toward  retrenchment  and  curtailment  of  expensive 
tastes  are  heard  in  other  trades,  there  is  no  such  indi- 
cation in  dry  goods.  The  demand  for  the  best  is  just 
as  strong  as  ever  and  the  public  is  taking  to  novel- 
ties and  new  style  modes  of  a  more  or  less  expensive 
nature  with  avidity. 

The  writer  has  a  newspaper  clipping  before  him, 
taken  from  a  Western  newspaper  of  recent  date.  It 
gives  a  summary  of  business  done  in  the  various 
stores  of  the  place  on  the  previous  Saturday,  sum- 
ming  up  with   the   statement   that   "the   aggregate 


'0,  Woodrow,    spare    that 
tree!" 


Chorus — "Cut  it  off  here." 
DIVERGENT  VIEWS  ON  U.  S.  TARIFF  REVISION  AS   EXPRESSED  BY  THE  CARTOONISTS 
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Dem.  Congress. — "You'll  find 
this  Income  tax  coat  so  warm 
that  you  won 't  need  your 
tariff  trousers  any  more. ' ' 


DRY    GOODS    REVIEW 


business  for  Saturday  was  sixty  per  cent,  greater 
than  any  previous  day  this  year."  Here  it  is  dis- 
tinctly necessary  to  do  quite  a  little  discounting  in 
view  of  the  newspapers  writers'  acknowledged  apti- 
tude for  colossal  exaggeration.  Making  full  allow- 
ance, however,  the  facts  presented  point  to  a  distinct- 
ly active  retail  trade  in  this  particular  city  and  pre- 
sumably in  all  other  places  in  that  section  of  the 
country. 

In  Ontario  and  the  east,  retail  business  is  pro- 
ceeding with  a  good  swing.  No  disturbing  reports 
are  heard  and  on  the  other  hand  many  statements 
of  super-enthusiasm  are  made.  There  is  no  room 
for  any  conclusion  but  that  1913  gives  promise  of 
being  a  good  business  year — not  a  record-breaker 
perhaps  but  a  substantial,  profitable  year. 

In  dealing  with  the  situation,  The  Financial  Post 
says : — 

Although  money  in  Canada  continues  to  be  tight, 
nevertheless  business  is  normal  and  in  volume  quite 
as  large  as  that  of  last  year,  and  the  outlook  is  quite 
bright.  Over  the  entire  West  a  feeling  of  hopeful- 
ness now  prevails  as  the  result  of  good  seeding  weath- 
er at  a  proper  season  of  the  year.  In  the  East  the 
crop  outlook  is  promising. 

A  tendency  to.  economize  is  becoming  evident. 
Instead  of  increasing  their  plants  manufacturers  are 
seeking  to  increase  the  efficiency  of  the  plant  they 
have.  It  is  noted  also  that  in  such  a  staple  business 
as  that  of  groceries  a  disposition  on  the  part  of  the 
public  is  found  to  buy  less  of  the  high  priced  lines. 
Fancy  packed  goods  are  in  less  demand.  This  ten- 
dency is  apparent  in  every  part  of  the  Dominion. 

There  are  no  general  signs  of  contraction  in  busi- 
ness. Bank  clearings  show  a  tendency  to  remain 
practically  on  the  same  level  as  last  year.  In  view 
of  the  elimination  of  so  much  speculative  trading  the 
fact  of  the  bank  clearings  remaining  in  volume  as 
large  as  last  year  cannot  be  interpreted  as  being  other 
than  an  exceedingly  healthy  indication. 

There  does  not  appear  to  be  in  Canada  any  easier 
money  than  a  week  ago.  External  conditions,  how- 
ever are  such  as  to  warrant  the  hope  that  easier  money 
will,  in  a  short  time,  eventuate.  Fresh  disturbances 
have  taken  place  in  the  Balkans,  but  on  the  other 
hand  conditions  elsewhere  are  such  as  to  warrant  tak- 
ing a  more  hopeful  view  of  the  outlook  than  a  week 
ago.  Crop  prospects  in  the  United  States  are  quite 
as  bright  as  those  of  a  year  ago,  and  there  seems  also 
to  be  no  tangible  evidence  of  any  diminution  in  man- 
ufacturing and  commercial  activity  in  the  United 
Kingdom,  and  certain  manufacturing  countries  on 
thes  European  continent.  These  conditions,  how- 
ever, may  result  in  a  diminution  of  the  amount  of 
available  capital  for  investment  in  countries  like 
Canada.  London  is  awed  by  the  quantity  of  new 
prospectuses  awaiting  a  favorable  moment  to  be 
issued. 


Already  Canada  has  during  April  been  the  larg- 
est borrower  in  London,  thus  maintaining  the  record 
of  being  the  largest  borrower  for  the  year  to  date. 


Foster  the  Cotton  Industry 

Lloyd-George  introduces  measure 
to  guarantee  loan  for  development 
of  cotton  growing  in  Soudan. 

London,  April  23. — Protection  for  the  cotton 
trade  of  Lancashire  by  fostering  the  supply  of  cot- 
ton independent  of  America  was  the  gist  of  Chancel- 
lor Lloyd  George's  argument  on  introducing  in  the 
House  of  Commons  this  evening  a  resolution  permit- 
ting the  British  Government  to  guarantee  a  Soudan 
loan  of  $15,000,000  for  the  development  of  cotton- 
growing  along  the  Nile. 

EGYPTIAN    COTTON    SUPERIOR. 

The  Chancellor  of  the  Exchequer  remarked  that 
owing  to  occasional  difficulties  with  regard  to  sup- 
plies of  American  cotton,  arising  from  the  market 
being  cornered  and  thus  causing  a  shortage  here 
despite  abundant  crops,  it  was  necessary  to  foster  the 
growth  of  cotton  where  it  would  be  under  British 
control.  Egyptian  cotton,  he  claimed,  was  better 
from  the  point  of  view  of  the  manufacturer  and  the 
quality  of  the  goods  obtained  from  that  product,  and 
also  better  from  the  point  of  view  of  the  workman  be- 
cause it  was  cleaner  and  healthier  to  work  than  was 
American  cotton. 

The  resolution  was  adopted  without  division. 


Made-in-Canada  Train 

Through  the  medium  of  an  improved  "Made-in- 
Canada"  train,  the  people  of  the  three  prairie  Prov- 
inces are  to  be  given  another  opportunity  this  year 
of  learning  of  the  work  of  their  fellow-Canadians  in 
the  manufacturing  industries  of  the  west  and  the 
east.  The  train  of  this  year  promises  to  eclipse  in 
every  respect  the  experimental  train  which  was  taken 
through  Manitoba,  Saskatchewan  and  Alberta  last 
year.  The  Canadian  Home  Market  Association,  un- 
der whose  auspices  the  train  is  organized  and  con- 
ducted, had  taken  careful  note  last  year  of  needed 
improvements,  all  of  which  have  been  carried  into 
effect. 

The  trip  will  cover  120  cities  and  towns,  occupy- 
ing about  52  days. 


New  Liskeard,  Ont. — R.  S.  Robinson  has  opened 
his  new  dry  goods  store. 

Calgary,  Alta. — J.  J.  Hills  has  been  appointed 
assistant  general  manager  of  Pryce  Jones,  Limited. 
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Sixty-five  Years  in  the  Dry  Goods  Business 


John  Catto,  of  Toronto,  Celebrates  his 
Eightieth  Birthday— Started  in  the 
Trade  at  Age  of  15  Years — Started  in 
Business  in  Toronto  in  '64  and  Still 
Occupies  the  Old  Site  —  Introduced 
Scottish  Tartans. 


THE  OTHER  day 
John  Catto,  founder 
and  head  of  the  firm  of 
John  Catto  &  Son, 
King  Street  East.  Tor- 
onto, celebrated  his 
eightieth  birthday.  At 
the  age  of  fifteen  years 

he  entered  the  employ  of  a  dry  goods  merchant  in 
Scotland  and  has  been  associated  with  the  trade  ever 
since — a  record  of  sixty-five  years  of  continuous  ser- 
vice. 

Mr.  Catto  is  still  in  the  harness — hale,  hearty  and 
vigorous.  He  keeps  very  closely  in  touch  with  all 
branches  of  the  business,  directing  it  with  keenness 
usually  attributed  to  youth  combined  with  maturity 
of  judgment  which  his  long  experience  in  the  trade 
has  lent.  A  representative  of  The  Review  called  at 
the  store  recently  and  found  Mr.  Catto  at  the  front, 
waiting  on  a  couple  of  customers.  It  was  quite  ap- 
parent that  he  still  retained  the  zest  of  salesmanship     birth  or  descent.    Tartans  have  been  featured  in  the 


blems  of  comparative 
conditions  from  first- 
hand experience  and 
study. 

Mr.   Catto   was   born 
in  Aberdeen,  Scotland. 
He  came     to     Canada 
when  eighteen  years  of 
age.       He  found  his  way  to  Toronto,  and  in   '64 
started  in  business  for  himself  on  the  site  still  oc- 
cupied by  the  business.      It  was  a  small  store  at  the 
outset,  covering  the  space  now  occupied  by  the  centre 
aisle  on  the  main  floor.       The  stock  carried  con- 
sisted for  the  most  part  of  staples.       From  the  start 
a  special  stock  of  tartans  was  carried,  Mr.  Catto  hav- 
ing conceived  the  idea  of  introducing  into  Canada 
the  tartans  of  the  Scottish  clans  and  families.     He 
believed  that  this  would  prove  a  means  of  preserving 
a  patriotic  sentiment  among  Canadians  of  Scottish 


for  he  conducted  the  sale  with  quite  as  much  enthus- 
iasm as  he  doubtless  showed  at  the  outset  of  his  career 
when  advancement  depended  upon  the  size  of  the 
sales  book.  Speaking  of  salesmanship,  it  may  here 
be  remarked  that  the  modern  exponents  of  the 
gcienCe — for  a  science  it  is — could  learn  a  few  les- 
sons from  the  salesmen  of  the  "old  school."  Mr. 
Catto  impresses  one  as  a  splendid  type  of  the  mer- 
chant of  the  Mid- Victorian  era.  Courteous  to  the 
point  of  courtliness,  suave,  observant,  forceful  rather 
than  obtrusively  aggressive,  his  bearing  and  man- 
ner might  well  be  accepted  as  a  model  by  the  mod- 
ern salesman. 

Mr.  Catto's  record  of  sixty-five  years  experience 
leaves    him    in  a  unique  posi- 
tion as  a   judge    of  trade  con-  m^^^mm, 

ditions.       He      started      when 

the    store    of    the    "draper" 

contained   staple    articles    only 

—  linens,    cloths,    laces.       He 

has    seen    it    develop    step    by 

step     into      the     many  -  sided 

business     that     a     dry     goods 

store   has   become   to-day.    He 

has       seen       improvements 

brough     about_    in     conditions 

during    that     time;    and     has 

likewise   seen   new   evils   creep 

in.       To  chat    with    him  is  as 

good    as    to    peruse    a   history 

of    the    last    half    century    in 

the    trade    for,    always  obser- 
vant, he  has   retained   a  sound 

memory  and   can   discuss  pro- 


Catto  store  ever  since.  On  the  occasion  of  The  Re- 
view representative's  visit  to  the  store,  a  prominent 
showing  of  tartans  decorated  and  brightened  one 
side  of  the  store. 

The  store  of  John  Catto  &  Son  is  to-day  occupy- 
ing a  wide  frontage,  and  is  three  storeys  in  height. 
The  growth  of  the  business  has  been  due  largely  to 
the  sound  principles  on  which  it  was  founded,  and 
which  have  been  conscientiously  maintained  since. 

Mr.  Catto's  friends  unite  in  wishing  for  him  many 
more  years  of  continued  health  and  active  partici- 
pation in  the  business  he  knows  so  well. 

Mr.  Catto's  career  has  been 

one  of  continuous  success,  due 

to  the  possession  of  sterling 
business  qualities  and  the  rigid 
application  of  approved  princi- 
ples to  the  conduct  of  his  store. 
Making  customers  rather  than 
sales  has  been  the  object,  with 
the  result  that  a  splendid  con- 
nection has  been  built  up  and 
held  for  many  years.  This 
policy  has  been  maintained, 
with  a  close  eye  to  developments 
in  the  trade. 

® 


John    Catto,    who    has    celebrated    his 
eightieth  birthday. 
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Calgary,  Alta. — The  Diam- 
ond Clothing  Co.  have  installed 
a  handsome  new  front  in  their 
store. 


Store  Planned  to  Meet  Locality  Requirements 


IN  PLANNING  the 
equipment  of  a  new- 
store,  the  merchant  who 
gives  quite  as  much 
consideration  to  the 
present  prosperity  and 
prospects  of  his  town  or 
city  as  to  the  standards 

of  quality  and  service  which  he  desires  his  store  to 
represent,  adopts  the  fundamental  principle  of  bal- 
ance. This,  in  a  very  material  way,  contributes  to 
good  advertising. 

Much  depends  upon  customers'  first  impressions. 
An  indifferent-appearing  store  and  a  splendid  stock 
are  as  difficult  for  ad.  men,  window  trimmers  or  sales- 
people to  reconcile  as  would  be  a  straw  sailor  hat  on 
a  gorgeous  wax  figure  in  a  dainty  decollette  gown. 

In  the  same  way,  a  poorly  assorted  and  medium 
grade  stock  in  a  magnificent  store  conveys  a  sense  of 
inadequacy,  falls  short  of  the  fitness  of  things  so  im- 
portant in  a  progressive  town  or  city.  The  merchant 
cannot  get  away  from  the  fact  that  customer?  will  al- 
ways form  in  their  minds  a  certain  standard  with  re- 
gard to  his  store,  its  equipment  and  service.  It  is 
his  duty,  therefore,  to  see  to  it  that  his  critics  have 
little  opportunity  to  discount  honest  effort. 

When  Miller  and  Hohmeier  opened  a  dry  goods 
store  in  Berlin  some  six  months  ago,  they  summed 
ap  the  situation  in  this  way.  They  were  about  to  lo- 
cate in  what  is  undoubtedly  one  of  the  most  thriving 
industrial  centres  and  therefore  one  in  which  the 
sources  and  wealth  and  its  circulation  are  neither 
speculative  nor  spasmodic.  They  saw  that  no  mis- 
take could  possibly  be  made  by  shaping  their  enter- 
prise towards  high  rather  than  indifferent  ideals. 
Their  measure  of  the  field  proved  correct,  and  they 
are  applying  the  idea  in  a  way  that  is  attracting  pro- 
fitable business. 

In  the  first  place,  their  store,  as  equipped  by  the 
Walker  Bin  and  Store  Fixture  Co.,  is  in  keeping  with 
the  policy  that  has  just  been  outlined.     The  wood- 


Description  of  the  store  of  Miller  and 
Hohmeier,  Berlin,  Ont. — A  splendid 
ready-to-wear  stock  is  carried — Efforts 
are  made  to  push  sale  of  high-grade 
ready-to-wear  —  Dress  goods  section 
well  represented. 


work  is  in  quartered  oak 
and  there  is  not  a  wood- 
en counter  in  the  place. 
A  reference  to  the  plan 
will  show  that  the  fif- 
teen-foot glass  cases  are 
arranged  along  one  side 
of  the  floor  and  on  the 
other  are  glass  counter  and  notion  case.  Thus,  ef- 
fect display  is  made  possible,  while  in  the  centre  a 
series  of  tables  answer  the  same  purpose.  The  pillars 
in  the  centre  are  squared  off  with  mirrors  to  a  height 
of  seven  feet. 

The  store  has  a  depth  of  104  feet  and  width  of 
29  feet  6  inches.  About  fifteen  feet  of  the  rear  is  oc- 
cupied by  rest,  fitting  and  workrooms.  The  ready- 
to-wear  section  takes  up  about  20  feet  of  the  depth, 
and  there  is  a  striking  instance  of  the  firm's  appre- 
ciation of  standard. 

"In  garment  retailing,"  said  Mr.  Miller,  "it  is  an 
easy  matter  for  a  merchant  to  underestimate  the  re- 
quirements of  his  field.  He  is  inclined  to  overlook 
the  fact  that  style  and  quality  can  be  much  more 
strongly  represented  to-day  than  they  could  several 
years  ago.  The  people  are  beginning  to  fully  ap- 
preciate the  fact  that  ready-to-wear  is  a  specialized 
industry  and  as  such,  it  has  a  decided  claim  upon 
their  attention.  We  find  it  profitable,  therefore,  to 
carry  a  fair  assortment  of  better  grades — suits  or 
dresses  running  as  high  as  $30,  $35  or  $40.  It  en- 
courages the  idea  of  exclusiveness  to  do  this,  and 
while  we  do  not  by  any  means  ignore  the  lower  stand- 
ards, we  find  that  is  an  effective  means  towards  the 
broadening  of  our  patronage.  It  certainly  does  not 
pay  for  such  a  department  to  adopt  low  standards." 
The  ready-to-wear  section  of  the  store  is  equipped 
with  a  glass-fronted  wardrobe  for  fancy  dresses,  an- 
other for  suits  and  a  series  of  similar  racks  for  coats. 

DRESS  GOODS  DEPARTMENT. 

The  dress  goods  and  fabric  department  represents 
a  considerable  percentage  of  this  $35,000  stock.    It 
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Plan  of  the  new  store  of  Miller  &  Hohmeier,  Berlin,  Ont. 
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A  view  of  the  interior  of  the  new  store  of  Miller  &    Hohmeier,    Berlin.      A   splendid   view   is   given    of   the 

dress  goods  department. 


occupies  one  half  the  length  of  the  left  side,  and  it  is 
in  front  of  this  that  the  three  glass  counters  are  ar- 
ranged. In  connection  with  this  section,  a  dressmak- 
ing department  is  operated  to  advantage,  and  it  is 
striking  evidence  of  the  demand  for  exclusiveness 
that  this  department  is  always  busy.  One  of  the 
secrets  of  its  success  is  the  fact  that  the  dressmaker 
and  her  staff  are  competent  to  handle  the  business 
that  is  entrusted  to  them.  Fabric  remnants  are  not 
featured  specially,  but  are  generally  sold  in  a  regular 
way  and  at  regular  price.  The  lessened  amount  re- 
quired for  skirts  makes  this  plan  more  easilv  poss- 
ible. 

Such  a  section,  combined  with  the  idea  of  high 
standards,  always  enables  a  store  to  hold  customers 
who  might  otherwise  be  inclined  to  go  to  larger  cen- 
tres to  have  their  requirements  taken  care  of. 

SMALLWARE  FIXTURES. 

In  the  smallwares  section  of  the  store  there  are 
two  fixtures  which  are  particularly  adapted  to  clean, 
attractive  stock-keeping.  One  is  a  glove  cabinet  with 
a  series  of  drawers  or  trays  in  which  the  dividers  are 
adjustable,  and  with  combination  pull  and  ticket- 
holder  containing  descriptions  of  contents  and  the 
price.  The  glove  stock  may  therefore  be  kept  in  that 
clean,  fresh  condition  so  necessary  in  winning  the  ap- 
proval of  customers,  and  at  the  same  time  the  stock 
is  so  compact  and  accessible  that  the  effect  of  demand 
may  be  easily  noted  by  the  salespeople.  The  other 
fixture  is  an  umbrella  case  with  sliding  glass  door. 
The  contents  are  arranged  in  an  upright  position  in 
a  series  of  nickel-finished  racks  extending  at  right 


angels  from  the  back  of  the  case,  and  above  these  is 
another  rack  upon  which  several  parasols  or  umbrel- 
las may  be  placed  horizontally. 

This  arrangement  lends  itself  to  rather  attractive 
display,  and  gets  away  from  the  indiscriminate 
jumble  of  goods  in  a  case  that  does  little  to  assist  se- 
lection. 

The  windows  of  the  store  are  freshly  trimmed 
twice  a  week,  and  the  ledge  displays,  consisting  for 
the  most  part  of  neat  drapes,  are  re-arranged  at  least 
once  a  week.  The  members  of  the  firm  are  young 
men  who  believe  in  using  every  opportunity  for  strik- 
ing display,  and  this  is  the  idea  emphasized  by  the 
arrangement  of  every  detail. 

Mr.  Miller  was  for  some  years  in  business  in  Kin- 
cardine, while  Mr.  Hohmeier  was  connected  with 
one  of  the  leading  dry  goods  concerns  in  Berlin.  At 
present  they  are  occupying  but  one  floor,  but  it  would 
not  be  surprising  to  see  at  an  early  date,  an  extension 
that  would  take  in  a  number  of  new  departments,  of 
which  millinery  would  be  one. 


Calgary,  Alta. — Fire,  the  cause  of  which  is  not 
known,  broke  out  shortly  after  one  o'clock,  this 
morning,  in  the  Allan  block,  on  Ninth  Avenue,  des- 
troyed the  building  and  completely  gutted  some  sev- 
en places  of  business  located  in  it.  The  total  loss  is 
estimated  at  $200,000.  The  fire  originated  in  the 
basement  beneath  MeLeod's  clothing  store.  The 
block,  which  was  a  one-storey  structure  of  brick 
veneer,  covered  an  area  of  about  120  feet  square. 
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There  is  now  on  the  way 
to  your  town — all  ready 
for  YOUR  inspection,  the 
most  beautiful  range  of 
dress  goods  ever  shown  by 
this  house. 

The  shades  and  weaves 
have  been  chosen  with 
special  consideration  for 
the  tastes  of  Canadian 
women,  from  samples  sub- 
mitted by  the  best  makers 
in  the  world. 

You  will  like  them. 


The  Leading  Shades 
in  Dress  Goods  for 
Fall  1913  will  be  :— 

BLUES— Saxe  to  Navy. 

TANS — to  dark  browns. 

GREYS. 

WHITE  and  BLACK  COMBIN- 
ATIONS. 

GREY  and  BLACK  COMBIN- 
ATIONS. 

REDS. 

—MATERIALS- 
STAPLES; 

Diagonals 
Serges 

Bedford  cords 
Tweeds 
Wool  eponges 
Poplins 

NOVELTIES; 

Wool  brocades  or  boucles 
Velvet  brocades  or  boucles 
Cut  velour  de  laine 
Plain  velour  de  laine 

The  samples  are  in  your  vicinity 
now.    When  may  our  traveller  call? 


The  W.  R.  Brock  Company  (Limited) 

MONTREAL 
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Annual  Convention  Retail  Merchant's  Assn. 


TORONTO,  MAY  1.— 
President  A.  Welsh,  of 
Berlin,  Ont.,  opened  the 
fourteenth  annual  con- 
vention of  the     Retail 

Merchants     of  Canada,  > 

Ontario  Board,  on  Tues- 
day morning  with  a  fair 

representation  of  members  from  various  parts  of  the 
province. 

Past  president,  Aid.  B.  W.  Ziemann,  Preston, 
Ont.,  gave  the  first  address  at  the  convention. 

He  expressed  his  pleasure  at  being  present  again 
at  the  annual  meeting  of  the  R.  M.  A.  and  was  glad 
to  see  the  trade  well  represented.  "Organization," 
said  Mr.  Ziemann,  "was  the  keynote  of  everything. 
Organization  was  taking  place  at  a  great  rate  in  var- 
ious ways."  This  was  true  so  far  as  almost  every  line 
of  endeavor  was  concerned. 

"We  have  met  in  convention  to-day,"  he  added, 
"to  push  the  claims  of  the  Retail  Merchants'  Associa- 
tion. Western  Merchants  are  getting  together  and 
many  associations  there  are  affiliating  with  us.  I 
trust  our  gathering  here  will  be  profitable  and  pleas- 
ant." The  speaker  pointed  out  how  good  returns 
must  necessarily  be  secured  if  good  seed  is  sown  and 
urged  that  such  be  the  case  with  regard  to  the  present 
convention. 

The  secretary  announced  that  thirteen  resolutions 
had  been  submitted  for  discussion  in  the  afternoon, 
and  after  giving  a  synopsis  of  them,  the  president  re- 
quested any  others  with  resolutions  to  hand  them 
in. 

To  open  the  Tuesday  afternoon  session,  J.  C. 
VanCamp,  president  of  Toronto  Branch,  welcomed 
the  delegates  to  the  city. 

THE  PRESIDENT'S  ADDRESS. 

A.  Weseloh,  a  dry  goods  merchant  of  Berlin,  the 
president,  delivered  his  address  in  part  as  follows: — 

"With  the  uniting  together  of  the  various  other 
interests,  for  their  own  protection — such  as — Labor 
Organizations;  Manufacturers'  and  Wholesalers'  Or- 
ganizations; Farmers'  Associations;  etc.,- — comes  the 
danger  of  unfair  encroachments  on  the  territory  of 
the  Retailer;  not  with  any  wrongful  intention,  but 
through  ignorance  of  our  conditions,  and  these  con- 
ditions are  only  known  to  ourselves.  This  being  the 
case,  it  behooves  us  to  still  further  strengthen  our 
forces  and  increase  our  numbers,  and  there  can  be  no 
good  reason  whatever,  to  my  mind,  why  every  Re- 
tail Merchant  in  Canada  should  not  regard  Member- 
ship in  our  Association,  for  the  protection  of  his  bus- 
iness, in  the  same  manner  as  he  regards  his  life,  or 
his  fire  insurance. 

"Our  chief  aim  is  to  protect,  in  every  manner,  the 
interests  of  the  Retail  Class;  and  this  can  only  be 


President's  address  touches  upon  many- 
vital  problems — Bulk  Sales  Act  dis- 
cussed at  some  length — Some  important 
resolutions  introduced. 


done  by  having  ready — 
when  it  is  wanted — an 
Organization  that  can 
act  immediately,  and 
one     that    is    strongly 

equipped   for   any   and 

all  emergencies.  To 
wait  until  the  enemy 
arrives,  before  we  think  of  building  our  forts,  or  se- 
curing our  ammunition,  would  be  regarded  as  the 
height  of  folly,  and  yet,  without  our  Organization, 
with  its  Officers  and  its  equipment,  we  would  be  in 
exactly  that  position;  or,  in  other  words,  the  best 
way  to  secure  peace,  is  to  be  properly  equipped  for 
war.  Our  position  in  this  direction  could  not,  per- 
haps, be  better  illustrated,  than  in  the  case  of  the 
introduction  into  the  Ontario  Legislature,  at  the  last 
Session,  of  the  proposed  "Bulk  Sales  Act,"  or  "The 
Workmens'  Compensation  Act,"  and  a  number  of 
other  proposed  amendments,  that  would  have  had  a 
bad  effect  on  the  Retail  Merchants  of  this  Province, 
had  they  been  made  law.  By  being  prepared, 
through  our  Organization,  we  were  able  to  muster 
our  forces  at  a  moment's  notice,  and  call  the  attention 
of  the  Members  of  the  Ontario  Legislature  to  the  fact, 
that  as  a  class,  we  were  alive  to  our  interests,  and  able 
to  point  out  to  them  wherein  we  would  be  endang- 
ered, had  the  proposed  legislation  become  law,  with- 
out recognizing  and  making  provision  for  our  ob- 
jections. 

SEES  RETAIL   PITFALLS. 

"It  is  not  my  nature  to  be  pessimistic,  but  if  I  can 
read  'The  hand-writing  on  the  wall,'  correctly,  I  can 
perceive  more  dangers  to  the  retail  trade  looming  up 
in  the  future,  than  we  have  ever  had  to  contend  with 
in  the  past,  and  I  sincerely  hope  that  we  will  be  ready 
and  prepared  to  meet  them.  If  the  editorials  that 
we  read,  in  some  of  the  large  daily  newspapers,  and 
in  some  of  the  large  circulating  magazines,  express 
the  feelings  of  the  public  mind — the  retail  class, 
whom  we  know  to  be  among  the  most  honorable  trad- 
ers in  the  world — are  not  being  portrayed  in  their 
true  light,  but  are  being  blamed  for  almost  every  ex- 
isting commercial  evil,  and  are  being  deprecated,  in 
order  to  magnify  other  selfish  interests.  In  this  con- 
nection, I  believe  that  we,  as  Retail  Merchants, 
should  consider  at  some  future  time,  the  desirability 
of  co-operating  with  a  properly  equipped  press-clip- 
ping Bureau,  and  keep  a  close  tab  on  those  news- 
papers and  magazines,  who  make  a  practice  of  writ- 
ing articles  reflecting  on  the  position  of  the  Retailers, 
and  of  charging  them  with  being  the  'Cause  of  the 
high  cost  of  living,'  and  a  host  of  other  things  that 
are  absolutely  untrue;  and  whether  these  newspap- 
ers or  magazines  write  these  articles  out  of  ignorance, 
or  design,  the  attention  of  every  Member  who  adver- 
tises in  these  publications  should  be  called  to  them, 


20 


DRY    GOODS    REVIEW 


and  they  should  be  asked  to  not  support  these  med- 
iums, by  advertising  in  their  columns.  I  am  pleased 
to  say  that  the  percentage  of  newspapers  and  maga- 
zines of  this  class  are  very  few,  and  they  are  almost 
wholly  confined  to  those  mediums  in  large  centres, 
who  carry  Mail  Order  and  Departmental  Store  Ad- 
vertisements. 

"Another  matter  I  would  like  to  call  the  attention 
of  the  Members  to,  and  that  is : — the  lack  of  facilities 
possessed  by  the  Ontario  Government,  to  give  infor- 
mation on  the  Commercial  Conditions  of  the  Prov- 
ince. They  have  a  Department  of  Labor;  of  Agri- 
culture ;  of  Mining ;  and  for  almost  every  other  inter- 
est— but  the  most  important  of  all — the  Commercial 
interests  of  the  Province,  seem  to  have  been  over- 
looked, as  it  has  no  Department  at  all. 

INDISCRIMINATE  DISTRIBUTION. 

"At  the  present  time,  some  very  important  rules 
and  regulations  concerning  Retail  Merchants,  are 
placed  under  the  direction  of  the  Department  of  Ag- 
riculture, or  the  Department  of  Labor;  and  the  re- 
sult is,  that  we  have  Inspectors  giving  us  instructions, 
who  are  not  familiar  with  our  work.  This  is  a  mat- 
ter which  I  think  our  Convention  should  deal 
with. 

"Another  important  matter  which  I  think  should 
be  carefully  considered  by  this  Board  and  that  is — 
the  desirability  of  pointing  out  to  the  Ontario  Gov- 
ernment, the  need  for  more  time,  from  the  date  a 
Bill  which  concerns  commercial  matters,  is  read  the 
first  time,  and  the  time  it  receives  its  third  reading. 
Ontario  is  a  large  Province,  and  there  are  some  im- 
portant commercial  matters  that  are  introduced,  eith- 
er as  new  Legislation,  or  amending  some  present  Act; 
and  when  not  sufficient  time  is  given,  to  enable  the 
Merchants  to  properly  understand  them,  an  injustice 
may  be  done,  or  unnecessary  opposition  may  arise. 
Unlike  the  Province  of  Quebec,  or  the  Dominion  Par- 
liament, we  have  no  Senate  before  whom  these  mat- 
ters would  again  come,  and  which  certainly  acts  as 
a  further  safeguard  to  hasty  legislation ;  and  for  this 
reason  I  think  that  this  subject  should  receive  the 
careful  consideration  of  this  Convention. 

THEFTS    IN    DEPARTMENT    STORES. 

"Another  matter  which  I  think  is  of  sufficient  im- 
portance to  receive  the  attention  of  this  Convention, 
and  this  is: — the  increased  expense  of  our  criminal 
courts,  by  petty  thefts  that  take  place  in  department- 
al stores.  I  believe  that  the  proprietors  of  these  stores 
should  be  compelled  to  protect  their  goods  in  such 
a  manner,  that  the  prosecutions  that  take  place  can 
be  greatly  reduced.  This  has  been  done  in  other  Cit- 
ies in  the  United  States  and  Europe,  and  it  should  be 
done  in  Ontario.  I  trust  that  this  will  receive  your 
attention. 

EXECUTIVE    COMMITTEE    REPORT. 

.   The  report  of  the  executive  committee  on  Provin- 
cial Legislation  was  given  by  the  secretary. 


The  committee  took  the  ground  that  the  proposed 
Ontario  Bulk  Sales  Act  was  an  improper  one  from  the 
standpoint  of  the  retailer.  Many  reasons  were  cited, 
among  them  the  following: 

(a)  It  prevented  an  honest  merchant  from  dis- 
posing of  his  business  rapidly. 

(b)  A  purchaser  before  buying  a  business  ascer- 
tains what  the  seller  owes  before  any  money  is  paid 
over,  and  this  could  be  used  as  a  lever  to  get  the 
stock  more  cheaply  if  the  purchaser  so  desired.  Par- 
ticularly if  the  creditors  were  owed  a  large  proportion 
of  the  purchase  money. 

(c)  It  was  claimed  to  be  too  expensive  for  the 
seller.  He  would  have  to  pay  5  per  cent,  of  the  sell- 
ing price  over  to  the  trustee. 

(d)  "Character"  was  overlooked  in  drawing  up 
the  bill.  The  committee  claimed  there  were  so  few 
absconders,  that  the  bill  would  injure  hundreds  of 
honest  men  to  get  at  one  or  two  dishonest  men. 

(e)  Wholesalers  and  manufacturers  should  be 
more  careful  in  giving  credit;  if  honest  men  only 
were  given  credit  there  would  be  no  fraudulent  sell- 
ers. 

G.  B.  Ryan,  Guelph,  Ont.,  took  exception  to  some 
of  these  claims.  He  had  been  in  business  a  good 
many  years  and  had  seen  rascals  sell  out  and  disap- 
pear, leaving  creditors  without  their  money  and  in- 
juring legitimate  honest  business.  He  maintained 
that  some  such  act  should  be  passed.  He  did  not 
deem  it  a  reflection  on  the  character  of  an  honest  re- 
tailer. "If  I  owe,"  he  said,  "a  lot  of  money  to  a  cred- 
itor, part  of  my  stock  is  his.  If  I'm  going  to  sell  out 
I  consider  he  should  know  it.  If  there  are  some 
hardships  in  the  bill,  let  us  have  them  eliminated, 
but  as  I  read  it,  it  seems  to  be  a  pretty  good  bill.  I  do 
not  see  that  it  will  cost  the  seller  anything  to  dispose 
of  the  business." 

Mr.  Ryan  quoted  from  the  Bill  as  follows  to  sub- 
stantiate this  contention :  "The  fees  or  commission 
of  any  such  trustee  shall  not  exceed  5  per  cent,  of  the 
total  proceeds  of  the  sale,  which  shall  come  to  his 
hands,  and  shall,  with  any  disbursements,  be  deduct- 
ed out  of  the  moneys  to  be  received  by  the  creditors 
and  shall  not  be  charged  to  the  debtor." 

RESOLUTIONS  SUBMITTED. 

A  number  of  resolutions  were  dealt  with,  discus- 
sed, some  amended,  and  others  passed  as  read.  Among 
them  were  the  following: — 

"Following  out  the  recommendations  made 
in  the  president's  address,  we  hereby  request  the 
executive  officers  to  call  the  attention  of  the  On- 
tario Government  to  the  fact  that  there  is  not 
sufficient  time  given  between  the  time  that  a  bill 
is  introduced  and  the  time  that  it  receives  its 
third  reading,  and  this  does  not  give  the  merch- 
ants sufficient  time  to  consider  the  same." 
This  was  left  in  the  hands  of  the  executive  com- 
mittee. 
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Prices  of  Textiles. 

AS  POINTED  out  in  an  article  in  this  issue,  the 
year  1912  saw  a  general  and  substantial  advance  in 
the  price  of  textiles.  Various  reasons  are  advanced 
for  the  marked  upward  trend,  but  back  of  it  all  is  one 
underlying  cause,  the  heavy  increase  in  demand.  In 
the  face  of  large  increases  in  production,  the  demand 
was  sufficiently  large  to  bare  the  market  and  keep 
prices  on  the  ascendant.  This  was  notably  true  of 
silks  during  1912.  Starting  the  year  with  heavy 
stocks  in  sight,  it  looked  as  though  weak  prices  would 
prevail.  So  immediately  were  evidences  of  a  strong- 
demand  manifested,  however,  that  the  opening  quo- 
tations proved  the  lowest  of  the  year.  Strength  was 
maintained  right  through  and  at  the  end  stocks  were 
practically  cleared  out.  The  result  was  a  brisk  open- 
ing at  the  start  of  the  present  year. 

As  there  are  manifold  evidences  of  demand  con- 
tinuing heavy  throughout  1913,  it  is  assured  that 
prices  will  continue  to  show  strength. 


Business  Efficiency. 

GREAT  STRIDES  have  been  made  toward  the  per- 
fection of  business  appliances.  With  the  typewriter, 
the  adding  machine,  the  modern  filing  cabinet  and 
the  many  other  features  which  have  been  introduced 
for  the  simplification  and  improvement  of  office 
work,  it  has  become  possible  to  handle  business  af- 
fairs more  expeditiously  and  with  less  danger  of  mis- 
takes or  omissions  than  in  the  past. 

The  high  standard  of  efficiency  which  has  been 
achieved  in  business  appliances  and  systems  was 
amply  demonstrated  at  the  Business  Men's  Show, 
held  recently  at  Toronto.  Demonstrations  were  giv- 
en which  showed  the  results  obtainable  where  mo- 
dern systems  were  applied,  in  point  of  increased  ser- 
vice, accuracy  and  economy  of  time  and  labor.  A 
great  many  of  the  visitors  undoubtedly  found  plenty 
to  surprise,  even  to  astonish  them  in  the  exhibits. 

The  merchant  to-day  has  no  difficulty  in  putting 
his  business  appliances  and  systems  on  a  standard  of 


highest  efficiency.  More  difficulty  is  experienced  in 
maintaining  efficiency  in  the  staff;  and  this  is  a 
consideration  of  perhaps  even  more  importance.  No 
chain  is  stronger  than  its  weakest  link;  no  business 
organization  can  be  classed  as  thoroughly  efficient  if 
there  is  weakness  in  any  single  unit.  No  matter  how 
seemingly  unimportant  a  position  may  be,  its  in- 
cumbency by  one  Avho  is  lazy  or  incompetent  will 
weaken  the  organization  to  a  degree  far  out  of  pro- 
portion to  the  importance  of  the  position. 

The  business  man  must  strive  to  put  his  organi- 
zation on  a  basis  of  personal  efficiency.  In  retailing, 
the  importance  of  the  business  end  has  long  been 
properly  estimated  and  in  the  better  organized  stores 
it  will  be  found  that  quite  as  close  attention  is  paid 
to  the  handling  of  office  affairs  as  in  the  largest  busi- 
ness corporations.  In  the  smaller  stores,  however,  the 
lack  of  proper  system  and  of  efficiency  is  often  sadly 
noticeable.  The  type  of  dealer  who  runs  his  collec- 
tions on  a  haphazard  system,  who  has  no  accurate 
knowledge  of  the  stock  he  carries,  who  lacks  the  sys- 
tem to  check  the  handling  of  stock  at  all  stages,  is 
unfortunately  a  common  one. 

The  laxity  thus  displayed  is  more  often  the  cause 
of  a  firm's  downfall  than  lack  of  judgment  in  buying 
or  weakness  in  the  sales  end.  Efficiency  in  business 
management  is  the  feature  which  the  retail  establish- 
ment primarily  needs  to-day. 

® 


Common  Sense  to  Rule. 

JACQUES  WORTH  is  credited  with  some  extremely 
interesting  statements  on  the  occasion  of  his  recent 
visit  to  New  York.  Mr.  Worth  is  a  believer  in  com- 
mon sense  fashions  for  women  and  what  is  more  to 
the  point,  he  voices  the  prediction  that  the  ideas  now 
prevailing  in  the  matter  of  dress  will  become  practi- 
cally permanent. 

Feminine  dress  to-day  is  modeled  on  lines  which 
approach  closer  to  what  common  sense  would  dictate 
than  at  any  previous  time.  The  straight,  slender 
lines  are  both  becoming  and  conducive  to  comfort. 
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The  modern  woman  has  become  a  devotee  to  sport, 
motoring,  golfing,  riding  and  walking  being  regular 
features  of  her  daily  routine.  For  such  purposes 
the  present  dress  styles  are  admirably  adapted  and, 
as  woman's  addiction  to  athletic  recreation  is  likely 
to  become  permanent,  the  chances  are  that  styles  will 
never  get  very  far  away  from  present  standards.  At 
any  rate,  all  will  feel  inclined  to  lend  affirmation  to 
the  prediction  of  Mr.  Worth  to  this  extent,  that  radi- 
cal departures  or  reversions  to  the  days  of  crinolines 
and  flowing  skirts,  are  practical!}'  out  of  the  question. 


To  Check  Dishonest  Advertising. 

The  time  was  when  people  accepted  statements 
contained  in  an  advertisement  with  as  much  faith 
as  if  every  word  had  been  duly  sworn  to.  Nowadays 
they  do  not  give  to  advertised  statements  the  same 
amount  of  credulity.  They  carefully  weigh  what 
they  read,  showing  in  some  respects  an  uncomfort- 
able degree  of  skepticism. 

This  attitude  is  the  inevitable  outcome  of  the 
trend  toward  dishonesty,  deliberate  in  some  cases, 
unconscious  in  most,  which  has  developed.  Not  only 
has  the  bluffer  become  a  fairly  common  type  among 
advertisers  but  a  tendency  toward  exaggeration  has 
develo]3ed  which  infringes  on  dishonesty  if  it  cannot 
be  absolutely  classed  as  such. 

It  is  gratifying  to  note  that  a  feeling  of  uneasi- 
ness has  been  spreading  among  advertisers  over  the 
possible  outcome.  It  is  being  recognized  that  the 
public  will  refuse  to  put  credence  in  advertised 
statements  if  the  tendency  toward  exaggeration  is 
allowed  to  develop  further.  There  is  a  widespread 
feeling  that  the  time  has  come  to  eliminate  exag- 
geration and  false  valuation  from  the  retail  adver- 
tisement, to  get  back  to  the  point  where  the  mer- 
chant advertises  his  goods  on  their  merit  only  with- 
out the  backing  of  superficially  extravagant  claims. 

The  exaggeration  habit  is  by  no  means  a  general 
one'  but  there  are  enough  doing  it  to  imperil  the  re- 
sults obtained  by  those  who  hew  to  the  line  of  abso- 
lute veracity.  All  honest  advertisers  will,  therefore, 
lend  their  heartiest  support  to  any  movement  which 
has  for  its  object  the  suppression  of  fictitious  claims. 


-in- 


putting Credit  on  Business  Basis. 

The  Saskatchewan  Division  of  the  Can- 
adian Credit  Men's  Association,  Limited, 
has  issued  a  pamphlet  to  retailers  relating 
to  the  financial  stringency.  They  state  that  the  fin- 
ancial stringency  is  not  a  new  one ;  it  has  visited  us 
before  and  will  no  doubt  visit  us  again,  and  will  have 
every  commercial  community  within  its  grasp  unless 
the  fundamentals  of  business  principles  are  strictly 
adhered  to  bv  every  dealer  and  everv  merchant.  Thev 


wish  to  impress  on  the  minds  of  the  retailers  that  they 
cannot  afford  to  lend  their  money  to  all  and  sundry 
without  satisfying  themselves  as  to  the  intention  and 
ability  of  the  borrower  to  repay.  Why  not  then  use 
the  same  care  in  parting  with  merchandise  which 
represents  money?  They  point  out  that  the  indis- 
criminate giving  of  credit  does  untold  harm  to  the 
wholesale  houses  who  carry  the  retailers  and  rely 
upon  them  to  promptly  discharge  their  obligations  to 
the  wholesalers.  They  strongly  advise  merchants  to 
introduce  the  cash  system  as  much  as  possible  and, 
although  it  may  not  be  possible  to  place  a  business  on 
a  cash  business  at  once,  it  is  a  good  plan  to  make  a 
very  rigid  selection  of  credit  accounts  and  to  give 
credit  only  to  those  whom  experience  has  proved  to 
be  entitled  to  credit.  Merchants  are  advised  never 
to  allow  credit  sales  to  exceed  25  per  cent,  of  their 
turn-over,  also  to  collect  all  outstanding  accounts  now 
and  teach  customers  to  do  business  on  a  cash  basis. 
They  also  state  that  the  day  is  not  far  distant  when 
the  merchant  who  persistently  refuses  to  curtail  his 
credits  will  in  turn  have  his  credits  curtailed  by  the 
wholesale  trade. 

® 


Against  Woollen  Preference. 

INDUSTRIAL  CANADA,  the  official  organ  of  the 
Manufacturers'  Association,  has  been  indulging  in 
some  pointed  remarks  on  the  subject  of  the  British 
tariff  as  applied  to  the  woollen  industry.  The  advisa- 
bility of  more  protection  is  very  broadly  hinted. 

Industrial  Canada  asks  those  who  believe  in 
supporting  Canadian  industry  to  consider  the  results 
of  the  British  preferential  tariff  before  advocating 
its  increase.  In  1901,  with  a  preferential  tariff  rate 
equivalent  to  231/o  per  cent.,  the  importation  of  Brit- 
ish woollens  was  valued  at  $5,889,801,  and  in  1911, 
although  in  the  meantime  the  preferential  duty  had 
been  increased  to  30  per  cent,  ad  valorem,  the  impor- 
tation of  British  woollens  was  valued  at  $12,682,259. 
During  the  same  decade  the  capital  invested  in  the 
woollen  industry  in  Canada  had  decreased  from  $10,- 
587,808  in  1901  to  $8,539,305  in  1911.  This  sim- 
ply means,  says  Industrial  Canada,  that  the  British 
preferential  tariff  in  woollens  benefited  British  man- 
ufacturers at  the  expense  of  Canadian  manufacturers. 
Here  is  the  conclusion  of  the  whole  matter  as  the 
manufacturer's  official  organ  sees  it: — "If  capital  in- 
vested in  the  woollen  industry  decreased  by  $2,048,- 
503  during  the  last  census  decade,  what  decrease  may 
we  expect  during  the  next  decade  if  the  British  pref- 
erence on  woollens  is  not  reduced,  and  what  would 
happen  to  our  woollen  industry  if  the  preference  were 
increased?  In  dealing  with  the  British  preferential 
tariff,  not  only  in  the  woollen  industry  but  in  all 
Canadian  industries,  it  is  only  reasonable  that  we 
should  safeguard  the  workmen  and  the  business  of 
our  own  citizens  first." 
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Merchants  Have  Chance  to  Put  Fursin  Storage 


COLD  STORAGE  is 
the  proper  method  of 
storing  and  preserving 
furs.  Merchants  and 
furriers  are  offered  the 
advantages  of  cold  stor- 
age at  minimum  rates. 
They  can  improve  their 

stock-keeping  and  stock  systems  and  at  the  same 
time  advertise  a  service  of  cold  storage  facilities.  This 
is  a  good  field  of  development.  Although  not  entire- 
ly perfected  the  system  is  broad  enough  to  interest 
furriers  and  through  them  establish  a  system  of  co- 
operation. Outside  of  this,  the  service  to  customers 
and  merchants  is  manifold.  The  saving  of  express 
charges  is  a  good  argument.  Good  advertising  with- 
out expense  results  from  the  interest,  taken  in  cus- 
tomers' garments.  A  close  knowledge  of  the  con- 
dition of  furs  is  possible  and  furriers  are  advised  of 
prospective  sales.  Customers  are  better  satisfied  be- 
cause of  the  life  of  their  furs  and  the  personal  interest 
of  furriers  in  furs  which  customers  have  purchased. 

The  development  of  modern  cold  storage  facilities 
has  been  gradual.  For  several  years  the  idea  applied 
only  to  individual  stocks  and  customers'  furs.  Fur- 
riers did  not  look  upon  the  venture  as  a  paying  one. 
To-day  the  facilities  embrace  the  whole  field  on  ac- 
count of  the  growth  and  success  of  the  plan.  The 
completion  of  large  plants  has  provided  the  room, 
which  is  now  available  to  increase  the  service.  Al- 
though stock  may  appear  large  in  the  showrooms, 
the  same  space  is  not  required  to  pack  it  away.  En- 
ormous quantities  can  be  stored  and  the  costs  are  al- 
most equal  for  operating  the  plant.  Customers  have 
been  educated  to  know  the  advantages.  All  the 
numerous  problems  of  location,  low  insurance  and 
overhead  expenses  have  been  solved  in  the  furriers' 
interests.  Any  furrier  can  now  make  arrangements 
to  store  both  stock  and  customers'  furs  in  ideal  sur- 
roundings. Storage  can  be  had  at  minimum  cost. 
This  is  an  important  feature  in  merchandising.  The 
reduction  of  expense  and  the  increased  storage  equip- 
ment is  of  vital  importance  to  furriers  who  take  ad- 
vantage of  the  facilities. 

Most  merchants  know  the  disadvantages  of  stor- 
ing their  own  and  customers'  furs.  Usual  conditions 
in  many  systems  of  storage  are  recognized  as  harm- 


If  sufficient  volume  could  be  obtained, 
merchants  could  obtain  flat  rate  for 
storage  of  their  own  furs  and  those  of 
customers  in  large  storage  plant — How 
plants  are  constructed — Advantages  of 
the  plan. 


bags  and  moth  balls 


ful.  Results  of  cold 
storage  are  preferred  no 
matter  how  efficient  a 
furrier's  system  is.  Each 
merchant,  who  is  fam- 
iliar with  vaults  or  the 
older  methods  of  pack- 
ing in  boxes,  cases,  tar- 
knows  the  effect  on  dif- 
time  he  assumes  all  the 


paper 

ferent  furs.  At  the  same 
risks.  The  natural  depreciation  of  furs  during  the 
time  they  are  packed  in  an  unnatural  temperature 
is  estimated  at  from  5  to  10  per  cent,  of  the  value. 
Insurance  in  most  of  the  localities  is  high  on  furs. 
Furs  carried  over  do  not  sell  with  the  same  snap  an- 
other season.  This  is  because  they  are  familiar  to 
the  salespeople  and  the  appearance  is  never  the  same 
again.  Any  advantage  of  having  furs  within  reach 
is  questionable.  Sales  during  the  Summer  season 
are  usually  effected  at  a  loss.  If  a  sale  is  made  at  a 
profit  the  risk  of  moths  and  the  time  of  repacking 
probably  make  the  margin  too  small  for  the  trouble 
involved. 

A  close  inspection  of  cold  storage  systems  shows 
the  advantages  for  customers'  and  merchants'  furs. 
Under  modern  process,  all  furs  are  thoroughly  clean- 
ed by  vacuum  or  electric  machines.  Each  piece  is 
treated  scientifically.  All  dust  or  moth  eggs  (if 
there  are  any)  are  removed.  Furs  are  hung  in  a 
natural  temperature  on  separate  hangers.  This,  and 
the  effect  of  the  air  cleaning  system  gives  renewed 
life  to  the  pelts.  The  oil  in  the  skins  is  not  dried  out 
and  the  action  of  the  circulating  air  and  the  clear- 
ness of  the  air  are  stimulants  to  the  lustre  and  gener- 
al appearance  of  furs.  The  system  is  preservative 
and  furs  are  worth  more  in  the  Fall  than  when  put 
away. 

Modern  cold  storage  buildings  are  constructed 
to  scientific  specifications.  Several  later  improve- 
ments are  seen  in  domestic  cold  storage  plants.  The 
most  modern  structures  are  brick  and  concrete  and 
between  this  in  all  the  walls  are  5  inches  of  anti- 
dotal cork.  In  Canada,  vaults  are  separate,  which 
reduces  the  fire  risk.  Circulation  of  air  in  the  vaults 
is  controlled  independently  for  each  one.  For  in- 
stance, there  is  no  connection  whatever  between  the 
vaults  reserved  for  raw  skins  or  other  furs  and  this 
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FURS 


FURS 


Established  1852 

MOOSE  HEAD  BRAND 

OVER  60  YEARS  BEFORE  THE  PUBLIC 

The  old  reliable  brand  of  furs  that  has  led  pre- 
eminently for  years  for  quality  and  style. 

The    quality    has    never   deteriorated. 

Style    always   advancing. 

FURS  FURS 

LADIES'  Cloaks,  Neckwear,  Muffs,  Fur  Lined. 

MEN'S  Fur  Lined,  Fur  Coats,  Caps,  Gauntlets, 
Collars. 

CHILDREN'S  Caps,  Muffs,  Collars,  Sleigh  Robes. 

SLEIGH  ROBES 

Inspect    our   line    and   see    an    up-to-date    set    of  samples. 

L.  GNAEDINGER  SON  &  CO. 

MONTREAL 
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overcomes  any  possibilities  of  tainting.  Dampness 
is  impossible  and  this  is  due  partly  to  the  construc- 
tion of  the  building  and  to  the  action  of  the  air.  In- 
side walls  and  fixtures  are  painted  white  and  are 
antiseptic.  In  a  proper  vault  the  circulation  of  air 
keeps  the  temperature  uniform  both  at  the  top  and 
bottom.  The  air  is  surcharged  with  disinfectant  for 
protection.    Each  of  the  vaults  is  dustproof. 

The  temperature  of  the  different  vaults  is  main- 
tained by  special  machinery.  Ice  is  produced  in  the 
refrigerating  pipes  in  the  basement  or  chill  room. 
Cold  air  is  drawn  off  these  pipes  by  a  huge  fan  and 
enters  the  vaults  from  below.  The  circulation  is 
continued  through  pipes  at  the  top  of  each  room. 
No  air  can  enter  the  vaults  from  outside.  At  all 
times  the  atmosphere  is  clear  and  crisp  as  on  a  win- 
ter's day.  The  odor  attendant  on  other  forms  of 
storage  is  absent  when  the  furs  are  taken  out  for 
another  season. 

The  scope  of  co-operative  cold  storage  is  in  its 
infancy.  The  scheme  has  not  developed  sufficiently 
to  make  a  flat  rate  to  furriers  for  bulk  shipments. 
It  is  proposed  to  do  this  shortly  and  to  include 
carpets,  rugs,  and  perishable  fabrics  belonging  to 
people,  who  close  their  homes  for  the  season.  Mer- 
chants will  have  the  option  of  a  flat  rate  for  storage. 
which  costs  them  practically  nothing.     This  depends 


on  the  arrangements  which  are  feasible  and  the  suc- 
cess of  their  offer  to  customers.  The  cost  to  mer- 
chants is  relative  to  the  volume  of  stock  furs  and  the 
quantity  of  furs,  which  customers  entrust  to  the 
merchant.  If  the  difference  between  the  bulk  rate 
and  the  charges  to  customers  can  be  made  sufficient, 
one  cost  offsets  another.  Shipping  charges  can  be 
estimated  for  both  merchant  and  customer  in  the 
average.  At  any  rate,  customers  are  saved  express 
or  freight  charges  for  storage  in  the  regular  rates, 
only  through  the  furrier. 

At  present,  the  firm's  controlling  the  cold  stor- 
age plants  have  not  worked  out  a  flat  rate  to  cover 
all  conditions.  They  reserve  the  right  to  refuse  ac- 
counts for  unseen  reasons.  However,  prices  are  usu- 
ally defined  by  the  volume  of  furs.  Customers  are 
charged  3  per  cent,  of  their  own  valuation  on  dyed 
furs  and  5  per  cent,  on  natural.  The  advantage 
to  the  merchant  is  in  the  advantage  of  the  best  flat 
rate  he  can  secure  and  the  nominal  revenue  from 
customers.  Costs  are  less  than  the  insurance  rates  in 
the  average  town  or  city.  Therefore,  furriers  save 
money  on  this  item  alone. 

As  an  advertising  stunt,  merchants  could  afford 
to  pay  the  regular  rates  as  a  service  to  customers. 
But  they  can  do  better,  and  can  benefit  by  this  ad- 
(Continued  on  page  38) 


Matched  set  of  selected  pointed  fox, 
reversible  animal  throw  (three 
skins),  and  large  bolster  muff. 
Courtesy  Hartwick  Fur  Co.,  Toronto. 
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We  ask  you  to  look  closely 

at  the  range    of  samples  our  travellers  are  now 
showing  for  next  season. 

EXCEPTIONAL  VALUES  IN  FURS 

PERSIAN  LAMB,  MINK,  WOLF  and  FOX, 

HUDSON  SEAL,        MUSKRAT,        ELECTRIC  SEAL, 

Etc.,     Etc. 

They  will  stand  your  closest  inspection  for  style 
and  value. 

It  will  pay  you  to  see  this  range  before  placing 
your  orders. 

OUR  REPRESENTATIVES: 


Mr.  John  Maitland 
for  Ontario 


Mr.   Martin  Williams 
for  Western  Canada 


LABERGE,  CHEVALIER  &  COMPANY 


MAKERS  OF  STYLISH  FURS 

MONTREAL 


There  Are  a  Few 

cover  positions  for  1913  still  available.  If  you  desire  this 
important  position  for  any  particular  date  let  us  know  now 
so  you  will  not  be  disappointed. 

The  outside  back  cover  on  Canada's  only  semi-monthly  dry 
goods  paper  is  a  position  worth  while.    Write  for  particulars. 
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Softer  Colors  in  Wider  Variety  for  the  Fall 


THE  OUTSTANDING 
feature  of  the  present 
season  is  the  remarkable 
rapidity  with  which, 
high  colors  have  come 
into  prominence,  par- 
ticularly in  the  popular 
end  of  the  trade.    As  a 

rule  such  a  development  is  more  gradual  and 
takes  several  seasons  to  fully  mature.  This  time, 
however,  there  has  been  a  quick  turn,  with  little 
previous  preparation,  from  black  and  white,  and 
dark  staple  tones,  to  a  full  range  of  high  colors. 

Fashion  never  stands  still,  and  white  color  in 
wide  variety  will  be  the  vogue  in  the  coming  Fall, 
the  tints  are  softer,  and  what  may  be  termed  soft 
tones  of  bright  color  will  be  the  keynote. 

It  is  not  unlikely  that  the  very  general  adoption 
of  bright  colors  has  led  to  the  introduction  of  neutral 
colors,  for  the  exclusive  trade  always  drops  a  mode 
when  it  becomes  widely  taken  up.  Colors  of  this 
class  are  known  as  earth  colors  and  are  such  as  sand, 
mud  and  slime  colors  and  a  greyish  white  known  as 
clay.  Other  colors  on  this  order  are  Niggerhead  and 
a  dull  dark  grey  green,  which  is  taking  the  place 
of  emerald. 

While  navy  is  being 
dropped  in  Paris,  this 
color  and  a  long  list  of 
novelty  blues  such  as 
Delft,  Copenhagen  Per- 
sian, Royal  Gobelin, 
forget-me-not  and  sky 
will  have  a  high  place 
in  the  Fall  color  list. 
Following  blues  will 
come  browns  with  the 
tendency  in  dresses  to- 
wards the  yellow  tones. 
Castor  and  caramel  will 
be  favored  for  the  high- 
class  trade  and  other 
novelty  colors  will  be 
mahogany  and  bronze. 
Seal,  tobacco  and  net 
browns  will  be  the  sel- 


Fall  tints  softer  than  those  seen  at 
present  —  High  class  trade  adopting 
neutral  tints,  but  a  wide  variety  of 
colors  will  be  wanted  for  popular  sell- 
ing— The  probable  favorites. 


Advanced   patterns   and   the   source   of   their   inspiration 
Samples  which  show  the  Post  impressionistic  artists 
influence. 
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lers  for  the  general 
trade. 

Novelty  browns  will 
shade  into  yellows  and 
brass,  mustard,  maize, 
coin  and  tilleul  promise 
to  be  good  selling  even- 
ing shades. 
All  tones  of  red  are  in  for  great  consideration. 
High  novelties  show  brick  and  copper  tones,  and 
military  styles  should  bring  scarlet  and  cherry  reds 
to  the  front.  Beauty  shades,  and  garnet  and  wine 
tones  also  look  promising.  Coral  shades  are  used  to 
combine  with  browns,  novelty  blues  and  light  tans. 
And  a  color  that  is  steadily  coming  to  the  front  is 
vieux  rose.  Greys  are  less  important.  Taupe  is  find- 
ing favor  and,  with  the  cheaper  trade,  light  and  dark 
nickel  greys  will  take  the  place  of  this  color.  Greens 
have  not  been  very  prominent  for  a  number  of  years, 
emerald  being  the  the  only  really  good  selling  shade. 
There  are  signs  that  with  a  more  extended  list  of  col- 
ors, green  will  again  come  into  favor.  The  greens 
showing  this  Fall  will  be  very  dark  and  on  the  myrtle 
and  bottle  order. 

The  purples  will  be  away  from  the  present  full 

colors  and  wisteria 
and  plum  shades  will 
be  the  best  to  se- 
lect. Color  combin- 
ations will  be  strong, 
and  generally  speaking 
just  touches  of  the  high 
novelty  colors  will  be 
used  to  brighten  up  the 
more  staple  colors.  This 
is  a  feature  that  buyers 
will  do  well  to  study 
carefully  as  judicious 
selections  will  do  much 
to  give  a  good  color  as- 
sortment without  un- 
duly increasing  the 
size  of  the  stock. 
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Mclntyre's 

The  Specialty  House  of  Canada 


„      LINENS  B    J 

Crown  ^=^^=^^^=  Brand 
For  Fall  1913 

In  this  department  we  have  a  most  complete  assortment  of  Linens  of  ex- 
ceptional values  for  Fall  1913,  also  a  complete  stock  for  immediate  de- 
livery. 

Table  Cloths — Latest  designs  in  Plain,  Hemstitched  and  Scalloped,  in  all 
sizes,  with  napkins  to  match. 

Afternoon  Tea  Sets,  Fancy  Guest  Towels  of  all  descriptions — Embroidered, 
Hemstitched,  Scalloped  and  Plain. 

New  Range  Embroidered  and  Lace  Fancy  Linens. 

S40 — Fine  Washed  Crash  is  a  leader  in  every  large  retail  Linen  Department 
to-day,  and  is  stocked  in  16,  18,  20,  22  and  24  inches. 

For  Spring  and  Summer  Sorting  Trade 

A  full  range  of  White  Bedford  Cords,  Voiles  and  Brocades. 

Cotton  Goods  Department. 

Mclntyre  Son  &  Co.,  Limited 

MONTREAL        and        WINNIPEG 

OFFICES  IN 

Halifax  Ottawa  Toronto  Calgary  Hamilton 

Quebec  Peterboro  London  Vancouver 

European   Offices  :      Manchester  Paris  Chemnitz 
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The  Raw  Silk  Market  is  Reported  Active 


#^W5 


Many  lines  of  silks  in  short  supply — 
Staples  well  booked  for  the  coming 
season — Crepes  lead — Brocaded  satins 
well  featured — Moires  the  novelty  — 
Some  talk  of  plaid  taffetas — The  trend 
in  fancies  not  yet  definitely  defined. 


STOCKS  of  raw  silks  in 
all  the  primary  markets 
are  small,  and  in  view  of 
the  increasing  consump- 
tion, the  present  prices 
look  attractive,  and  buy- 
ers are  covering  their  needs 
until  the  new  crop  comes 
into  the  market. 

Advices  from  Milan  re- 
port an  active  market,  with 
prices  high  for  cocoons, 
the  supply  of  which  are 
running  low.  This  ap- 
plies particularly  to  white 
Levant  cocoons,  the  im- 
portation of  which  is  lim- 
ited, owing  to  the  war  in 
the  Balkans. 

Prices  are  steady  in 
Yokohoma,  and  Canton 
reports  no  stock  on  hand, 
and  contracts  made  ahead 
at  advancing  prices  for  the 
new  stock  for  June  and 
July  delivery.  Shanghai 
prices  are  firm,  and  with 
little  white  silk  on  hand. 
Cocoon  prices  are  at  a 
high  level,  which  is  (al- 
most certain  to  be  main- 
tained when  the  new  sea- 
son opens. 

The  silk  market  both 
wholesale  and  retail  still  maintains  its  activity  and, 
when  the  difficulty  of  procuring  many  wanted  lines 
is  considered,  there  is  little  doubt  about  stocks  being 
w^ell  cleared  before  the  end  of  the  season. 

The  Fall  business  transacted  so  far  on  lines  so 
well  established  as  to  be  considered  staples  is  most 
encouraging.  Cutters  up,  doing  a  popular-priced 
business,  have  ordered  messalines  and  satin  de 
chenes  freely,  and  manufacturers  doing  a  higher 
grade  business,  have  ordered  plain  and  brocaded 
crepes,  crepe  de  chines,  and  brocaded  satins  in  soft 
drapy  weaves. 

It  is  anticipated  that  cord  weaves,  particularly  in 
poplin  and  bengaline  effects,  and  in  Ottoman  cotele 


Group   A. 


.     .    ...  -* 


and  cote  de  cheval  weaves 
will  be  good.  The  present 
development  in  favor  of 
moire,  particularly  in  fav- 
or of  heavy  cord  weaves, 
continues  and  moires  both 
in  antique  and  in  Fran- 
caise  patterns  are  expected 
to  be  good. 

There  is  a  general  an- 
ticipation that  fancies  will 
be  strong,  but  the  direc- 
tion in  which  to  look  for 
the  leading  novelty  is  still 
doubtful.  There  is  a  gen- 
eral hesitation  on  the  part 
of  buyers  to  commit  them- 
selves too  strongly  to  Bul- 
garian effects  as  it  is 
thought  that  they  are  tog 
singular  and  too  striking 
to  last  over  for  another 
season.  Persian  patterns 
have  been  put  forward  in 
some  quarters,  but  the  re- 
sult is  not  encouraging  as 
their  extended  run  a  few 
seasons  ago  is  too  well  re- 
membered to  allow  them 
to  be  classed  as  a  novelt}\ 
Plaids  are  hopefully  put 
forward  and  Paris  says 
plaided  and  flowered  taffe- 
tas, but  so  far  there  are 
few  signs  of  any  returning  extensive  vogue  for  taffe- 
ta. It  is  perfectly  certain  that  the  demand  for  vivid 
and  extreme  colorings  wyill  continue  and  that  the 
Fall  novelty  in  silks  will  come  in  the  high  colors. 


Group  B. 


Fabrics   Illustrated 

Group  A. — Astrachan  cloths  woven  eiderdown 
machines.  These  clothes  show  the  loop  or  curl  in 
black  and  the  ground  in  high  color.  ShowTn  by  Mc- 
Intyre  &  Co. 

Group  B. — 1.     Cord  ratine    in    two  colors.     2. 
Two-colored  diagonal  heavy-looped  cord  in  black  on 
a  royal  blue  ground.    3.    Cote  de  cheval  in  Persian 
blue  and  black.    Shown  by  M.  Pullan  &  Sons. 
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JAPONETTE    CREPE 

Guaranteed  Fast  to  Sun  and  Tub. 

The  cloth  with  a  permanent  crinkle  that  will  not  wash  out. 
For  Ladies'  and  Children's  wear. 

Used   for  Kimonas,   Underwear,   House    Dresses,   Children's 
Dresses,  Blouses,  etc.,  etc. 

Dominion  Textile  Company,  Limited 

Montreal 


Sold  at  a  lower  price  than  ever 
before  and  equal  to  any  cloth 
on  the  market  at  a  higher  price. 
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Fall  Outlook   Is   Promising 

Better  business  done  on  dress 
fabrics  than  on  the  cheaper  grade 
of  suitings  —  Novelties  come  in 
velour  and  eponge  weaves — Bed- 
fords,  cote-de-chevals  and  diagonals 
lead  for  popular  priced  selling. 

The  Fall  outlook  is  decidedly  promising,  for  the 
demand  is  broadening  and  instead  of  business  being 
done  on  a  restricted  fabric  basis,  the  selling  will 
spread  oter  a  number  of  attractive  lines.  Though 
there  promises  to  be  a  curtailment  in  the  matter  of 
the  cheaper  lines  of  suitings  this  condition  is  offset 
and  amply  made  up  for  by  the  interest  manifested 
in  novelty  lines  suitable  for  dress  purposes.  This 
applies  to  colors  as  well  as  cloths  and  more  colors  and 
brighter  shades  will  be  asked  for. 

Cord  weaves  are  strong  for  popular  selling  and 
Bedfords,  cote-de  cheval  which  are  softer  finished 
and  drape  better  and  diagonal  weaves  are  featured 
for  popular  selling.  Serges  have  still  a  high  place 
but  they  have  many  rivals  in  the  field  this  year. 
Prices  are  high  and  this  fact  as  well  as  a  desire  for 
some  change  is  causing  the  makers  of  children's  and 
the  cheaper  dresses  to  turn  to  Panamas  of  desirable 
quality.  Poplins  have  been  tried  out  as  a  rival  to 
serge,  but  have  not  proved  satisfactory  as  so  many 
makes  slip  unless  the  cloth  is  of  high  quality.  Rough 
diagonal  serges  are  in  high  favor  and  will  be  big 
sellers. 

Following  the  favor  accorded  to  brocades  in  other 
weaves,  brocaded  wool  fabrics  are  put  forward. 
These  fabrics  have  not  been  seen  for  a  generation 


and,  therefore,  come  as  decidedly  new.  Jacquard 
patterns  in  raised  and  pressed-in  figures  are  the  high 
novelty  for  wraps  and  suits  and  on  cotele  and  Bed- 
ford grounds  should  find  favor  for  dress  purposes. 
Many  buyers  are  matching  their  brocaded  fabrics 
with  plain  so  that  the  coat  may  be  made  of  the  fancy 
and  the  skirt  of  the  plain.  The  considering  of  the 
suit  or  costume  of  contrasting  materials  brings  out 
the  consideration  of  the  revival  of  plaids.  There  are 
indications  that  plaids  are  to  be  more  considered  in 
the  future,  and  there  is  considerable  vogue  for  Shep- 
herds' plaids  at  the  present  time.    Paris  is  also  talk- 


Arrange  to  have  Summer  holidays  the  first 
two  weeks  in  August.  Spend  three  days  at 
the  convention!  Meet  the  leading  men  of  the 
craft  and  fellow  trimmers  from  other  towns 
and  cities. 


ing  plaids  in  silks  but  so  far  there  is,  as  applied  to 
popular  trade  only,  a  tendency  and  no  really  definite 
development. 

The  general  tendency  is  in  favor  of  buying  bet- 
ter grades  of-  materials  and,  compared  with  only  a 
few  seasons  ago,  the  price  average  in  the  majority  of 
departments  has  risen  enormously.  In  high  priced 
materials,  velour  de  laine  plain  and  novelty  weaves 
in  eponges,  wool  cords,  and  cut  cords  will  be  good. 

With  silk  crepes  so  popular  and  drapery  effects 
strong,  it  is  only  logical  to  expect  that  wool  crepes 
will  command  an  extensive  sale ;  also  that  the  softer 
finished  mohair  fabrics  will  come  into  more  promi- 
nence. 


DO 
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Black   plush   with   baby  lamb.     2.   Imitation   cony    mole.     3.   Imitation   mole.      4.   Plain   plush, 
in  imitation  of  small  joined  mole  skins.     Shown    by  M.  Pullan  &  Sons. 


5.   Plush 
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REMOVAL  NOTICE 


B 


Y  moving  to  55  BA  Y  ST.  we 
are  doubling  our  floor  space  which 
we  find  necessary  to  do  to  keep 
pace  with  our  rapidly  increasing 
business — 

to  give  our  patrons  the  service  that  our 
unvarying  policy  demands. 

With  our  immense  Fall  range,  backed  by 
increased  and  improved  facilities  for  hand- 
ling the  new  business,  we  are  prepared 
to  give  a  service  that  heretofore  was 
impossible. 

Our  representatives  are  out  with  the  full 
range  of  samples,  including: 

Silks  of  all  kinds 

Ribbons  in  all  colors 

Ties 

Handkerchiefs 

Fancy  Linens,  etc. 


Latest  in  Design 


Lowest  in  Price 


The  SILKS   COMPANY,   LIMITED 

in  our  new  home,  55   BAY   STREET,   TORONTO,  Canada 

Thomas  Block,  CALGARY 
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READY 


Dress  Goods  For  Fall  1913 


H  Our  Salesman  are  now  showing  their  complete  range. 

H  As  our  buyers  returned  from  Europe  only  a  few  weeks  ago,  Ave  show  the  newest 
and  choicest  of  fabric  productions — far  in  excess  of  our  standard.  When  you  see 
these,  you  will  understand  why  we  advised  you  to  WAIT. 

H  Those  who  would  add  TONE  and  QUALITY  to  their  DRESS  GOODS  DEPART- 
MENT will  take  first  opportunity  of  seeing  our  range  which  for  style  and  value  chal- 
lenges comparison. 

H  The  important  materials,  many  of  which  we  have  exclusively  and  in  all  leading  colors 
are : — 


Corduroys 


Jacquards 

In  Dress  Goods  and  Suitings 

Crepe  de  Venise,  Coteles,  Venetian  de 

Soie,  Whipcords,    plain  cloths  to  match. 


The  new  Royal  Polo  Twills, 
Bedfords  and  Bedford  Diagonals. 
Bulgarian  Cords. 

Compose  Suitings  Serges 

Two-tone  checks  and  brocades  Our  famous  "Regal"  range,  which  is 

With  plain  cloths  to  match.  increasing  in  popularity. 

The  new  Blister  Suitings  for  smart  Walking  Suits. 

Although  we  have  placed  big  contracts  for  these  cloths  we  advise  you  to  order  early 
so  as  to  ensure  proper  deliveries  at  the  opening  of  the  season. 


Brophy,  Parsons  and  Rodden,  Limited 

Montreal 

Dry  Goods  Specialists 


Ottawa,  Ont. 


Offices  in 


Toronto,  Ont. 
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Laces    and    Embroideries 


Our  stock  is  now  complete  with  all  the  latest  novelties  selected  from  the  best  centres  in 
Europe. 

We  would  draw  your  attention  to  the  following  specials  in  Embroidery: 

M  500  25  pieces      20  yards  each      20  pieces  Edging,  5  pieces  Insertion       3c  per  yard. 

M  650  12  pieces      20  yards  each      Matched  Sets  Embroidery  and  Insertion  3%  per  yd 

M  653  25  pieces      20  yards  each      20  pieces  Edging,  5  pieces  Insertion       3%  per  yd. 

M  651  12  pieces      20  yards  each      Matched  Sets  Embroidery  and  Insertion  5c  per  yd. 

M  614  12  pieces      20  yards  each      Corset  cover  embroidery              11% c  per  yard. 

M  601  5  pieces      18%  pards  each      Corset  cover  embroidery        16V2c  per  yard. 

M  602  6  pieces      20  yards  each             Corset  cover,  work  full  width,        18c  per  yard 

M  616  27  inch  flouncing,  10  yards  to  piece,  6  patterns                            20c  per  yard. 

M  608  46  inch  flouncing,  10  yards  to  piece,  6  patterns                        37V2C  per  yard 

Our  stock  of  laces  consists  of  Nottingham  Vals.   and   Torchon,   Calais  Vals.,   Oriental, 
Guipure,  Baby  Irish,  etc. 

Ask  our  traveller  to  show  you  these  lines.    They  can  make  money  for  you. 


White  Goods 


We  have  all  the  wanted  lines  in  stock.  Indications  point  to  big  sorting  demands  for 
Crepes,  Piques,  Repps,  Mattings,  Voiles,  etc.,  and  staple  lines,  such  as  Lawns,  India 
Linens,  Mulls  and  Nainsooks. 

Samples  cheerfully  submitted  upon  request. 

Our  8c  and  10c  Ginghams  in  all  patterns,  also  Chambrays,  are  now  in  stock. 


Brophy,  Parsons  and  Rodden,  Limited 

Quick  Shippers 

25  Victoria  Square  Montreal,  Que. 


A  Review  of  the  Price  Movement  in  Textiles 


THE  THIRD  annual 
report  on  wholesale 
prices  in  Canada,  pub- 
lished by  the  Depart- 
ment of  Labor,  gives 
some  very  interesting 
statistics  with  regard  to 

the     developments     in 

textiles  during  the  year  1912.     The  information  is 

valuable  in  that  it  has  a  distinct  bearing  on  the  mark- 
et conditions  of  the  present  year. 

The  report  summarizes  the  features  of  the  year 
in  textiles  as  follows :  the  rise  in  the  price  of  woollens, 
chiefly  in  the  second  half  of  the  year;  the  advance 
in  cottons  from  a  low  level  in  January  to  a  consid- 
erably higher  level  by  December;  the  similar  move- 
ment in  silks;  the  unprecedented  prices  which  ruled 
for  jute  products ;  and  the  steady  strength  of  linens. 
The  general  movement  of  textiles,  as  shown  in  the 
accompanying  chart  was  from  a  price  percentage  of 
114.7  in  January  to  126.8  in  December,  accepting 
the  average  prices  of  1890-1899  as  100.  This  is  a 
rather  steep  advance,  explained  largely  on  the  ground 
that  the  year  1912  was  one  of  prosperity  and  ex- 
pansion in  practically  all  branches  of  textile  manu- 
facture. 

In  wool  and  woollens,  the  Canadian  trade  had 
a  favorable  year,  the  mills  being  more  active  than 
for  some  time  back.    This  activity  was  due  to  a  well- 
maintained  demand  from  the  trade.  Prices  remained 
steady  with  a  tendency  toward  firmness  during  the 
first  half  of  the  year.    Ad- 
vances were  made  during 
the  latter  half.     The  rise 
in    wool    and    wages    was 
made  the  basis  for  a  mark- 
ed advance  in  most  manu- 
factured lines  during  Oc- 
tober.  Ontario  wool,  wash- 
ed   and    unwashed,    was 
steady    from    January    to 
July,  rose  during  August 
and    September,    and    re- 
mained on  the  higher  level 
for  the  rest  of  the  year. 
The  average  price  of  wash- 
ed wool  at  Toronto  for  the 
year  was  19.9c,    as    com- 
pared with  20.1c  in  1911, 
and    for   unwashed  13.5c, 
compared  with  13.8c. 

Grey  cottons,  woven 
colored  fabrics  and  prints 
were  all  higher  in  Canada 
at  the  close   of  the   year 


Past  year  saw  a  uniform  advance  in 
practically  all  lines — Woollens  advanc- 
ed rapidly  during  the  latter  half  of  the 
year — Big  demand  for  silks — Effect  on 
present  year  prices. 


than  at  the  beginning, 
although  in  each  case 
the  average  for  the  year 
was  lower  than  the  cor- 
responding average  for 
1911,  due  to  the  ex- 
tremely high  level 
which  was  reached  dur- 
ing the  first  half  of  the  latter  year. 

Silks  on  the  other  hand,  were  very  low  in  price 
during  1911.  Consequently,  January,  1912  opened 
with  the  visible  stocks  of  silk  and  cocoons  the  largest 
in  the  past  five  years.  The  opening  price,  neverthe- 
less, proved  the  bottom  figure  for  the  year.  The 
advance  was  due  to  a  distinctly  heavy  demand  for 
silks.  With  brisk  selling  the  reserve  stocks  were 
soon  depleted  and  this  kept  the  prices  up.  The  silk 
crop  of  1912  resulted  favorably  in  every  country  with 
the  exception  of  the  Levant,  aggregating  24,000,000 
kilos,  as  compared  with  22,650,000  in  1911.  With 
this  surplus,  it  might  at  first  glance  seem  that  prices 
might  prove  easier,  but  with  the  improved  trade  con- 
ditions and  the  largely  increased  consumption,  it  is 
practically  assured  that  the  surplus  will  be  absorbed 
without  difficulty. 

Jute  went  to  the  high  price  of  51/2C  in  November 
and  December. 

There  has  been  continuous  expansion  in  the 
industry  during  the  past  few  years;  the  number  of 
looms  in  Calcutta  (India  being  the  great  producer  of 
jute)  is  32,632  now,  compared  with  17,595  ten  years 

ago.  There  are  about  13,- 
000  looms  in  Dundee.  Ex- 
ports of  burlap  from  Cal- 
cutta have  grown  from 
291,591,091  yards  in  1901 
to  573,083,500  in  1911, 
but  exports  from  Dundee 
have    declined.    The    in- 

Eelative  prices  of  textiles  during  1912,  taking  average  prices   creasing  US6  of  burlaps  for 
from  1890  to  1899  as  100.  ,  .  , 

packing  purposes  renders 
the  trade  to  a  certain  ex- 
tent a  barometer  of  the 
prosperity  or  otherwise  of 
the  various  industries. 
Stocks  were  low  in  Janu- 
ary, 1912,  and  the  demand 
has  been  unusually  active 
throughout  1912.  At  the 
end  of  the  year  all  lines 
were  reported  well  sold  in- 
to 1913.  The  1912-13 
jute  crop  is  estimated  to 

Eelative  prices  of  cottons  and  woollens  during  1912,  taking  •>        10  nn(1  0n0      u„i.. 

prices  from  1890-1899  as  100.  reacn      J-V,UUU,UVU      Dales. 
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DRESS    GOODS 


Dry  Goods  Review 


Orders  Essential 


If  Conditions  in  every  dress  goods  manufacturing  centre  and  every 
branch  of  the  industry  clearly  indicate  continued  difficulty  in  se- 
curing deliveries  of  desirable  fabrics. 

If  As  all  our  orders  are  filled  first  come  first  served,  we  earnestly 
request  our  customers  to  place  their  Fall  requirements  when  our 
traveler  calls,  and  to  err,  if  at  all,  in  making  such  provisions  as  to 
avoid  over-generous  repeats. 

If  We  have  confidence  in  a  strong  demand  for : — 

Crepe  de  Venise 

Velour  Cotele 

,     Whip  Cords,  Bedford  Cords 

Diagonal  Cheviots 

Freise  Cheviots 

Freise  Boucle 

Jacquard  Cheviots 

the  latter  to  feature  as  a  novelty 

If  Our  Fall  samples  represent  a  safe  guide  for  your  selection  as  to 
both  staple  cloths  and  desirable  novelties.  Our  values  illustrate 
the  advantages  of  our  buying  connections. 

PRIESTLEY'S  DRESS  GOODS,  for  which  we  are  sole  Canadian 
agents,  contain  the  latest  and  most  fashionable  weaves. 

DRESS  GOODS  DEPARTMENT 


Greenshields  Limited 

Montreal 


Dry  Goods  Review 


DRESS    GOODS 


Cotton  Fabrics  for  Fall 

Ratines  and  sheer  weaves  in  high- 
priced  cottons  in  crepe  and  voile 
weaves  put  out  for  indoor  wear — 
Many  new  color  effects  being 
produced. 

With  the  advent  of  high  priced  cottons,  there  is 
more  tendency  towards  an  all  the  year  round  trade 
in  this  department.  Many  of  these  cotton  fabrics 
closely  approximate  the  woollen  fabrics  in  the  same 
weave  and  yet  have  the  washing  advantages  of  a  cot- 
ton material.  Therefore,  ratines,  cord  and  serge 
weaves  are  being  put  forth  as  appropriate  for  dreses 
for  indoor  wear.  In  these  cotton  fabrics,  as  in  silk 
and  velvet,  matelasse  and  brocade  patterns  are  the 
high  novelty.  Voiles  and  crepes  are  very  much  en- 
evidence  and  many  novelties  ornamented  with  ratine 
figures  are  shown.  With  higher  priced  goods  selling 
and  with  fashion  favoring  novelties,  many  new  color 
effects  are  being  produced,  and  colors  hitherto  con- 
fined to  silks  and  wool  fabrics  are  now  procurable  in 
high  grade  cotton  materials. 


m- 


extensively  taken  both  for  cloakings  and  for  trim- 
ming purposes.  Civet  cat  is  a  novelty  that  is  also 
being  taken  up  and  will  be  used  to  trim  both  suits 
and  in  combination  with  other  imitation  furs. 


Big   Pile    Fabric    Season 

Velvet  and  plush  figures  on  satin, 
chiffon,  and  faille  grounds  will 
have  great  prominence  —  Plushes 
strong  for  trimming  and  millinery 
purposes  —  Plain  chiffon  velvets 
and  chiffon  velveteens  selling 
freely — Fur  plushes  and  astrachans 
to  be  extensively  used  for  trim- 
mings and  cloakings. 

All  indications  point  to  the  use  to  a  very  large 
extent  of  rich  pile  fabrics  during  the  coming  winter. 
For  the  dressy  wrap  and  for  combining  with  plain 
materials  for  costume  purposes,  velvet  brocades  on 
satin,  chiffon,  and  soft  faille  grounds  will  have  great 
prominence.  Matelasses  and  stamped  plushes  and 
raised  plush  figures  on  satin  grounds  will  be  favored. 
Chiffon  velvets  and  velveteens  in  chiffon  weights  and 
of  high  quality  have  already  had  a  big  advance  sale. 
Plain  velvets  are  more  favored  than  cords,  but  there 
are  many  novelties  selling  in  fancies,  brocades,  and 
novelty  effects.  Silk  plushes  will  have  a  wide  dis- 
tribution both  for  trimming  purposes  and  for  cloaks 
and  fancy  wraps.  Plush  in  all  the  new  shades  is 
being  heavily  booked  for  millinery  purposes.  This 
material  finished  the  late  fall  season  in  a  high  posi- 
tion and  is  regarded  as  strong  for  the  coming  Fall. 
The  introduction  of  attractive  novelties  into  cloak- 
ing plushes  in  imitation  of  various  furs  has  resulted 
in  an  enormous  sale.  Seal  plushes  are  still  good  but 
astrachans,  Persian  lambs  and  mole  skins  have  been 


® 

Specializing  in  Dress  Fabrics 

In  the  dry  goods  trade,  the  specialist  is  one  who 
recognizes,  first  of  all,  the  advertising  value  of  featur- 
ing strongly  one  or  two  lines.  It  is  a  plan  that  se- 
cures for  a  merchant  a  more  specific  classification,  in 
the  minds  of  the  public,  than  where  he  devotes  his 
energies  to  a  more  general  assortment.  That  is  the 
view  of  Mr.  Cavil,  of  Cavil  &  Galloway,  Collingwood, 
whose  specialty  is  fancy  and  staple  dress  fabrics.  It 
is  a  store  that  is  conducted  largely  with  a  view  to  that 
class  of  trade  which  insists  upon  a  certain  individual- 
ity in  dress,  or  with  whom  the  term  exclusiveness  of 
style  is  still  a  significant  term.  The  problem  in 
Collingwood,  however,  as  in  most  towns  of  its  size,  is 
the  scarcity  of  capable  dressmakers. 
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Merchants  Have  Chance   to  Put  Furs  in 
Storage 

(Continued  from  page  26) 

vertising  and  pay  for  the  storage  of  their  own  furs 
in  proportion  to  the  difference  of  their  bulk  rate  and 
the  revenue  from  customers.  Well  managed  depart- 
ments can  conduct  their  advertising  and  make  agree- 
ments which  afford  this  broad  service,  to  eliminate 
all  charges  to  the  merchant.  It  looks  like  good  busi- 
ness. 

A    FORM    LETTER. 

The  attached  is  a  form  letter  which  merchants 
might  send  to  customers  in  an  effort  to  interest  them 
in  fur  storage : 
Dear  Sir  or  Madam: — 

Now  is  the  time  of  the  year  to  think  seriously 
about  the  storing  of  your  furs.  By  the  best  processes 
known  to  science  we  protect  furs  from  damage  of 
every  known  sort.,  and  insure  them  against  moths, 
fire  and  loss  by  theft. 

All  garments  when  left  with  us  are  examined  and 
thoroughly  cleaned  before  being  placed  in  storage. 

We  also  make  a  specialty  of  repairing  and  re- 
modeling furs,  and  orders  executed  during  the  Sum- 
mer will  receive  every  possible  attention.  Charges 
during  this  period  of  time  will  be  more  moderate 
than  in  the  rush  season. 

On  receipt  of  a  postal  card,  or  a  phone  message, 
we  will  call  at  your  home.  As  soon  as  received  they 
are  fully  insured  at  a  cost  of  3  per  cent,  of  your  own 
valuation  on  dyed  furs,  and  5  per  cent,  on  natural. 

Yours  truly, 
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GRAND 
PRIX 

FRANCO-BRITISH 
EXHIBITION.  1908 


GRAND 
J>RIX 

^  TURIN 

EXHIBITI0N.I9II. 


IT  IS  ESSENTIAL 


WHEN     BUYING     YOUR     COSTUME 

VELVETEENS 

THAT  YOU  SHOULD  MAKE  SURE 
THEY  ARE  IN  GUARANTEED  FAST- 
TO-RUBBING  DYES. 

ALWAYS  INSIST  ON  GETTING 

WORRALL'S 

FAST   DYES 


THE  DISCOVERY  OF  THESE  DYES  IS  THE 
RESULT  OF  YEARS  OF  EXPERIMENT, 
AND  HAS  GIVEN  TO  VELVET  QUITE  A 
NEW  VALUE  FOR   COSTUMES  &   GOWNS. 


IT    WAS    FOR    THE    EXCELLENCE    OF    THESE    VELVETEENS,     FOR    COSTUME     PURPOSES, 
THAT  THE 

GRAND    PRIX    WAS    AWARDED 

TO    J.  &J.  M.    WORRALL     LTD.,    BOTH    AT    THE    FRANCO-BRITISH    EXHIBITION  IN  1908, 
AND  AT  TURIN  IN  1911. 


GRAND 
PRIX 


FRANCO-BRITISH 
EXHIBITION,  1908    « 


GRAND 
PRIX 

TURIN 
EXHIBITION,  1911. 
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The  TIRLE'  Finish. 


(Regd.) 


Indispensable 

for  the 
Out-door  Girl 

"PIRLE" 
FINISHED 
MATERIALS 
do  not  "spot"  or 
"cockle"  with 
rain.  For  trav- 
elling, golfing, 
cycling,  etc  , 
and  for  all  out- 
door  wear, 
THE"PIRLE" 
FINISH  is 
ideal  wear. 


g  the  Same  Song.3 


"PIRLE"  FINISHED  CLOTHS  IN  LATEST  SHADES  AND  COLOURINCS, 
AND  MADE-UP  SKIRTS,  TO  BE  OBTAINED  FROM  LEADING  IMPORTERS. 


Full  particulars  from  EDWARD  RIPLEY  &  SON,  Ltd.  (gftKffffi)  Bradford,  Eng 


AOO<XX><>CK>0<>0<><>0<H>^^ 


WASH  GOODS 

For  Your  Summer  Trade 


The  hot  season  will  be  here  soon,  when  nice,  light,  dainty 
fabrics  are  in  strong  demand.  Our  "Durbar,"  "Rufweve," 
"Patricia,"  "La  Rose,"  "Bedford  Cord,"  "Indian  Head 
Suitings,"  etc.,  are  just  the  thing.  Can  be  had  from  all  the 
leading  wholesalers. 

The    Montreal    Cottons,    Limited 


Toronto 


SALES  OFFICES  : 

MONTREAL 


W 


innipeg 
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The  most  perfect  re- 
production of  Hand- 
made Goods.  Un- 
equalled  for 
"  Strength,  Beauty, 
and  Value." 


LACE 

CURTAINS 

AND  NETS 


Pronounced  by  ex- 
perts "  The  Aristoc- 
racy of  Window  De- 
coration." 


N.B. — Our  Mr.  A.  J.  Burrows  from  Nottingham  visits  the  Canadian  retail  trade  twice  a 
year  and  a  communication  from  you  will  ensure  a  call. 

Sole  Manufacturers  : 

T.  I.  BIRKIN  &  CO.,  Broadway,  NOTTINGHAM,  ENGLAND 


Popularity  Increasing  Immensely 


Copyright. 


This  is  Your 
Protection 


PATENTED 

An  Exact  Reproduction  of  Hand  Made  Lace 
Manufactured  solely  by  Birkin  &  Co.,   Nottingham,  England 

Also  Manufacturers  of  High  Class  Washing   Valenciennes 
and  Exclusive  Novelties  in  Dress  Laces,  Allover  Nets,  Etc. 

Canadian  Agent :  A.  B.  FISHER 

400  Empire  Building,  64  Wellington  Street  West,  TORONTO 
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jpr"  Good  Coat  Linings^are  essential  if  you  wish  to  please  your  customers j 


Kirk's  PermanentFinish 

'PERMANENT'  FINISH  for  ITALIANS. 

'"T"*HIS  Finish  on  Botany  Weft  Italians  is  well  known  to  the  trade,  and  has  been  so 
■*■  successful  that  it  has  come  to  be  regarded  as  a  guarantee  of  the  wearing  qualities  of 
the  Linings,  as  well  as  the  superior  quality  of  the  Finish,  and  is  quite  unapproached  by  any 
other  process.  The  goods  are  absolutely  permanent  to  the  tailor's  iron,  lustre  and  handle 
are  always  maintained,  and  pieces  kept  in  stock  improve  in  appearance.  The  black  is  dyed 
by  the  latest  and  most  improved  method. 

PATTERNS   showing   FINISH   can   be   had   on   application   to 

THE  BRADFORD  DYERS'  ASSOCIATION,  LTD.  ?LW*' \£ S&iFES&o* 

Showcards   or   booklets,    if   desired,    may   be   had   by   applying   through   Wholesale   Importing   Houses. 


Your  Vacation  Money 

The  young  men  and  women  with  brains  and  initiative  do  not  sit  down  and 
waste  time  wondering  where  their  vacation  money  will  come  from.  They  use 
the  means  that  are  at  hand  to  secure  it.  They  take  advantage  of  their  spare 
time  by  spending  it  at  work  that  will  earn  the  best  possible  returns. 

Last  spring  hundreds  of  energetic  young  men  and  women  earned  the 
money  with  which  they  paid  for  their  summer  vacation  by  looking  after  our 
Dusiness  in  their  own  neighborhood. 

The  work  is  fascinating,  both  because  it  is  congenial  and  because  a  few 
spare  hours  each  week  devoted  to  it  will  enable  you  to  enjoy  that  summer 
vacation  later  on. 

We  will  appoint  you  local  representative  of  the  two  national  magazines  of 
Canada — MacLean's  Magazine  and  Farmer's  Magazine. 

We  will  pay  you  liberally  for  both  new  subscriptions  and  renewals.  If 
you  will  write  for  particulars  to-day,  we  will  show  you  how  to  make  extra  money 
for  your  vacation. 

The  MacLean  Publishing  Co.,  Limited 

143-149  University  Ave.  .:.  .:.  Toronto 
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You  must 

have 
Cravenette 


Shower-proofs 

for  wet 

weather ; 

they  are 

waterproof 

and  hygienic 

because 

porous. 


Rec?  Trade  Ma:.:; 

proofed  cy 
"M4nycnette  CU' 


Always  insist  on  seeing 
this  Stamp  as  above  on 
the  back  of  every  yard, 
or  inside  every  earment. 


You  can  wear 

them  for 

fine  weather, 

because 

they  are 

smart  a  nd 

fashionable. 

Dust-proof 

as  well  as 

shower-proof. 


TO    BE     OBTAINED     FROM     THE    PRINCIPAL     IMPORTERS. 

IN  CASE  OF   ANY   DIFFICULTY,  PLEASE  WRITE  TO 

The  CRAVENETTE  CO.,  Ltd.  (Dept.  6)  Well  St.,  BRADFORD 

Showcards  or  Booklets  if  desired  may  be  had  by  applying  through  the  Wholesale  Importing  Houses. 


KING'S 


Ettablished  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 
Montreal  and   Toronto 


Liddell's  me°olal  Linens 


Years  of  Skill  in 
Linen  Making 

Are  Behind 
Liddell's  Linen 

Table  Cloths  and  Napkins, 
Irish  hand  embroidered 
Bed  Spreads,  S  h  a  m  s, 
Sheets.  Pillow  Cases, 
Lunch  Cloths,  Doylies, 
Bureau  Scarfs,  etc. 

See  the  1913-1914  range. 


R.  H.  COSBIE,  LIMITED 

IRISH  LINEN  AGENCY 
30  WEST  WELLINGTON  STREET,  TORONTO 
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Vivid    Shades    and   Extreme  Gauzy   Effects 


THE  STAPLE  num- 
bers of  cotton,  lisle  and 
silk  hosiery  are  practi- 
cally ready  for  Spring, 
1914,  placing.  Several 
manufactu  rers  in 
Chemnitz  have  forward- 
ed   early    samples    for 

jobbers'  selection.  Novelties  are  to  come  later  al- 
though some  extreme  effects  are  seen.  It  is  too  early  to 
form  a  confident  opinion  of  the  relative  selling  merit 
of  the  different  new  numbers.  Wholesale  buyers  are 
now  visiting  the  German  mills  looking  for  quantity 
lots  and  special  prices.  Until  they  return  and  are 
ready  to  complete  or  go  ahead  with  their  buying,  any 
changes  or  demand  in  style  trend  are  not  foreseen. 

Value  is  the  same  as  in  last  year's  ranges.  Early 
placing  on  leading  numbers  of  cottons,  lisles,  com- 
bination lisle  and  silks,  plain  silks  and  low  price 
fancies  is  a  matter  of  quality.  The  most  pronounced 
change  in  the  showings  is  the  predicted  indications 
of  a  return  to  colors.  The  introduction  of  vivid 
shades  and  extreme  gauzy  effects  is  becoming  more 
pronounced.  Some  manufacturers'  agents  claim  that 
the  samples  of  last  year  were  a  season  in  advance  for 
this  trade  in  a  great  many  features.  Samples  this 
season  are  more  conservative  than  a  year  ago  because 
many  of  the  novelties  which  afterward  proved  correct 
were  discarded.  These  are  now  being  demanded. 
Buyers  did  not  want  anything  but  black,  tan  and 
white  a  year  ago.  The  season  was  confined  to  values 
and  quantities  on  popular-priced  numbers  and  a 
clean  season  resulted.  Early  samples  this  year  are 
more  speculative  and  early  indications  point  to  a 
general  demand  in  this  direction.    * 

The  style  influences  of  brighter  and  more  flash- 
ing colors  in  dress  with  hosiery  to  match  is  having 
an  effect.  Some  of  the  novelties  are  constrained  by 
the  limits  of  this  market  but,  by  the  time  the  sales 
season  opens,  they  will  be  prominent.  An  oppor- 
tunity to  develop  the  department  and  increase  sales 
through  the  favor  for  brighter  hosiery  is  evident. 
Jnst  how  far  this  will  advance  depends  on  the  trade 
and  the  novelty  which  later  samples  convey. 

Ranges  show  improvement  in  assortment.  A 
large  number  of  gauze  and  ingrain  effects,  novel  de- 
signs in  combinations,  plain,  clock  and  silk  embroid- 


Their  introduction  in  next  year's 
hosiery  lines  is  becoming  more  pro- 
nounced— Style  influences  in  dress  lead 
to  a  revival  of  colors  in  hosiery — The 
style  trend. 


ered  fancies  in  new 
patterns  and  a  showing 
of  extreme  lace  and  fil- 
et or  gauzy  styles  is 
assembled.  A  full 
range  of  thread  and 
plaited  silks  is  offered. 
Samples  include  in- 
grains of  exceptional  qualities  in  gold  and  black, 
navy  and  black,  apple  green  and  black,  and  wine  and 
black.  Similar  combinations  are  seen  in  mercerised 
and  fine  lisles. 

Combination  or  contrasted  ankle  effects  are  shown 
in  the  same  colorings  with  black.  These  hose  are 
made  in  silk  or  in  fine  lisles,  with  spliced  heel  and 
toe  and  wide  garter  top.  The  ankle  is  two-tone  de- 
sign and  colors  embrace  new  shades  of  cherry,  cer- 
ise, mauve,  green,  tan,  Tuscan,  gold,  deep  purple, 
grays,  white,  gold,  navy  and  marine  blue.  The 
number  of  samples  in  the  latter  shades  is  noticeable. 
In  fancies,  lace  and  filet  novelties  in  the  sheerest 
of  designs  are  favored.  Most  of  these  effects  are 
made  with  knee  garter  design.  All  lacey  or  filet 
hosiery  are  in  plain  colors.  Gauze,  hand-painted, 
embroidered  and  lace  effects  are  worn  underneath 
and  some  of  these  novelties  are  most  suitable  for 
high-class  trade.  In  the  gauze  ingrains,  colorings 
are  striking  and  the  texture  is  metallic  both  in  feel, 
appearance  and  design.  Combinations  in  gaiter 
effect  are  sampled  in  several  medium  priced  numbers 
in  all  silk  or  silk  and  lisle.  These  are  in  grey,  plain 
or  shot,  with  black  and  button  embroidered  effect  on 
the  sides. 

There  are  a  number  of  lace  designs  and  in  these 
the  garter  is  below  the  knee  instead  of  at  the  ankle, 
as  in  many  favored  numbers.  It  is  a  question  how 
lace  hosiery  will  sell.  Considering  qualities,  designs 
and  prices  and  the  numbers  represented,  a  fair  de- 
mand should  follow  for  mid-season  business.  Some 
of  the  leading  styles  show  neat  inset  lace,  or  self 
clock.  In  silks,  the  designs  are  especially  neat  and 
effective. 

The  samples  feature  a  wide  assortment  of  silk 
embroidered  hose.  These  are  favored  in  side  clocks, 
ankle  garter  designs  and  cubist  effects  which  are  new. 
There  is  more  contrast  of  color  in  the  embroidering. 
The  full  range  of  evening  shades  is  included  and 


44 


KNITTED    GOODS 


Dry    Goods   Review 


Sweater 
Coats 


CANADA 


KNir 


COUNTING  UP 

There's  plenty  of  good  game  in  your  vicinity — just  waiting  to  be  bagged — so  it's  up  to  you  to  put 
in  a  good  supply  of  ammunition  and  get  busy. 

Load  your  guns  with  Pen-Angle  Sweater  Coats—for  men  and  women — and  you'll  not  only  bag 
your  game  quicker,  but  when  you  come  to  count  up  at  the  end  of  each  day  you  '11  find  you  've  had 
splendid  success. 

Made  of  soft,  fleecy  wool — and  Knit  (by  the  Pen-Angle 
Process)  into  lasting  shapeliness — these  smart  Sweater 
Coats  are  bound  to  give  satisfaction. 

Penmans  Limited,  Paris,  Canada 

Sweaters  Underwear  Hosiery 


AAAAAAAAAAAAAMAAAAAAAAAA 
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colorings  on  black  hosiery  are  quite  decided.  Some 
of  the  more  striking  of  the  lighter  shades  and  de- 
signs arc  attractive  for  evening  wear  and  the  Dresden 
patterns  are  entirely  different. 

Value  qualities  are  quoted  in  ankle  and  full  leg 
silk  in  combination  silk  and  lisles.  Black,  tan  and 
white  are  taking  in  these  grades.  Color  is  intro- 
duced in  two  tones  which  will  sell,  showing  the  usual 
shades,  white,  navy,  tan  arid  gold,  grey,  silver  and 
pearl  greens,  mauve  and  purple  with  black.  Eyelet, 
filet  and  open  mesh  patterns  are  good  values  in  lisles 
and  mercerized  lisles.  The  regular  plain  qualities 
are  equally  good.  Usual  values  are  offered  in  lisles 
and  mercer  lisles  in  plain  black,  tan  or  white. 
Regular  lines  in  balbriggan  or  cotton  with  natural 
wool  or  balbriggan  sole  are  similar  to  other  season 
samples. 

Although  more  novelty  is  seen  in  next  year's 
ranges,  buying  will  likely  continue  on  quantity  num- 
bers. There  are  good  reasons  for  value  selection  and 
choosing  the  best  numbers  from  respective  ranges. 
The  samples  on  standard  numbers  are  equal  in  every 
respect  to  former  offerings.  The  tendency  will  be 
to  take  advantage  of  these  and  of  odd  lots  provided 
(be  colors  and  patterns  are  right.  Some  good  values 
in  large  patterns  or  fancies,  odd  shades  in  tan  are 
likely  to  be  thrown  out  as  there  is  an  absence  of  strik- 
ing designs,  spots,  checks  or  color  combinations  in 
the  ranges  going  out  for  next  season.  There  are  like- 
ly to  be  as  many  leaders  as  last  year  and  some  clear- 
ance lots  by  wholesale  buyers  make  good  buying. 

AMERICAN  INFLUENCE  STRONG. 

As  the  season  advances,  the  results  of  the  Amer- 
ican influence  is  going  to  be  strong.     Already,  buy- 


ers who  have  placed  import  half  hose  are  choosing 
neat  effects.  Ingrains  are  taking  and  in  nearly  every 
case  the  buyer  stipulates  plain  effects.  They  are  get- 
ting values  and  avoiding  lace  stripes,  woven  clocks 
and  other  fancies.  Accordion  knit  is  good.  A  profit- 
aide  season  on  plain  silks  and  lisles  or  combinations 
in  sheer  and  gauzy  meshes  is  being  anticpated. 

The  same  influence  is  expected  to  result  on  wo- 
men's hosiery  selling.  Another  season  on  the  best 
value-  and  styles  in  the  usual  leader  numbers,  asso- 
ciated wth  exclusive  wholesale  ranges,  will  show  few 
changes.  This  is  the  standpoint  of  the  average  de- 
partment and  means  a  season  of  black  silks,  mercer 
and  fine  lisles  and  sufficient  novelties  in  black,  tan 
and  white  to  tone  up  stock  for  the  trade  catered  to. 
The  idea  will  be  fewer  numbers  and  standard  values 
of  representative  lines. 

Some  of  the  most  successful  hosiery  departments 
during  the  past  few  years  have  been  growing  along 
the  lines  of  fewer  numbers  and  larger  turnover  be- 
cause of  values.  Of  course,  style  and  success  of  regu- 
lar numbers  have  helped  to  make  profits  and  suggest 
the  policy.  A  larger  stock  is  necessary  at  times  but 
the  investment  is  perfectly  safe.  The  number  of 
lines  required  in  the  average  well  managed  hosiery 
department  does  not  change  materially.  Having 
stock  and  being  able  to  fill  repeats  on  fewer  numbers 
is  considered  a  much  better  service  by  the  wholesaler. 
Results  are  more  satisfactory  to  both  jobber  and 
merchant.  With  the  special  prices  for  placing  on  the 
German  import  range,  each  buyer  can  make  hosiery 
departments  among  the  best  paying  sections  in  the 
house.  Sales  in  the  hosiery  department  continue  to 
increase  for  this  reason. 


Selected    Spring   1914   novelties   in   hosiery   showing  filet,    garter,    ingrain    shot,    and    embroidered    designs. 
These  are  early  novelties  in  seasonable  shades  and  advance  color  combinations. 
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Two  of  our  many 
numbers    for    early    fall 
delivery— THE  NORFOLK 


The  accompanying  illustrations  show  a  pair  of  our  big  sellers  for 
Fall.  They  are  the  Norfolk  coats  for  men  and  women — real  live 
numbers  that  will  give  you  a  whirlwind  turnover  and  pave  the 
way  to  a  Satisfactory  Knit  Goods  business.  These  lines  are  made 
of  the  highest  quality  Botany  yarn,  and  come  in  the  latest  shades. 
Your  order  placed  now  for  Fall  will  be  given  early  attention, 
ensuring  you  against  late  delivery. 

R.  M.  BALLANTYNE,  LTD. 

Manufacturers  of  Beaver  Brand  Knit  Goods 
STRATFORD,  ONTARIO 
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Live 
Merchants 

know  that  honesty  is  the 
best  policy,  and  that  it 
pays  to  give  their  custom- 
ers the  best  goods.  That 
is  why  they  sell 

CEETEE 

(All  Pure  Wool) 

And  Ribbed 

UNDERWEAR 

''CEETEE"  Underwear  is 
the  finest  pure  wool  under- 
wear made — only  the  fin- 
est Australian  Merino 
wool  is  used.  Each  gar- 
ment is  knit  to  fit  the  form 
of  the  body  —  all  joins 
carefully  knitted  (not 
sewn)  together. 

We  defy  you  to  find  a 
better  Underwear  the 
world  over. 

The  C.   Turnbull  Co. 


of  Gait,  Limited 


GALT, 


ONT. 


Also  manufacturers  of  Turnbull' s 
high-class  Ribbed  Underwear  for 
Ladies  and  Children.  Turnbull's 
"M"  Bands  for  Infants  and  Geetee 
Shaker-knit  Sweater  Coats. 


mm 
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It's  The  Dye 

that  makes  or  mars  a  black  stocking.  Herms- 
dorf  Dye  is  the  fastest  and  purest  black  dye 
for  cotton  hosiery  in  the  whole  world.  That's 
why  all  the  most  successful  stores — the  world 
over — sell  Hermsdorf  Dyed  Fast  Blacks.  The 
dyer's  signature  stamped  on  the  toe  identifies 
the  genuine. 

Reg.  U.  S.  Pat.  Oft. 

Colored  Cotton  Hosiery  finished  by  the 
Hermsdizing  Process — the  greatest  hosiery 
improver  since  Hermsdorf  Fast  Black. 
Hermsdorf  Brilliants  come  in  all  colors — 
and  all  colors  are  even  and  free  from  streaks. 
Hermsdorf  Brilliants  unite  the  quality-look 
of  silk  with  the  wearing- worth  of  cotton.  Ask 
any  importer  to  show  you  Hermsdorf 
Brilliants. 


American   Bureau,    235    W.  39th  Street, 
New  York. 

Works:  Chemnitz,   Saxony 
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The  Underwear  That  S-E-L-L-S  Fast 
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A  Few  "Monarch-Knit" 

and  for  your 


Men's  53. 
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"Monarch-Knit"  is  the  standard  for 
style,  quality  and  workmanship. 

The  three  lines  of  men's  coats  here 
illustrated  will  be  found  to  be  worthy 
of  your  attention  for  Fall  and  present 
delivery. 

M.  53  is  one  of  our  line  of  full  fashion- 
ed Shaker  coats. 

Men's  Jersey  is  also  made  on  the  latest 
model  full  fashioned  machinery. 
M.  109.  Made  in  fancy  stitch  Norfolk 
style — a  winner. 


Men's  Jersey. 


The 


Monarch  Knitting  Co.,  Limited 


Head  Office 


DUNNVILLE,  ONT. 


Men's  109. 


Factories   at  : 
DUNNVILLE         ST.  CATHARINES        ST.  THOMAS         BUFFALO 
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Sweater   Coats 

Summer  sorting 

Three  winners  from  our 
women's  and  children's  de- 
partment. 


We  are  the  largest  manu- 
facturers of  Fancy  Knit 
Goods  in  the  world. 


K  50. 


The 


Monarch  Knitting  Co.,  Limited 


Head  Office 


DUNNVILLE,  ONT. 


L  100. 


Factories  at  : 
DUNNVILLE         ST.  CATHARINES         ST.  THOMAS         BUFFALO 


Vest  10. 
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LOOK  FOR  THIS  MARK 


The  superiority  of  JAY  Underwear  over  all 
other  woollen  garments,  whether  made  in  Canada 
or  the  United  Kingdom,  can  be  demonstrated  by 
a  comparison.  JAY  Underwear  is  knitted  and 
fashioned  to  fit  accurately ;  it  is  almost  seamless 
and  is  fully  guaranteed  against  shrinkage.  All 
wearing  parts  are  specially  strengthened,  and 
both  ladies'  and  gentlemen's  garments  possess 
exclusive  patented  features  which  materially 
add  to  the  comfort  of  the  wearer. 

WHOLESALE  AGENTS  : 

I.  &  R.  MORLEY,        -        G.  BRETTLE  &  CO. 

London,   Eng.  Steele's  Ad.  Servic 


"THE     IDEAL     WEAR     FOR     HOT     WEATHER" 

JAEGER  PURE  WOOL 

Shirts  and  Shirt- Waists 

Pure  wool  Taffeta  Shirts  and  Waists  at 
$4.50  each. 

Pure  Wool  Zephyr  Shirts  and  Waists  at 
$3.25  each. 

Collars,  50  cents  extra. 

"Made  in  our  own  factory  from  exclusive 
designs  and  with  the  fit,  finish  and  style  de- 
manded by  high-class  wearers. 


Dr.  JAEGER'S 

WHOLESALE  WAREHOUSE 


SANITARY 
WOOLLEN 


SYSTEM 


COMPANY, 
LIMITED. 


243  BLEURY  STREET,  MONTREAL 
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e  take  pleasure  in  stating  that  our  new  mill  in  Brantford  is  now  running  in 
first-class  shape,  and  we  are  prepared  to  take  all  REPEAT  ORDERS  for  Spring 
Goods — and  deliver  promptly. 

Also — we  assure  you  that  all  orders  for  Fall  Goods  will  receive  prompt  attention. 
We  have  no  hesitation  in  guaranteeing  deliveries. 

Book  your   order   now 

for 

The    Underwear  That   Will   Wear 


Our  range  of  Underwear  consists  of 

INFANTS' 
CHILDREN'S 
LADIES' 
BOYS' 

MEN'S 
TWO  PIECE  AND  UNION  SUITS 

Everything  from  Cotton  to  Mercerized  Silk  and  Wool 


Don't  Forget 


We  are  the  makers    of     WATSON'S    SPRING    NEEDLE    UNDERWEAR  and 
the  GENUINE  KLOSED-KROTCH  COMBINATIONS 

Trade-Mark  Patented  Jan.  17th,  1911 


The   Watson    Manufacturing  Company,  Limited 

Brantford  .:.  Ontario 
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IMPERIAL  BRAND  PURE  WOOL 

UNDERWEAR 

With  our  motto  "Always  the  best"  and  with  facilities  that  allow  us  to  live  up  to 
the  high  standard  we  have  placed  for  ourselves  we  have  for  nearly  thirty-five  years 
led  the  Canadian  underwear  market  in  values.  Our  values  represent  more  than 
mere  quality  and  price.  They  embody  satisfactory  fit  and  shape  —  retention  as 
well.  Imperial  Brand  Pure  Wool  Underwear  leads — if  you  once  handle  it  your 
ideal  will  be  reached. 


We  are  specialists  in  Men's  Natural  Wool,  Men's 
Elastic  Knit,  Men's  High  Grade  Imperial,  Men's 
Double  Thread  Balbriggan.  Present  delivery 
orders  attended  to  promptly. 

Send  to  your  wholesaler  for  samples  of  both  Wool 
Underwear  for  your  present  and  Fall  trade,  and 
Balbriggan  for  Summer  selling. 


KINGSTON 
HOSIERY 
COMPANY 

Established  1880 

Kingston,    Ontario 


Sweater  Coats 
of  Quality 


Have  you  got  a  good,  profit-pull- 
ing line  of  Knit-goods?  If  not, 
Dominion  Brand  Goods  can  get 
you  the  patronage  of  the  better 
class     trade — young     people    who 

want    style    combined    with 

quality. 

Our  garments  are  made  of 
only  absolutely  pure  worst- 
ed yarns — not  a  pound  of 
cotton  being  put  into  our 
goods.  This,  of  course, 
costs  us  more,  but  we  find 
that  extra  quality  means 
extra  sales. 

Our  traveller  will  be  call- 
ing on  you.  Be  sure  and 
see  this  line  of  "quality" 
goods. 


A.  BURRITT  &  CO. 

ONT. 


DOMINION  MILLS 

MITCHELL 


THE  HALL-MARK  OF  Regiitered  No.  282,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descend* 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  In  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had    from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 
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Ladies',  Misses'  and  Children's  Underwear 

For  Fall  1913 


Before  placing  your  order  for  Fall  goods  kindly  await  the  call  of  our 
representative,  who  will  be  able  to  show  you  many  improvements  in 
our  well  known  brands,  viz: 


KttfSTtmto 


in  Womens',  Misses',  Children's  and  Infants'  Vests,  Drawers  and  Combinations. 

MANUFACTURED  ONLY  BY 

S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole  Selling  Agents 

RICHARD  L.  BAKER  CO.,  100  Wellington  St.  W.,  Toronto,  Ont. 


TIGER  BRAND. 


THIS    IS   TRUE 

It  is  true  that  a  satisfied  customer  is  a  re- 
peater aud  that  repeaters  build  up  the  best 
trade.  The  secret,  then,  of  good  trade  Is  to 
sell  only  such  goods  as  will  give  certain  satis- 
faction.   The  dealer  who  stocks 

TIGER    BRAND 

UNDERWEAR 

takes  no  chances.  He  can  talk  with  assurance, 
because  he  can  be  sure  of  this  Hue.  He  can 
interest  his  customer,  because  there  are  excep- 
tional merits  to  point  out — and  he  can  sell  to 
him.  Then  it  is  up  to  the  goods  to  bring  the 
customer  back  to  the  store  again — and  this 
they  will  do,  because  every  purchaser  is  de- 
lighted with  the  softness,  durability  and  gen- 
eral excellence  of  TIGER  BRAND  UNDER- 
WEAR. 

Gait  Knitting  Co.,  Limited 

GALT,    ONTARIO 

AGENTS:  Ontario— J.  E.  McClung,  Toronto. 
Quebec — Philip  de  Gruchy  Montreal,  Que. 
Maritime  Provinces — Fred  S.  White,  St.  John, 
West — Hauley,  McKay,  Chisholm  Co.,  Winni- 
peg. 


MAPLE 
Hosiery 


TRADE1 


MARK 


LEAF 
Mitts 


MADE  BY 
'"tGODERICH  KNITTING  CO 


A  Profitable  Line 
to  Push 

Before  placing  }rour  fall  order  for 
Hosiery  and  Mitts  it  will  pay  you 
to  see  the  Old  Reliable  Maple  Leaf 
Brand.  The  Brand  that  is  made 
up  to  a  standard,  not  down  to  a 
price.  Made  from  pure  yarns  and 
fast  colors.    Send  for  samples. 


Goderich  Knitting  Co.,  Limited 

GODERICH,  ONTARIO 
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One  of  our  new  designs  in 
Ladies'  Knit  Coats  for  Fall 


The  above  illustrated  knit  coat  is  only  one  of  the 
many  "Bentro  Knit"  coats.  It  is  sure  to  be  a  big 
sales  producer  during  the  Fall  and  Winter  1913-14 
business.  It  is  quality  through  and  through  with 
real  style. 

We  make  everything  in  Knit  Goods.  Send  for 
sampes  of  our  Fall  range. 

The 

Williams,   Trow  Knitting  Co. 

Limited 

STRATFORD,  -  -  ONTARIO 

Agents 

J.  M  ROBERTSON  &  COMPANY 
70  Bay  St.,  Toronto. 

GEO.  A.  HARRIS 

Hammond  Bldg..  Winnipeg. 
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HEALTH  BRAND 
UNDERWEAR 

Guarantees 

Satisfaction  to 

SELLER  and  BUYER 


In  Pure  Wool, 

Wool  and  Cotton  Mixture 

and  Cotton 

ALL   SIZES 

For  Men,  Women    and  Children 


The  demand   for  "  H.B.U."    will  exceed   all 
records,  so  let  us  book  your  orders  early. 


Greenshield,  Limited 


Montreal 


=« 


Textile    Soaps 

A  SPECIALTY 

THIRTY-FIVE  years' experience  in  the 
manufacture  of  textile  soap  in  England 
and  in  Canada. 

Send  for  Samples  and  Prices 

LONDON   SOAP   CO. 

(A.  G.  Phillips,  Prop.) 

LONDON,  -  ONTARIO 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR     :    :    :    : 

Cbc  Dry  Goods  Review 

FOR    YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates 
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When  buying  Hosiery 
ask  for 

HAWLEY'S 

/          A  M 

\  "HYGIENIC  BLACK" 

1                                        Iwk 

1            There  is  no  better 
1            Dye  in  the  World. 

J     Every  Pair 
f                Warranted  Fast 
to  Wishing,  Hard  Wear 
and  Perspiration. 

Works -Hinckley,  England. 

VANGUARD  Knitting  Wools 


Established  I        1752. 


Scotch 

Fingerings, 

Vanguard, 

15's,  12s, 

Fine. 

Hosiery 

Yarns, 

Ac,  &c. 


Soft 
Knittings, 
B,  Imperial, 
Soft  Spun, 
Vanguard, 

Fine. 

O'a  and  00 
Worsteds, 

otC,  ccC. 


THOMAS  BURNLEY  &  SONS,  LTD., 

Manufacturers   of  Scotch   Fingering  and  Knitting   Wools, 

GOMERSAL    MILLS,   nr.   LEEDS,   ENGLAND. 
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Ta\e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


Review's  Information  Bureau 


Replies  are  first  sent  to  enquirers  by  mail,  then  published  here  for 

general  information(of  "Review"  readers.    Names  of  correspondents 

will  be  given  on  request.      Address :    Dry  Goods  Review  or  Men's 

Wear  Review,  143  University  Ave.,  Toronto 


Editor,  Dry  Goods  Review : — Please  tell  us  where 
we  can  buy  a  wire  fixture  for  show  windows.  It  is 
used  largely  in  shoe  windows  and  resembles  a  wire 
postal  rack." 

Can  some  reader  give  the  required  information? 


Editor,  Dry  Goods  Review: — "Please  tell  me 
where  I  can  procure  fancy  toy  dolls  and  other  Christ- 
mas goods;  also  envelopes,  notepaper  and  general 
stationery.  I  should  also  be  glad  if  you  could  fur- 
nish me  with  one  or  two  English  addresses,  either  in 
London  or  Birmingham." 

The  following  firms  supply  fancy  toys  and 
Christmas  goods.  Nerlich  &  Co.,  146  Front  St.  W., 
Toronto;  Tower  Manufacturing  and  Novelty  Co., 
322  Broadway,  New  York,  N.Y.,  Bing  Bros.,  381 
Fourth  Ave.,  New  York,  N.Y.,  Dominion  Toy  Manu- 
facturing Co.,  544  King  St.  E.,  Toronto,  R.  G. 
Krueger,  62  W.  21st  St.,  New  York,  N.Y. 

The  list  below  has  been  supplied  by  "Bookseller 
and  Stationer." 

Notepaper  and  Envelopes.  W.  J.  Gage  &  Co.,  84 
Spadina  Ave.,  Toronto,  Warwick  Bros.  &  Rutter,  401 
King  St.  W.,  Toronto,  Copp,  Clark  Co.,  Wellington 
and  Portland  Sts.,  Toronto,  Brown  Bros.,  51  Welling- 
ton St.  W.,  Toronto,  J.  Bevan  Hay,  42  Adelaide  St. 
W.,  Toronto,  Clark  Bros.,  48  Charlotte  St.,  Winni- 
peg, Man.,  Tower  Manufacturing  and  Novelty  Co., 
322  Broadway,  New  York,  N.Y.,  John  Dickinson  & 
Co.,  216  Lemoine  St.,  Montreal,  Que.,  Wm.  Sinclair 
&  Co.,  525  St.  Paul  St.,  Montreal,  Que.,  Buntin 
Gillies  &  Co.,  Hamilton,  Ontario.  These  firms  can 
put  you  in  touch  with  London  or  Birmingham  houses 
if  necessary. 

*         *         * 

Editor  Dry  Goods  Review: — "We  have  a  new  dry 
goods  establishment  under  construction.  We  are 
anxious  to  get  a  unique  stool,  that  will  not  take  up 
too  much  room.  How  about  the  kind  that  are  at- 
tached to  the  counter  and  turn  in  on  an  arm?  Per- 
haps you  would  be  kind  enough  to  drop  a  card  to 
several  manufacturers  of  store  furniture  and  ask 
them  to  send  us  their  catalogues." 

We  have  advised  Clatworthy  &  Son,  A.  S.  Rich- 
ardson, and  Dale  &  Pearsall,  of  Toronto  and  Delfosse 


&  Co.,  Montreal,  to  send  catalogs.  Write  Palmen- 
berg  &  Co.,  New  York,  or  The  Western  Fixture  Co., 
Chicago.  We  advise  looking  at  chairs  as  well. 
Chairs  are  removable  and  preferred  because  they  can 
be  used  in  every  department.  Customers  appreciate 
the  attention  of  the  floor  walker  in  providing  chairs 
for  them.  Some  neat  designs  are  shown  and  several 
stores  use  wire  chairs. 


Editor  Dry  Goods  Review: — "Kindly  advise  me 
where  I  can  sell  hen  feathers  and  down." 

Toronto  Feather  &  Down  Co.,  and  Harvey  Quilt- 
ing Co.,  Toronto,  and  The  Alaska  Bedding  Co.,  Mon- 
treal. 

*         *         * 

Editor  of  Dry  Goods  Review: — "Where  can  we 
subscribe  to  a  housefurnishing  magazine?" 

The  Upholsterer,  published  at  128th  St.,  corner 
5th  Ave. :  The  Housefurnishing  Review,  publisbed  at 
Broadway  and  Murray  St.,  New  York. 


Editor  of  Dry  Goods  Review: — "Are  'Queen'  coat 
forms  made  in  other  than  natural  color?" 

"Queen"  Coat  forms  are  only  made  in  natural 
and  white,  as  far  as  we  can  find  out.  No  doubt  the 
manufacturers  would  make  them  in  black  if  re- 
quired. 

Editor  of  Dry  Goods  Review: — "Kindly  inform 
me  names  of  houses  manufacturing  ladies'  ready-to- 
wears,  also  children's  and  boys  and  infants.  Describe 
if  they  make  the  different  classes.  I  find  difficulty 
in  locating  makers  of  boys'  ready-to-wears.  Who  are 
largest  manufacturers,  as  it  is  important  to  know  if 
much  stock  is  carried." 

We  refer  you  to  the  advertisements  in  Dry  Goods 
Review  for  the  names  of  leading  firms  who  specialize 
on  women's  ready-to-wear.  Home  &  Watts,  Princess 
Garment  Co.,  and  McRae  Mfg.  Co.,  Toronto,  have 
children's  wear  for  all  sizes.  Sanford  Manufactur- 
ing Co.,  Hamilton,  and  Jackson  Manufacturing  Co., 
Clinton,  make  boy's  clothing.  We  have  sent,  under 
separate  cover,  practical  stock  list  for  a  town  of 
12,000  people,  which  may  be  of  some  assistance  in 
buying  boys'  clothing. 
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WhiteNeckwear  Prominent  for  Summer  Wear 


WITH  the  advent  of 
the  fashion  of  baring 
the  neck,  a  fashion 
which  has  evidently 
come  to  stay  for  some 
time,  more  attention  has 
to  be  paid  to  neckpiece 
that  forms  the  finish  of 

the  gown.  Never  before  has  it  been  so  easy  a  matter 
to  buy  beautiful  and  becoming  neckwear,  for  the 
new  collars  are  more  than  attractive,  for  they  are 
individually  becoming.  Therefore,  a  very  short  study 
of  any  really  well  assorted  stock  should  easily  result 
in  the  selecting  of  a  piece  of  neckwear  that  forms  a 
graceful  finish  to  any  gown  and  which  adds  material- 
ly to  the  wearer's  appearance. 

Fashion's  stamp  of  approval  is  particularly  set 
upon  numerous  flat  collar  styles,  of  which  the  epaul- 
ette leads.  Some  are  round  in  the  familiar  Dutch 
form,  and  some  come  from  the  shoulders  only,  while 
a  few  are  of  the  Medici  type,  but  no  matter  the  shape 


Bulgarian  novelties  the  feature  of  the 
moment — Pleating  and  ruffling  a  strong 
feature — More  attention  being  paid  to 
neckwear  as  result  of  fashion  of  baring 
the  neck. 


of  the  collar,  they  are 
one  and  all  furnished 
with  large  and  import- 
ant jabots. 

Epaulette  and  round 
collars  are  shown  in  all 
materials,    but    prefer- 
ence is  beginning  to  be 
given  to  very  sheer  fabrics,  such  as  crepe  de  chine, 
cotton  crepe  and  crepe  voile,  and  the  white  collar  is 
becoming  the  best  seller. 

Touches  of  color  may  be  added  by  the  addition 
of  a  bow  of  velvet  or  silk  or  one  finished  with  small 
hand-made  flowers.  It  should  be  noted  that  for 
summer  wear  more  delicate  colors  on  the  deep  pastel 
order  are  better  liked  than  the  higher  tints. 

Bulgarian  effects  still  occupy  the  centre  of  the 
stage  at  the  present  moment,  and,  when  just  a  border 
of  bright  patterned  silk  edges  a  collar  or  touches  of 
bright  colored  embroidery  are  used,  the  effect  is  de- 
cidedly pleasing.     No  stock  to-day  is  complete  with- 


From  left  to  right:  Collar  of  allover  lace  with  fine  net  jabot  and  colored  velvet  trimming;  collar  in  black 
silk  with  fine  shadow  lace  with  jabot  and  brilliants;  vestee  of  white  corded  silk  with  Bulgarian  silk 
piping.     Shown  by  A.  Bruce  Finnie   &  Co.,  Montreal. 
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New  York  neckwear  developed  in  crepe  de  chine,  crepe  voile  and  shadow  lace. 
The  centre  collar  is  light  weight  cotton  bengaline,  embroidered 

in  Futurist  effect. 


out  a  showing  of  Bulgarian  novelties,  but  careful  buy- 
ing should  rule,  and  the  buyers  should  see  to  it  that, 
while  there  is  stock  enough  to  make  a  show,  there 
should  be  no  accumulation  permitted.  Any  feature 
so  pronounced  as  Bulgarian  is  liable  to  drop  quickly. 

The  latest  Paris  idea  is  the  collar  with  fichu  fronts 
developed  in  net  and  filmy  lace.  These  fichus  as 
seen  on  the  later  models  outline  very  effectively  the 
open  V  shaped  fronts. 

Pleatings  of  mull  or  net  or  lace  are  also  used  in 
fichu  fashion   and  pleatings   are  used  to  edge  the 


sleeves.  Another  new  idea  is  fancy  ruffling  made  of 
a  lace  or  embroidery  insertion  with  a  double  ruffling 
of  narrow  lace  placed  on  each  side.  This  ruffling  is 
used  around  the  cuff  of  the  sleeve  or  down  the  front 
of  the  waist. 

Guimpes  and  chemisettes  continue  one  of  the 
leading  features  in  neckwear,  and  promise  to  con- 
tinue so,  as  the  majority  of  the  Fall  dresses  are  made 
with  the  flat  collar.  Guimpes  are  sleeveless  and  have 
an  elastic  run  in  the  lower  edge.  They  are  variously 
trimmed  in  front,  as  they  often  form  the  vest  effect 


62 


DRESS    ACCESSORIES 


Dry    Goods   Review 


IIIIIIIIMlilllllililiiliilliiiiiiiiiiiiiiiiiillliiiimiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiimiiiiiiiiiiiiiiiimiiiiiiiiimiiiiii iiimiiiiiiiiimiiiniiiniiMmiiiiililliiiiiimiiMiiiiiiiiiiiiiiiiiimiiiiiiiiiiin m imii u him in mm i iniiininiiii 

liiiinii i i itiiiiiiiniiiiiiiiiiiiiiiii iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiimiiiiiiiiiiiiiiiiiiiiHmiiiiMiimiiiinmiJiiiiiiiiiiiM 


5& 


in  i       : 


'i|  ;;, 


i ii  ii  mi, ,.' 


Spring  and  Summer 
x    Hints     Jr 

Veiling  Departments: 

With  the  coming  of  the  Spring  and  Summer  Seasons, 
Chiffons,  Chiffon  Veils,  and  Motor  Scarfs,  become  prom- 
inent factors  in  the  Veiling  Department. 

While  you  are  still  working  on  M alines,  Veilings,  Net- 
tings, etc.,  select  your  Chiffon  Veils  and  Scarfs  and  pre- 
pare for  the  next  article  in  demand  while  the  range  is 
complete. 

Our  lines  of  these  articles  comprise  the  widest  range  shown 
in  Canada  and  are  identical  in  style  to  those  worn  in  all 
fashion  centres,  for  Automobiling,  Sea  Shore  wear  and 
cool  evening  wraps. 

We  are  showing  the  latest  double  Veil  and  new  Auto  Veils. 
Also  light  weight  Silk  Knitted  Shawls,  for  Summer  even- 
ing wear. 

Lace  Departments: 

Summer  dresses  will  be  ordered  soon  by  fashionable  wo- 
men, and  Laces  will  soon  be  in  demand  for  the  trimming 
of  these  light  gowns. 

In  our  lines  of  Oriental  and  Venise  Laces,  Edgings, 
Flouncings,  and  All  overs,  you  will  find  the  largest  assort- 
ment of  Exclusive  designs  to  satisfy  the  tastes  of  your 
most  particular  customers. 

If  you  have  not  already  looked  through  these  lines  and 
made  your  selection  from  them,  do  so  when  our  represen- 
tative next  calls  on  you,  and  insure  yourself  of  prompt 
delivery. 

We  will  be  pleased  to  send  you  a  range  for  your  selection, 
Express  Prepaid,  upon  your  request. 


rifr-w 
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Some  samples  of 
handsome  shadow 
laces.  Shown  b  y 
Voss  &  Stuffman. 


in  front.  Some  have  ruffles  and  others  pleated  net 
frills,  and  they  show  both  the  high  neck  and  the 
flat  collar  finish. 

The  latest  Plauen  collar  has  a  square  hack  which 
comes  round  in  front  in  revers  or  round  collar  shape. 
As  a  rule,  these  collars  show  the  use  of  two  or  three 
kinds  of  lace.  Very  dainty  batiste  colors  are  seen, 
decorated  in  Madeira  and  fine  blind  work.  Batiste 
voile  and  marquisette  collars  embroidered  in  high 
colors  are  also  very  much  en  evidence. 


Light  Laces 


are    Leading 

big    demand 


Shadows   still   in 
Orientals  growing  in  favor — Color 
ed   embroidered   nets    extensively 
shown  for  fall. 

The  present  feature  is  that  shadow  and  light  laces 
continue  to  lead  in  selling  strength.  It  is  perfectly 
certain  that  they  will  last  over  until  the  end  of  Sum- 
mer and  indications  point  to  their  being  good  also 
for  the  Fall  season.  This  is  the  opinion  of  many 
buyers  in  the  cutting  up  and  neckwear  trades  who 
have  backed  up  their  opinion  by  placing  orders  for 
shadows  for  the  coming  Fall. 

Orientals  are  gaining  favor  and  buyers  are  inter- 
ested in  embroidered  nets  and  combination  laces, 
showing  craquele  and  novelty  net  grounds.  Laces 
of  this  class  are  entirely  suited  to  the  new  tunic  effects 
and  the  kind  of  drapery  that  is  good  on  evening 
gowns. 

What  will  be  the  Summer  lace  is  still  undecided. 
There  has  been  some  sale  of  the  lighter  Venise  laces 
but  so  far  the  interest  taken  in  them  has  not  been 
marked  enough  to  mean  any  extensive  business. 
Most  buyers  have  considerable  faith  in  Cluny,  with 
filet  as  the  novelty  lace.    There  is  also  an  indication 


that  novelty  patterns  in  Valenciennes  are  making 
some  headway. 

With  the  many  suitings  and  linens  now  showing, 
it  would  seem  as  though  heavy  laces  would  have  to 
be  used  for  trimming  purposes.  Fashion,  however, 
says  clearly  that  yokes,  vests  and  pleatings  of  light 
laces  are  sure  to.be  extensively  used. 

There  is  some  showing  of  laces  and  nets  embroid- 
ered in  color  and  import  lines  seen  so  far  show  these 
novelties  extensively.  Those  that  are  best  liked 
come  in  rich  tones  that,  while  bright  hued,  are  very 
much  more  harmonious  than  the  fashionable  Bul- 
garian colors.  Round  chubby  roses  in  vieux  rose, 
vieux  blue,  with  touches  of  yellow  and  mossy  greens 
are  the  colors  used  in  the  best  liked  patterns.  Very 
handsome  laces  are  embroidered  in  corn  colored  and 
old  gold  floss. 


The  Ribbon  Vogue  Continues 

Hats  are  ribbon  trimmed  —  Wide 
moires  used  on  summer  models  — 
The  increasing  vogue  of  the  sash 
means  an  increasing  sale  for 
ribbons. 


Ribbons  have  certainly  taken  a  big  jump  to  the 
front  since  the  first  indications  of  returning  vogue 
in  the  early  days  of  February.  Nearly  every  Spring 
hat  has  been  more  or  less  ribbon  trimmed.  Ribbons 
combined  with  lace  and  flowers  form,  the  garniture 
of  the  larger  Summer  models.  The  Summer  demand 
will  run  more  to  wider  ribbons  though,  when  Fall 
comes  around  and  the  smaller  shapes  are  again  to 
the  fore,  the  narrow  ribbons  will  again  be  required 
to  trim  them. 

The  Summer  novelty  is  the  revival  of  moire  and 
this  ribbon  in  rich  soft  colors  will  be  used  extensively 
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Ruffling 
That  Sells 


Styles  so  attractive, 
materials  and  quality 
so  good,  that  women 
only  want  to  know 

HOW    MUCH 


Notice    our    prices  and 
you  will  see   what   profit 


eg    you  can  earn. 


Other  numbers  in 

OUR    RANGE 

just  as  good 
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&♦  2@*  Jfatrtmtrn  Co.,  Itmtteb 

107  &tmcoe  Street,  Toronto 
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"^Jtce  ^rcstibcnts— 3T-  JF.  Knight, 
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for  bows  and  streamers.  This  is  in  keeping  with  the 
revival  of  this  silk  for  dresses,  costumes  and  cloaks. 
The  popular  Panama  trimmed  with  wide  moire  rib- 
bon in  one  of  the  bright  novelty  blues,  or  in  Paddy 
green  will  be  very  much  worn.  Wide  velvet  ribbons 
particularly  in  vieux  blue  and  vieux  rose  will  form 
the  bows  and  ties. 

Now  that  Fashion  has  again  taken  up  ribbons,  she 
is  finding  fresh  uses  for  them.  Therefore,  it  is  not 
surprising  that  ribbon  girdles  and  sashes  are  a  fea- 
ture of  the  new  gowns.  The  commencement  began 
late  last  Summer  when  the  black  velvet  bow  and  long 
ends  decorated  the  late  season  lingerie  gown.  This 
year  the  girdle  is  added  but  a  colored  or  fancy  ribbon 
is  preferred  to  black. 

The  high  novelty  is  the  sash  that  is  draped  first 
around  the  waist  and  then  brought  round  and  tied  on 
the  hip.  This  fashion  is  extreme  and  can  only  be 
worn  by  the  woman  with  a  very  slender  perfect  figure. 
There  are,  however,  any  number  of  girdle  and  sash 
effects  and  each  dav  the  number  is  added  to. 


Veils  With  Panamas 

The  drape  veil  is  shown  for  use 
with  Panama  hats  now  —  Frame 
veil  is  the  novelty  for  auto  wear 
this  summer. 

The  Spring  movement  in  veils  centres  on  pat- 
terns in  which  neatness  of  design  and  delicacy  of 
mesh  is  the  chief  feature.  With  the  advent  of  Sum- 
mer weather  will  come  a  lessening  of  trade  in  mesh 
veilings,  but  the  trade  is  encouraging  the  veiling 
business  by  showing  individual  veils  to  be  worn  with 
the  panama  hat. 

Eatons  showed  a  window  of  panamas  recently, 
the  two  central  figures  of  which  each  wore  a  veil  with 
their  Panama  hats.  With  the  large  hat,  the  veil 
was  worn  draped  loosely  and  hanging  free,  and 
partly  thrown  back  from  over  the  face.  With  the 
smaller  shape,  the  lace  veil  draped  in  a  fashion-loose 
enough  to  be  comfortable  but  with  the  ends  draped 
up  and  then  hanging  free  at  the  back. 

Auto  veils  for  the  coming  season  are  made  the 
full  width  of  the  chiffon  and  the  striped  or  taped 
border  is  shown  as  well  as  the  veil  with  the  hem- 
stitched hem  all  round.  A  high  novelty  is  frame 
veil.  This  veil  has  a  pattern  where  the  face  comes 
while  the  rest  of  the  veil  is  plain. 

® 


Calgary,  Alta. — The  Calgary  millinery  store 
which  was  wiped  out  in  the  Allan  Block  fire  has  been 
opened  in  a  new  location. 


Voile  and  Crepe  Embroideries 

White  embroideries  preferred  to 
colored— The  demand  is  for  wide 
flouncings  and  bands  —  Chinese 
and  Japanese  are  gaining  ground. 

The  new  voile  embroideries  have  evidently  es- 
tablished themselves  firmly.  Bulgarian  effects  are 
freely  shown,  but  do  not  meet  the  taste  of  the 
Canadian  market  nearly  so  well  as  the  all  white  nov- 
elties. All  stores  are  showing  flouncings,  bands  and 
all  over  in  this  style  and,  while  there  is  a  certain  sale, 
white  is  found  to  take  best.  Nevertheless,  it 
is  certain  that  colored  embroideries  of  the 
same  or  similar  type,  though  perhaps  not  quite  so 
elemental,  will  sell  during  the  coming  Fall.  This  is 
the  impression  gained  from  viewing  numerous  Fall 
lines. 

Beautiful  embroideries  with  lace  introductions  or 
with  drawnwork  effects  in  square  and  coral-like  de- 
signs, mixed  with  heavy  blind  work,  represent  the 
popular  designs.  Heavy  Chinese  and  Japanese  pat- 
terns are  also  new  and  are  gaining  ground. 

The  one  element  in  all  the  demand  is  the  call 
for  softness,  sheerness  and  clinging  qualities.  There- 
fore, the  manufacturers  have  to  be  careful  that  the 
grounds  they  employ  conform  in  this  particular. 
Voile  and  crepe  voile  are  on  the  crest  of  the  wave  and 
crepon,  organdy  and  batiste  are  leading  embroidery 
fabrics. 

Each  season  the  embroidery  manufacturers  co- 
operate with  the  cutter  up  and  produce  novelties  suit- 
able to  the  wants  of  the  makers  of  lingerie,  dresses 
and  blouses.  Novelties  in  yokes  for  combinations  and 
slips  and  also  in  headings  and  narrow  embroideries 
suitable  for  infants'  wear  and  for  fine  lingerie  are 
numerous  and  extra  attractive. 

® 

Nelson,  B.C.— F.  S.  Hall  and  Co.  are  holding  a 
closing-out  sale  of  men's  clothing. 


Battleford.  Sask. — Begley  and  McGinnis  have 
moved  into  their  new  store,  "The  Toggery." 

*  *     * 

Niagara-on-the-Lake.  Ont. — M.  Bingman  is  sell- 
ing out  his  stock  of  men's  furnishings.  Ill  health 
compels  his  retirement. 

*  *     * 

Gravenhurst,  Ont. — Homer  &  Co.  have  changed 
their  firm  name  to  McJannet,  Limited.  Mr.  Mc- 
Jannet  has  been  managing  director  for  Homer  &  Co. 
for  the  past  eight  years.  He  is  a  typical  Scotsman 
— shrewd,  energetic  and  progressive.  He  hails  from 
Greenock,  where  he  obtained  his  early  grounding  in 
business. 
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Special  Assortment  of  Venise  Allovers 

including  six  pieces  of  5  yards  each  at  the  special  price  of  92  l/2c.  a  yard.     The 
assortment    can    be    had    in    all   white    or  all  ecru,  or  white  and  ecru  assorted. 

CAN  BE  DELIVERED  IMMEDIATELY 


Vosis;  &  is>tutfmamt,  Htmtteb 


West  IBvtss  geceftsorteg  Jlouge 


12  At.  i>eUn  &t. 


JWontreal 
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VEILINGS, 

LACES  and 

Colored  Velvet  Ribbon 

We  have  the  most  complete  Stock,  in  Canada  of  Veils  and  Veilings,  in 
Saxe,  Navy,  Brown,  White,  Black,  Green,  etc.,  also  an  exceptional  range 
of  LACES,  in  all  qualities,  Bulgarian  Trimmings,  Chiffon  and  Collars. 

We  also  Carry  Nets,  Chiffons,  Malines,  etc. 

Also  HOOKALOOP-The  Dress  and  Blouse  Fastener. 


UMBRELLAS 


o> 


E  are  offering  a  special  num- 
ber in  a  ladies'  23-inch  Cottoii 
Taft'etta  Umbrella  with  trim- 
med Directoire  handle  at 

$6.50 

per  doz. 

regular   terms 

Write   for   sample   dozen. 


The    Irving    Umbrella 

Co.,  Limited 

79-83  Wellington  St.  West 
TORONTO 


x     KID    ° 

GLOVES 


SPRING  AND  SUMMER 


FOR 


We    are    Canadian    agents    and    confidently 
recommend   them. 

Greenshields   Limited 

MONTREAL 


$6.50    to    $30.00 .  per 

doz. 
Every    pair   guaran- 
teed. 
ALL  Shades— 

ALL    Lengths 
Write  at  once  for 
the  assortments  you 
require. 
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CANADA  VEILING  eg. 


SPECIAL 

Horse   Racing  Season  Commences  in  Toronto 

24th  May 


VOU  will   need  a  full 

A     selection  of  White, 

Shadow     or     Shetland 

VEILINGS 

and    you   can   get 

A  TIP— Canveco 

on  Shadow  and  every  style 
of  the  newest  plain,  val  or 
fancy  LACE  manufactured. 

Also  Embroideries,  Nets, 
Dress  Accessories  and  all 
colors  in  Chiffons,  Malines 
and  Velvet  Ribbons 

At  Toronto 


/L8*'86\Y 

WELLINGTON 


CANADAVEILING  CO 
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DRESS    ACCESSORIES 


SILKS 


WEAVING, 
KNITTING 


EMBROIDERY 


J.  MAYGROVE  &  CO.,  LTD. 

MANUFACTURERS  OF 

Italian,     China    and    Japan    Trams,    Organzines    and 
Sewings,  Tussahs,   Floches,    Flosses,  Spuns,    Twists. 

Machine     Sewing     Silks, 

Embroidery  Silks  Flosses, 

and   Lace  Silks. 

MILLS— ABBEY  MILLS,  ST.  ALBANS,  ENG. 

WAREHOUSES— 51-52    ALDERSGATE    ST. 

LONDON,  ENG. 


ARTIFICIAL 

SILK 

for 

WEAVING, 
KNITTING 


EMBROIDERY 


AGENTS 

WANTED 

EVERYWHERE 

Let  your  trade  know  that 
they  can  leave  their  orders 
with  you  for 

Accordion  Plaitings 

Hemstitching 

Plaited  Skirts 

Covered  Buttons 

and  you  will  fill  a  long  felt 
want.  Merchants  everywhere 
are  catering'  to  this  trade 
with  very  little  investment 
and  make  a  good  profit.  Why 
not  you  .' 

Send  for  our  display  card 
to-day  and  see  how  soon  you 
will   get  results. 

Ask  for  prices  and  special 
discounts. 


TORONTO  DRESS  PLAITING  CO. 

600   Yonge  Street,   Toronto,   Ont. 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

Q7      CjC3        Dry   Goods    Commission    Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


PEARSONS'  BASKET  FACTORY,  NOTTINGHAM 

ENG. 

92  Years  Experience 


PATENTED 

HARD-WEAR 

PROTECTORS. 

THOUSANDS  IN  USE 
IN  ALL  COUNTRIES 


WATER  PROOF 

INDESTRUCTIBLE 
BEST  VALUE 

OBTAINABLE 


ILLUSTRATED  CATALOGUE  FREE 


ESTABLISHED  1849 

BRADSTREET'S 

Offices  Throughout  the  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.  Ottawa,  Ont.  Montreal,  Que. 

Edmonton.  Alta.      St.  John,  N.B.        Quebec,  Que. 
Halifax,  N.S.  Vancouver,  B.C.    Toronto,  Ont. 

London,  Ont.  Hamilton,  Ont.       Winnipeg,  Man. 

Reputation  gained  by  long  yeara  of  vigorous, 
conscientious  and  successful  work. 

THOMAS  C.  IRVING.  %£*»E2& 

TORONTO,  CANADA 
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Dt-'l  Gonrfs  Hcvieiu 


A.    JVlessage   From 
"The  Rihbon   Specialists 


Fashion  decrees  an 

extensive  use  of  the 

Sash 

Already  there  is  a  marked  demand  for  wide 
Ribbons  for  sashes,  and  as  the  season  ad- 
vances this  demand  will  increase. 

Are  you  prepared? 

We  have  secured  a  large  stock  of  Sash  Rib- 
bons and  can  supply  your  needs  at  short 
notice.    The  wanted  lines  are: — 

WIDE  BLACK  SATINS,  widths  100  and  120 
WIDE    BLACK    TAFFETAS,    widths    100 

and  120 
WIDE    SATINS— White,  Ivory,  Pink  and 

Sky,  widths  80  and  100 
BLACK    VELVETS    (Satin  Back)    widths 

30,  40,  45  and  48 


The  illustration  shown  here  gives  an  idea 
of  the  way  ribbons  are  being  used  in  Paris. 
This  was  shown  in  the  March  issue  of 
'FEMINA'"  the  well-known  Parisian  fash- 
ion paper. 


Our  MAIL  ORDER  DEPARTMENT  will 
fill  your  orders  the  same  day  they  are  receiv- 
ed. Write  at  once  and  secure  a  good  assort- 
ment. We  absolutely  guarantee  satisfaction 
to  you. 


Walter  H.  Barry  &  Company 


280  St.  James  Street 


MONTREAL 
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Drooping  Models  Popular  for  Summer  Wear 


Panamas  come  in  man}'  new  shapes — 
Milan,  Leghorn  and  crin  the  Summer 
straws — Some  of  the  distinctive  styles 
shown. 


wear  because  they  afford 
Also  let  it  be  whispered 


PREVIOUS  predic- 
tions that  the  summer 
hat  would  be  larger 
were  well  founded  and 
the  extremely  small 
hats  of  the  early  season 
are  giving  way  to  mod- 
els more  in  keeping 
with  comfort  for  summer 
more  shelter  to  the  face, 
because  a  shady  model  in  the  bright  days  of  summer 
casts  a  shadow  that  softens  the  features  and  makes 
the  hat  more  becoming. 

There  is  a  droop  to  the  brim  of  the  summer  hat 
and  many  shapes  are  decidedly  mushroom.  Others 
are  pokes  on  the  Empire  order,  and  there  are  many 
soft  caplines  of  crin.  Eor  dressy  wear  crin  is  much 
favored. 

Models  showing  the  brim  of  straw  and  the  crown 
of  crepe  are  immensely  fashionable.  The  use  of 
crepe  for  veiling  purposes  is  also  assured.  Though 
colors  are  decidedly  toned  down  for  summer  wear, 
the  most  unusual  color  combinations  are  noted.  These 
are  difficult  to  describe  as 
the  harmony  produced  is 
due  to  the  blending  of  the 
proper  color  tones.  Thus 
in  an  up-town  store  a  nat- 
ural Leghorn  shape  has 
the  brim  veiled  with  fine 
white  crepe  chiffon.  Plac- 
ed full  at  the  centre  is  a 
large  pinkish  yellow  rose 
and,  and  partly  encircling 
the  brim  are  clusters  of 
deep  orange  and  yellow 
wheat. 

Many  of  the  lingerie 
hats  have  crowns  of  Leg- 
horn with  wide  drooping 
brims  of  lace  or  crepe  and 
some  are  faced  with  a  del- 
icate flesh  tint  (which 
tones  up  the  complexion 
wonderfully.) 

Many  of  the  Leghorns 
are     veiled     with     black 


Drooping  medium  sized  shape  of  Milan 
straw  trimmed  with  pale  pink  and  yel- 
low roses  and  vieux  blue  velvet  ribbon. 


Chautilly  and  a  bright 
note  of  color  is  added 
by  a  bright     knot     of 
Beauty  roses.     A  large 
four-cornered   drooping 
brimmed  hat     of     Leg- 
In  >rn  had  the  crown  of 
black     Chantilly     lace 
with  rich  red  velvet  roses  appliqued  on  the  top  of  the 
brim  and  veiled  with  folds  of  the  same  lace.     This 
hat  had  long  streamers  of  black  velvet  ribbon  that 
tied  under  the  chin. 

Any  number  of  styles  are  shown  veiled  with  flow- 
ered crepe  or  chiffon  and  the  color  scheme  of  the 
pattern  repeated  in  the  clusters  of  variegated  flowers 
that  adorn  the  crown  or  edge  the  brim. 

Simpler  tailored  models  are  trimmed  with  faille 
or  moire  ribbon  either  draping  the  crown  or  arrang- 
ed in  wide  loops  or  aeroplane  bows  or  wing-like  ef- 
fects at  the  side. 

Very  dressy  models  come  in  the  shape  of  dainty 
poke  bonnets  of  white  lace  and  delicate  colored 
crepes  and  trimmed  with  delicate  vari-colored  flower 

sprays  and  mignonette. 

A  new  feature  which 
points  the  way  for  Fall 
is  the  coming  of  semi- 
sailor  models  with  ratine 
brocade  in  white  and  nov- 
elty colors.  These  hats 
are  plainly  covered  and  are 
bound  with  braid  to  match 
and  trimmed  with  large 
bows  of  moire  or  faille  rib- 
bon. 

The  panama  is  the  pop- 
ular hat  and  both  panamas 
and  peanuts  are  to  bulk 
largely  for  summer  sell- 
ing. The  hoods  have  been 
blocked  into  a  variety  of 
smart  shapes  both  large 
and  medium.  Another 
new  idea  is  to  trim  pana- 
mas with  flowers  and  rib- 
bons. Moire  ribbons  will 
be  in  immense  vogue. 
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The  D.  McCall  Company,  Ltd. 

TORONTO 

Ottawa         Montreal        Quebec        Vancouver 


Winnipeg 
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MILLINERY 


A  Flower  Season  Assured 

The  popular  Panama  and  the 
cheaper  peanuts  will  be  flower  trim- 
med— Both  large  flowers  and  small 
flowers  are  used — -Fruit  is  the  latest 
novelty. 

At  last  once  more  we  are  in  the  midst  of  a  real 
flower  season  and  the  old  dressy  combination  flowers, 
ribbons,  and  lace  are  again  in  the  lime-light.  Flow- 
ers again  are  it,  and  even  the  most  severe  tailored  hat 
has  its  tight  little  bunch  of  flowers  or  its  more  am- 
bitious stickup.  While  the  tiny  vari-colored  flowers 
are  employed  in  abundance,  many  large  flowers  are 
worn.  Roses,  particularly  in  beauty  tones,  are  good. 
Large  daisies  are  another  good  selling  flower  and  are 
used  in  trimming  bands  or  singly.  Question  marks, 
floral  aigrettes  and  stickups  are  extensively  used  and 
wheat  bluettes  and  small  roses  form  a  popular  com- 
bination. 

Many  summer  models  have  thick  ruches  of  Mal- 
ines  or  lace  decorated  with  single  or  set  bunches  of 
flowers  at  regular  spaced  intervals. 

Clusters  of  small  apples  made  of  silk  in  vivid 
Martine  shades  have  been  good  all  season  and  there 
lias  been  a  disposition  lately  to  add  to  these  novelties 
such  fruits  as  goose-berries,  currants  and  raspberries 
either  in  sprays  or  clusters.  Beside  the  natural 
shades  these  berries  come  in  metallic  effects  in  rose, 
mauve  or  golden  yellow. 

Many  hats  are  trimmed  with  nondescript  flow- 
ers made  of  bright  colored  tightly  shirred  silk. 


Plumage  for  High-Class  Trade 

Paradise  conies  dyed  in  rich  dark 
colors — Parisian  modistes  featur- 
ing goura  and  values  are  advancing 
rapidly — Feather  novelties  in  bril- 
liantly tinted  natural  plumage  new 
— Many  fancies  in  ostrich. 

Price  seems  to  be  no  bar  to  the  lavish  use  of 
plumage.  This  applies  particularly  to  paradise. 
Paradise  comes  now  not  onlv  in  the  rich  natural 
yellows,  but  the  high  novelties  are  dyed  in  the  rich 
yet  soft  tones  that  are  now  finding  favor  with  the 
better  class  trade.  Lovely  paradise  mounts  are  dyed 
in  such  tones  as  negrohead,  vanilla,  Russian  green 
and  mud  shades.  These  plumes  are  used  to  brim 
straws  of  the  same  color,  and  the  whole  is  lighted  up 
by  a  jeweled  ornament  or  a  ruche  of  bright  colored 
ribbon.  The  fashion  of  using  high  mounts  con- 
tinues, but  sweeps  of  paradise  used  as  Mercury  wings 
or  arranged  so  that  one  swirls  on  each  side  of  the 
crown  are  new.  Fence  effects  and  wreaths  of  dyed 
paradise  are  also  new. 


Goura  is  becoming  extremely  popular  and  prices 
are  correspondingly  high.  Goura  is  seen  on  many  of 
the  new  Paris  models  and  is  one  of  the  most  favored 
feather  effects  in  the  gay  city  itself.  Milliners  who 
have  goura  in  stock  bought  at  early  season's  prices 
should  realize  handsomely.  Goura  wreaths,  sweeps 
and  fence  effects,  both  natural  and  bleached,  are  used 
on  hats  of  fine  Milan  straw  in  the  dark  tones  enumer- 
ated  above. 

Crosse,  heron  and  osprey  aigrettes  are  favored 
by  those  who  can  afford  to  pay  the  price. 

All  classes  of  stick  up  effects,  but  more  particu- 
larly the  Mephisto  quill,  are  particularly  good,  not 
only  in  paradise,  osprey,  goura,  blondine  and  ostrich, 
but  also  in  hackle,  and  coque,  and  in  pasted  quills 
and  motifs  made  of  brilliantly  tinted  natural  plum- 
age. 

Paris  pays  no  attention  to  Audibon  societies,  and 
is  using  all  kinds  of  natural  feathers  in  the  most 
brilliant  tints,  and  this  is  a  tendency  that  points  the 
way  for  winter  styles. 

Dark  rich  shades  of  straws  form  the  background 
for  these  brilliant  feathers,  and  another  feature  that 
should  be  carefully  noted  is  the  appearance  of  hats 
all  of  one  color.  There  is  no  mixing  of  black  and 
white.  The  late  models  are  all  white  or  all  black. 
For  Fall  the  place  of  straw  will  be  taken  by  satin, 
plush  and  velvet.  Soft  crowns  of  satin  will  be  favored 
and  the  new  satins  for  millinery  will  have  the  soft- 
ness and  exquisite  draping  qualities  now  prominent 
in  dress  lines. 


Brandon,  Man. — After  a  meeting  of  nearly  four 
hours  here  this  afternoon,  the  city  council  ratified  the 
agreement  with  Gordon  McKay  Co.,  of  Toronto,  to 
establish  their  Western  wholesale  agency,  and  a  by- 
law was  passed  authorizing  the  grant  of  $23,000  to  a 
local  holding  company  who  will  lease  a  $120,000 
building  to  the  company  for  twenty  years. 
*     *     * 

London,  Ont. — J.  H.  Chapman  and  Co.  are  plan- 
ning to  enlarge  their  premises  by  consolidating  three 


Remember  the  dates.  The  second  annual 
convention  of  the  C.W.T.A.  is  to  be  held 
on  Monday,  Tuesday  and  Wednesday,  Aug. 
11  to  13,  i913. 


stores  into  one.  They  have  been  occupying  two 
stores  and  have  now  acquired  a  third.  A  large  mo- 
dern front  will  be  put  in  with  one  large  entrance  in 
centre. 

*     *     * 

Lethbridge,  Alta.— The  Alberta  Trading  Co. 
have  opened  their  new  store,  marking  the  inaugura- 
tion with  a  big  opening  sale. 
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This  TRADE  MARK  Nftflm     5J   l_*  Guarantees  Highest  Quality 


REGD.  TRADE  MARK 

You  can  buy  your  Nets  direct  from  the  oldest  Net  Manufacturers  in  the  World 

JOHN  HEATHCOAT  &  CO. 

13  Ironmonger  Lane  .'.  LONDON,  ENGLAND 

Factories   at   Tiverton,    Exeter   and   Cullompton 

Patentees  of  the  first   Lace    and    Net    Machine  in   1808 

CI       If      I     Illusions  Veilings  QII    \T      (     Brussels  Nets  Tucked  Nets 

OIL  IV      [    Toscas  Dcwdrop  Nets  OIL  IV      ^     Dress  Nets  Alencon  Nets 

Also  Fine  Cotton  Nets 

Makers  of  the  Famous  Heathcoat  Waterproof  Maline. 


STOCK  CARRIED 
BY 


A.  B.  FISHER,  64  Wellington  St.  West,  Toronto 


SOLE  CANADIAN  REPRESENTATIVE 


THE"STAR"MAKL 

STUART        ^        SONS  &  CO. 

Old    Change       ^^?E^        London,  England 

Manufacturers  of  English  A  ^^~  Wool  Velour,  Felts,  Etc.,  Etc. 

—      -fay  ik       

LATEST  FASHIONS  IN 

LADIES',  GIRLS'  AND    CHILDREN'S    HATS,    MILLINERY    MODELS,     FEATHERS.     FLOWERS, 
EVENING  ORNAMENTS,  RIBBONS  AND  ALL  MILLINERY  ARTICLES. 

INSPECTION     INVITED  FACTORIES— LONDON.   DUNSTABLE,  LUTON 


The  Review  is  now  giving  a  service 

=====  ======     with  its  two  issues  each 

month  that  is  impossible  with  a  monthly  paper. 
You  will  always  find  the  news  first  in  "The 
Review."     The  paper  that  does  things.    . 
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The  Greatest  Business  Convention  in 
History  Beckons  You  To  Baltimore 

Every  man    who   uses    publicity  in  any    form — every    man 
with    advertising    or    merchandising    problems    to    solve- 
should  be  in  Baltimore  from  the  8th  to  the  13th  of  June. 
The  occasion  is  the  ninth 


Annual 
Convention 
of  the 


Associated 

Advertising 

Clubs 


of  America.  Ten  thousand  delegates  and 
guests  are  expected  to  be  present.  They 
will  come  from  all  parts  of  the  United  States 
and  Canada,  and  even  from  abroad.  The 
general  sessions,  held  in  the  Fifth  Regiment 
Armory,  will  be  addressed  by  the  most 
progressive  and  successful  American  adver- 
tising and  business  men.  Departmental  and 
other  special  meetings  will  discuss  in  open 
forum  the  problems  of  various  branches  of 
the  great  business  of  advertising  and  selling 
merchandise  of  every  description. 

At  this  convention  you  will  have  an  oppor- 
tunity to  hear  of  the  great  progress  which 
is  being  made  in  efficiency  in  advertising 
— how  advertising  is  being  made  more 
productive  and  profitable.  You  will  hear 
from  the  lips  of  the  leaders  in  the  movement 
just  what  has  been  done  and  is  to  be  done 


to  check  and  punish  those  who  are  guilty  of 
fraudulent  or  misleading  advertising.  The 
great  educational  movement,  inaugurated 
by  the  Association  and  now  being  carried 
out  by  scores  of  clubs,  will  also  be  fully 
described  by  those  in  charge  of  the  work. 
Lay  sermons  by  prominent  advertising  men 
will  be  delivered  from  the  pulpits  of  Balti- 
more on  Sunday,   June  8th. 

Don't  fail  to  visit  this  great  convention — 
send  your  advertising  or  sales  manager  if 
you  cannot  come  personally.  All  will  be 
welcome,  whether  members  of  advertising 
clubs  or  not.  All  will  have  an  opportunity 
to  hear  the  addresses  and  participate  in  the 
spendid  program  of  evening  entertainments 
which  Baltimore  has  provided. 

Write  now  to  the  address  below  for  the  full 
program,   hotel  accommodations,   etc. 


Associated  Advertising  Clubs  of  America 

CONVENTION  BUREAU 

1  NORTH  CALVERT  STREET  -:-  -:-  BALTIMORE,  MD. 
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Wash  Goods  Openings— Are  They  Advisable? 


ABOUT  May  1.  a  dis- 
play campaign  is  com- 
menced, which  ends 
with  Victoria  Day.  The 
length  of  this  year's 
merchandising  time 
and  the  a  d  v  a  n  c  e 
through  the  earlier  sea- 
son suggests  that  a  double  program  is  feasible.  The 
development  of  wash  fabrics,  both  in  piece  goods 
and  ready-to-wear,  during  the  last  few  seasons,  makes 
an  opportunity.  This  is  sufficient  to  denote  a  change 
in  the  procedure  of  business.  This  importance  de- 
mands an  opening  at  mid-season  in  conjunction  with 
the  second  millinery  showing. 

Although  the  season  is  practically  divided  by  the 
trend  of  demand,  merchants  are  recognizing  the  idea 
of  prolonging  the  selling  season,  as  long  as  possible 
into  mid-summer.  This  is  getting  more  decided  as 
the  seasonable  fabrics  and  ready-made  garments  for 
Summer  wear  are  featured  and  given  a  departmental 
standing.  There  is  a  mid-summer  style  influence 
and  important  sections  are  affected  by  it.  These  do 
not  always  get  a  proper  share  in  the  preliminary 
openings  because  the  weather  is  not  seasonable.  A 
second  or  mid-season  opening  overcomes  this  condi- 
tion. 

Many  department  heads  expect  that  their  lines 
should  be  represented  at  all  seasons  of  the  year  by 
item  or  at  least  editorial  reference  in  the  advertising. 
Sometimes  an  unseasonable  window  is  asked  for.  The 
time  has  arrived,  when  the  showings  in  the  depart- 
ments, which  are  strictly  summery  goods  require 
all  the  energies  of  their  respective  sales  and  the  pub- 
licity sections.  The  showings  of  millinery,  ready- 
to-wear,  fancy  wash  goods  and  mid-summer  access- 
ories, to  match,  verandah  and  cottage  furniture  are 
now  nearly  as  large  as  those  departments  which  are 
to  be  confined  to  the  earlier  months  of  the  year. 

The  arguments  in  favor  of  mid-season  openings 
are  numerous.  Those  departments,  which  contain 
novelty  and  leader  lines,  belonging  to  the  earlier 
season,  are  reduced  to  normal  by  the  24th  of  May. 
This  is  particularly  so  this  year  with  almost  two 
months  of  continuous  merchandising.  The  waste  of 
counter  and  advertising  space  and  the  slow  response 
to  many  of  the  items  carried  just  to  keep  some  line 


A  suggestion  that  wash  goods  should 
be  featured  in  the  display  campaign — 
Some  advantages  of  the  idea  —  Pro- 
ceedure  which  would  work  out  to  best 
advantage. 


before  the  public  is  not 
good  business.  Mid-sea- 
son sales  can  be  planned 
so  as  to  include  odd  lots 
in  stock,  advance  Fall 
goods  and  the  offerings 
of  the  wholesale  stock- 
taking. The  latter  is 
likely  to  be  all  there  is  room  for  at  the  time  as  a 
matter  of  policy. 

While  some  of  the  wash  goods  may  not  appear 
as  new  as  when  first  received,  the  advantage  of  a  sec- 
ond opening  is  to  review  these  and  later  lines  before 
customers.  Some  of  these  cloths  do  not  sell  much 
before  May,  except  by  introduction  or  in  the  cheaper 
lines.  Another  benefit  of  the  plan  is  to  show  the 
latest  style  tendencies  or  tone  of  the  stock  by  creat- 
ing a  demand  for  better  wash  goods  carried.  These 
are  now  so  varied  as  to  compete  with  the  silks  and 
dress  goods  departments  and  in  some  instances  sell 
better  in  these  sections  than  elsewhere.     One  of  the 


Window  trimming,  cardivriting  and  ad- 
vertising contests  close  on  August  1.  All 
prizes  awarded  in  the  competition  will  be 
announced  and  presented  at  the  convention. 


main  objects  gained  by  a  mid-season  opening  is  to 
remove  the  disparity  between  wash  goods  and  silks 
which  exists  in  some  customers'  minds.  The  idea  is 
to  bring  the  fancy  wash  goods  departments  and  kin- 
dred lines  in  the  ready-to-wear  and  accessories  into 
direct  competition  with  dress  fabrics  and  silk  sec- 
tions. This  comes  at  a  season  of  the  year,  when  the 
latter  can  stand  some  incentive. 

Another  benefit  is  to  divert  attention  to  better 
lines  in  wash  goods  as  a  section  and  include  other 
high-class  fabrics  from  the  dress  goods  in  view  of 


The  Association  membership  and  attend- 
ance at  the  convention  should  reach  200.  It 
can  be  done.  All  members  are  asked  to  co- 
operate to  make  the  second  annual  conven- 
tion a  grand  success. 
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Trim  (E) — Designed  for  the  Taylor  Mfg.  Co, 

The  adaptability  to  any  sort  of  shirt  display  work  is  plainly  shown 
by  this  illustration.  Here  you  see  the  kite-shaped  shirt  stands,  also  the 
diamond-shaped  shirt  stand  in  the  centre.  The  kite-shaped  stands  are 
used  tilting,  while  the  diamond  is  used  vertical.  This  will  suggest  other 
trims  equally  as  effective  from  the  selling  point  of  view,  and  you  must 
admit  that  this  trim  is  certainly  very  pleasing  to  the  eye. 

Change  Your  Windows    As    Often    As  You    Can. 


Descriptions  and  Prices  of  Fixtures  Used  in  Trim  (E) 


UNIT   No.  50. 

1  18-in.   Rigid  Tilting  Shirt  Stand $1.25 

2  Cane   Holders.  50c  each 1.00 

1  Rectangular   Slab,    12x22    1.25 

1  No.  300  Pedestal,   12   in.   high 1.50 

1  Adjustable  Tilting  Kite-shaped  Shirt 

Stand    1.75 


Total 


UNIT    No.   51. 

1   Adjustable   Tilting   Shirt    Stand    $1.75 

1  Oval   Slab    1.50 

1  No.  300  Pedestal.   24-in.   high 2.25 

1  Rigid   Tilting   Shirt   Stand    1.25 

Total   $6.75 

COMPLETE    SET,    $21.00. 


UNIT    No.   52. 

1  Adjustable  Tilting  Kite-shaped  Shirt 

Stand     $1.75 

1  Rectangular   Slab,   12x22    1.25 

1  No.   300   Pedestal,   18  in.   high    1.75 

2  24-in.    Cellar   Stands.   85c   each 1.70 

1  18-in.    Rigid    Tilting   Shirt    Stand 1.25 

Total $7.70 


We  carry  made  up  in  stock  the  Brown  Fumed  Oak  Finish,  and  mail  orders 
will  be  shipped  promptly. 

If  you  do  not  have  one  of  our  catalogues  we  would  be  pleased  to  mail  you  one 
on  request,  showing  a  number  of  trims — equally  as  good  as  the  one  above. 
Don't  forget  that  your  window  space  is  the  most  valuable  in  your  store. 

The  Taylor  Manufacturing  Co. 


82   QUEEN   STREET   NORTH 


HAMILTON,   CANADA 
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the  usual  change  of  buying  trend  at  this  season  of 
the  year.  Such  merchandising  is  simply  placing 
these  stocks,  where  the  most  customers  will  see  them. 
An  opening  or  specially  featured  display  makes  sure 
that  people  appreciate  the  advance. 

Although  the  possible  sales  do  not  suggest  follow- 
ing the  dictates  of  style  in  wash  goods,  as  closely  as 
stock  showings,  results  of  the  opening  are  likely  to 
be  satisfactory.  The  expectation  of  a  record  white 
season  does  not  preclude  the  necessity  of  heavy  or 
dainty  colored  and  bordered  lines  which  are  always 
worn  or  suitable  for  occasion.  There  is  plenty  of 
time  to  give  just  the  correct  interpretation  to  both. 
Cleverly  arranged  windows  can  comprise  the  entire 
range  of  Summer  necessities  and  good  style.  If  pos- 
sible, an  all  colored  front  followed  hj  all  white  dis- 
plays in  which  wash  goods  and  ready-to-wear  arc 
contrasted  are  sure  to  be  effective.  They  should  be 
in  April  or  early  enough  in  May  to  allow  for  holi- 
day selling  and  special  value  windows  before  that 
event.  If  this  plan  is  to  be  improved  any,  some  mer- 
chants may  prefer  to  devote  the  earlier  two  weeks  to 
piece  goods  and  make  washable  garment  showings 
as  a  contrast.  This  takes  advantage  of  quick  holi- 
day sales  of  ready-to-wear. 


Display  managers  have  several  options  and  with 
a  long  merchandising  season  have  occasion  to  group 
some  unusually  smart  showings  or  attractive  leaders. 
If  white  is  to  be  featured,  windows  of  the  prominent 
colors — blue,  tan  or  other  seasonable  shades — come 
first  so  as  to  bring  white  nearer  the  Summer  demand. 
"Whether  this  is  done  by  showing  cloths  in  one  color 
or  colors  in  one  fabric  makes  no  difference  as  long- 
as  the  usual  good  taste  is  observed  in  the  latter.  For 
instance,  colored  and  bordered  ginghams,  voiles,  and 
muslins,  or  plain  linens,  crepes  or  reps  with  colored 
parasols,  gloves,  fancy  collars,  and  buttons,  can  be 
carried  out  in  a  series  to  embrace  the  whole  range. 

White  wash  fabrics  to  be  shown  in  every  wantable 
material  suggest  just  as  many  window  groupings,  as 
colored  lines.  Corduroys,  bedfords,  crepes  and  voiles 
are  novel  but  the  careful  trimmer  is  more  concerned 
in  showing  the  use  or  suitability  of  the  fabrics  and 
the  completeness  of  the  groupings.  These  include 
novelties  in  white  hosiery,  shoes,  lingerie  hats,  hand- 
bags, gloves  and  a  variety  of  selection  which  is  in- 
tended to  perfect  "The  White  Toilette." 

There  are  two  other  windows,  which  can  be  de- 
signed at  this  time.  The  midsummer  openings  do 
not  require  an  elaborate  setting,  but' just  sufficient  to 
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No.    682— Fine    French    Wax    Head, 

mounted    on    new    bust,    with 

adjustable  legs. 


We  Challenge 
Comparison 
with  any  other 
Wax  Figures. 

We  are  prepared  to  prove  to 
you  that  we  have  the  finest  col- 
lection of  Wax  Figures  ever 
shown  to  the  Canadian  mer- 
chant. 

They  are  the  designs  of 
eminent  French  artists,  and 
are  absolutely  true  to  life  in 
every  particular.  Note  the  life- 
like expressions,  the  natural 
appearance  of  the  eyes  and 
eye-lashes,  the  arrangement  of 
the  hair,  and  the  delicate  color- 
blending  of  the  wax. 

Examine  the  wax  heads 
shown  by  others  with  the  same 
care  and  you  will  then  agree 
with  us  that  we  cannot  make 
our  claims  of  superiority  too 
strong. 

You  owe  it  to  yourself  and 
the  attractive  appearance  of 
your  showrooms  and  show 
windows  to  investigate  thor- 
oughly. 


263.     Fine    wax   head,  mounted    on   a  1913    model 

bust,  small  hips,  jointed  arms  and  wax  hands, 

extension  foot  and  skirt,  $32.50. 
254.     Fine   French   wax   head,   mounted   on   a   1913 

model,  small  hips,  jointed  arms,  indestructible 

hands,  extension  foot  and  skirt,  $27.00. 
Extra  Fine  French  head,  large  wax  bust  with  half 

arms,  new  1913  model,  extension  foot  and  skirt, 

$35.00  and  $45.00. 
1010.    Fine  full   bust  wax  figure,  wax  arms  and 

hands,  $45.00. 
261.     Extra    fine   quality     French    wax   full     bust 

figure,   wax   arms   and   hands,  very   fine  head, 

with   new  Bust,   wooden,   adjustable  legs,  and 

shoes,  $85.00. 
712.    Fine  head,  mounted  on  shirt  waist  bust,  on 

nickel  or  oxidized  base,  $15.00  to  $19.00. 


No.  99 — New  stand  for 

displaying  ladies' 

gowns. 


We  can  supply  your  every  need  in  store  equipment 
— wax  figures  and  forms  for  all  purposes,  showcases, 
display  racks,  etc.,  of  every  description. 

Our  big  new  catalogue  tells  the  whole  story.  A 
post  card  will  bring  it  to  you. 

Delfosse  &  Co. 

Offices  and  Sample  Room :  247-249  Craig  St.  West 

Factory:  1-3-5-7  Hermine  Street 

MONTREAL 
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No.  656 — Shirt-waist  Shell,  papier 

mache  finish,  nickel  stand,  6- 

inch    base.      Price   $15.00 

per  dozen. 
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No.  710— Extra   fine  French   Wax 
Heads  on  shirt  waist  form. 
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Simple  but  effective  window  of  rugs  and  draperies  to  match  showing  the  selling  merit  of  quick  arrangement. 
Colorings  featured  are  blue,  tan  and  green  with  hangings  in  harmonizing  tones.  Note  the  grouping  of  table 
lamp  and  chair.     This  display  was  put  in,  inside  of  an  hour's  time. 


denote  the  new  and  later  styles  in  millinery  and  to 
prolong  the  season.  Cream  dress  fabrics,  suits,  suit- 
able silks  and  fabrics  for  trimming,  finished  with 
fancy  buttons  and  effective  parasols  to  match,  bring 
results  at  this  time  of  the  year. 

In  the  ready-to-wear  section,  dresses  are  the  fea- 
ture but  the  plan  of  arrangement  is  very  similar  to 
wash  goods  showings.  Models  of  wash  dresses,  silks, 
lace  and  fabric  lines,  separate  wash  skirts,  blouses  in 
tailored  and  some  lino;erie  stvles,  cream   sergo  gar- 


ments and  the  range  of  percales,  crepes,  corduroys, 
and  Bedfords  is  varied  enough  to  make  displays  easy. 
These  can  feature  price,  style  and  materials  just  as  is 
done  in  piece  goods.  Sometimes  the  same  materials 
are  shown  made  and  in  the  piece  with  good  effect. 

Throtighout   the  whole  plan  for  special  days  a 

series  of  leaders  would  keep  up  the  interest.     These 

include  values  for  the  annual  ribbon  and  staple  sales. 

The  latter  takes  advantage  of  the  last  minute  replen- 

Con tinned  on  page  88. 


Special  display  of  new  Spring  fabrics.  Framework  is  purple  with  a  garland  of  roses  and  cupid's  in  wall- 
paper; with  hand  painted  scene  in  centre.  Curtain  and  floor  of  white  felt.  Handsome  electric  fixtures 
are  used  to  advantage.  Embroidered  charmeusse  and  velvets  with  specially  imported  silks  are  shown.  This 
display  looked  particularly  good  because  of  the  color  combinations.  Courtesy  Ogilvie-Lochead  &  Co.,  Brant- 
ford,  by  W.  C.  Greenhill. 
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The 

Economy 

Circular 

Rack 

No.  I387X,     Oxi- 
dized Copper 

$10.50. 

Black  Enamel, 

$9.00 

(Both  prices  in- 
clude Card 
Holder) 


Anybody  can  get 
business  but  it 
takes  a  good  per- 
son to  keep  it. 

THE  ONE  SURE  WAY 
TO  GET    AND   KEEP 
TRADE  IS  TO  NEVER 
ALLOW  PEOPLE'S 
INTEREST   TO    LAG. 


Keep  the  public's  attention  riveted  on 
your  displays,  draw  them  in  by  the  at- 
tractiveness of  well  displayed  goods, 
then  hold  their  attention  and  induce 
sales  by  having  your  ready-to-wear  de- 
partment inviting  and  full  of  interest. 
"Goods  well  displayed  are  half  sold" 
is  a  very  wise  slogan. 

Ready-To- Wear 
Fixtures 

ECONOMY  REVOLVING  RACK 

Is  neatly  and  carefully  constructed,  en- 
tirely made  of  metal,  has  free  running 
castors,  making  the  Rack  easy  to  move 
about  empty  or  loaded  .  The  flat-head 
feature  means  much  in  permitting  unob- 
structed view  and  light  about  the  de- 
partment. 66  in.  high,  head  30  in.  dia- 
meter, runs  on  steel  head.  Oxidized  cop- 
per finish.  $10.50 

Display  Forms 

Canada  is  making  goods.  They  are  cor- 
rect in  line,  will  pay  for  themselves  many 
times  over  in  a  comparatively  short 
time.  They  are  money  fetchers  in  every 
sense  of  the  phrase.     Get  these. 

No.  41AA,  as  cut    $7.50 

Same   as    No.   41AA,    without    flesh    colored 

bust     6.75 

Same  us   No.  41AA,   without  tilting  device.  5.75 
Sizes   32    to    40    in. 

Wax  Figures 

Write  for  new  special  lines  in  Child- 
ren's Forms  with  feet,  Ladies'  Forms 
with  wax  heads  and  adjustable  wooden 
feet.  Pannier  draping  forms,  new  round 
shouldered  Men's  Coat  Forms,  Ladies' 
Dress  Display  Stands,  etc. 


A.  S.  RICHARDSON  &  CO. 

Oldest    and  Best  Manufacturers  of  Wax    Figures  and 
Display  Forms  in  Canada 

Showroom 99  Ontario  Street    THRHNTn 

Factory 101  Ontario  Street     *  WIVWl^  1  \J 


4 1  A.  A. 
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Second     Annual     C.  W.  T.  A.     Convention 


THE  SECOND  annual 
convention  of  Canadian 
Window  Trimmers  is 
to  be  held  on  Monday, 
Tuesday  and  Wednes- 
day, August  11,  12  and 
13.  This  is  one  week 
later  than  the  National 

convention  in  Chicago,  which  is  always  held  on  the 
first  Monday  in  August  and  following  days.  Last 
convention,  several  display  managers  suggested  that 
the  Canadian  Association  hold  their  meetings  earlier 
so  as  to  give  more  time  to  use  the  suggestions  in  pre- 
paring for  Fall  openings.  Another  advantage  is 
the  co-operation  in  repeating  as  far  as  possible  and 
at  the  earliest  moment,  the  leading  features  of  the 
program  of  the  N.  A.  W.  T.  of  America. 

This  year  the  C.W.T.A.  contest  is  arousing  con- 
siderable interest.  The  class  of  work  and  the  stand- 
ing of  men  competing  is  superior  to  last  year.  Sever- 
al card-writers  and  advertisers  have  submitted  their 
work  in  the  contest.  All  the  classes  will  be  closely 
competed.  Almost  a  hundred  photographs  have  al- 
ready been  received  and  many  trimmers  intend  to 
display  examples  of  their  work  at  the  convention. 

The  executive  committee  are  arranging  for  a 
suitable  hall  and  sending  plans  and  prospectus  to  the 
different  manufacturers  of  window  equipment.  It  is 
hoped  to  interest  many  of  the  leading  firms.  The 
executive  plan  to  keep  the  displays  and  meetings 
separate  so  as  to  avoid  confusion  and  get  best  results 
from  both.  They  intend  building  neat  booths  and 
backgrounds  or  window  settings.  Displays  will  in- 
clude every  facility  for  window  decoration  represent- 
ed or  made  by  fixture  houses,  floral  decorations,  back- 
ground settings  and  display  equipment  or  publicity 
of  all  branches.  The  committee  are  designing  or 
buying  suitable  backgrounds  and  these  are  goirlg  to 
be  made  in  window  size  so  that  they  will  be  available 
to  any  decorator,  who  wishes  them  for  his  Fall  Open- 
ings. 

It  is  also  proposed  to  allot  these  window  spaces 
and  settings  to  specialty  houses  to  make  modern  dis- 
plays of  their  lines.  The  instruction  in  proper  dis- 
play or  advertising  supplemented  by  the  manufac- 
turer, which  these  suggestive  trims  embody,  will  con- 
vey more  to  visiting  trimmers  than  weeks  of  experi- 
ment. Program  and  displays,  hope  to  solve  the 
problem  of  Fall  windows  for  both  large  and  small 
trimmers. 

The  scheme  will  be  to  forestall  style  trend  and 
possible  mercantile  conditions  through  co-operation 
with  the  best  men  in  the  craft.  Association  with  these 
men  makes  this  information  practical  and  doubly 
interesting.  They  will  arrange  all  lines  of  merchan- 
dise or  improved  equipment  so  as  to  portray  displays 


Dates  selected  are  August  11,  12  and 
13 — Lectures  and  demonstrations  to  be 
given  by  prominent  men  in  all  lines — 
Membership  of  200  is  anticipated  this 
year. 


which  are  ideal.  Ex- 
amples of  modern 
drapes,  window  adver- 
tising or  facility  will  be 
demonstrated  individu- 
ally to  visiting  trim- 
mers, who  care  to  be  in- 
structed or  wish  for 
closer  details.  Each  branch  of  this  work  will  be  in 
charge  of  experts  in  their  line. 

It  is  intended  to  crowd  as  much  into  three  days 
as  possible.  The  convention  is  to  be  practically  three 
days  of  condensed  instruction.  All  that  can  be 
handled  intelligently  and  well  will  be  attempted. 
Each  subject  is  to  be  given  lots  of  time  in  keeping 
with  the  importance  of  the  department  and  its  rela- 
tion to  other  parts  of  the  convention.  The  meetings 
will  be  ably  conducted. 

It  is  purposed  to  co-operate  and  repeat  the  inter- 
esting and  educational  features  of  the  N.A.W.T.  of  a 
convention  and  to  add  several  factors  entirely  Can- 
adian in  character.  The  scope  of  the  program  de- 
pends on  the  demand  of  the  members  and  the  subjects 
they  are  most  interested  in.  Now  is  the  time  to  send 
suggestions:  Members  have  their  own  ideas  of  the 
leading  men  in  their  respective  fields  and  these  are 
the  men  the  committees  are  anxious  to  negotiate  with 
so  as  to  give  the  most  comprehensive  program. 
Trimmers  should  send  in  word  to  the  committees 
which  branch  of  the  convention  will  interest  them 
most.  Every  trimmer  could  suggest  his  own  pro- 
gram to  the  respective  committees  in  charge. 

All  branches  of  the  store  publicity  will  be  dealt 
with — modern  advertising  methods,  system,  card- 
writing,  merchandise  and  selling,  improved  lighting, 
store  construction  and  equipment.  The  members 
of  the  association  may  like  to  hear  special  men  of 
reputation  on  these  different  subjects.  If  names  or 
suggestion  for  the  program  are  sent  in  now  efforts 
will  be  made  to  secure  those  men  whose  message  the 
members  are  anxious  to  hear. 

So  far.  negotiations  are  progressing  favorably, 
and  the  different  lectures,  will  be  ably  handled.  Jer- 
ome A.  Koerber,  of  Strawbridge  &  Clothier,  Phila- 
delphia, is  going  to  demonstrate  men's  wear  display. 
He  also  writes  that  he  is  preparing  new  drapes  of 
special  import  to  the  C.W.T.A.  It  is  hoped  to  have 
these  shown  at  both  conventions. 


Members  can  secure  special  rates  on  the 
railways  or  steamship  lines.  There  is  no 
better  way  to  spend  part  of  the  summer  va- 
cation. The  Reception  Committee  are  mak- 
ing plans  for  the  convenience  and  entertain- 
ment of  members. 
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Have  you  a  New  Way  Store 
The  New  Way  Crystal  Wardrobe 
is  the  modern  device  for  displaying 
ladies'  outer  garments.  Made  by 
Grand  Rapids  Show  Case  Company 
(Grand  Rapids,  Michigan) --and  adopt- 
ed by  the  foremost  merchants  of 
Canada  and  the  States. 


Show  Rooms  and  Factories: 
New  York;  Grand  Rapids 

"Boston  Portland 


Chicago 


LAMSON 


^ 


With  Lamson  Carriers  in  your  store  you  settle  the  "service" 
problem  at  once  and  for  all — no  matter  how  fast  or  how  large 
your  business  may  grow. 

Lamson  carriers  are  elastic,  they  stretch  to  meet  the  largest  or 
they  contract  to  serve  the  smallest  store.  They  centralize  and 
save  expense  and  lost  motion. 

Ask  Your  Neighbor  ! 
Wire,  Cable,  Tube,  Belt  and  Pick-up  Carriers. 

THE  LAMSON  COMPANY 

Boston,  U.S.A. 
Representatives  in  all  principal  cities. 

■  SERVICE^ 


J 


•    /  planx 
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WHICH  PLAN  OF  STORE  FRONT 
FOR  YOUR  BUSINESS  ? 

The  only  reason  on  earth  for  installing  a  new  Store 
Front  is  to  modernize — to  increase  sales.  Our 
experience  in  helping  solve  Store  Front  problems 
for  thousands  of  Merchants  places  us  in  a  position 
to  help  you.  We  have  a  booklet,  "Boosting 
Business  No.  drawings   of 

21,"  with  |§r|iWfl©©f1,  modern,  big 
many  photo-  d.  V  flrnm  waMTS  ^  and  little 
graphs   and  Store  Fronts, 

also  suggestions  which  will  appeal  to  you.  We  want 
to  help  you  design  your  new  Front  to  fit  your  own 
business. 

Just  drop  a  card  for  "Boosting  Business  No.  21" — 
it  won't  obligate  you — you  won't  have  to  buy. 
We  want  to  show  you  what  we've  done  to  develop 
the  modern  Store  Front. 

Kawneer  Manufacturing  Co. 

Francis    J.    Plum,    "President, 

78  Duchess  St.,  -  Toronto,  Can. 
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Well  posed  arrangement  of  clever  full  form  drapes  of  wide  silks  ami  bandings  to  match.  Note  pannier  on 
centre  model.  The  beauty  of  a  highly  finished  background  as  a  contrast  to  exclusive  fabrics  is  effect- 
ively  shown.     Courtesy  McKinnons,   Ltd.,  Weyburn,  by  F.  L.  Kickley. 


The  following  letter  from  Geo.  J.  Cowan,  of 
Koester  School,  Chicago,  is  important.  It  conveys 
one  of  the  reasons  the  convention  is  being  held  the 
first  of  the  week: 

"I  was  very  much  interested  in  your  letter  of  the 
17th,  and  in  reply  will  say  that  I  think  the  biggest 
drawing  card  you  could  probably  get  is  Mr.  Will  H. 
Bates,  who  I  think  you  fully  realize  is  about  the  best 
man  on  draping  in  this  country. 

"I  think  another  very  clever  demonstration  would 
be  that  of  Mr.  Kranenberg,  as  demonstrated  last  year 
on  how  to  do  plastic  relief  work,  stenciling,  etc.  If 
you  will  write  to  Mr.  Hamilton,  of  the  Alabastine 
Company,  of  Grand  Rapids,  Michigan,  I  believe  that 
he  will  be  glad  to  make  arrangements  whereby  Mr. 
Kranenberg  can  give  you  this  demonstration." 


The  most  proficient  men  in  the  profession 
are  going  to  be  present.  They  are  specialists 
in  their  particular  lines.  These  men  have  an 
instructive  message  to  window  and  adver- 
tising managers.  They  deal  with  to-day's 
problems  and  are  experts. 


Mr.  Cowan  has  an  absolutely  new  lecture  with 
new  slides  never  shown  before.  He  has  expressed 
his  willingness  to  take  part  in  the  program.  This 
feature  is  always  appreciated  by  both  associations. 

CARD    WRITING    DEMONSTRATIONS. 

Cardwriting.  advertising  and  system  lectures  will 
be  handled  by  well  known  men.  At  the  present  time 
several  plans  are  proposed. 


Both  G  Wallace  Hess,  and  L.  0.  Butcher,  of 
Chicago,  are  expected  to  attend  as  they  said  they 
would  be  here  this  year.     They  specialize  in  brush 


Three  months  of  agressive  organizing  is 
necessary  in  order  to  advise  every  trimmer 
possible.  The  committees  will  notify  every 
trimmer,  who  sends  his  address.  All  mem- 
bers should  interest  their  fellow  decorators 
in  every  branch  of  mercantile  publicity. 
Send  in  the  names  of  every  display  man  or 
advertiser  who  might  be  interested. 


and  airbrush  work  and  their  lectures  are  practical. 
The  work  they  take  up  deals  particularly  with  every- 
day problems.  Their  examples  and  demonstrations 
of  inks  and  brushes  are  highly  instructing  to  the 
most  proficient  cardwriter.  This  work  with  num- 
erous showcards  on  exhibit  will  comprise  lots  of 
ideas  for  next  season's  work. 

Several  men  are  spoken  of  in  connection  with  ad- 
vertising. No  decision  has  as  yet  been  made.  The 
lectures  will  include  retail  advertising,  layout,  typo- 
graphical effects  and  approved  methods  of  getting 
sales  results.    Store  construction,  interior  fittino;   and 


The  program  is  important  enough  for 
every  store  to  have  a  representative  present. 
Results  of  the  convention  and  association  are 
not  all  in  direct  return  for  the  investment. 
The  return  depends  on  the  use  made  of  the 
comparison  of  ideas  and  condensed  instruc- 
tion. 
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The  New  Half -arm  Blouse  Form 

Indispensable  for  the  display 
of  short  sleeve    blouses — 

for  the  obtaining  of  the  short  sleeve 
blouse  effect  in  dress  goods  draping.  It 
does  away  with  the  antiquated  method 
of  sleeve  stuffing,  makes  draping  easier 
and  adds  materially  to  the  general  ap- 
pearance of  the  window  and  department 
display. 
"™     >       These  are  four  styles  to  select  from : 

No.  16A  shows  the  new  half-arm  blouse 
form   covered   with   white   jersey   cloth, 
without  the  adjustable  belt,  price  $5.00. 
No.  18A  shows  the  same  form  with  the 
adjustable  belt,  price  $5.50. 
No.  17A  has  the  flesh  colored  enamelled 
yoke  and  adjustable  belt,  price  $6.00. 
No.  19A  shows  the  form  with  the  full 
flesh  colored  enamelled  bust  and  adjust- 
able belt,  price  $6.50. 
These  are  made  in  any  finish  of  metal. 

Send  for  samples  to-day. 


No.    18a.     Price   $5.50 


No.    19a.     Price   $6.50 


Dale    and   Pearsall,    106  Front  Street  East,  Toronto 

^Manufacturers  of  High  Class  Forms  and  Fixtures 


Every  Careful  Housewife  in  Your  Town  is  Eager  to  Buy 

J-M  ASBESTOS  Table  Covers  and  Mats 

The  thrifty,  intelligent  housewives  of  your  community 
are  waiting — yes,  waiting — for  you  to  show  them  J-M 
Asbestos  Table  Covers  and  Mats. 

And  that's  all  you  have  to  do — just  show  them.  They 
sell  on  sight.  For  all  careful  housekeepers  know  the 
wisdom  of  protecting  their  valuable  polished  table-tops 
from  hot  dishes  and  accidents. 

Big.  quick,  easy  profits  await  you.    Why  not  get  them? 
You  can't  possibly  make  a  mistake  putting  a  few  J-M 
Asbestos  Table  Covers  and  Mats  into  your  house-fur- 
nishing stock.     They'll  go  like  hot  cakes  once  the  wide-awake  women  of  your  city  find  out  you 
have  them. 

Our  Asbestos  comes  from  our  own  mines,  therefore  we  can  quote  you  much  lower  prices  than 
other  houses  that  have  not  these  facilities.  We  can  furnish  you  a  greater  assortment  of  Asbestos 
Table  Covers  and  Mats  than  any  other  concern.  You  need  not  carry  a  large  stock — our  Branch 
house  in  your  section  will  do  that  for  you  and  ship  you  promptly  as  you  need  the  goods. 

We  have  a  special  proposition  that  will  interest  you.    Write  our  nearest  Branch 

TO-DAY  for  particulars. 

The    Canadian    H.    W.   Johns-Manville   Co.,  Limited 


Manufacturers  of  Asbestos 
and  Magnesia  Products. 


ASBESTOS 


Asbestos  Roofings,  Packings, 
Electrical  Supplies,  etc. 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 
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store  equipment  will  be  in  capable  hands.  A  spe- 
cial address  on  window  and  interior  lighting  will  be 
given  by  an  efficient  electrician.  Details  are  not 
sufficiently  advanced  as  yet  to  make  an  announce- 
ment. 

DEMONSTRATION  OF  CUBIST  DRAPES. 

It  is  hoped  also  to  be  able  to  arrange  with  the 
Economist  Training  School,  of  New  York,  to  have 
their  representatives  present,     C.  J.  Nowak,  instruc- 


Now  is  the  time  to  send  in  suggestions  for 
the  program.  Every  member  can  help  to 
make  the  meetings  meet  his  own  require- 
ments. Send  suggestions  to  the  committee 
and  they  will  make  every  arrangement  to 
carry  them  out. 


tor,  is  being  asked  to  demonstrate  both  cubist  and 
futurist  drapes,  which  are  now  an  accepted  vogue. 
This  lecture  will  bring  the  draping  department  up 
to  the  minute  in  exclusive  courses  and  put  trimmers 
in  touch  with  one  of  the  leading  display  influences 
of  this  and  the  coming  season.  Personal  instruction 
in  up-to-date  drapes  will  also  be  given  by  prominent 
Canadian  display  managers  . 

WILL   ADHERE    TO    SCHEDULE. 

The  President's  address  will  deal  with  the  growth 
of  the  association  and  opportunities  for  development 
in  the  window  dressing  field.  Display  manager  H. 
Hollinsworth  intends  to  conduct  the  meetings  on 
strictly  business  lines.  Loss  of  time  will  be  avoided- 
in  this  way.    All  lectures  are  to  be  held  to  schedule. 

Each  member  can  do  his  part  toward  making  the 
convention  a  success.  This  year's  membership 
should  reach  200,  and  every  member  in  good  stand- 
ing. The  co-operation  of  the  members  and  com- 
mittees in  this  respect  is  important.  Every  display 
man  should  advise  if  he  intends  to  be  present. 

The  time  of  the  convention  is  convenient  for 
window  trimmers  to  get  away  or  obtain  holidays. 
The  committee  work  with  more  assurance  if  every 
member  shows  he  is  interested.  This  is  also  import- 
ant in  securing  special  two-third  railway  rates,  which 
are  available.  Civic  holiday  rates  can  be  taken  ad- 
vantage of  in  some  cases.  There  will  be  sufficient 
members  this  year  to  obtain  the  cheaper  rate  from 


All  members  should  be  in  good  standing. 
Mail  membership  fees  at  once.  Advise  the 
committee  if  they  can  expect  other  members 
to  join.  The  money  is  spent  in  making  the 
program  more  comprehensive.  Every  dis- 
play manager  can  help. 


any  station  in  Ontario.  All  visiting  trimmers  should 
obtain  a  certificate  entitling  them  to  one-third  re- 
bate by  having  it  signed  at  the  convention. 

A  special  campaign  of  organization  is  necessary 
between  now  and  Aug.  1.  The  program  is  compre- 
hensive enough  to  interest  window  trimmers  fin 
every  branch  of  mercantile  publicity.  There  will 
be  many  features  interesting  to  hardware  men,  gro- 
cers, shoe  men  and  publicity  men  in  all  depart- 
ments. Members  can  interest  their  fellow  trimmers 
in  other  trades  and  have  them  attend  the  conven- 
tion. 

There  are  only  three  months  more  in  which  to 
make  the  second  annual  Canadian  Window  Trim- 
mer's Convention  a  monster  success.  The  commit- 
tees are  doing  their  share.  Display  managers  can 
do  theirs  by  sending  the  names  of  all  display  men 
likely  to  be  interested  in  each  locality.  Every  mem- 
ber is  responsible  for  the  organization  on  a  larger 
scale  than  ever.  Every  trimmer  will  be  notified  and 
asked  to  join  in  making  the  1913  convention  rep- 
resentative of  the  importance  of  the  profession  in 
Canada. 

Merchants  will  find  the  expenditure  in  sending 
a  representative  or  coming  to  the  convention  them- 
selves a  good  investment.  The  C.W.T.A.  are  bring- 
ing the  most  proficient  men  in  America  and  put- 
ting them  within  reach  of  the  decorating  and  pub- 
licity departments  of  every  store.  The  committee 
wish  to  assure  merchants  that,  if  the  -trimmer  does 
not  think  he  can  afford  to  come,  the  store  cannot 
afford  to  have  the  opportunity  overlooked.  A  rep- 
resentative of  every  store  which  pretends  to  use 
window  space  and  get  the  best  results  of  retail  pub- 
licity should  be  present,  Merchants,  who  have  no 
trimmer  will  find  the  time  well  spent  if  they  come 
themselves.  The  program  is  worth  while  and  the 
association  wants  everybody  to  take  advantage.  The 
second  annual  convention  of  the  C.W.T.A.  is  going 
to  be  a  big  event  in  creating  a  status  for  efficient  dis- 
play and  advertising. 


Wash  Goods  Openings 

Continued  from  page  82. 

ishing  of  household  needs  in  cottons,  bedding  linens, 
and  wash  goods.  The  first  break  in  prices  on  the 
Spring  season  novelties  is  defined  by  the  confidence 
in  the  selling  merit  of  the  numbers  on  hand.  Better 
prices  are  secured  now  by  a  slight  reduction.  An- 
other important  feature  is  that  the  midsummer  sea- 
son is  entirely  free  from  lines  which  have  to  be  push- 
ed after  the  holiday  if  not  sold  previous  to  that  time. 
May  24  denotes  the  passing  of  the  first  half  of  the 
season  with  every  department  in  good  shape  to  swing 
into  midsummer  business.  This  is  an  important 
growth  of  dry  goods  merchandising. 
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You'll 

Never  Gain  Anything 

By  "Marking  Time"  in  Your  Business 

While  you  are  "marking  time,"  contented  to  do  just  the  business 

you  are  now  doing  what  are  you  gaining  %    You  are  making  no  headway 

and  in  modern  business  "Not  to  go  forward  is  to  go  backward."  If  your  store 

front  looks  dingy,  is  old-fashioned  and  unattractive  you  are  losing  money  by  not 

getting  the  trade  you  should  get.    Look  into  the 

The  "Easy  Set"  System 
Our  r»nge  of  store  front  m    ^  *  r-^      «     v       *^      w— •       {T^  simplifies   the   remodel 

*^        O     V     O  A         T    T    AA  A 


designs  is  very  com- 
plete— /rom  the  neat  in- 
expensive front  to  the 
most  elaborate.  Let  us 
give   estimates. 


ing  of  old  fronts  - 
simplifies  the  changing 
of  an  old  dingy  store 
into  a  bright  new  and 
attractive  one. 


of  Installing  Attractive  Store  Fronts 

We  are  specialists  in  store  fronts  and  therefore  are  in  a  position  to  give  close  esti- 
mates on  really  artistic  up-to-the-second  designs.  Drop  us  a  line  to-day  and  we 
will  send  our  representative  to  look  over  your  proposition  and  to  give  you  figures 
which  will  interest  you. 

The  Consolidated  Plate   Glass  Company 
of  Canada,  Limited 

TORONTO 


R^i  I 

*                            SCHICK'S 

1  ALL  STEEL  BALING  PRESS 

Fire  Risk  DECREASED  by  using  a  Steel  Baler 

The  ideal  Baler  for  waste  paper,  rags,  straw,  excelsior,  etc. 

Makes  bale  weighing  150  lbs.,  measuring  18x20x33.     Floor  space  requires  2V2  ft. 

Write  for  Catalogue  A,  prices  and  discounts. 

Thev  are  an  absolute  fire  protection  and  reduce  your   insurance. 

They    are    cheaper    than    others    when    consideri    ng   quality   and   efficiency. 

A  Baling  Press  pays  for  itself  in  a  short  time. 

f     DAVENPORT  MFG.  CO.,  DAVETsRI' ,0WA 

£?!££  carriers 


SAVE  TIME  &  MONEY 


Quick  Change  Means  Pleased  Cuslomers] 

Our  guarantee :— We  will  irutal  a 
system  of  our  carriers  in  your  store. 
After  10  days'  test,  if  they  hare  no* 
proved  their  superiority  to  all 
other  makes  of  store  serrice,  we 
will  remove  the  equipment  without 
cost  to  you.  It  will  pay  you  to  in- 
vestigate our  modern  improved 
PNEUMATIC  DESPATCH 
TDBES  AND  ELEOTBIO  CABLE 
CASH     OA  BRIBES. 


CATALOG  FREE 


The  Gipe-Hazard  Store  Service  Co. 


99    ONTARIO   STREET  TORONTO.  ONT. 

'    EUROPEAN  OrflC£:illHOLB0RHL0ND9N [.C.fHC. 


cloth, 
'  or  ribbon,  lace 
o  r  embroidery. 
We  send  it  on 
approval,  FREE 
of  all  expense  to 
you,  for  com- 
parison with  any 
device  which  you  may  be  using,  or  so  that  you  may  satisfy 
yourself  whether  this  sort  of  thing  may  be  satisfactorily 
done.  Our  machines  are  used  in  over  20,000  stores.  Let 
us  show   you. 

A   larger   illustration    and    particulars   sent    on    request. 
•"  E    A.    E.    PUTNAM    CO..    Mfrs..   WASHINGTON.    IOWA 


HOUSEFURNISHINGS 


Sections  Grow  on  Non-Competitive  Lines 


DRAPERIES,  lace  cur- 
tains and  hangings,  as  a 
department  in  the  aver- 
age store  do  not  repre- 
sent modern  develop- 
ment in  these  sections. 
The  latitude  of  the  dif- 
ferent lines  and  com- 
bined improvements  or  influences  in  corresponding 
growth,  during  the  past  few  seasons  is  curtailed  by 
the  lack  of  novelty  in  several  instances.  This  is  due 
to  so-called  staple  buying  and  the  nature  of  supply 
and  demand  in  jobbing  and  retail  centres. 

Merchants  have  been  supplying  many  numbers, 
which  are  practically  the  same  year  after  year. 
There  are  numerous  suggestions  which  buyers  would 
act  upon  if  they  could  get  in  direct  touch  with  the 
materials.  Their  intention  as  buyers  shows  the  way, 
but  the  trade  is  not  conducive.  To  increase  business 
along  the  lines  of  style  or  educative  salesmanship 
more  novelties  are  needed.  These  are  not  carried  by 
the  regular  houses,  and  smaller  buyers  are  not  in 
touch  with  specialty  houses. 

The  whole  development  in  larger  centres  and  de- 
partments has  been  unusual  for  several  reasons.  Just 
as  many  reasons  can  be  given  that  account  for  this 
success,  in  the  combination  of  both  specialty  and 
regular  supplies.  The  same  applies  to  the  difference 
between  special  and  regular  retail  trade.  The  re- 
sult of  this  policy  is  evident  to  the  merchant  who  is 
in  close  touch  or  pretends  to  sell  his  trade  modern 
hangings.  In  other  cases  the  condition  cannot  be 
alt(  igether  criticized  as  poor  buying.  There  has,  how- 
ever, always  been  a  tendency  to  follow  values  rather 
than  the  general  development  of  high-class  business 
with  a  similar  stock. 

Every  merchant  knows  that  the  trade  is  compet- 
ing with  mail  order  prices  and  offerings.  But  while 
these  values  are  known  by  many  customers  they  do 
not  always  meet  the  demands  of  proper  hangings.  A 
comparison  of  the  staple  nature  of  the  goods  listed  in 
catalogues  and  the  lines  selling  over  the  counters  or 
being  shown  by  exclusive  houses  shows  the  extent 
of  the  difference.  A  careful  study  of  any  stock  will 
reveal  the  changes.  The  objective  of  good  business 
is  to  make  the  stock  representative.  The  trend  is 
certainly    along   specialized    lines.      The    future    of 


A  review  of  conditions  in  the  housefur- 
nishings  department,  with  regard  to 
sale  of  draperies — Keeping  stock  up  to 
novelty  requirements — Trend  of  de- 
mand changes. 


smaller  departments  de- 
pends on  how  buyers 
see  the  possibilities  and 
cater  to  the  more  profit- 
able business. 

A  fixed  percentage 
of  advance  in  the  sale 
of  fancy  nets,  bunga- 
low nets,  madras  and  piece  goods  draperies,  compared 
with  lace  curtains  is  not  feasible  on  account  of  local- 
ity conditions.  The  same  can  be  said  of  the  selling 
ratio  of  white,  cream,  ecru,  Arab  and  colors.  The 
advances  are  not  permanent  in  all  lines  of  lace  cur- 
tains or  in  all  patterns  or  colors  of  nets.  Although 
both  departments  may  show  increases  each  season 
ome  qualities  and  designs  are  bound  to  fall  off  in 
sales.  The  growth  in  fashionable  weaves  and  colors 
in  piece  goods  or  manufactured  curtains  of  the  same 
materials  is  more  than  correspondingly  fast.  It  is 
claimed  that,  if  special  larger  departments  are  hav- 
ing an  abnormal  growth,  a  similar  expense  can  be 
expected  in  regular  departments.  This  development 
appears  to  be  beyond  the  staple  supply  service  of 
regular  houses  although  in  many  instances  they 
have  anticipated  the  demand  and  encouraged  it. 

All  merchants  can  estimate  the  numbers  of  pairs 
of  curtains  they  can  sell  in  a  season.  When  they  buy 
Swiss  netts  and  Nottinghams  at  special  import  or 
regular  placing  values,  they  know  that  the  goods  are 
safe  enough  up  to  certain  prices  in  these  qualities. 
There  is  more  novelty  required  to  take  advantage  of 
salesmanship  and  customers'  closer  knowledge  of 
modern  interior  decorating.  If  the  practice  of  the 
trade  in  competing  with  value  demand  is  wrong  in 
part,  it  remains  to  be  rectified.  It  is  the  evident  re- 
sult of  anxiety  to  meet  mail  order  competition,  which 
is  not  based  on  the  demand  of  those  who  are  in  close 
touch  with  the  selling  influences  of  higher  class  trade. 
The  question  for  the  buyer  to  decide  is  where  this 
influence  begins  and  where  it  ends.  Clever  mer- 
chants are  likely  to  see  that  the  department  develops 
hoth  in  turnover  and  closer  interpretations  of  present 
day  decorations. 

Conditions  in  larger  departments  suggest  a  way. 
To-day  Nottingham  curtains  in  white,  both  in  staple 
sizes  and  price,  are  sold  only  in  leader  values  up  to 
$2,500  a  pair.     In  the  ratio  of  color,  cream  and 
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arab  in  nets,  fancies  and  heavy  effects  represent  al- 
most 50  per  cent,  of  the  sale  of  better  numbers.  To- 
day the  growth  of  piece  goods  as  a  department  means 
a  larger  investment  than  the  lace  curtain  section 
does.  In  the  one  case,  the  department  is  growing 
exceptionally  fast  and  in  the  other  the  tendency  is  to 
increase  only  along  the  lines  set  by  conditions.  In 
piece  goods,  white  sells  only  in  cheaper  materials  at 
10c  to  25c  a  yard  or  at  the  most  $10  yard  for  novelty. 
This  is  so  either  for  casement,  sash,  curtain  or  door 
panel.  The  range  of  cream  and  ecru  forms  an  un- 
broken and  growing  assortment  almost  unlimited 
in  price. 

This  is  due  to  the  building  of  modern  houses  and 
the  more  general  use  of  sill  length,  casement  or  base 
board  length  curtains.  People  are  demanding  shades 
which  are  not  easily  soiled  and  are  restful  to  the  eyes. 
They  want  style  and  materials  which  are  different. 
The  method  of  window  hangings  has  undergone 
sufficient  change.  The  unweildly  lace  curtain  is 
passing  with  the  demands  of  the  modern  home. 
Sooner  or  later  the  same  influence  is  going  to  be  felt 
by  the  remotest  house.  The  price  is  not  a  factor 
which  value  in  lace  curtains  portends.  Other  designs 
can  be  had  at  the  same  cost  and  strictly  up-to-date. 

Success  in  the  curtain  and  drapery  department  de- 
pends, therefore,  on  facilities  for  manufacturing 
proper  curtains  of  up-to-date  materials  for  modern 
homes.  Better  display  is  another  result.  One  de- 
velopment suggests  the  other  two.     The  merchant  is 


now  at  liberty  to  make  larger  profits  because  utmost 
value  in  competitive  length  and  width  at  each  price 
is  not  requisite.  Manufactured  curtains  are  made  to 
fit  the  surroundings  and  match  the  general  effect. 
If  these  are  made  to  order,  profits  on  both  time  and 
material  are  possible.  Ultimately  the  policy  may 
mean  larger  stock  but  the  investment  is  not  larger 
than  the  turnover  warants.  Specialization  of  stock 
and  facilities  avoids  competition. 

Merchants,  who  are  selling  curtains  at  25c,  50c, 
75c,  $1  and  upwards  a  pair  and  giving  the  limits  of 
value  in  size,  finish  and  quality  are  losing  money 
unless  they  are  discouraging  the  turnover  of  these 
numbers.  Any  firm  can  sell  quantities  of  lace  cur- 
tains at  a  price  but,  after  the  season  is  over,  the  prob- 
lem of  best  service  to  merit  the  best  trade  will  still 


The  program  includes  window  decorating, 
modern  advertising,  methods,  system,  card- 
writing,  merchandise  and  selling,  improved 
lighting,  store  construction  and  equipment. 
Special  attention  is  to  be  given  men's  wear 
display. 


show  the  need  of  improvement  on  piece  goods.  Each 
buyer  can  readily  see  the  chance  which  departments 
have  in  building  up  extra  business  by  means  of 
novelty.  A  proper  service  of  making  up  piece  goods 
to  order  is  essential.  There  is  an  opportunity  of  get- 
ting beyond  the  service  of  seasonable  supply. 


DEARDENS 


MONOGRAM  adnedsTfn 


Quilts 


Made  by  Jonathan  Dearden  &  Co.,  Ltd. 

11-13  Bridgewater  Place,  Manchester,         Mills:  Bolton,  Lanes. 


Made  to  the  order  of  Railroad  and  Steamship  Companies,  In- 
stitutions, Hotels,  etc.,  with  woven  name,  design  or  monogram. 

We  make  a  specialty  of  weaving  names,  etc.,  in  quilts  for  big  users  and  the  merchant  who 
goes  after  this  business  will  be  pleased  with  results. 

There  is  no  carrying  of  stock  with  possible  loss  from  left-overs.  Find  out  the  require- 
ments of  your  local  hotels,  etc..  and  submit  conditions  to  us.  Our  prices  will  give  you  a 
fair  margin  of  profit. 

1913-14  samples  of  sheeting  and  quilts  sent  on  approval. 


R.  H.  COSBIE,  Limited 

30  Wellington  St.  W. 

Irish  Linen  Agency 


Toronto 
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Development  Still  Showing  in  Fancy  Goods 


FANCY  GOODS  is 
such  an  important  line 
that  there  is  always 
something  doing  and 
though  the  Spring  sea- 
son is  far  advanced  and 
manufacturers  and  im- 
porters are  more  inter- 
ested in  Fall  lines  there  is  still  plenty  of  business 
passing.  There  are  various  means  of  interesting  avo- 
men  in  fancy  needlework,  particularly  the  holding 
of  classes  to  teach  the  new  stitches  as  they  are  intro- 
duced. Importers  are  kept  "on  the  jump"  to  secure 
goods  suitable  to  the  demand. 

Development  all  along  the  line  is  the  tendency 
in  the  retail  stores  as  the  advantages  of  carrying  a 
big  and  well  assorted  stock  of  fancy  articles  become 
better  understood.  Only  a  few  years  ago  the  art 
needlework  department  marked  time  for  fully  six 
months  of  the  year  and  business  was  only  good  fcr 
the  Fall  months  culminating  with  Christmas  selling. 
Due  to  new  methods  and  a  persistent  effort  to  prolong 
the  season,  art  needlework  now  is  practically  an  all- 
the-year-round  seller  and  the  trade  is  always  expect- 
ing something  new  from  the  manufacturers.  Of 
course,  Fall  is  still  the  big  season,  but  a  business  that 
materially  adds  to  profits  passes  during  the  rest  of 
the  year. 

Stamped  goods,  particularly  articles  of  apparel 
such  as  blouse  waists,  night- 
dresses, corset  covers,  draw- 
ers, and  combinations  for 
women's  wear,  and  little 
dresses,  boys  buster  suits, 
baby's  bonnets  and  hats,  lit- 
tle coats,  are  all  big  sellers. 
"Waists  now  come  stamped  in 
the  well  known  Bulgarian 
patterns  and  worked  in  heavy 
colored  cottons.  The  new 
idea  in  lingerie  articles  is  the 
garment  all  made  and  only 
requiring  the  ornamentation 
of  hand  embroidery  for  its 
completion.  Garments  of 
this  class  have  had  a  very 
great  success    and    new  pat- 


Many  novelties  in  stamped  goods  — 
Waists  stamped  in  Bulgarian  patterns 
new — Cross-stitch  patterns  in  quaint 
sampler  designs  for  decorating  house- 
hold linens — Crystal  beads  used  in  a 
new  way — Novelty  braids  in  bright 
colors  showing  for  fall. 


terns  are  always  being 
introduced.  These  gar- 
ments meet  the  needs 
of  a  large  class  of  wo- 
men as  there  is  no  mak- 
ing required  and  the 
embroidery  finish  is 
both  attractive  and  ser- 


Samples 


of     novelty     braids 
Ontario  Cloak  Co 


viceable. 

Household  articles  are  also  embellished  with  em- 
broidery, and  here  cross-stitch  plays  an  important 
part.  The  revival  of  cross-stitch  seems  due  to  the  in- 
terest taken  in  peasant  embroideries.  Many  patterns 
are  taken  from  the  samples  of  our  Great  Grand- 
mother's days.  Trees,  flowers,  birds,  houses,  and 
other  quaint  patterns  are  used  and  the  colors  are 
either  true  to  life  or  in  lively  colors.  When  all  one 
color  is  chosen,  China  blue  and  bright  red  are  best 
liked.  Cross-stitch  is  very  easily  and  simply  worked 
when  the  specially  prepared  canvas  is  tacked  over  the 
goods  and  cut  and  the  threads  pulled  away  when  the 
pattern  is  completed.  There  are  any  number  of  books 
of  patterns  on  the  market  showing  numerous  designs 
and  combinations.  Very  attractive  patterns  but  not 
in  the  quaint  sampler  effects  used  on  linens  are  shown 
in  floral  and  set  designs  in  the  natural  shades  for  de- 
corating cushions,  tea-cloths,  centre-pieces,  laundry 
bags,  tie  and  key  racks  and  other  useful  household 
articles. 

In  the  working  of  tea- 
cloths,  centre-pieces  and  de- 
signs for  kindred  articles,  the 
idea  of  raising  the  floral  or 
fruit  that  may  form  the  mo- 
tif of  the  design  is  a  feature 
that  is  emphasized.  Large 
colored  wood  beads  are  not 
new,  but  the  use  of  colored 
beans  in  every  shade  is  a  nov- 
elty and  such  flowers  as  lo- 
cust and  wisteria  are  easily 
imitated  in  this  manner. 
Some  of  these  patterns  are 
decidedly  Japanese  in  effect 
and  are  very  artistic.  A 
later  idea  and  one  that  is 
particularly   good   when   ap- 
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W6  are  keen  on  Canadian  business 


In  view  of  our  increasing  trade  in  Canada  we  are  arranging 
for  our  Representative  to  visit  the  Eastern  Provinces  direct  from 
England  periodically,  in  order  to  keep  in  personal  touch  with  our 
numerous  Canadian  friends. 

Our  Mr.  S.  H.  Tomes 

will  visit 

the  leading  centres  in  the  provinces  of 

QUEBEC  AND  ONTARIO 

with  a  full  range  of  our 

Boot  and  Shoe  Laces 

"St.    George"   Specialities. 

Hose  Supporters, 

"Sphere,"  "Man  &  Horse," 


"Bunty,"  Etc. 

Cork  Insoles, 

Reversible,  Fleecy,  Etc.,  St.  George. 

Mending  Wools, 

St.    George,    Etc.,    Skeins,    Cards    and 
Balls. 


Beltings  and  Bindings 

"Crusoe"  Brand,   Etc. 

Tapes  and  Webbings, 

India's  Banded,  Reeled,  Etc. 

Elastics, 

Loom    and    Garter   Webs,    Braids    and 
Cords. 

Shoe  Mercery, 

Linings,  Loopings,  Canvases,  Etc. 


Addresses:— Frontenac  Hotel,  Quebec.    Windsor  Hotel,  Montreal. 

King  Edward  Hotel,  Toronto, 
where  appointments  can  be  arranged  from  May  6th. 


FAIRE  BROS  &  CO.,  LIMITED 

MANUFACTURERS 

LEICESTER,  ENG. 
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Queen  of  Dress  Shields 


Naiad 

Dress  Shields 

None  Other  Quite  So  Good 


You  satisfy  your  most  exacting 
customers  when  you  sell  them 
a  Naiad  Dress  Shield. 

Absolutely  Sanitary  —  Can  be 
sterilized  in  boiling  water — 
Sure  death  to  all  germs — As 
good  the  day  it  is  bought  as 
the  day  it  is  made — Do  not 
deteriorate  with   age. 

There's  an  awful  lot  of  satisfac- 
tion in  selling  the  Naiad  Dress 
Shields. 

Samples  on  request. 

Wrinch,  McLaren 

&  Company 

Sole  Canadian  Manufacturers 
77  Wellington  St.  W.  TORONTO 


plied  to  fruit  is  to  thread  crystal  beads  on  heavy  col- 
ored cotton  or  rope  silk,  and  the  most  natural  looking 
bunches  of  berries  and  currants  are  produced  in  this 
manner. 

Fashion  news  from  Paris  indicates  the  use  of 
braid  brimmings  both  as  an  edge  binding  and  in  the 
form  of  soutache  and  fancy  braid  in  allover  and  in 
military  ornaments.  Many  of  these  new  braids  are 
in  bright  mixed  colors  and  follow  the  prevailing 
fashions  of  the  moment  in  this  respect.  Braid  manu- 
facturers are  showing  a  full  line  of  these  novelties 
and  have  done  a  good  business  with  the  cutting-up 
trade. 

Even  though  the  present  is  not  a  period  when 
fancy  trimmings  are  much  in  demand,  the  vogue  of 
K limestones  keeps  up,  showing  that  the  fancy  for 
glittering  ornaments  is  only  waiting  a  favorable  op- 
portunity to  further  develop.  Paris  and  New  York 
are  talking  about  jet;  and  jet  and  Rhinestones  in 
combination  are  suggested  as  the  trimming  novelty 
for  the  coming  Fall.  Beaded  trimmings  are  showing 
in  great  variety,  but  so  far  are  much  on  the  lines 
already  laid  down.  Garlanding  of  chiffon  flowers, 
or  flowers  made  of  different  colored  cloths  with  metal- 
lic threads  woven  in  and  worked  up  into  different 
wreath.  Greek  key  and  straight  line  effects  are  in- 
teresting buyers  and  are  certain  to  sell  in  the  coming 
-cast  hi. 


We  Manufacture 


^RADE\ 


D 


WAHflH> 

COMBS** 


Every  comb,  barrette,  bandeaux, 
and  hair  ornament  bearing,  or  sold 
under  this  trade  mark  (S.  D.  Qual- 
ity) is  manufactured  by  us  and 
guaranteed  to  give  satisfaction. 
S.  D.  Quality  goods  give  quick 
profit-producing  sales.  Send  for 
sample  order. 

Quality  and  prices  are  right. 

The  Smith  D'Entremont  Co. 

LIMITED 

1475-1477  Queen  St.  West 
TORONTO 
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PENNANTS 

The  largest  and  oldest  manufacturers  in  Canada  offer  you,  in  their 
latest  catalogue  and  supplement  thereto,  exceptional  advantages 
in  the  purchase  of  this  most  popular  and  salable  novelty.  A 
card  will  bring  full  particulars. 

Let  us  make  you  a  trial  order. 

Niagara  Pennant  Co., 

Niagara  Falls,  -:-  Canada 


ONEY    MAKERS 

in  buttons 

Experience   in   selecting   styles   and   in    making   these   styles   the   way    they   should   be   made 
gives  us  the  lead  in  the  button  world  for  real  money-making  values. 

We   are   authorities    on    everything    in    the    button    line.      Our    extensive    range    of    buttons, 
rhinestone  dress  trimmings,  and  ornaments  for  Fall,  1913,  is  ready   for  your  approval. 

A.    WeyerStall    &    Company.       Button  Manufacturers 
Branch  Office :  Montreal  and  Winnipeg.        Head  Office :     TORONTO 


SUBSCRIBERS 

will  do  the  manufacturer  and  this  paper  a  great  service  by  mentioning 
the  "Review"  when  answering  advertisements. 

The  manufacturer  wants  to  know  what  prompted  the  enquiry,  and  we 
want  him  to  know  that  his  advertisement  in  the  "Review"  pays  him. 
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Two  Troublesome   Problems  Facing  the  Trade 

The   indiscriminate   returning  of  goods   is   detrimental   to  both    manufac- 
turer and  retailer — A  possible  remedy  suggested — The  special  order  problem. 

THE  REVIEW  believes  firmly  that  taking  the  trade  as  a  whole,  the  relations  between  the  mer- 
chant and  the  manufacturers  in  Canada  are  of  the  best. 

But  human  nature  is  human  nature,  and  where  a  clash  of  interests  occurs,  there  is  bound  to  be 
friction  develop  from  time  to  time.  No  practical  end  can  be  served  by  any  attempt  to  set  the  mer- 
chant and  the  manufacturer  at  variance  by  placing  individual  cases  in  the  limelight  and  by  lead- 
ing either  the  manufacturer  or  the  merchant  to  suppose  that  he  is  the  special  victim  of  any  unjust 
grievance. 

There  are  certainly  many  cases  that  develop  in  the  course  of  a  season  which  look  as  though 
the  merchant  was  after  his  pound  of  flesh  good  and  hard;  but  The  Review  is  sure,  only  isolated 
buyers  really,  fully,  and  with  malice  aforethought,  deliberately  trade  on  the  forbearance  of  the 
manufacturer. 

Possibly  it  may  be  a  home  truth  which  some  manufacturers  will  not  likely  accept,  but  it 
seems  to  be  the  manufacturers  own  fault  that  the  evil  of  returning  goods  has  grown  to  the  propor- 
tions it  has  to-day.  No  one,  not  even  the  buyer  who  perpetrates  the  most  barefaced  return,  can 
deny  that  it  is  an  evil.  But  when  it  is  such  an  easy  matter  to  return  a  shipment  or  part  of  it 
which  for  some  reason  or  other  appears  undesirable,  and  when  there  is  a  full  knowledge  that  the 
manufacturer  will  meekly  accept  the  same,  the  temptation  to  slip  so  easily  out  of  a  situation  that 
may  mean  a  loss  and  to  load  that  loss  onto  another's  shoulders  is  irresistible. 

There  is  no  question  about  it,  it  is  up  to  the  whole  body  of  manufacturers  acting  in  concert 
to  put  a  stop  to  the  unjust  returning  of  goods  legitimately  ordered  and  which  are  fully  up  to  sample, 
for  this  is  a  game  in  which  no  man  can  play  a  lone  hand  and  fully  win  out. 

It  is  only  by  means  of  co-operation  that  a  remedy  can  be  found  for  the  unjust  returning  of 
ordered  garments.  The  dealing  with  the  disputes  that  arise  should  be  placed  in  the  hands  of 
some  central  executive  that  has  definite  and  absolute  power  to  pass  upon  the  justice  or  injustice 
of  the  claim,  and  the  decision  arrived  at  should  be  final.  This  would  eliminate  the  personal  equa- 
tion and  remove  all  possibility  of  bad  feeling  between  the  merchant  and  the  manufacturer. 

Indirectly,  too,  the  merchant  would  benefit,  for  as  every  manufacturer  knows,  the  possibility  of 
returns  has  to  be  taken  into  consideration  when  profits  are  being  figured  out.  Moreover,  goods 
returned  have  to  be  sold,  and  usually  returns  go  to  swell  the  ranks  of  the  cut  priced  lines  that  so 
materially  interfere  with  the  obtaining  of  the  proper  profit  on  the  regularly  bought  line  of  ready-to- 
wear  garments. 

The  special  order  is  another  fruitful  source  of  trouble  and  dispute  between  the  manufacturer 
and  the  merchant.  Under  present  conditions  it  is  difficult  to  see  just  how  all  special  orders  can 
be  eliminated.  But  The  Review  would  suggest  that  merchants  should  exercise  more  care  in  sending 
in  special  orders.  For  one  thing  a  special  order  should  not  be  sent  in  unless  the  customer  is  known 
to  be  reasonable  in  her  demands.  Also  the  stock  should  be  gone  over  carefully  so  as  to  make  sure 
that  there  is  no  garment  carried  that  will  fill  the  bill. 

Moreover  The  Review  believes  that  the  manufacturer  is  exercising  good  judgment  when  he 
refuses  to  fill  special  orders  when  he  suspects  that  the  merchant's  object  is  to  escape  the  carrying  of 
a  properly  representative  line  of  garments.  No  department  can  grow  that  does  not  put  in  a  proper 
assortment,   and  granting  special  orders  in  this  case  is  only  prolonging  the  agony. 

It  is  perfectly  plain  why  the  special  order  is  so  much  disliked  by  the  manufacturer.  It  is  not 
just  because  it  so  often  represents  a  loss,  but  so  often,  save  when  sent  in  by  a  merchant  who  has 
a  properly  organized  department,  there  is  always  an  element  of  uncertainty  and  worry  attached. 
Much  of  the  trouble  with  special  orders  is  due  to  the  fact  that  measurements  are  taken  by  unskilled 
hands.  Let  a  trained  fitter  take  these  special  order  measurements,  and  much  of  the  trouble  will  be 
eliminated.     But  even  then  the  merchant  must  realize  minor  alterations  may  have  to  be  made. 

It  is  only  when  an  abuse  becomes  so  bad  that  it  can  no  longer  be  borne  that  organized  efforts 
towards  relief  come  about.  Each  year  sees  advances  made  and  The  Review  has  every  confidence 
that  time  and  progress  will  lessen  if  not  eliminate  these  two  particular  problems. 
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A  garment  that  is  exclusive  and  different. 

The 


MADE  SINCE   1902 


a 


For  Fall" 


The  Pullan  line  embraces  many  new  features 
in  suits  and  decided  novelties  in  coats  as  well 
as  great  changes  in  unusually  smart  materials. 

This  assortment  for  Fall  is  in  all  respects  the 
greatest  line  ever  shown. 

Every  style  is  a  copy  of  the  newest  European 
and  American  creations. 

Priced 
Coats,    ...  $  6.50  to  $27.50 
Suits,     -    -    -       10.00  to     30.00 

The  trade  is  invited  to  inspect  our  line. 

M.  PULLAN  &  SONS 

An   Exclusive   Cloak,   Suit   and   Skirt   House 

Pullan  Building,  Bay  and  Wellington  Streets,  TORONTO 

Montreal  Office,  Lindsay  Building 
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CONVENTION 


AINTID 


STYLE  SHD 


Fall  Styles  and  Trade  Problems  Discussed 


Toledo,  May  3. 
THE  GROWTH  of  the 

National  Cloak,  Suit 
and  Skirt  Manufactur- 
turers'  Association  is  in- 
dicated by  the  larger  at- 
tendance of  members 
and  visitors     from     the 

leading  fashion  and  trade  papers  at  each  succeed- 
ing semi-annual  session,  and  also  by  the  widening 
interest  taken  in,  and  the  more  extensive  influence 
exercised  by  the  Associations  style  reports. 

Montreal  was  represented  at  the  May  convention 
just  over  at  Toledo  by  A.  Sommer,  of  A.  Sommer  & 
Co..  -1.  W.  Northway,  of  John  Northway  &  Sons,  and 
J.  II.  Winters,  of  J.  II.  Winters  &  Co.,  were  present 
Iron i  Toronto.  Dry  Goods  Review  was  the  only 
Canadian  trade  paper  represented. 

Because  of  President  Hooland's  visit  East  to 
Washington  and  New  York  on  matters  relative  to 
the  pending  tariff  changes,  it  was  well  after  ten  o'- 
clock on  Friday  morning  when  the  convention 
opened. 

In  his  brief  opening  speech  Mr.  Hooland  con- 
gratulated the  members  of  the  Association  on  the 
great  progress  made  since  its  inception,  and  more 
particularly  in  the  past  few  years,  saying  that  in 
his  belief  much  of  that  progress  was  due  to  the 
fact  that  they  endeavored  to  be  fair  and  to  look 
at  all  questions  relating  to  their  industry  in  a 
broad  manner  and  not  just  from  the  selfish  stand- 
point of  their  own  interests  alone.  They  endeavored 
to  consider  the  retailer  and  to  put  the  industry  upon 
the  broad  basis  of  what  was  best  for  both. 

President  Hooland  then  introduced  Morris 
Black,  of  II.  Black  &  Co.,  Cleveland,  who  read  the 
report  of  the  Well-fare  Committee.  "Policy  is  to  the 
manufacturer  what  character  is  to  the  man,"  was 


The  National  Cloak,  Suit  and  Skirt 
designers  hold  their  semi-annual  con- 
vention and  style  show  in  Toledo — Over 
200  garments  shown  at  the  style  show 
— $25,000  appropriated  to  send  style 
experts  to  Europe. 


t  h  e  striking  opening 
statement  which  formed 
a  fitting  introduction. 
The  report  dealt  with 
matters  that  have  al- 
ready been  taken  up, 
and,  while  it  was  not 
intended  to  limit  the 
subjects  to  be  considered,  it  was  the  purpose  of  the 
committee  to  discuss  and  present  the  old  issues  un- 
til the  whole  of  the  association  had  fallen  into  line. 
In  an  industry  so  complicated  as  the  cloak  industry 
and  one  in  which  the  element  of  novelty  played  such 
an  important  part,  new  issues  were  constantly  crop- 
ping out  and  from  time  to  time  would  be  taken  into 
consideration.  The  report  went  on  to  deal  with 
such  matters  as  the  sending  out  of  goods  on  ap- 
proval. Goods  sent  out  on  approval  would  ultimate- 
ly interfere  with  the  proficiency  of  the  selling  de- 
partments of  manufacturing  organizations  as  well 
as  with  the  efficiency  of  the  retail  merchants.  The 
proper  way  in  which  to  sell  goods  was  to  have  the 
merchandise  in  stock  and  the  retailer  could  do  busi- 
ness in  no  other  manner.  Each  section  of  the  trade 
had  to  assume  its  proper  burdens  and  the  manufac- 
turers' burden  was  to  provide  the  raw  materials  and 
the  labor  requisite  to  the  making  up  of  the  same 
and  not  to  carry  the  made  up  stock — that  was  the 
retailers'  particular  problem.  The  selling  methods 
of  this  organization  have  in  the  past  been  through 
sales  made  in  their  own  sales-rooms  and  through 
their  travelling  salesmen.  If  the  third  method  of 
selling  merchandise  on  approval  is  allowed  to  grow 
it  means  a  serious  weakening  of  the  selling  methods 
of  this  organization  which  is  through  the  factory 
salesrooms  and  through  the  travelling  salesmen. 

The  matter  of  special  orders  then  came  up  and 
men  i  hers  were  reminded  that  at  the  November  meet- 
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THE  EGYPTINE 
UNDERSKIRT 
IS  FINE  VALUE 


Egyptine  Underskirts  represent 
the  BEST  VALUE  of  any  silk- 
mixture  skirts  on  the  market. 

The  material  is  GUARAN- 
TEED to  us  —  we  guarantee 
every  garment  to  you  with  this 
guarantee  label. 


The  value  is  in  the  MATERIAL, 
in  the  wearing  quality  of  the 
goods.  Egyptine  has  all  the 
rich  rustle  of  pure  silk,  but 
wears  three  time  as  long. 

Egyptine  look  well,  wear  well, 
hold  their  shape  and  are  guar- 
anteed satisfactory. 

Value  for  Value,  Egyptines  are 
beyond  comparison.  Be  sure  of 
this  label  on  the  band. 
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Recommendations  of  Style  Committee 

SUITS 

Coat  suits  for  Fall  will  embody  a  greater  variety  of  features  than  they  have  in  several  seasons 
past.  These  features  will  consist  of  high  buttoning,  cutaway  and  blouse  effects,  Mandarin  sleeves, 
drapings,  vests  or  waistcoats,  fur  band  collars,  Russian  effects  with  belts  and  sashes,  sleeves  shirred 
at  the  wrists,  and  the  combination  in  a  suit  of  one  material  for  the  coat  and  another  for  the  skirt. 

The  principal  feature  of  the  suit  coat  will  be  the  cutaway  effect,  the  back  of  the  coat  being 
cut  markedly  longer  than  the  front.  The  slope  of  the  cutaway  is  the  element  which  determines 
the  length  of  the  back,  which  will  vary  to  an  un  usual  degree.  Suit  coats  measuring  from  finger- 
tip to  bend-of-the-knee  length  will  predominate. 

In  addition  to  the  tailored  skirt,  the  slightly  draped  skirt  will  be  prominent,  particularly  in 
the  dressier  suits.  The  high  waist  line,  a  slash  at  the  skirt  bottom,  plaiting  and  shirring  at  the 
belt,  and  a  narrowing  effect  toward  the  hem  of  the  skirt  will  be  in  high  favor. 

COATS. 

Coats  are  to  be  48  and  50  inches  long,  with  emphasis  on  high  buttoning  collars  and  a  ten- 
dency toward  sloping  back  seams.  The  cut  will  be  irregular  at  the  bottom — longer  in  back  than 
at  the  front.    In  dressy  and  novelty  coats  shorter  lengths  will  be  shown. 

The  combination  of  pile  fabrics,  the  use  of  wide  belt  effects  below  the  waist  line,  and  in  fancier 
coats,  Mandarin  sleeves  and  draped  effects  will  be  favored  treatments. 


ing  the  conclusion  was  reached  that  the  merchant 
would  make  more  money  and  be  in  a  better  posi- 
tion if  he  would  carry  sufficient  stock  with  a  variety 
enough  to  fill  the  demand  rather  than  depend  upon 
the  special  orders  to  make  up  for  what  was  lacking. 
Confidence  in  selecting  stock  and  strength  in  selling- 
are  requirements  that  must  be  possessed  by  a  house 
that  carried  the  proper  stock  to  take  care  of  its  trade 
without  losing  time  and  business  by  sending  in  or- 
ders for  special  individuals.  Through  proper  educa- 
tion, it  is  believed  that  this  idea  will  gradually  be 
dropped  and  that  the  merchant  will  make  such  a 
study  of  his  trade  as  will  enable  him  to  select  the 
stock  needed  to  clinch  every  possible  sale  on  the 
spot. 

LIMITING    OF    SAMPLE    LINES. 

The  concentration  of  the  sample  line  was  next 
alluded  to.  Efficiency  in  the  factory  as  well  as  in 
the  taking  of  orders  will  be  conserved  by  limiting 
the  number  of  garments  in  a  sample  line.  The  Well- 
fare  committee  continues  to  recommend  40  suits  and 
HO  coats  as  sufficient  to  cover  all  purposes.  If  a  man- 
ufacturer holds  closely  to  its  orders  in  cutting 
merchandise,  it  will  have  little  except  the  natural 
surplus  resulting  from  changing  conditions  and  the 
sample  lines  to  dispose  of  in  other  than  the  regular 
way. 

The  disposition  of  sample  lines  is  always  of  inter- 
est and  discussion  as  to  the  most  satisfactory  ways 
of  disposing  them  will  be  continued  in  the  future. 

THE  CANCELLATION  PROBLEM. 

The  subject  of  cancellations  was  then  taken  up 
coupled  with  the  recommendation  that  no  order 
should  be  taken  that  called  for  delivery  under  30 


days  from  date  of  order.  This  subject  brought  out  an 
animated  and  instructive  discussion.  Evidently  the 
manufacturers  are  of  the  opinion  that  their  opinion 
is  well  grounded  was  established  by  the  evidence  pro- 
duced, that  some  merchants — not  all  of  them — but 
an  unpleasantly  large  number,  were  in  the  habit  of 
demanding  an  early  date  of  delivery  simply  because 
they  knew  the  manufacturer  could  only  live  up  to 
his  agreement  and,  therefore,  they  would  have  the 
privilege  of  cancelling.  Backbone  and  character, 
and  nerve  enough  to  refuse  to  take  orders  that  the 
manufacturer  knows  he  cannot  fill  by  the  date  speci- 
fied was  the  cure  recommended  for  cancellations. 
Many  buyers,  it  was  asserted,  practically  dictated 
their  own  terms  of  delivery  and  therefore  ruled  the 
factory,  not  the  man  that  owned  it.  No  business  could 
prosper  under  such  conditions  and  unless  a  manu- 
facturer had  absolute  control  of  the  dates  of  delivery 
of  his  output,  he  only  served  under  a  multiplicity  of 
masters.  No  business  could  prosper  unless  there  was 
only  one  head  and  that  head  was  the  manufacturer 
bin]  self. 

Preferential  deliveries  was  another  problem  dis- 
cussed. The  allowing  of  the  order  for  a  favored  buy- 
er to  take  precedence  over  one  placed  earlier  was  de- 
nounced as  "graft"  by  Morris  Black. 

Several  manufacturers  spoke  against  giving  any 
particular  buyer  this  form  of  precedence,  0113  manu- 
facturer going  so  far  as  to  say  that,  when  goods  were 
made  up  for  a  buyer  who  had  placed  his  order  early, 
and  were  hanging  up  and  awaiting  delivery  on  Octo- 
ber 1,  should  a  call  come  from  another  buyer  for  an 
early  shipment  of  goods,  they  would  not  touch  those 
already  made  up. 
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We  are  sole  manufacturers  of  Gait  Fleece 
Robes  for   Canada  and   are  carrying  a 

larger    range 
than  ever 
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B.  1276.  $39.00  dozen. 

Plain  wool  eiderdown  robe  made 
up  in  grey,  light  red,  dark  red, 
sky,  Copenhagen.  Trimmed  with 
black  or  self  embroidery  edging 
and  black  or  self  girdle  to  match 
and  silk  cord  tie  at  neck.  Sizes  34 
to  44. 


O  doubt  you  have 
had  this  line  from 
Gait  Knitting  Co. 
and  appreciate  the 
quality  of  the 
cloth  used,  we 
have  added  a  number  of  new 
styles  and  our  range  runs 
from  $39.00  to  $78.00  a  doz. 
in  long  and  $14.00  to  $27.00 
in  short. 

Orders  are  coming  in  very 
fast  and  we  would  advise,  to 
obtain  good  delivery,  plac- 
ing orders  immediately. 

Samples  submitted. 


B.  1293.  $72.00  dozen. 

Hippie  wool  eiderdown  robe  made  up  in 
light  red,  dark  red,  sky,  Copenhagen,  mauve 
and  old  rose  with  large  shawl  collar  and 
turned  back  cuff  faeedi  with  satin  of 
same  color.  Robe  is  fastened  with  satin 
covered  buttons  and  silk  cord  frogs.  Large 
patch   pocket.     Girdle  of  self  color. 


Martin  &  Smith  Co.,  Ltd. 

Makers  of  Women's  Waists  and  Junior  Girls 
Dresses,  Waists,  Kimonas,  Gait  Fleece  Robes. 


350  Sorauren  Avenue, 


Toronto 
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Garments  Displayed  at  the  Style  Show 


THE  STYLE  Commit- 
tee mot  in  Toledo  on 
Tuesday  and  again  was 
in  session  on  Friday  af- 
ternoon, to  complete  its 
work.  The  members  are 
Hugo  Stein,  of  Bischof, 
Sterne  &  Stein,  Cincin- 
nati;  A.  Printz,  of  Printz,  Biederman,  Cleve- 
land: Dudley  Palmer,  of  Percival  B.  Palmer  &  Co., 
Chicago;  and  other  prominent  manufacturers. 

Close  on  to  two  hundred  garments  were  display- 
ed, but  a  new  regulation  that  will  come  into  force 
another  convention  will  most  probably  reduce  that 
number.  Hitherto  there  has  been  no  criticism  made 
of  any  garment  sent  in.  Next  convention  the  style 
committee  will  pass  upon  all  and  will  reject  such 
garments  as  they  consider  are  not  in  line  with  the 
coming  style  tendencies.  This  will  mean  that  a  high- 
er standard  will  be  attained  and  that  the  style  show 
as  a  whole  will  fill  more  adequately  the  educative 
junction  for  which  it  was  designed. 

Decidedly  the  most  interesting  feature  of  the 
present  show  was  the  showing  of  the  new  length  in 
coats.  This  model  was  knee  length  at  the  back  and 
very  much  shorter  in  front  in  conformity  with  the 
cutaway  effect  now  so  generally  popular.  The  very 
first  coat  shown  was  of  Arabian  lamb  in  this  new 
length,  very  much  draped  and  gracefully  rounding 
up  to  the  fastening  which  commenced  just  below  the 
waist.  This  fastening  was  accomplished  by  bars  of 
skunk  and  a  throw-over  or  stole  collar  was  made  up 


Separate  coats  showed  narrow  effect  in 
lower  part — skirts  are  narrow — Sleeves 
show  roomy  armholes  —  Raglan  cut 
shoulders  seen — Descriptions  of  the 
three  representative  coats  chosen. 


FOR  SUITS  AND  DRESSES. 

Eponge,  sponge  cloth,  ratine  brocades, 
l> n icaded  woollens,  velour  de  laine,  velour 
cord,  cut  cord,  cotele,  cote  de  cheval,  baya- 
dere cords,  reps,  wool  poplins,  serge,  wool 
crepe  broadcloths. 

Trimmings  —  Plushes  in  imitation  of 
furs,  Arabian  lamb,  Ural  lamb,  Persian 
lamb,  Astrachan,  seal,  mole,  beaver,  ermine, 
etc. 

_  Novelty  plushes,  stamped,  brocaded  and 
printed  in  imitation  of  crocodile  skin,  and  in 
soft-toned  Oriental  effects.  Moire  is  used 
both. in  black  and  in  the  same  color  as  the 
'material  it  trims.  The  newest  idea  is  the  use 
of  braid  and  braid  passementeries.  Buttons 
are  not  so  fashionable  and  many  are  covered. 
Jet  buttons  are  the  novelty  and  odd  shapes  in 
mottled  celluloid  and  galalite  and  metal 
bomb  buttons  are  used. 

Buckles  made  of  the  material  and  orna- 
ments made  of  cords  of  the  same  are  freely 
used. 

Fur  and  feather  trimmings:  Skunk, 
cony,  Australian  opossum,  ostrich  and  mar- 
about. 


of  lines  of  the  same 
fur.  This  coat  was  trim- 
med with  real  fur  and 
so  were  several  others, 
but  imitation  fur  was 
much  more  frequently 
used.  The  first  coat 
described  and  one  of 
taupe  ratine  trimmed  with  Civet  cat,  and  a  coat  in 
knee  length  made  of  dull  red  and  black  stamped 
plush  banded  with  seal  plush,  were  the  three  models 
chosen  as  typical  of  the  coming  fashions.  The  mole 
ratine  coat  had  a  peculiarly  cut  band  or  flounce  into 
which  the  soft  drapy  cloth  was  gathered.  Compli- 
cated cutting  was  a  feature  of  all  the  coats  and  suit 


MATERIALS  FOR  COATS. 

Animal  Plushes  —  Arabian  lamb,  Ural 
lamb,  Persian  lamb,  Astrachan,  Civet  cat, 
mole,  seal,  beaver,  ermine. 

Stamped  and  brocaded  plushes:  Brocaded 
woollens,  both  for  coats  and  suits,  eponge  and 
sponge  cloths  in  both  cloak  and  suiting 
weights,  zibelines,  chincillas,  curl  cloths, 
striped  curl  cloths  in  black  and  white,  black 
and  blue,  black  and  golden  brown.  Beaver 
cloth  and  broadcloth  in  black  and  matelasse. 
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coats  as  well.     All  separate  coats  were  cut  so  as  to 
give  the  narrow  effect  in  the  lower  part. 

The  change  in  the  sleeves  was  notable.  All  were 
cut  with  roomy  arm-holes  and  in  a  few  models  the 
Raglan  cut  shoulder  was  adopted.  Many  more  show- 
ed the  dropped  sleeve  with  the  very  long  shoulder. 
The  kimona  cut  is  revived  in  what  is  called  the 
mandarin  sleeve  and  so  wide  are  some  of  the  arm- 
holes  cut  that  the  sleeve  line  comes  well  below  the 
waist  line. 

The  absence  of  reveres  and  the  high  fastening  and 
collars  of  fur  fabrics  or  of  brocaded  plush,  or  printed 
that  come  only  a  short  distance  over  the  shoulder 
are  the.  newest  feature.  The  stole  or  throw-over  effect 
with  both  single  and  double  ends  was  seen  on  one 
or  two  models,  but  the  collar  first  described  was  the 
almost  universal  finish.  All  kinds  of  blouse  effects 
sometimes  confined  to  the  front  or  to  the  back  of 
the  coat  en  evidence. 

Many  of  them  followed  the  Balkan  cut,  giving 
the  low  waist  line  and  this  cut  was  ever  chosen  when 
the  material  of  the  coat  was  of  animal  plush.  Braid 
trimmings  and  braid  passementeries  appeared  on  a 
number  of  the  coats  and  elaborate  froggings  made 
of  rondeaux  of  the  material  of  the  coat  were  seen  on 
numerous  models. 

The  suits  shown  were  very  handsome,  being  one 
and  all  of  the  novelty  variety.    In  one  respect  they 
(Continued  on  page  127) 
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DESCRIPTION 

Champagne  Crefa  Plantation  Chiffon. 
Silk     Empire    Green    Chiffon    trim. 
Hand    Embroidered    Edging    on    trim. 
Surfilice    Effect    of    Teneriff   Lace. 
French  Net    Vest  Hemstitched. 
Black  Net  "V"  and  Small  Silk    Bow. 
Champagne   Silk  lined. 
Roman    Pearl    Ball    Buttons. 
Back  as     attractive    as    front. 


The  illustration  above  is  possibly  one  or  the  most  attractive  waists 
our  designers  have  ever  turned  out,  and  will  stand  comparison  favorably 
with    French   waists    of    double    the    value. 

Our  complete  range  of  one  hundred  such  numbers  is  now  with  our 
salesmen,  and  we  invite  inspection  as  early  as  possible  as  materials 
cannot  be  duplicated. 


LADIES'   WEAR   LIMITED 


84  Wellington  Street  West,  Toronto 


ARTS  and  CRAFTS  BLDG. 
Vancouver 


W.    F.    GOFORTH 
Managing    Director 
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Get    Into    The    Orbit 
Weather,    Immediate 


The  "Star"  Brand  orbit  is  growing  each  season.  It  has  wid- 
ened out  until  it  now  covers  the  entire  Canadian  ready-to- 
wear  trade.  Our  hot-weather  dress  values  speak  for  them- 
selves in  no  uncertain  manner — they  are  talking  loudly  to 
the  merchant  who  is  aggressive  in  his  buying  and  selling. 
They're  worth  while  getting  in  touch  with  right  away.  A 
card  to-day  will  bring  our  representative  or  any  samples  you 
desire. 


"STAR" 


7068.  Fine  Muslin  and  Torchon  trim- 
ming, crochet  buttons,  Pink  or 
Blue  piping. 

(>()74.  Striped  Anderson  Zephyr,  plain 
chambray  trimming,  very  popu- 
lar model. 


THE     STAR 
MANUFACT 


7068 


6074 


Berlin, 
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Of  "Star"  Brand  Hot 
Delivery,  Dress  Values 


We  are  not  illustrating  these  four  numbers  from  our  "im- 
mediate delivery"  dress  stock  for  the  sake  of  making  this  pap- 
er attractive,  with  the  idea  of  illuminating  our  advertisement 
with  the  new  modes  for  Summer.  We're  illustrating  them 
for  you — just  to  give  you  an  idea  of  the  values  that  await 
you  in  the  "Star"  Brand. 

Send  to-day  for  samples — stock  up  now  for  your  Summer's 
business.    Get  into  the  orbit  of  "Star"  Brand  values. 


BRAND 


7070.  White  Linenette,  Blue  or  Pink 
piping,  trimmed  with  Plauen 
collar  and  crochet  buttons. 

7078.  Natural  Linen,  Navy,  Sky  or 
Red  collar,  cuffs,  piping  and  self 
buttons. 


WHITEWEAR 
URING     CO. 


Ontario. 


7070 


7078 
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The   Length   of   the  Suit  Coat   for   Fall 


FALL  LINES  of  suits 
are  sufficiently  advanc- 
ed to  enable  some  defin- 
ite idea  of  what  manu- 
facturers are  offering  to 

be  "leaned.    One  of  the  

first  questions  always 
taken  up  is  the  length 

of  the  suit  coat.  Canadian  manufacturers  have  unani- 
mously settled  upon  36  inch  as  the  staple  length,  but 
models  that  come  to  a  close-gated  blunt  point  at  the 
back  are  made  a  full  two  inches  longer.  This  is  a 
novelty  season,  and  therefore,  in  the  more  extreme 
models,  will  in  all  probability  vary  from  these  stand- 
ard lengths  and  at  present  the  general  opinion  ex- 
presses is  that  they  will  be  longer.  Misses'  suit  coats 
will  measure  34  inches. 

The  plain  tailor-made  is  quite  out  of  the  picture 
and  fashion  is  favoring  the  French  idea  of  fanciful 
styles  and  effects.  Seldom  have  tailored  fashions 
been  so  varied  or  so  gay,  due  to  the  many  vari-color- 
ed  trimmings  of  Bulgarian,  Futurist,  and  soft  toned 
Oriental  patterned  embroideries,  velvets  and  silks. 

The  varied  styles  give  designers  great  scope  this 
season  and  some  decidedly  handsome  models  are 
shown.  The  only  drawback  is  perhaps  not  one  at  all 
and  is  found  in  the  fact  that  it  is  a  difficult  matter 
to  put  out  low  priced  suits  that  are  at  all  in  confor- 
mation with  the  requirements  of  the  present  fashion. 
In  the  first  place  the  material  must  be  handsome  and 
the  trimmings  must  be  rich  and  the  longer  coat  nec- 
essitates the  using  of  a  little  more  cloth.  Materials 
are  varied.  Velvets,  both  plain  and  fancy,  will  be 
good  and  such  woollen  materials  as  velour  de  laine, 
wool  velour  cord,  cut  cord,  ratine  eponge,  rough  diag- 
onal serges,  diagonal  cords,  cote  de  cheval  mixtures 
and  other  novelty  weaves. 

Many  designers  are  using  fur  trimmings  such  as 
coney  in  narrow  lines.  Fur  cloths  such  as  Astrach- 
an,  Persian  and  moire  lamb,  Civet  cat,  etc.,  will  be 
used. 

The  trimmings  used  are  bright  colored  Bulgarian 
and  Post-Impressionistic  silks  with  wide  spaces  of 
ground  showing  between  crudely  drawn  groups  or 
bunches  of  many  hued  flowers.  Higher  priced  suits 
show  these  trimmings  in  Oriental  patterns  and  in 
chubby  rose  patterns  in  softer  tones,  many  of  which 
are  embroidered  with  metal  threads.  Fewer  buttons 
are  used  and  many  of  them  are  covered.  There  is  a 
tendency  to  use  braids  that  promises  to  become  more 
pronounced  as  the  season  advances. 

The  big  majority  of  the  models  seen  so  far  show 
the  coat  on  cut-away  lines.  Some  models  are  cut 
very  short  in  front  to  show  a  vest  effect  in  fancy  silk 
or  velvet.    Some  models  are  shirred  across  the   back 


Canadian  manufacturers  settle  on  36-in. 
for  the  staple  length  —  Long  backed 
models  will  be  38  and  Misses'  Coats  34 
— Slashing  of  skirts  is  finding  favor. 


are  met  with.    Drapery 
designers  think  well  of 


or  at  the  sides  of  the 
front,  and  a  few  are  de- 
veloped in  Russian 
blouse  styles. 

Skirts  are  narrow — 

about  l1/^  yards  is  the 

general   width,   though 

skirts  as  wide     as     1% 

effects  are  general  and  many 

the  peg-top  skirt  when  not 


Gown  of  striped  French  voile  heavily  hand  em- 
broidered. The  long  draped  tunic  is  hung  over  a 
skirt  of  the  voile  cut  with  the  stripes  running  in 
bayadere  fashion.  The  collar  is  edged  with  a  bias 
band  of  taffeta  and  the  ties,  cuffs,  and  crushed 
girdle  is  of  the  same  silk.  Shown  by  the  Doherty 
Mfg.  Co. 
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Dry  Goods  Review 


The  Largest 
Exclusive 
Coat  House 
in   Canada 


All  the  Latest  Styles 
in  Fall  and  IVinter 

COATS 

High  grade  fabrics 
Exclusive  designs 


WE  make  nothing  but  coats — but  we 
make  everything  in  coats.  Every- 
thing from  the  linen  motor  coat  to  the  finest 
sealette — coats  for  the  rainy  day — coats  for 
the  cool  Fall  evenings — coats  to  protect  the 
women  from  the  nipping  winds,  will  be 
found  in  the  extensive  showing  now  in  the 
hands  of  our  representatives. 

" National"  coats  have  a  style  distinction  in 
cut  and  fabric  that  is  more  convincing  than 
any  argument  we  could  produce  with  the 
printers'  ink.  They  have  style  and  value 
stamped  in  every  line,  in  every  thread. 

We  ask  your  attention  when  our  represen- 
tative calls. 


Send  for  samples  of  our  Motor  and  Rain 
Coats  for  immediate  delivery. 


The  National  Rubber  Co.  of  Canada 

MONTREAL 
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Separate  Coats  Strong 

Biryers  strongly  interested  in  the 
separate  coat  line  —  Fur  fabric 
models  shown  first — Some  call  for 
full  length  models,  particularly  in 
the  West — Fashion  favors  the  45 
and  48  inch  coat. 

Manufacturers  are  anticipating  a  big  separate 
coat  season.  This  is  a  logical  development,  as  the 
novelty  suit  will  be  high  priced  this  season. 

The  majority  of  coats  that  were  shown  for  the 
Western  trade  were  45  and  48  in.  models,  but  many 


Handsome  fall  suit  of  grey  striped  fancy  velvet. 
The  coat  is  38  in.  at  the  back,  rounding  up  to 
a  shorter  length  in  front,  and  the  method  of 
treating  the  cut-away  is  new.  The  collar  is  of 
embroidered  Bulgarian  velvet  in  the  softer 
tones,  enriched  with  metal  threads,  and  is  con- 
vertible. The  sleeve,  hem  and  edge  of  the 
coat  and  the  hem  of  the  skirt  have  a  narrow 
band  of  black  fur.  Shown  by  Ontario  Cloak 
Co. 


carried  to  the  extreme.  This  effect  is  generally  got- 
ten by  the  use  of  a  band  into  which  the  skirt  is  tuck- 
ed or  shirred.  The  waist  line  is  still  somewhat  raised 
and  narrow  stitched  belts  or  half  belts  form  a  very 
usual  finish.  Here  and  there  a  skirt  is  seen  that  is 
slashed  just  sufficiently  to  show  the  ankle.  This  is 
a  pretty  fashion  that  is  by  no  means  immodest. 

Paris  is  featuring  a  draped  effect  in  front,  with 
the  skirt  plain  and  tight  across  the  back,  and  which 
draws  the  skirt  up,  showing  the  feet  in  front. 


Tall  model  cut  on  the  new  low  belted  lines.  The 
belt  is  very  wide  and  passes  through  a  buckle 
effect  made  of  the  cloth.  The  cloth  is  a  rough 
looped  diagonal,  and  the  collar  is  convertible. 
Shown  by  M.  Pullan  &  Sons. 
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The  New  Daylight  Home 


OF 


THE 


Independent  Cloak  Company 

Proof  of  the  immense  popularity  of  INDEPENDENT  SUITS  AND  COATS  is  evidenced  in  the  necessity  for 
the  erection  of  this  large,  well  equipped,  well  lighted  building.  The  growth  of  Independent  sales  has  been  so 
pronounced  that  it  warranted  us  exerting  every  power  to  accommodate  it.  With  this  new  factory  at  our  dis- 
posal we  will  be  enabled  to  give  even  better  service  than  before.  Every  improvement  is  inaugurated  that  will 
aid  in  the  turning  out  of  the  highest  class  garments. 


Our  Pall  range  is  ready  for  your  inspection, 
through  our  new  home. 


Call  when   in   the  city  and  we  will   he  delighted  to  show   you 


NEW    ADDRESS 


579-581-583-585  Richmond  St.  West,  Toronto 

(Just  east  of  Bathurst  Street) 
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orders  have  been  placed  for  the  full  length  coat. 
This  does  not  mean,  however,  that  the  shorter  coat 
will  not  be  the  leader  in  the  cities,  and  where  the  cli- 
mate is  not  so  severe,  for  the  fashion  tendency  is 
all  in  favor  of  the  straight  line  coat. 

The  first  line  to  be  completed  is  the  fur  fabric 
line.  Seal  plush  is  staple,  and  is  shown  made  up 
both  alone  and  in  combination  with  other  fabrics, 
such  as  Persian  lamb,  Astrachan  or  Civet  cat  ; As- 
trakhan and  Persian  lamb  is  very  much  favored. 

The  coney  mole  shows  the  reversed  stripes  that  are 
so  effectively  used  when  the  coat  is  of  the  real  fur. 


Blue  messaline  dress  showing  touches  of  Bul- 
garian silk  in  the  vestee  and  girdle  and  the 
embroidered  collar.  The  skirt  is  draped  back 
and  front.  The  sash  is  of  messaline  finished 
with  a  pleating  of  the  same.  The  sleeves  are 
long  and  have  pleatings  of  lace  at  the  cuffs, 
and  there  is  a  lace  guimpe  finished  with  a  high 
collar.     Shown  by  E.  D.  Fairbairn  &  Co. 


Fall  model  of  tan  and  brown  zibeline,  with 
throw-over  collar  and  cuffs  of  velvet  to  match. 
Shown  by  Laurel  Mfg.  Co. 


Fur  models  are  closely  followed  and  the  45  in. 
straight  cut  coat  loose  above  and  close  fitting  below 
the  knee  is  the  accepted  model.  Seal  plush  and  coney 
plush  are  made  with  the  shaped  band  or  flounce,  and 
the  collars  on  these  coats  are  larger  and  more  import- 
ant than  those  placed  on  coats  in  the  regulation 
cloth  line.  Linings  in  high  color  are  another  new 
feature. 

The  coming  Fall  is  to  be  another  season  of  rough 
cloths  and  the  cloth  manufacturer  has  helped  ma- 
terially towards  making  the  Fall  season  a  coat  success 
by  placing  in  the  hands  of  designers  a  number  of 
highly  attractive  cloths.  Astrachans  and  looped 
cloths  are  first  in  importance,  but  the  high  novelty 
(Continued  on  page  114.) 
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The  Fall  and  Winter  Range  of 

Cloaks  and  Tourist  Coats 

NOW  READY 


"THISTLE" 

Brand 

CLOAKS 

and  Tourist  Coats 

Designed  by  an  Eminent 
New     York     Designer 


Having  secured  the  services  of  a  com- 
petent designer,  who  for  many  years 
has  been  associated  with  one  of  the 
leading  New  York  mantle  houses,  we 
are  in  a  better  position  than  ever  before 
to  offer  the  trade  styles  which  will  add 
materially  to  our  already  high  standard. 

The  range  which  is  now  in  the  hands  of 
our  travellers  and  agents  represents  the 
latest  dictates  from  leading  Fashion 
creators  in  both  cut  and  fabric.  The 
materials  are  the  cream  of  the  English, 
French  and  German  markets. 

It's  to  your  advantage  to  see  our  com- 
plete range.  If  you  fail  to  see  our 
traveller,  write  and  we  will  forward 
some  novelties  prepaid. 


The  Scottish  Rubber  Company 


316  NOTRE  DAME  ST.  W. 


MONTREAL 
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Dry    Goods    Revieu 


"Culture  '  Garments  Designed 
by  One  of  New  York's  Leading 
x*  &  »  Italian  Designers  &  »  «* 

Associated  with  the  Italian  School  of  Designing 


• 


As  far  back  as  records  of  art  are  concerned  the 
people  of  Sunny  Italy  have  led  the  world  in  artis- 
tic works — music,  sculpture,  painting,  architec- 
ture and  designing.  The  Italian  School  is  recog- 
nized the  world  over  as  the  authority  in  artistic 
designing  of  clothing.  Its  graduates  are  to-day 
holding  the  leading  positions. 

"Culture"  Garments  will,  we  believe,  have  the 
unique  distinction  of  being  the  first  in  Canada 
to  be  designed  by  an  Italian. 

We  have  secured  the  services  of  Mr.  D'Orazio, 
one  of  the  foremost  Italian  designers  of  women's 
ready-to-wear  garments  in  New  York  City.  His 
work  warrants  us  making  the  claim  that  "  Cul- 
ture" Garments  will  lead  the  Canadian  trade  in 
style,  fit  and  finish  for  Fall. 

We  make  women's  and  misses'  suits,  coats  and 
dresses. 

The  Ontario  Cloak  Company,  Limited 


DARLING  BUILDING, 


Designers  and  Makers 


TORONTO 


(C 


Culture j 


Garments 
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Semi-Tailored    Waist  Styles 

Dressy  effect  due  to  materials  used 
— Lovely  waists  in  shadow  lace 
shown  —  Rich,  soft  colors  with 
bright  touches  in  trimmings  favor- 
ed —  Corn-flower  blue  one  of  the 
new  colors — The  growing  favor  of 
Balkan  models. 

The  best  selling  waists  at  present  are  made  of 
voile  and  cotton  crepe,  and  the  big  majority  are  made 
with  the  low  neck  and  short  sleeves.  The  styles  are 
still  semi-tailored,  and  hand-machine  embroidery  and 
lace  are  the  accepted  trimming.  The  outstanding 
feature  of  all  these  waists  is  transparency,  and  the 
waists  now  showing  should  be  ideal  for  the  hot  Sum- 
mer weather.  Just  a  touch  of  color  is  a  feature  that 
is  re-appearing  again,  and  a  little  color  in  the  em- 
broidery or  touches  of  colored  voile  and  colored  glass 
buttons  are  all  very  much  used. 

Waists  made  of  Habutai  silks  in  white  and  in 
plain  colors  and  in  striped  effects  are  coming  to  the 
front.  Some  of  these  are  plainly  tailored,  while 
others  are  embellished  with  touches  of  color  in  the 
shape  of  silk  bows,  collars  and  buttons.  The  yoke  is 
the  new  feature,  and  both  the  front  and  back  are 
either  shirred  or  tucked  into  the  yoke.  The  new 
blouses  are  decidely  fuller  and  more  bloused.  The 
very  high  priced  waist  is  of  crepe  de  chine.  Crepe 
de  chine  waists  are  made  on  semi-tailored  lines  and 
rhinestone  buttons  form  the  decidedly  effective  trim- 
ming. 

The  past  few  seasons  have  seen  what  may  be 
termed  a  sprots  blouse  introduced  each  year.  First 
came  the  Jack  Tar  Middy,  and  last  year  we  had  the 
Norfolk  middy.  This  year,  though,  the  first  two  are 
still  in  the  field,  the  novelty  in  middys  is  the  Balkan. 
Balkan  middys  have  the  smart  long  waist  line  and  are 
fulled  into  a  low  belt.  They  have  the  new  modified 
sailor  collar  in  red,  blue  or  white,  with  ties  to  match. 
Modified  styles  have  the  shorter  blouse  and  a  very 
deep  belt  at  the  waist.  This  latter  style  is  very  pretty 
developed  in  white  Habutai  with  the  collar,  ties, 
cuffs  and  deep  belt  of  striped.  Jack  Tar  middys  and 
Norfolk  middys  are  also  developed  in  Jap  silks  as 
well  as  in  the  ducks,  drills  and  near  linen  fabrics. 

For  high  grade  waists,  designers  are  working  on 
a  line  for  present  and  for  early  Fall  selling  that  is 
wonderfully  attractive.  Crepe  weaves  are  strong  with 
crepe  de  chine  and  crepe  chiffon  as  the  most  favored 
fabrics.  Silk  materials  are  freely  used  and  brocades 
are  in  particular  favor.  Also  since  Paris  declared  in 
favor  of  taffetas,  there  has  been  a  revival  of  interest 
in  shots.  Shadow  lace  waists  are  new  and  some  lovely 
models  are  being  prepared.  Soft  rich  colors  are 
used,  brightened  by  piping  and  trimmings  of  bright 
colored  and  vari-colored  silks  and  jeweled  buttons. 
Embroidered  collars  and  trimming  motifs  in  Oriental 
patterns,  but  in  more  subdued  colors  are  a  new  fea- 


ture. Braids  in  Oriental  tones  and  with  touches  of 
high  color  are  beginning  to  be  used. 

Materials  are  often  combined.  For  instance,  the 
upper  part  of  the  waist  and  the  sleeves  will  be  of 
shadow  lace  veiled  with  chiffon  and  the  lower  part 
of  plain  or  brocaded  satin.  Smart  waists  have  a  vest 
of  flowered  brocade  and  collar  to  match  as  well  as 
touches  on  the  sleeves. 

The  semi-tailored  idea  still  rules,  but  owing  to 
the  choice  of  and  the  combining  of  materials,  the  new 
waists  are  brought  into  unison  with  the  very  fanciful 
suits  that  are  now  high  style  and  which  will  be  worn 
next  Fall.  Many  yokes  are  used  and  often  the  yoke 
forms  part  of  the  dropped  shoulder.  The  set-in 
sleeve  is  still  good,  but  if  the  sleeve  is  full  length, 
there  is  a  tendency  to  make  the  shoulder  line  long. 
The  kimona  cut  is  back  and  there  is  a  new  form  cut 
under  the  arm  in  a  somewhat  complicated  fashion 
that  gives  a  better  fit  and  which  does  not  draw  so 
much  when  the  arm  is  raised.  Very  narrow  cuffs 
are  used,  part  of  which  is  of  the  trimming  color. 
Rhinestone,  jeweled  and  covered  buttons  are  ex- 
tensively used. 

Maize,  ciel,  coral,  cornflower  blue,  brass,  cham- 
pagne, taupe,  nickel,  golden  tan  and  wisteria  and 
navy  as  well  are  the  leading  colors. 


Separate  Coats  Strong 
(Continued  from  page  110) 
comes  in  brocaded  patterns.  Mixtures  show  a  con- 
glomeration of  shades  in  many  shades  of  one  color  or 
in  shades  of  two  or  more  colors.  This  is  in  keeping 
with  the  prevailing  taste  for  high  colors.  Curl  cloths, 
boucle  cloths  and  rough  diagonals  are  mostly  in  two- 
tones  with  black  on  the  surface  and  bright  blue,  red 
and  golden  tan  as  the  best  liked  ground  colors.  As- 
trachans  are  good  in  plain  cloths  and  in  heather  and 
granite  mixtures  and  zibeline,  and  zibeline  novelties 
are  also  featured.  Grey  always  has  a  representative, 
but  this  season  grey  gives  way  to  browns,  tans  and 
yellows  and  novelty  shades  in  blue. 

The  coats  are  straight  cut  and  many  models  show 
the  low  wide  belt.  As  a  rule  this  belt  does  not  draw 
the  waist  in,  for  the  cloths  are  too  heavy  to  admit  of 
such  an  arrangement.  The  band  or  flounce  is  an- 
other fashion  favored.  Collars  are  extremely  prac- 
tical and  nearly  all  are  convertible,  either  buttoning 
close  up  or  opening  with  moderate  revers.  The 
throw-over  neck  finish  is  also  good.  Buttons  match 
the  cloths,  but  are  hardly  so  prominent  a  feature  as 
last  Fall.  Sleeves  are  cut  with  roomy  arm  holes,  and 
there  is  a  tendency  to  use  Raglan  shoulders  and  to 
kimona  and  low  set  in  sleeves. 

The  cut  of  the  new  Fall  coat  is  attractive  and  the 
beauty  of  the  cloths  used  should  make  the  saleswo- 
man's task  an  easy  one.  There  is  enough  change  in 
the  mode  to  be  interesting,  but  no  radical  and  freak- 
ish features  to  be  explained  and  talked  away. 
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Crescent  Mfg.  Co.,  Limited 

Makers  of  Waists  and  Dresses 

For  the 

u  Canadian  Lady'*'* 

Immediate  Delivery 

GRECIAN     AND     BULGARIAN     LINGERIE     WAISTS 
EXQUISITE     DESIGNS.     POPULAR     PRICES. 

ALSO  TAILORED  WAISTS 

WITH    NEWEST  COLLAR   AND    SLEEVE 

Designed    and  Excuted    by  a  Master-hand 

Fall  Waists  and  Dresses 

IN    SHADOW    LACES,    CREPE    de    NEIGE,    NEWEST    WEAVE 
SILKS  AND  CREPE  CHIFFONS. 

MANNISH  TAILORED  WAISTS  UNEXCELLED  IN  MAKE  AND 
ATTRACTIVENESS. 

EXTENSIVE  RANGE  OF    "VIYELLA'S"    PIQUES,  Etc.,    Etc. 

MAKERS  TO  THE 

' '  CANADIAN  LADY  " 


CRESCENT    MFG.    COMPANY,    Limited 

MONTREAL 


115 


Dress    at   the    Early    Paris    Race    Meetings 


Paris,  May  5. 
NOW  THAT  the  Paris 
racing  season  has  com- 
menced the  modes  that 
are  accepted,  and  the 
direction  in  which 
fashion  is  moving  will 
be  indicated  by  the 
growing  displays  at  these  events. 

At  Longchamps  on  April  7,  at  the  opening  race 
meet  of  the  season,  the  most  striking  new  feature 
was  the  number  of  costumes  finished  with  a  bolero 
coat.  Many  models  were  true  boleros  coming  to  the 
waist  all  round,  but  by  far  the  greater  number  were 
cut  off  at  the  waist-line  or  just  below  the  bust  and 
were  finished  with  a  long  peplum  at  the  back. 

Two  models  I  am  going 
to  describe  in  detail,  as  they 
show  quite  a  number  of  other 
new  features.  A  Martial  and 
Armand  model  of  peau  de 
soie  in  vanilla  shade  is  the 
first.  The  coat  comes  just 
below  the  bust  line.  •  The 
peplum  is  cut  away  across  the 
front,  leaving  a  band 
about  3  inches  wide  into 
which  the  waist  part  is  Mous- 
ed in  front,  while  at  the  side 
and  back  it  is  about  28  or 
30  in.  long.  The  collar  just 
covers  the  shoulder  and  is  of 
red  velvet,  and  the  V- 
shaped  opening,  the  pep- 
lum, and  the  sleeves  are 
trimmed  with  rows  of  red 
soutache  braid,  each  row  of 
which  ends  under  a  small 
rose  pearl  button.  A  wide 
girdle  of  the  satin  appears  in 
vest  fashion  in  front  and  the 
skirt  wraps  over  in  front,  and 
is  draped  and  decorated  with 
a  row  of  rose  pearl  buttons. 
The  second  model  is  of 
Chaudron  charmeuse.  The 
plain  narrow  skirt  has  a  tunic 
that  drapes  over  in  envelope 
fashion,  and  which  is  braided 
half  way  up  with  matching 
soutache  braid.  The  bolero 
front  of  the  coat  simulates  a 
vest  with  two  little  braided 
points.  The  sleeves  are  cut 
raglan  fashion  and  are  braid- 
ed over    the    shoulder,   and 


Boleros  numerous — Soutache  trimming 
another  novelty  —  Colors  are  very 
bright,  and  one  vivid  shade  is  com- 
bined with  another  —  Hosiery  is 
extreme — Cubist  and  Futurist  embroid- 
eries, beaded  snakes,  patterns  worked 
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Model  showing  the  coat  cut  away  in  front 
and  long  at  the  back.  This  model  shows 
to  what  extent  the  dressy  idea  prevails 
in  suits  this  year. 
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there  are  braided  points 
on  the  cuffs.  Both  the 
neck  and  sleeves  are  fin- 
ished with  lace  pleat- 
ings.  This  is  a  Pre- 
met  model. 

The  races  on  April 
14  were  to  be  a  big  fa- 
shion event  as  the  day  was  a  lovely  one.  The 
use  of  very  vivid  colors  was  the  big  feature. 
The  very  brightest  shades  of  red  were  seen  every- 
where and  brilliant  green  was  just  as  prominent. 
Blues  were  worn  in  many  shades  and  biege,  tilleul 
and  copper  were  popular  colors. 

The  sensation  of  the  day  was  a  Moyenage  dress 
of   blue   serge   with   multi-colored   embroidery   and 

having  a  wide  hip  sash 
of  I  (lack  satin.  A  manne- 
quin from  Bernard's  was 
wearing  a  green  and  mauve 
striped  satin  skirt  with  a 
jacket  of  rough  cloth  in 
bright  green.  A  Cheruit 
model  of  geranium  moire, 
sashed  with  black  was  new, 
and  a  bright  sapphire  blue 
chiffon  coat  with  a  sash  of 
Oriental  embroidery  worn 
with  a  black  charmeuse  skirt 
attracted  a  good  deal  of  at- 
tention. The  hats  worn  were 
small  and  they  were  flower 
trimmed. 

Decollete  corsages  are  the 
rule  and  the  latest  finish  is 
a  fichu  of  pleated  tulle.  Para- 
sols were  square  and  each 
corner  had  a  decoration  of 
fruit. 

The  most  worn  fabrics 
were  crepe,  taffeta,  satin,  and 
the  new  surah  suitings.  Fu- 
turist printed  silks  were  the 
new  trimmings  and  were  also 
used  for  tunics  and  vests. 

But  it  is  in  hosiery  that 
the  most  extreme  and  extra- 
vagant ideas  come ;  for,  work- 
ing with  the  dressmakers, 
the  manufacturers  are  mak- 
ing the  most  of  the  present 
fashions  which  expose  a  con- 
siderable length  of  stocking. 
Hosiery  that  is  hand  em- 
broidered and  lace  trimmed 
is  not  new,  but  in  addition  of 
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The 

Clayson  Co. 

Limited 

Manufacturers  of  the 
popular  Clayson  Gar- 
ments— women 's,  misses ' 
and  junior  girl 's  dresses 
and  skirts  —  all  high- 
grade,  well  finished  gar- 
ments. 

Clayson  styles  represent 
the  cream  of  the  New 
York  creations  backed 
by  honest  Canadian 
workmanship.  They  fit 
and  hang  well. 

Our  travellers  are  now 
showing  the  Fall  models, 
which  we  are  convinced 
will  eclipse  in  sales  any 
previous  season 's  show- 
ing.    See  them. 

280  College  Street 
TORONTO 


"KAYBRO"  PETTICOATS 


STILL 


BUT 

the  firm  name 
is  changed  to 

The  FORM  FITTE  CO. 

LIMITED 


"1^7 E  herewith  announce  to  the 
*  *  ready-to-wear  trade  of  Cana- 
da that  in  future  the  firm  of 
MACKAY  BROTHERS,  LIMIT- 
ED, will  be  known,  and  carry  on 
their  usual  business  as  The  Form 
Fitte  Co.,  Limited. 

All  their  manufactured  garments 
— petticoats,  dresses,  kimonas,  etc., 
will  bear  the  above  trade  mark, 
thus  ensuring  the  retailer  and  con- 
sumer against  infringements. 

Write  to-day  for  Fall  samples.  The 
new  line  is  complete. 


The  FORM  FITTE  CO. 

LIMITED 
MANUFACTURERS  OF  KAYBRO  GARMENTS 

182  Spadina  Ave.,  Toronto 
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KAYBRO" DRESSES 
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Cubist  and  Futurist  patterns  make  hand  em- 
broidery a  decided  novelty.  Another  new 
idea  is  a  snake  worked  in  iridescent  green 
and  blue  beads  with  ruby  eyes  coiled  around 
from  ankle  to  knee.  A  very  new  idea  but  one 
suggesting  ancient  days  is  a  stocking  laced  up  each 
side  of  the  leg  with  colored  ribbons.  Evening  hosiery 
is  embroidered  with  colored  jewels  mixed  with  rhine- 
stones  and  there  is  no  question  about  its  beauty,  but 
it  is  an  extremely  expensive  fad. 

The  wearing  of  jeweled  anklets  is  another  extreme 
Parisian  fad.  Here  again  the  snake  idea  is  strong, 
and  one  of  gold  or  silver  with  jeweled  eyes  is  used. 
Judging  from  what  one  sees,  scintillating  trimmings 
are  to  be  all  the  rage  and  rhinestones  have  come  to 
stay  for  a  while  for  trimming  purposes. 

Turning  to  materials,  the  Paris  stores  are  showing 
a  tremendous  amount  of  novelty  suitings  in  cotton. 
Smart  women  have  taken  up  these  suitings  strongly 
for  wear  at  Nice  and  Monte  Carlo. 

The  season  in  the  South  is  fully  two  months 
earlier  than  in  Paris  and  new  fashions  that  come  to 
the  front  there  always  have  a  marked  influence  on 
Summer  modes.  First  place  must  be  given  to  cot- 
ton velour,  eponges,  velour  brocades,  and  eponge 
stripes  and  dots  on  a  crepe  ground.  Crepe  ranks 
high  and  novelties  show  nub  and  boucle  patterns. 
Printed  crepes  are  quite  a  big  thing  and  Bulgarian 
and  Post-Impressionistic  patterns  are  applied  both  to 
crepes  and  eponges.  The  cotton  velour  brocades 
come  in  many  lovely  new  shades  which  while  quite 
bright,  are  decidedly  softer  in  tone  than  the  colors 
now  in  the  running.  The  leading  new  colors  are 
mimosa,  yellow,  crevette,  tilleul  and  vieux  blue. 

In  the  same  colors  comes  an  excellent  imitation 
of  uncut  velvet.  This  material  is  really  beautiful 
when  two  shades  are  used,  the  one  as  an  under  and 
the  other  as  an  over  color. 

Paris  evidently  intends  to  wear  foulards,  but  the 
new  printed  silks  are  very  different  from  any  that 
have  appeared  before,  for  the  designs  are  undergoing 
a  revolution.  Designers  are  taking  inspiration  from 
the  new  art  movement  and  Post  Impressionistic  and 
Futurist  patterns  show  the  round  unnatural  roses 
and  other  flowers. 

Paul  Poiret  is  closely  connected  with  this  new 
art  movement  and  has  done  more  to  revolutionize 
designing  than  has  been  accomplished  for  a  long 
period  and  his  name  must  be  linked  for  all  time  with 
the  patterns  produced  by  this  new  school. 

These  designs  were  first  produced  for  the  house- 
furnishing  establishment  owned  and  supervised  by 
Paul  Poiret,  and  given  the  name  of  "Martine,"  after 
that  borne  by  his  little  seven-year-old  daughter. 

Draperies  and  silks  woven  after  Paul  Poiret's 
own  designs  gave  the  public  the  first  glimpse  of  the 
new  art  movement,  and  introduced  the  patterns  now 
prominent  in  the  world  of  dress. 

From  the  first,  the  gowns  produced  at  Paul 
Poiret's  establishment  have  been  a  total  departure 


from  the  accepted  not  only  in  form,  but  in  color  com- 
binations. It  was  here  that  the  green  dress  with  a 
purple  sash  was  first  seen,  or  the  red  coat  lined  with 
bright  blue.  It  is  to  the  same  source  we  owe  the 
simple  line  dresses  with  just  a  touch  of  vivid  color 
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Fall  suits  are  all  developed  in  dressy 
models.  This  velvet  suit  is  an  advance 
style.  It  is  cut  away  to  the  waist  line 
in  front,  and  is  cut  to  a  deep  point  at 
the  back.  The  skirt  i  s  narrow  and 
slightly  draped,  and  is  longer  than  last 
year 's  models. 

added  by  means  of  the  flower  at  the  waist,  or  by  the 
use  of  fancy  braid  or  pipings. 

Paris  has  apparently  at  last  taken  seriously  to 
this  new  color  scheme,  and  such  combinations  as  a 
suit  of  emerald  green  with  a  hat  of  burnet  orange,  or 
a  mantle  of  black  lined  with  a  silk  showing  stripes 
of_ vermilion,  purple,  emerald,  king's  blue  and  yel- 
low, are  seen. 
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Raise   Your   Child's 
t  Dress   Department    to   the 
Home   and   Watts   Standard 

Your  children's  dress   department   can  be  made  one   of  the   best 
paying  sections  in  your  store.     It  may  be  now,  but  you  know  the 
old  saying  "The  largest  room  in  the  world  is  the  room  for  improve- 
ment. ' ' 

The  Home  and  Watts'  standard  is  the  highest  and  its  influence  on  hun- 
dreds of  children's  departments  in  Canada  has  been  most  apparent.     It 
has  elevated  the  child's  dress  trade  everywhere. 

Whether  you  are  satisfied  or  not  you  will  find  the  Home  and  Watts' 
''little  costumes"  most  interesting.     The  range  is  comprehensive — the 
values  are  without  an  equal. 

We  also  make  a  complete  line  of  bathing  requisites — suits  and  caps. 
Send  to-day  for  samples. 

HOME  &  WATTS,  LIMITED 

19  Duncan  Street,  Toronto 
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Have  You  Seen  the  "FAIRSEX"  Line 

for  Fall,  1913— Infants',  Misses' 

and  Children's  Coats 

or  have  our  travellers  made  appointments  with  you?  If  not,  drop  us  a  card 
and  we  will  instruct  them  to  call  on  you. 

We  will  be  pleased  to  show  you  through  our  range  if  you  call  when  in  the  city. 
For  the  past  quarter  century  we  have  followed  closely  the  tendencies  of  our 
business  and  have  found  that  in  nine  cases  out  of  every  ten,  every  order  is 
the  forerunner  of  repeats. 

This  feature  having  attended  the  sales  of  the  famous  Fairsex  Children's  Coats 
is  very  good  proof  of  the  satisfaction  that  these  garments  must  give. 

Place  your  order  now  for  your  children's  coat  stock  and  ensure  your  getting 
early  delivery. 
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"All  That  The  Name  Implies' 
The  "QUALITY"  Brand 

Waterproofs 


1006 — Leader    Kaglan 
$7.50 

Double  texture  Paramatta, 
in  fawn,  brown  and  reseda. 


717-Motor 

$5.50 

Single    texture    Paramatta, 
in  fawn  and  reseda. 


All  styles  for  men, 
women  and  children 

two  of  which  are  shown  above. 
"Quality"  Brand  Waterproofs  bear 
the  mark  of  quality  in  fit,  style,  and 
make.  They  give  both  customer  and 
merchant  absolute  satisfaction. 

Samples  Sent  Prepaid 
on  Request. 

Toronto  Waterproof  Mfg. 
Company 

30  Wellington    Street  West 
TORONTO 


The  Straight  Line  Figure 

Straight  line  styles  are  sensible 
and  have  come  to  stay — So  says 
Jacques  Worth  in  an  interview  in 
New  York — Explains  why  this  is 
the  case. 

Jacques  Worth  has  been  saying  some  interesting 
things  about  dress  during  his  recent  visit  to  New 
York  which,  coming  from  such  a  great  authority,  is 
very  illuminative.    Tn  an  interview  given  to  the  New 


. 


Suit   showing   skirt    of    plaid    and    coat    of 
plain  eloth. 


York  American,  M.  Worth  says  that  the  mechanical 
progress  of  the  age  has  standardized  fashion.  Every 
woman  of  means  is  using  an  automobile  and,  there- 
fore, a  return  to  the  crinoline  or  any  other  pompous 
from  of  dress  is  impossible. 
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Have  You  Been  ReceivingOurFolders? 

Every  one  contains  illustrations  and  descriptions  of  a  few  leaders 
from  our  novelty  waist  range— values  you  never  see  in  the  ordinary  way 
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MEYER  NOVELTY 
WAISTS 
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We  are  now  designing  our  range  for  the  Fall  and  Winter  Season  of  1913.  We 
will  have  same  ready  for  showing  about  June  15th.  Don't  anticipate  all  your 
wants  until  you  LOOK  US  OVER. 

"Remember,  we  specialize  on  waists." 


Get  Your  Name  Meyer  Manufacturing  Co. 

on  Our  Mailing  DESIGNERS    and    MAKERS    of    WAISTS 

List.  Write 'to-day  „.  0  ..  ^^ 

—  King  and  bpadina,  1  oronto 


M.  Worth  is  quoted  as  believing  that  the  present 
style  of  dress,  the  straight  slim  style,  with  the  narrow 
skirt,  and  without  unnecessary  frills  and  adornments 
will  remain  in  fashion  permanently.  "Of  course, 
there  will  be  changes  from  time  to  time,  and  origin- 
al creations  will  come  to  the  front,  but  the  general 
outline  will  remain  fundamentally  the  same." 

For  the  last  five  or  six  years  there  has  been  no 
radical  change  from  this  one  general  form  and  M. 
Worth  believes  that  we  have  at  last  reached  a  type 
of  dress  that  is  really  sensible.  At  any  rate,  it  is  the 
most  sensible  style  yet  worn.  There  is  yet  plenty 
of  room  for  improvement  and  the  present  style  has 
been  made  the  excuse  for  many  ugly  things.     For 


instance,  a  woman  with  a  straight  up  and  down  figure 
is  hardly  beautiful  and  no  man  admires  this  ex- 
treme. 

Possibly  the  future  may  see  the  curves  of  the 
figure  more  accentuated,  but  it  is  extremely  improb- 
able that  women  will  ever  go  back  to  bustles,  great 
bulging  busts,  big  hips  and  other  abnormal  fashions. 

"Similarly,  1  believe  that  the  present  physical 
fashion  in  figures  will  be  practically  permanent.  The 
slim  straight  figure  is  the  figure  of  the  active  healthy 
woman,  and  sport  has  combined  with  mechanical 
progress  to  make  this  so.  The  woman  who  walks 
briskly,  plavs  golf  or  follows  any  other  outdoor  sport 
cannot  carrv  any  great  burden  of  flesh. 


Identify  Yourself 
With    Your    Goods 

BY  USING 

SILK  WOVEN  LABELS 

Your  best  ad.  is  a  satisfied  customer.  How  are  your 
satisfied  customers  to  remember  you  if  you  fail  to 
label  your  goods?  A  label  in  satisfactory  goods 
will  identify  you  with  them  and  promote  your  ad- 
vertising. 

Try  it — write  for  samples. 

Colonial  Weaving  Co.,  Ltd. 

PETERBOROUGH,  ONT. 
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Warm  Weather  Will  Bring  Big  Dress  Business 


ALL  DEPENDS  upon 
the  weather :  That  seems 
to  he  the  universal  op- 
inion of  the  manufac- 
turers respecting  the 
summer  husiness.  Giv- 
en a  regulation  sunny 
and     warm       Summer 

a  hig  business  is  sure  to  develop.  Just  now  both 
the  merchant  and  the  manufacturer  are  feeling  the 
effects  of  the  cold  Summer  experienced  last  year. 
The  merchant  did  not  sell  typical  sheer  Summer 
dresses,  nor  did  the  manufacturer  part  with  his  stock 
of  laces  and  light  weight  materials.  Given  a  few 
weeks  of  fine  warm  weather,  things  will  right 
themselves  and  both  the  merchant  and  the  manufac- 
turer will  be  in  the  midst  of  a  big  selling  season. 

•Just  a  few  simple  Summer  dresses  no  longer  serve 
the  purposes  of  the  Canadian  woman.  Dresses  must 
be  purchased  that  are  suitable  for  outing  wear  and 
for  Summer  sports.  For  this  purpose  there  are  any 
number  of  smart  simple  dresses  made  in  cotton  ra- 
tines, and  other  cotton  suitings  that  will  stand  hard 
usage  and  which  will  not  crush.  Many  smart  linen 
dresses  are  shown.  These  dresses  have  pipings  of 
high  color  or  of  printed  cretonne  in  Balkan  patterns 
and  colors  and  some  have  as  a  neck  finish  a  collar 
embroidered  in  high  colors  or  in  Bulgarian  pat- 
terns. 

For  afternoon  tea,  for  the  lawn  or  verandah  of 
the  summer  hotel  or  cottage  and  for  the  informal 
evening  dance  exquisite  dresses  of  embroidered  cot- 
ton voile  and  crepe  are  showing.  Though  white  is 
very  much  en  evidence  as  it  always  is  during  the 
Canadian  Summer,  soft  colors  such  as  corn-color,  ap- 
ricot, Saxe  blue  and  shrimp  pink  are  very  much 
shown.  Girdles  and  sashes  are  on  every  gown  and 
the  high  touch  of  color  is  worked  in  here.  Bright 
cerise,  vivid  blues  and  printed  futurist  and  Pompa- 
dour silks  are  all  used.  The  waist  is  very  simple, 
the  sleeves  are  elbow  length  and  the  neck  is  cut  low. 
The  waist  line  is  about  normal  and  long,  slightly 
draped  overskirts  richly  embroidered  are  the  rule. 

It  is  perfectly  safe  to  predict  that  many  of  the 
messaline,  crepe  de  chine,  crepe  meteor,  brocaded 
satin  moire  dresses  that  are  being  made  up  for  Fall 
will  be  called  for  for  immediate  delivery.  The  new 
features  are  the  collarless  neck  made  so  that  a  guimpe 
can  be  worn  with  it  if  desired.  The  vestee  of  some 
bright  colored  patterned  silk  and  girdle  to  match 
also  the  sash  at  the  side  or  at  the  back.  Skirts  are 
narrow  and  show  simple  drapery  and  the  majority  of 
the  sleeves  are  %  length,  though  for  Fall  the  propor- 
tion promises  to  be  reversed. 

Coat  dresses  of  embroidered    voile,     showing    a 


Given  seasonable  weather  the  Sum- 
mer trade  will  be  large — Styles  vary 
from  simple  outing  dresses  to  elaborate 
models  for  afternoon  tea  and  informal 

dances. 


Russian  blouse  or  cut 
away  effect  forming 
the  waist  in  moire  or 
fancy  silk  are  very 
much  favored.  Moire  is 
coming  to  the  front  rap- 
idly and  will  be  more 
en  evidence  as  the  sea- 
son advances.  Pretty  blouse  coats  in  Russian  green, 
mustard,  navy,  and  nickel  grey  show  the  turned- 
down  collar  in  velvet  and  a  narrow  cuff  of  the  same 
on  the  sleeves.  There  is  a  crushed  girdle  of  black 
satin  with  a  flat  bow  finish  at  the  side  or  back.  The 
cut  is  kimona,  though  the  sleeves  are  set  in  with  a 
cord.  Buttons  to  match  decorate  the  front  of  the 
embroidery  skirt  and  often  there  is  a  hem  of  the 
moire. 

Simple  tailored  dresses  are  showing  in  Bedford 
cord,  poplin  serge  and  panama.  Bulgarian  trim- 
mings are  used  on  the  darker  colors,  but  the  lighter 
colors  have  pipings  of  color  and  the  collar  and  cuff 
of  lace.  Vests  and  slight  drapery  are  the  newer  fea- 
tures. 

® 

Mid-Season  Coat  Novelties 

Knee-length  coats  in  novelty  silks 
including  moires  —  Smart  auto 
coats  in  Burberry  models — Linen 
coats  asked  for. 

Buyers  are  coming  into  the  market  for  coats  suit- 
able for  summer  wear.  Many  of  the  novelty  coats 
now  showing  are  shorter  than  45  in.  and  are  devel- 
oped in  matelasses,  cord  silks,  failles  and  last  but 
not  least  moires.  Though  the  black  coat  lined  with 
high  colored  messalines  or  messalines  printed  in  Bul- 
garian patterns  are  good,  many  models  are  develop- 
ed in  Copenhagen,  navy,  mustard,  taupe  and  nickel 
grey.  Fancy  embroidered  collars  in  Bulgarian  pat- 
terns or  of  Bulgarian  and  Futurist  silks  are  much 
used,  though  here  and  there  a  lace  collar  is  seen. 
Many  of  these  coats  are  draped. 

Ratine  coats  in  both  wool  and  cotton  are  being 
made  up  for  the  warm  weather,  and  some  of  them  are 
in  the  high  priced  brocaded  cloths. 

Linen  coats  are  featured  for  touring  and  for  auto 
wear.  The  smartest  models  come  in  exact  imitation 
of  a  Burberry  coat  with  or  without  the  Raglan  shoul- 
ders. The  collars  are  convertible  and  the  buttons  are 
covered  with  the  material.  A  new  linen  in  crepe 
weave  is  a  pronounced  success  in  these  chic  smart 
coats.  The  sleeves  finish  with  a  strap  and  buttons,  so 
that  they  can  be  buttoned  close  to  exclude  the  dust. 

linen  coats  in  Saxe,  mauve,  blue,  tan,  white  and 
natural  are  cut  exactly  like  the  cloth  model* 
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STORM-RESISTA"  (Registered) 
WATERPROOFS 

for  Men,  Women  and  Children 

The  style  embodied  in  "Storm-Resista"  Waterproofs  helps  to 
make  the  values  doubly  attractive  and  promotes  satisfactory 
sales. 

A  large  stock  always  on  hand  for  immediate  requirements,  and 
"rush  orders"  will  receive  our  prompt  attention. 

Let  us  know  your  requirements. 


H.  E.  DAVIS  &  CO. 


117-121  St.  Henry  St. 


Phone  Main  5445 


Representative  for   Western   Ontario 


MONTREAL 


JOHN  F.  SNARR,  Sample  Room  No.  713,  Empire  Building 
64  Wellington  St.  W.,  TORONTO.     Phone  Adelaide  730 
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Tke  C harm  of  Exclusiveness 

is  an  important  quality  in  the 

Feick  Dresses 

Even  in  the  house  dress  women  love  exclusiveness.  Feick 
designers  aim  at  this  quality  in  producing  their  models  with 
the  result  that  our  house  dresses  have  a  country  wide  reputa- 
tion. They  are  popular  with  the  particular  women. 
In  presenting  to  you  the  Fall  range  we  do  so  with  the  assur- 
ance that  you  will  appreciate  Feick  exclusiveness  and  values. 
Let  us  show  you  through  our  showing  for  Fall  and  for  present 
delivery. 

THE  FEICK 

MANUFACTURING   CO. 
BERLIN     -:-     ONTARIO 
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Trend  in  Children's,  Misses  and  Junior  Dresses 


NO  MATERIAL  yet 
put  on  the  market  ever 
successfully  rivals  serge 
for  children's  and 
misses'  wear,  and  just  as 
serge  is  the  supreme 
fabric,  so  is  navy  always 
the  leading  color.  With 

color  playing  such  an  important  part,  navy  does  not 
fill  the  field  alone,  and  novelty  blues,  such  as  Copen- 
hagen, Delft  and  Persian,  tans,  browns  and  red  shades 
and  grey  are  all  selling.  Often  the  touch  of  bright 
color  is  given  by  the  trimmings,  collars  and  pipings 
of  bright  red  Royal  blue  and  yellow  tan.  A  new 
feature  is  the  use  of  novelty  braids,  showing  mixed 
colors  in  Bulgarian  effect  or  a  touch  of  high  color 
introduced.  Braids  that  show  spaces  and  holes  and 
which  are  intended  to  be  placed  over  folds  and  strap- 
pings of  colored  silk  are  very  desirable,  as  a  varied 
number  of  pretty  effects  can  be  produced  in  this 
manner.  Covered  generally  with  the  centre  of  the 
trimming  fabric,  and  the  edge  formed  of  a  rim  of 
celluloid  are  good.  Crystal  buttons  are  also  extens- 
ively used. 

Serge,  as  it  always  is,  is  the  leading  material. 
Serges  are  high  priced  and,  when  this  happens,  pa- 
nama  always  comes  to  the  fore.     This  season  fancy 
tweeds  and  mixtures  are  be- 
ing extensively  used  for  po- 
pular priced  dresses. 

Velveteens  both  plain  and 
corded  are  included  in  the 
junior  and  the  misses'  lines. 
Models  come  in  Copenhagen 
and  other  blues  and  in  tans. 
Some  dresses  show  tan  and 
blue  combined.  All  dresses 
are  cut  on  straight  lines  and 
when  the  dress  is  in  blouse 
effect  there  is  an  inclination 
to  place  the  belt  low  down, 
giving  a  long  waisted  appear- 
ance. 

The  introduction  of  the 
junior  line  as  a  supplement 
to  misses'  has  afforded  satis- 
faction all  around,  as  it  takes 
care  of  the  girl  who  is  smaller 
than  her  age,  both  as  far  as 
fit  and  suitability  are  con- 
cerned. The  prominence  of 
blouse  dresses  has  resulted  in 
the  putting  out  of  fewer  real 
sailor  dresses.  Many  of  the 
dresses  have  the  general  ap- 


The  serge  dress  strong  in  the  fall  line 


— A  bigger  variety  of  color  selling — - 
Balkan  dresses  the  mid-season  novelty 
— The  camp-fire  dress  smart  and  prac- 
tical for  outing  wear. 


Junior  dress  of  tan  cord  velvet  with  vest,  collar 
and  cuffs  of  Delft  blue.  Shown  by  Home  & 
Watts. 


pearance,  but  few  have 
the  real  sailor  collar. 

A  smart  little  dress 
of  this  kind  laces  up  the 
front,  but  has  small  re- 
veres decorated  with  red 
braid  instead  of  the  sail- 
or collar. 
By  far  the  larger  number  of  dresses  have  the 
blouse  and  peplum  and  are  completed  with  skirts 
either  box-pleated  in  front  and  pleated  all  around,  or 
so  arranged  that  the  pleats  come  only  at  the  front  or 
sides.     In  the  misses'  line    the    skirts    are    cut  on 
straighter  lines  and  fewer  pleats  are  used. 

For  mid-summer  wear  the  Balkan  blouse  shows 
some  promise  of  coming  to  the  front  to  take  the 
place  occupied  two  summers  ago  by  the  middy,  and 
last  year  by  the  Norfolk  middy.  Some  very  attract- 
ive models  show  the  blouse  developed  in  white  duck 
or  drill  and  with  the  collar,  cuffs,  belt  and  pleated 
skirt  of  navy  or  cadet  blue. 

Junior  dresses  are  also  made  in  Balkan  in  piques, 
Bedford  cords  and  various  cotton  suitings,  with  the 
collar,  cuffs  and  belt  formed  of  cotton,  satin  or  the 
new  Bulgarian  cretonnes. 

Extremely  practical  for  outing  wear  is  the  new 
camp-fire  dress.  This  dress 
is  made  of  the  regulation 
khaki  cloth  and,  therefore, 
will  give  endless  wear  and 
will  show  neither  dust  nor 
dirt,  and  may  be  soaked 
through  with  impunity.  It 
is  patterned  exactly  from  the 
dress  adopted  by  the  girl 
scouts  and  is  one  piece  and 
so  cut  that,  while  the  skirt  is 
wide  enough  for  comfort, 
there  is  no  unfashionable 
fullness.  The  collar  is  on 
sailor  lines,  and  is  finished 
with  a  tie  of  cotton  satin  that 
is  perfectly  fast  color,  and 
which  can  be  washed  with 
the  dress.  There  are  the  re- 
gulation buckles  at  the  waist 
and  patch  pockets  on  the  hips 
are  a  convenience  that  com- 
plete a  dress  that  is  both  use- 
ful and  smart. 
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Possibilities  for  Tailored-to-Measure  Business 


SPECIAL,  "tailored  to 
measure"  or  "designed 
to  order"  garments  for 
women  constitute  a  fu- 
ture development.  The 
system  will  be  the  solu- 
tion of  the  "special 
order"  business  through 

the  ready  to  wear  department.  It  will  be  the  com- 
bination of  man  tailoring  and  ready-to-wear  mer- 
chandising in  personally  selected  styles  or  of  season- 
able designing.  Merchants  will  protect  their  special 
order  business,  as  a  separate  department  with  ade- 
quate prices  and  profits. 

Every  merchant  knows  there  are  several  custo- 
mers to  whom  the  advantages  of  ready-to-wear  do 
not  apply.  The  services  of  the  dressmaking  depart- 
ment do  not  cater  to  a  class  of  people  who  buy  or 
would  like  to  buy  garments  on  a  par  with  those  in 
the  ready-to-wear  stock.  These  people  are  willing  to 
pay  more  for  clothing  to  special  measurement  and 
choice.  The  percentage  of  the  store's  customers  who 
are  not  stock  size,  varies.  Although  ready-to-wear 
covers  the  field  to  a  great  extent,  no  one  system  can 
hope  to  meet  all  the  requirements.  The  stock  neces- 
sary is  sometimes  larger  than  a  smaller  merchant 
can  afford  or  localities  warrant. 

From  the  ready-to-wear  standpoint,  the  invest- 
ment in  higher  class  garments  is  lessened.  The  ex- 
ceeding growth  of  ready-to-wear  manufacture  has 
shown  that  special  order  business  is  not  profitable 
on  a  10  per  cent,  basis.  The  amount  of  general  and 
repeat  business  is  enough  to  keep  factories  busy  and 
special  orders  are,  therefore,  discouraged.  People 
cannot  see  why  they  should  pay  more  for  the  same 
garment  in  another  size.  They  do  not  understand 
the  conditions  at  the  factory. 

Special  orders  always  come  at  the  rush  of  the 
regular  season  and  deliveries  are  retarded  and  often 
more  late.  Every  season  there  is  a  run  in  some  fea- 
ture. Merchants  find  their  profits  reduced  because 
they  cannot  get  stock  at  the  time.  It  is  a  case  of 
earlier  buying  or  suffering  the  consequence  in  the 
form  (if  delays  at  the  height  of  the  season.  Success 
both  in  leading  numbers  and  sales  always  follows 
later  style  novelties.  Buyers  have  experienced  the 
result  time  and  again.  Best  sellers  are  always  in  the 
selections  which  are  confirmed  by  indications  of  de- 
mand. The  congestion  at  the  season  climax  is  un- 
satisfactory to  both  manufacturer  and  retailer. 
Manufacturers  arc  simply  handicapped  by  the  re- 
markable growth.  They  can  make  more  money  by 
keeping  machines  on  regular  work. 

Retailers  feel  that  their  services  are  not  as  satis- 
factory as  they  might  be  but  are  unwilling  to  in- 


A  discussion  of  an  important  problem 
now  facing  the  trade— Would  it  prove 
a  connecting  link  between  dressmaking 
and  ready-to-wear  departments? — The 
problem  viewed  from  various  stand- 
points. 


crease  their  investment 
at  placing  except  as  a 
natural  growth  in  busi- 
ness. Sales  are  not  pro- 
tected sufficiently  on 
the  scarce  or  preferred 
styles  of  the  season 
simply  because  the  best 
sellers  cannot  be  had  for  repeats.  The  merchandis- 
ing plan,  therefore,  develops  on  other  lines. 

FROM   DRESS   GOODS  STANDPOINT. 

The  attitude  of  the  dress  goods  section  is  favor- 
able. The  proposition  of  an  extra  competitive  ser- 
vice against  the  ready-to-wear  section  appeals  to 
dress  goods  men.  Any  material  in  stock  suitable  for 
tailored  garments  can  be  estimated  on  and  thus  the 
special  measurement  plan  is  another  avenue  toward 
increased  turnover.  Suggested  styles  suitable  for 
materials  are  shown  as  samples  to  assist  sales  of 
stock.  Any  garment  in  the  ready-to-wear  section 
can  be  copied  in  stock  fabrics,  allowing  a  chance  for 
better  profits  in  estimating  prices.  A  profit  on  the 
goods  for  the  department  and  a  profit  on  the  com- 
pleted garment  is  possible.  Slow  selling  materials 
can  be  worked  up  into  passable  styles. 

Sales  of  materials  are  easier  because  the  dress 
goods  salesman  can  talk  intelligently  about  styles, 
proposed  garments,  trimmings  and  details.  Advance 
models  comprise  the  features  of  advance  styles  to 
which  the  materials  are  adapted.  Seasonable  differ- 
ences in  the  fabrics  on  the  shelf  in  ready-to-wear  or 
I  heir  source  are  met.  Materials  sold  from  stock  er- 
duce  the  amount  of  stock  required.  This  depends  on 
the  policy  of  the  buyers.  The  whole  is  toward  an 
exclusive  showing  with  minimum  investment. 

Perhaps  the  most  important  of  all  is  the  direct 
connection  between  the  dress  goods  and  ready-to- 
wear  sections  to  overcome  the  loss  of  sales.  The 
former  depends  on  the  latter  to  clean  up  the  season's 
fashion  models.  In  a  measure,  the  ready-to-wear 
section  solves  the  problem  of  "tone"  models.  Intro- 
ductory shoAvings  comprise  the  novelties  of  the  special 
order  department  and  lessens  the  reduction.  Style 
models  serve  a  two-fold  purpose. 

Scarcity  of  help  is  always  a  problem  in  the  three 
manufacturing  departments,  especially  the  dress- 
making section.  Most  merchants,  who  have  an  effi- 
cient modiste  have  all  the  work  their  staff  can  turn 
out  with  any  degree  of  service.  Dressmaking  depart- 
ments specialize  on  finer  work  and  costuming  be- 
cause of  better  profits.  Man-tailoring  is  neglected 
or  left  to  those  who  specialize  on  that  work.  This 
has  been  seen  to  a  greater  extent  each  season  in  the 
competition  and  success  of  ready-to-wear  garments. 
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READY-TO-WEAR     GARMENTS 


GARMENT  SECTION  FORMED  IN  MONTREAL 

THERE  IS  now  in  process  of  formation  in  Montreal  what  will  be  known  as  The  Ladies'  Garment 
Section  of  the  Canadian  Manufacturer's  Association.  Several  preliminary  meetings  have  been  held 
at  which  various  phases  of  the  organization  have  been  discussed,  though  the  details  have  not  yet 
been  worked  out. 

It  has  been  felt  for  sometime  that  such  an  organization  was  needed  in  Montreal,  where  the 
garment  industry  is  making  such  rapid  strides.  There  are  now  some  sixty  or  seventy  manufac- 
turers of  ladies'  garments  in  Montreal,  and  this  organization  will  afford  an  opportunity  for  them 
to  get  together,  to  know  one  another  and  to  discuss  matters  of  a  common  interest. 

Among  other  features,  the  Montreal  association  proposes  to  inaugurate  style  exhibitions  twice 
a  year,  similar  to  the  exhibitions  held  by  the  National  Cloak,  Suit  and  Skirt  Manufacturers'  Asso- 
ciation in  the  United  States.  It  is  anticipated  that  these  gatherings  will  assist  in  developing  the 
growing  trend  for  Canadian  adaptation  of  Parisian  and  New  York  styles.  It  is  intended  to  secure 
permanent  quarters  and  to  hold  regular  meetings  monthly.  The  usual  helpful  features  for  the  mem- 
bers, such  as  credit  bureau,  etc.,  will  be  provided. 

The  officers  chosen  are: — A.  Sommer,  of  A.  Sommer  &  Co.,  Limited,  president;  A.  L.  Gittle- 
son,  of  the  National  Skirt  Manufacturing  Co.,  vice-president,  and  acting  secretary;  Allan  J.  Hart, 
of  the  Hart  Manufacturing  Co.,  honorary  treasurer;  P.  Glickman,  of  the  National  Rubber  Co., 
Ltd. ;  M.  Felsen,  of  the  Felsen-Brennan  Co. ;  H.  Schloman,  of  the  Eclipse  Cloak  Co.,  and  L.  B. 
Fainer,  of  the  Montreal  Skirt  &  Cloak  Manufacturing  Co.,  directors. 

President  Sommer  attended  the  big  convention  at  Toledo,  Ohio,  this  month,  and  it  is  probable 
that  another  meeting  will  be  called  shortly  after  his  return  to  Montreal  to  discuss  further  details 
of  the  organization. 


The  co-operation  between  the  dress  goods  and 
dressmaking  departments  is  not  always  as  pleasant 
as  it  might  be.  Modistes  can  only  give  dress  goods 
men  a  restricted  insight  into  their  designs.  Any 
other  method  would  eliminate  the  exclusiveness  of 
their  designing.  While  personal  assistance  in  sug- 
gesting styles  at  the  time  of  sale  is  feasible,  dress 
goods  men  are  responsible  for  their  sales.  Usually 
dressmakers  are  busy  enough  looking  after  their  own 
staffs  and  their  work.  A  growing  dressmaking  de- 
partment may  confine  its  operations  to  goods  brought 
in  the  store,  as  a  help,  if  the  dress  goods  section  in- 
sists on  the  protection. 

Each  customer  to  the  dressmaking  department 
must  be  given  individuality  in  style.  The  dressmak- 
ing department  is  independent  of  the  dress  goods 
salesman  if  need  be.  There  is  no  competition  after 
a  general  price  designated  by  the  high  price  in  the 


ready-to-wear  section.  This  is  true,  both  in  depart- 
mental or  smaller  stores. 

Customers  often  prefer  garments  seen  in  the 
ready-to-wear  section  and  want  similar  styles  made 
to  order.  However,  the  price  quoted  in  the  dress- 
making section  quickly  vetoes  the  possibility  of  a  sale 
in  either  department.  There  is  no  recourse.  Very 
often  the  store  facilities  do  not  assure  a  sale  because 
the  material  does  not  justify  the  charges  for  tailor- 
ing. Cheaper  dressmakers  are  filled  up  with  orders 
and  work  just  as  the  dressmaking  section  is.  This 
condition  always  happens  at  the  season  of  greatest 
demand  and  a  lot  of  business  is  lost. 

Special  order  tailoring  systems  are  designed  to 
combine  the  sales  features  of  all  three  departments 
in  order  to  hold  the  customers'  interest.  The  new 
department  and  its  evolution  is  the  connecting  link. 

(Another  article  on  this  important  topic  will  ap- 
pear in  an  early  issue.) 


HINTS   TO   BUYERS 

From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


known  in  Canada.  The  goods  of 
this  firm  are  absolutely  unique  in  the 
beauty  and  originality  of  their  de- 
signs. 


AGENT   FOR  A.   NAEF   &   CO. 

E.  W.  Unwin,  McKinnon  Building, 
Toronto,  has  been  appointed  sole 
agent  for  the  Dominion  of  Canada 
for  A.  Naef  &  Co.,  Flawil,  near  St. 
Gall,  Switzerland,  noted  for  their 
wonderful  lines  of  fine  embroideries 
and  high-class  embroidered  novelties. 
The  house  in  question  have  previous- 
ly done  their  Canadian  business 
through  their  New  York  house,  which 
carries  the  title  Naef  Brothers. 
Their   goods,    as    a   result,    are   well- 


"ROOSTER    BRAND." 

Robert  C.  Wilkins  Company,  Lim- 
ited, Farnham,  Que.,  have  appointed 
Mr.  Arthur  A.  Gamble  their  agent 
for  Ottawa  City  and  all  towns  in 
Eastern  Ontario.  Mr.  Gamble  has 
permanent  sample  rooms  at  62  Bank 
Street,  Ottawa,  where  a  full  line  of 
samples  of  "Rooster  Brand"  goods 
mav  be  seen. 


HAVE  NEW  DESIGNER. 

The  Crescent  Manufacturing     Co., 
Ltd.,  Montreal,  have  engaged  the  ser- 
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vices  of  one  of  the  cleverest  design- 
ers in  the  City  of  New  York,  for  their 
dress  and  waist  factory.  The  new 
designer  entered  upon  her  duties  the 
first  of  the  year.  She  is  both  a  de- 
signer and  producer,  having  super- 
vision of  the  entire  making  of  the 
garments.  She  makes  monthly  trips 
to  New  York  to  get  the  latest  fashion 
hints,  and  it  will  be  apparent  to 
buyers,  who  look  over  their  fall  range, 
that  they  have  the  most  attractive 
collection  of  models  they  have  ever 
shown  to  the  trade.  In  addition  to 
the  fall  range,  they  are  showing  some 
unusually  interesting  novelties  for 
summer  selling. 
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Buyers'    Guide 


FOUNTAIN    AIR    BRUSH 

Model  A    Price  $20.00 

The  Standard  Air    Brush  of  the  World 

Show-Card    Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C-79. 

Thayer  &  Chandler,  Chicago 


kNE 


this 


/"^INfc    inch    space    in 

Department    will   cost 
you  $25  for   12   insertions. 


TOYS 


of     the     below  -  named 
type   are   the    manufac- 
ture   of 
Bing  Bros.,  Nureniburg 
SEE    THEM   AT 
381   FOURTH  AVENUE 

New  York. 
The   Bing's    Miniature    Kailway    System 

Mechanical  as  well  as  Electrical   Iron 
Engines 
Stations,  Signals  and  Lamps 

Patent    Walking  Animals 
Plush  and  Felt  Toys — Mechanical  Boats 
Automobiles — Steam   Engines 
Attachments — Enamel  Kitchen  &  Dinner 

Sets 
Enamel  Taa  &  Coffee   Sets — Wash   Sets 
Moving   Picture   Machines — Post   Card 

Projectors 
Magic   Lanterns. 
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ATERSON 


LIMITED 


The  Wholesale  Millinery  and  Fancy  Dry  Good* 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines.  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue,  Chicago,  111. 


Condensed  Advertisements 


ORDERS  WANTED 


WANTED— ORDERS  FOR  FINEST  HAND- 
made  Irish  crochet  laces,  insertions,  pieot- 
edges,  headings,  motifs,  collars,  yokes, 
d'oyleys,  etc.  M.  Hughes,  Scotch  Street  Bridge, 
Armagh,    Ireland. 


MISCELLANEOUS 


COMPETENT  STENOGRAPHERS  I  N 
search  of  position  register  at  our  Free  Em- 
ployment Department.  We  have  a  number  of 
applications  on  file.  Call  up  Remington  Type- 
writer Co.,  Ltd.,  when  in  need  of  an  operator. 
144  Bay  St.,  Toronto. 


AGENCIES   WANTED 


ENGLISH  FIRM  OF  MANUFACTURERS  OF 
Hair,  Hair  Goods,  Hair  Nets,  as  used  by  high- 
class  hair-dressers  and  stores,  desire  to  ar- 
range a  Canadian  agency  on  commission  with 
established  sound  house  who  has  a  good  con- 
nection in  the  trade  for  Toronto,  Montreal 
and  district.  Arrangement  for  stock  to  be 
kept  in  Canada  would  be  made.  For  further 
particulars,  write  to  Box  97,  Dry  Goods 
Review,  88  Fleet  street,   London,  England. 


PATENT  NOTICE 


FOR  SALE 


NICE  CLEAN  STOCK  OF  DRY  GOODS. 
About  five  thousand  dollars  in  good  town  in 
Alberta.  Good  business  to  be  done.  Good 
reasons  for  selling.  Address  Box  2,  Dry 
Goods  Review. 


ANYONE   DESIRING   TO   OBTAIN   THE   IN- 

vention  covered  by  Canadian  Patent  No.  132.- 
648,  granted  on  April  25th,  1911,  to  John  R. 
Jones,  assignor  to  Jones  Bros.  Garment  Co., 
for  Sleeping  Garments,  may  do  so  upon  appli- 
cation to  the  undersigned,  who  are  prepared 
to  supply  all  reasonable  demands  on  the  part 
of  the  public  for  the  invention,  and  from 
whom  full  information  may  be  obtained. 
Fetherstonhaugh  &  Co..  53  Queen  St.,  Ottawa, 
Canada.      Russel    S.    Smart,    resident. 


AGENCY  WANTED 


ADVERTISER  NOW  IN  CANADA  WHO  IS 

about  to  establish  an  Agency  in  London,  Eng- 
land, would  like  to  hear  from  firms  requiring 
representatives  on  that  side.  Apply  Box  4, 
Dry   Goods   Review. 


Garments  Displayed  at  the   Style  Show 

(Continued  from  page  102) 

were  all  the  same  and  that  was  in  the  cutting  away 
of  the  front  of  the  coat.  Blouse  models  belted  high, 
and  belted  at  the  normal  waist  line  or  belted  low  in 
Balkan  style.  One  or  two  showed  the  disposition 
to  hang  in  godets  that  is  seen  in  some  of  the  later 
Paris  models.  Belts,  girdles  and  sashes  are  a  feature 
in  the  majority  of  the  new  models.  Little  motifs 
and  touches  in  Oriental  coloring  are  much  used. 

All  the  new  skirts  are  narrow  towards  the  feet, 
and  the  majority  show  more  or  less  draping.  Many 
models  are  gathered  into  a  band  across  the  back.  The 
new  skirt  is  in  two  pieces  and  the  drapery  is  con- 
fined to  the  front  and  sides,  leaving  the  back  plain 
and  giving  an  odd  back  to  front  impression.  The 
waist  line  is  high  and  often  belted  either  all  round 
or  just  across  the  back  and  the  fullness  is  either 
gathered  or  put  in  in  pleats. 

Several  suits  of  high  colored  broadcloth  in  such 
shades  as  nell  rose,  mustard,  Persian  blue  and  terra- 
cotta were  shown. 

Several  dresses  were  shown.  These  were  develop- 
ed in  wool  crepe,  rep  or  broadcloth  and  the  colors 


were  very  bright.     One  was  of  shrimp  pink  crepe 
combined  with  tilleul  green. 

After  the  style  show  President  Hooland  gave  a 
short  address  on  the  subject  of  American  styles  for 
American  women.    He  remarked  that  the  American 


COLORS: 

Blues — Persian  in  light  and  dark  shades, 
navy,  grey  blue,  duck. 

Brown — Nut  brown,  golden  brown,  tan, 
mustard   gold. 

Grey — Taupe,  nickel. 

Reds  —  Nell  rose,  terra-cotta,  mahogany, 
wine,  coral. 

Two-color  combinations  strong  — Black  and 
blue,  black  and  tan,  black  and  gold. 
Black  and  rose,  seal  brown  and  tan,  seal 
brown  and  gold,  broivn  and  grey,  brown 
and  Nell  rose,  taupe  and  Persian,  taupe 
and  gold,  taupe  and  Nell  rose. 


women  were  the  best  dressed  women  in  the  world. 
This  was  due  to  the  excellence  of  the  tailored  gar- 
ment. America  was  a  young  nation,  he  said,  and 
had  become  accustomed  to  taking  her  fashions  of  liv- 
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ing  from  abroad.  American  styles  were  best  suited  to 
the  American  women  and  he  believed  the  time  had 
come  when  the  American  manufacturer  should  get 
credit  for  the  creations  he  produced. 


The  Passing  View 

Some  people  say  they  want  only  the  best;  but 
just  follow  them  around  a  while  and  see  what  they 
pick  out. 

^  ^  H= 

Manufacturers  cannot  hope  to  get  retailers  inter- 
ested in  their  products  by  compulsion.    Efforts  made 


Everybody  is  welcome  to  attend  the  2nd 
A  mi  mil  Convention  of  the  Canadian  Window 
Trimmers.  Join  now.  Convention  dates,  11, 
12  and  13th  August. 


to  build  up  a  demand  from  the  consumer  without 

appealing  to  the  retailer  direct,  savors  of  compulsion. 

*         *         * 

The  merchant  who  keeps  his  collections  up  to 
the  mark  every  day  in  the  week  and  every  week  in 
the  year  will  never  find  them  particularly  slow. 

*     *     * 

Jacques  Worth  predicts  the  permanency  of  pres- 
ent day  styles  in  feminine  attire.  There  are  a  few 
features  of  present  day  styles  which  one  would  not 
like  to  see  adopted  for  all  time  to  come. 


The  Cloth  on  the  Cover 

The  Review  is  indebted  to  the  Ontario  Cloak  Co. 
for  the  loan  of  the  fabric  that  forms  part  of  the 
cover  design.  It  is  one  of  the  most  fashionable  of 
the  cloak  materials  for  the  coming  fall  season.  It  is 
a  civil  or  Astrachan  cloth  and  is  in  two  colors,  the 
curl  being  black  and  the  ground  color  orange. 
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$18 

Dozen 


showing  the  position  of 
the  unde  r-arm  rein- 
forcement. 


shoulder 
curtain  with  guarantee 
label 


Features  of  the 

Miller  Brand  Coat 


\.  ,,  V5*. 


Nos.  4  est  5 
The      New  Adjustable 
Cuff,  buttoned  in  regu- 
lar way  or  tight,  to  wrist 


Sell  at 

$2 


Guaranteed  Unshrinkable  Shape-retaining  Duck  Coats 

This  is  one  of  the  most  unusual  (yet  the  most  welcome)  surprises  that  has  ever  been  sprung  on  the 
Duck  Clothing  trade.  Any  merchant  who  has  handled  duck  goods  will  appreciate  what  this  announce- 
ment means. 

To  achieve  this  great  success,  we  first  bought  the  best  quality  duck,  made  of  South  Sea  Island  triple 
strand  selected  cotton,  which  was  warranted  unshrinkable  by  the  mill.  To  absolutely  insure  this,  we 
put  this  duck  through  our  special  process,  which  further  shrank  it  %  in.  to  the  yard,  taking  out  the  last 
vestige  of  shrinkage.  Now  we  offer  ten  different  styles  of  coats  and  a  special  line  of  trousers  made  of 
this  duck,  the  former  embodying  the  exclusive  features  shown  above.  Each  garment  is  absolutely 
guaranteed   unshrinkable,   elegantly   made   and   finished,  and  is  in  a  class  by  itself. 

None  like  it  in  fit.  None  Better  in  Material.  None  so  well  finished. 

One    price    to    all,    and    retailed    everywhere    at    the  same  price. 

WRITE   NOW    FOR    THE  AGENCY. 


Few  of 


Ten  Styles 


The    Miller   Manufacturing   Company,   Limited 


251-3   Mutual  Street 


Toronto,   Ontario 
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The  Value  of  a  Name 


That  name  means  quality  and  satisfaction  to  every  woman 
who  buys  dress  shields. 

To  the  retailer  the  sale  of  a  Kleinert's  Dress  Shield  means  pro- 
tection to  his  own  good  name  and  his  guarantee,  a  satisfactory 
profit  and  prompt  deliveries. 

Kleinert's  line  covers  all  the  good  kinds  of  dress  shields — 

The  Gem  The   Olympia 

Pure  rubber,  double  nainsook  covering.  Like  Featherweight,  extra  inside  nain- 

The  best  dress  shield  made.  sook  cover.     Can  be  sent  to  the  laundry 

in  the  garment  without  injury. 


The  Featherweight 

Fine    nainsook,    rubber    coated.     The 
lightest,  whitest  of  dress  shields. 


The  Juno 
The  best  no  rubber  shield. 


It  is  not  only  a  fine  thing  to  sell  only  quality  merchandise. 
It  is  the  progressively  profitable  policy. 

Kleinert's  Dress  Shields  Chart  is  a  big  selling  help. 
Free  to  dealers  for  the  asking.    Ask  for  it. 


I.  B.  Kleinert  Rubber  Co. 

Toronto,   Canada 
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WE  WANT  A  MAN 
Do  You  Measure  Up? 


4  "The  Review"  is  anxious  to  secure,  for  the  Editorial 
j]  Department,  a  practical  dry  goods  man  who  understands 
the  business  both  from  the  selling  and  buying  end,  and 
has  had  experience  in  the  management  and  advertising  of  a 
retail  dry  goods  establishment.  Experience  in  men's  wear 
is  also  desirable.  We  have  a  good  opening  for  the  right 
man  and  the  position  offers  splendid  prospects. 


4  None  but  an  Al  man  will  be  considered,  as  "The 
j\  Review"  has  a  reputation  for  authentic  and  authorita- 
tive information  which  must  be  maintained.  If  you  are  the 
man,  write  today,  addressed  to  the  Editor,  stating  your 
qualifications,  age,  experience,  and  salary  expected. 
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Anniversary  Sale  Conducted  Most 


A  view  of  the  ready-to-wear  depart- 
ment on  the  second  floor. 


J.  Sutcliffe  &  Sons,  Lindsay,  cele 
holding  big  sale — Business  has 
inception — Layout  now  in  L  sha 
— Event  was  aggressively  adver 
Sale  proved  most  successful  in 


THAT  IT  pays  to  advertise  is  now  accepted  in  its 
broad  sense  hj  everyone,  no  matter  how  dubious  or 
frankly  skeptical  they  may  have  been  at  one  time 
or  another.  The  acceptance  of  the  value  of  advertis- 
ing has  become  universal.  There  are  some  phases 
of  advertising,  however,  which  are  not  yet  fully  un- 
derstood or  which,  at  any  rate,  are  not  generally  ex- 
ploited. 

For  instance,  there  is  what  might  be  termed  store 
publicity,  featuring  something  in  connection  with 
the  firm  or  the  business  which  lends  itself  readily  to 
advertising  ends.  Under  this  head  comes  anniver- 
sary sales,  which  can  be  used  to  splendid  advantage, 
not  only  to  increase  sales,  but  also  to  give  the  firm 
much  valuable  publicity.  At  such  times,  people  who 
are  not  ordinarily  customers,  can  be  interested  in  the 
store  sufficiently  to  pay  it  a  visit — and  future  business 
is  certain  to  result.  From  the  comprehensive  featur- 
ing 01  store  anniversaries  or  kindred  events,  a  great 
deal  of  valuable  publicity  can  be  gained. 

Such  an  event  was  the  seventeenth  anniversary 
sale  recently  celebrated  by  J.  Sut- 
cliffe  and  Sons  of  Lindsay,  Ontar- 
io. It  was  carried  out  on  a  broad 
scale,  with  offerings  of  large  stocks 
at  most  exceptional  values  serving 
as  the  main  feature.  Many  social 
features  were  added  to  attract  the 
public.  The  event  was  advertised 
extensively  and  strikingly. 

The  sale  used  largely  for  the 
purpose  of  impressing  on  the  pub- 
lic the  great  growth  which  the 
business  had  experienced  in  sev- 


enteen years,  with  all  that  such  a  growth  entailed.  As 
outlined  in  the  advertising,  the  store  had  been  very 
largely  extended  and  improved  since  the  initial  open- 
ing, although  still  in  the  same  location.  New  depart-, 
ments  had  been  opened  and  the  scope  of  the  business 
had  been  widened  to  a  very  considerable  extent  in. 
the  seventeen  years. 

KEnj  STREET 

FRO/iTRGE    35FT. 


BY  W.U.FERGUSON. 


65  FBET 

A  plan  of  the  ground  floor  of  the  store  of  J.  Sutcliffe  &  Sons. 
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Successfully 

brate  seventeenth  anniversary  by 
been  largely  increased  since  its 
pe,  with  entrances  on  two  streets 
tised  —  Refreshments  served  — ■ 
every  respect. 

The  advertising  campaign  was  conducted  on  a 
broad  and  aggressive  scale.  Seven  column  space, 
eighteen  inches  deep,  was  used  in  the  daily  papers, 
featuring  the  sale  and  offering  tempting  values  in 
reasonable  lines.  The  copy,  which  was  prepared  by 
W.  J.  Ferguson,  was  strikingly  laid  out  and  well 
illustrated,  as  the  accompanying  illustration  shows. 
A  novel  feature  was  the  running  of  a  line  around  the 
outer  edge  of  all  ads.  made  up  the  repetition  of  the 
figure  17. 

The  sale  lasted  for  a  week,  something  special  in 
the  way  of  offerings  being  provided  for  each  day. 
Spring  openings  were  featured  during  the  week. 

Special  decorations  had  been  arranged  for  the 
week.  The  store  was  decorated  with  flowers  in  bloom, 
the  methods  of  display  being  shown  in  the  accom- 
panying illustrations.  A  novel  feature  was  the  dis- 
tribution of  singing  canary  birds  throughout  the  es- 
tablishment. The  rest  room  was  fitted  up  as  a  Jap- 
anese tea  room  and  here  tea  and  refreshments  were 
served  free  from  2.30  to  5.45,  this  proving  an  un- 
doubtedly popular  feature  with  the  ladies.  A  musi- 
cal programme  was  rendered  each 
day.  A  special  tissue  paper  nap- 
kin with  an  anniversary  design 
was  used  in  the  tea  room  during 
the  week. 

Another  feature  which  was 
found  productive  of  results  was 
the  opening  of  the  store  one  even- 
ing for  display  purposes  only.  No 
attempt  was  made  to  sell  anything, 
but  the  public  were  admitted  free- 
ly for  the  purpose  of  looking 
around  and  inspecting  the  stock. 


A  view  of  the  main  floor  of  the 
Sutcliffe  store,  showing  fancy  goods 
department. 

Splendid  weather  prevailed  throughout  the  week. 
The  sale  was  a  success  in  every  respect,  large  crowds 
attending  each  day. 

The  store  of  J.  Sutcliffe  and  Sons  has  many  com- 
mendable features  which  will  not  require  enumera- 
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A  plan  of  the  second  floor  of  the  Sutcliffe  store. 
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A  view  of  the  millinery  department  in     the   store   of  J.   Sutcliffe    &   Sons. 


Our  Seventeenth  Anniversary  Sale 

Our  Seventeenth  Anniversary  Sale,  March  17,  1913,  Continuing  Through  Easter  Time 


DO  YOV  REMEMBER  WHEN  WE  had  our  initial  opening  ?  Our  store  was 
ready  lor  business,  but  not  just  the  same  store  that  you  see  to-day,  true  it  is  the 
same  location,  the  most  convenient  one  in  town,  but  think  ol  the  many  changes 
those  past  years  has  seen  this  store  undergo.  Every  one  ol  those  changes  have  been 
planned  to  lacilitate  carrying  greater  stocks,  providing  greater  display  space,  to 
make  il  a  convenient  store  to  shop  at,  to  provide  comlorls  lor  both  shopper  and  cm- 
ployee.  To  make  a  long  story  short  -to  make  this  store  second  to  none  a  store 
where  values  warrant  your  patronage. 


Now  we  are  going  to  have  a  real  enjoyable  time  and  we  want  you  and  your 
friends  to  be  sure  and  come,  we  are  preparing  lor  a  big  crowd  so  there  will  be  no 
reason  to  stay  away.  The  store  will  have  its  very  best  dress  on,  everywhere  new 
things  will  be  ready  lor  your  inspection.  The  new  millinery  and  ready  to  wear  gar- 
ments will  be  making  a  host  of  friends.  Every  department  will  be  in  merry  com- 
petition lor  your  attention,  every  minute  will  be  full  of  interest  so  come  and  enjoy 
a  real  good  time  during  the  entire  coming  week. 
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Spring  Millinery  Openings 

MONDAY,  TUESDAY,  MAR.  17,  18th 

and  Following  Days. 


Musical  Program  Daily 

REFRESHMENTS 

HONDA  Yand  TUESDA  V 

2.30  to  5.45 

We  extend  a  cordial  invitation 
to  you  and  your  friends. 

I   SUTCLIFFE  fr  SOUS 


ET   ONE  OF  THESE  FOLDERS  Mil  ■    ft  $/;/ 
We  have  ju.l  issued  a  ne.,1    luldet  Mil-  jtt'ijj^ 
K  especially    .ihout    Hosiery    and    Cor.  l^fcHjj 


New  Shades  in  Popular  Silks 


SPECIAL— During  Anniversary  three 
pairs  Penman's  make  black  Cashmere 
Hose,  all  sires,  only .    Jl 

Perrin's  Celebrated  Gloves 


JVeuv  Spring  Wash  Goods 


Spring  Garment  Display 

MONDAY,  TUESDAY,  MAR.I7,  18th 

and  Following  Days 


Special  Values  in  Flouncing 

We  are  showing  some  wonderful  values  in  white  Bouncing  emhro.derics 
embroidery  edgings  and  insertions  You  can  s«\e  money  here  for  every  yd 
we  show  isby  far  the  best  value  offered  anywhere  See  our  special  sale  line; 
during  Anniecrsary  Sale. 
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Children's  Kml  Jackets 
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1.85 


Ladies'  New  Spring  Collars 


50c 


Beautiful  Rugs,  Curtains  And  Materials 

ever  have  the  People  of  Lindsay  and  district  had  an  oppot 
o  buy  such  splendid  fittings  for  the  home  as  wc  show  this 
The  very  foremost  manufacturers  of  ibe  various  lines  I 
ributed  tireir  very  newest  and  best  productions  The  curt 
curtain  materials  we  show  are  equal  to  those  shown  by  so  i 
xelusive  home  furnishers  and  at  a  lower  price  than  you 
inything  like  them  eleswhere.  Our  nigs  constitute  an 
se  showing  and  all  come  to  us  direct  from  the  factory 
Jle  man's  profit  added  when  you  buy  here  During  Annn 
time  this  section  will  present  many  attractive  showing- 
it  on  paying  it  a    visit      It  is    convenient   to    both    floors. 


A  Special  Priced  Sheeting 
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J. SUTCLI FFE  &  SONS 

"— I'lS's:.?™        LINDSAY 


The  greatest  range  of  Window 
Shades  to  Select  lism  ollered 
anywbere.  All  colors  and  lace 
oi  insertion  tnnuaed  Big  valoes 


Sample  of  advertising  of  anniversary  sale.      An   aggressive  campaign  was   conducted. 
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A  view  of  the  men 's  clothing  and  furnishings  department  in  the  store  of  J.  Sutcliffe  &  Sons,  Lindsay,  with 

entrance   on  William  Street. 


tion  as  they  axe  shown  in  the  accompanying  illustra- 
tions and  plans.  Having  been  added  to  by  the  ac- 
quirement of  adjoining  stores,  the  layout  is  unusual, 
being  in  the  shape  of  an  L.  Any  difficulty  which 
might  be  experienced  from  this  cause,  has  been  done 
away  with  by  the  fact  that  there  are  two  entrances, 
thus  giving  ready  access  to  the  departments  in  the 
more  recently  acquired  sections.  The  arrangement 
of  the  various  departments  is  admirably  adapted  to 
the  proper  display  of  the  stock. 
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measures  25  by  85  feet  and  is  twice  as  high  as  the 
former  store  and  much  more  attractive  in  appear- 
ance. Two  large  gilded  electroliers  each  carrying  15 
lamps  light  the  store.  The  firm  carries  men's  ready- 
to-wear  clothing  only. 


Instal  Electric  Sign 

Ottawa,  Ont. — Blair's,  Limited,  men's  wear  store 
of  Sparks  street,  Ottawa,  have  just  added  a  big  elec- 
tric sign  advertising  their  brand  of  clothes  and  the 
name  of  Blair's,  Limited.  The  sign  is  one  of  the 
largest  and  most  attractive  on  the  street. 

— m — 

In  New  Store  * 

Ottawa,  Ont. — One  of  those  who  were  forced  to 
move  when  L.  N.  Poulin,  Limited,  took  over  three 
stores  to  the  west  of  their  present  store  on  Sparks 
street,  were  the  McDonald  Clothing  Company.  They 
have  gone  to  a  larger  store  at  143  Sparks  street  on 
the  opposite  side  from  where  they  were  before.  The 
new  store  has  two  large  bay  windows  about  fifteen 
feet  high  with  about  15  lineal  feet  of  glass  in  each 
and  a  door  in  the  center. 

The  plate  glass  is  set  in  copper  bases  and  the  win- 
dow fittings  are  in  solid  mahogany.     The  new  store 


Raw  Wool  Free 

Washington,  May  16. — The  Democratic  caucus 
lately  voted  decisively  to  support  the  wool 
schedule  of  the  Underwood  tariff  bill,  placing  raw 
wool  on  the  free  list,  after  Representative  Underwood 
had  made  a  stirring  appeal  for  the  support  of  the 
caucus.  By  a  vote  of  190  to  42,  an  amendment  offer- 
ed by  Representative  Dies,  of  Texas,  to  place  raw 
wool  on  the  dutiable  list  was  rejected. 
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Extending  House  Furnishings 

Ottawa,  Ont. — Murphy  Gamble,  Limited,  of  Ot- 
tawa, have  decided  to  give  up  their  grocery  depart- 
ment and  use  the  large  floor  space  it  occupied  for  oth- 
er goods,  probably  carpets  and  house-furnishings. 
This  has  not  yet  been  definitely  decided.  Other  al- 
terations are  under  contemplation  and  until  these  are 
settled,  which  will  be  in  the  course  of  a  week  or  two, 
the  space  formerly  occupied  by  the  grocery  depart- 
ment will  not  be  used.  The  object  of  the  firm  giving 
up  groceries,  is,  it  is  understood,  because  of  the  un- 
satisfactory profits  accruing  from  them.  The  dry 
goods  end  of  Murphy  Gamble.  Limited,  is  going 
ahead  rapidly. 


WESTERN  RETAILERS 

ORGANIZE '  -  - 


Exterior  view  of  the  Regina,  Sask.,  City  Hall,  where  600  Saskatchewan  business  men  met  in  conference  last  week  and 

formed  an  Association. 

At  what  was  probably  the  largest  gathering  of  merchants  ever  held  in  Canada,  a  Saskatchewan 
Retail  Merchants'  Association  was  formed  last  week  in  Regina.  Almost  600  delegates  attended  from 
all  parts  of  the  province  and  for  enthusiasm  no  meeting  could  have  been  more  marked.  One 
df  the  best  and  most  far-reaching  results  will  be  a  more  careful  system  in  the  extension  of  credits 
throughout  the  province.  In  fact  many  dealers  have  been  induced  by  the  discussion  to  sell  for 
cash  in  future. 

A  pleasing  feature  of  the  convention  was  the  length  of  time  given  to  treatment  of  business  prob- 
tems  such  as  buying,  selling,  extending  credit  and  cash  system.  Too  often  the  entire  time  of  gath- 
erings of  this  kind  is  taken  up  in  discussing  only  legislation  affecting  the  trade.  Bright  things 
are  in  store  for  the  men  who  have  become  associated  with  this  new  organization  if  every  one — offic- 
ials as  well  as  those  in  the  ranks — will  lend  their  best  efforts  to  its  success,  at  home  as  well  as  at  the 
annual  conventions. 

Special   Staff  Correspondence. 


REGINA,  SASK.— The  West  has  a  reputation  for 
large  things,  and  it,  therefore,  seemed  likely  that  the 
gathering  of  Saskatchewan  business  men,  arranged 
for  Regina,  would  prove  a  thorough  success.  It  is 
doubtful,  however,  if  even  those  who  worked  so  hard 
to  make  possible  this  series  of  meetings  had  any  idea 
that  the  retailers  would  attend  in  such  large  numbers, 
or  that  they  would  show  such  great  enthusiasm.  It 
is  doubtful,  indeed,  if  a  better  business  gathering  has 
ever  been  held  in  Canada.  Nearly  600  dealers  reg- 
istered, and  at  no  session  did  the  numbers  in  attend- 
ance fall  below  300. 

This  large  attendance,  the  care  with  which  the 
programme  had  been  arranged,  the  thorough  study 
given  their  subjects  by  the  various  speakers,  and  the 


"Western  vim  which  all  present  showed  in  taking  part 
in  the  various  discussions,  made  the  gathering  ex- 
ceedingly profitable.  What  the  full  outcome  will  be, 
of  course,  remains  to  be  seen,  but  certainly  all  in 
attendance  got  ideas  which  can  hardly  fail  to  be  of 
the  greatest  value. 

Take  it  for  all  and  all,  probably  the  note  struck 
in  favor  of  a  cash  system  was  the  feature  of  the 
convention.  A  number  of  those  present  declared 
their  intention  of  adopting  this  method  of  doing  bus- 
iness. Others  determined  to  watch  credits  more 
carefully. 

The  great  result  of  the  gathering  as  far  as  it  can 
be  seen  now  was.  of  course,  the  formation  of  a  Sas- 
katchewan Retail  Merchants'  Association.     This  is 
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affiliated  with  the  Dominion  Association,  the  charter 
secured  by  Saskatoon  merchants  some  little  time  ago 
having  been  handed  over  to  the  new  provincial  body. 
Already  it  has  been  evidenced  that  the  Saskatche- 
wan retailers  intend  taking  a  hand  in  the  making 
and  amending  of  laws.  At  one  of  the  convention 
sessions  Norman  MacKenzie,  K.  C,  of  Regina,  deliv- 
ered a  striking  and  remarkably  practical  address  on 
Commercial  Law.  He  suggested  two  or  three  reforms 
for  which  the  retailers  might  commence  work  at 
once,  and  the  newly-appointed  executive  of  the  newly- 
formed  association  wasted  no  time  in  considering  the 
best  means  of  securing  these  reforms.  It  seems  likely 
that  the  Provincial  Government  will  hear  from  this 
body  before  many  months  have  passed. 

A  GENERAL  VOTE   OF   THANKS. 

At  the  final  meeting,  where  formation  of  the  pro- 
vincial association  was  the  main  item  of  business, 
W.  C.  Painter,  of  Tantallon,  seconded  by  H.  R. 
Veals,  of  Ituna,  introduced  the  following  resolution 
of  thanks : 

"That  this  convention  extend  a  hearty  vote 
of  thanks  to  the  cities  of  Regina  and     Moose 
Jaw,  the  Press,  the  committee  in  charge,  the  sev- 
eral speakers,  and  all  those  lending  assistance 
toward  the  bountiful  provisions  made  for  our 
entertainment  and  instruction.     That  we,  the 
retail  merchants  of  Saskatchewan  present,  ap- 
preciate this,  and  will  endeavor  to  do  our  part 
towards  the  attainment  of  some  of  those  ideals 
pointed  out  by  the  various  speakers  redounding 
to  the  benefit  of  ourselves,  our  customers,  our 
province  and  our  own  fair  Canada." 
This  was  enthusiastically  passed,  and  A.  M.  Nic- 
ol,  who  had  acted  as  secretary  during  the  entire  Con- 
vention, was  called  upon  to  reply.     It  was,  he  be- 
lieved,  the   general   opinion   of  the   outside   public 
that  never  had  a  more  business-like  gathering  been 
held  in  Saskatchewan.     He  hoped  that  at  some  later 
date  the  association  would  meet  in  the  capital  city 
again. 

QUESTION  OF  AFFILIATION. 

The  actual  work  of  forming  the  association  at 
once  started  a  discussion  as  to  the  advisability  of  affi- 
liating with  the  Dominion  body. 

W.  C.  Painter  held  that  there  was  nothing  to  be 
gained  by  connection  with  the  Dominion  organiza- 
tion. He  remembered  that  the  Dominion  body  had 
sent  500  members  to  Ottawa  opposing  a  co-operative 
Act  which  had  really  been  in  the  interests  of  the 
farmers  of  the  West,  and  so  indirectly  of  the  West- 
ern merchants.  It  was  finally  decided,  however, 
that  the  association's  influence  in  Saskatchewan 
would  not  be  decreased  at  all  were  it  to  affiliate  with 
the  Dominion  body,  and  that  the  outside  influence 
might  be  greater. 

THE    ELECTION    OF    OFFICERS. 

This  conclusion  being  reached,  the  election  of 
officers  at  once  proceeded,  J.  L.  S.  Hutchinson,  of  Sas- 


katoon, proposing  F.  J.  Bole  for  president.  The 
suggestion  was  received  with  enthusiasm,  motion  at 
once  being  made  that  nominations  be  closed. 

"I  don't  accept  this  position  lightly,"  said  Mr. 
Bole,  in  thanking  the  delegates  for  their  confidence 
in  him,  "but  I  do  feel  so  sure  that  good  work  can 
be  done  by  this  organization  that  T  think  I  am  justi- 
fied in  taking  the  office.  We  can  be  a  great  factor  in 
bettering  the  conditions  of  the  whole  country. 

"This  is  a  representative  gathering,"  continued 
the  new  president,  "and  I  hope  the  policy  will  be 
adopted  of  shifting  the  conventions  from  centre  to 
centre,  so  that  all  will  get  the  greatest  benefit.  In 
conclusion,  I  would  say  that  I  intend  to  give  the  time 
necessary  to  make  this  association  a  success." 

MOOSE   JAW   NEXT   YEAR. 

T.  G.  Agnew,  1st  vice-president,  and  J.  L.  S. 
Hutchinson,  treasurer,  were  quickly  elected,  when 
arose  the  question  as  to  the  next  place  of  meeting. 
The  merchants  of  Moose  Jaw  had  been  exceedingly 
helpful  in  making  the  present  gathering  a  success, 
and  it  was  felt  by  a  good  many  that  they  deserved 
the  honor  of  the  next  convention.  On  the  other 
hand,  a  number  believed  the  gathering  should  next 
be  held  in  the  north,  and  Saskatoon  was  mentioned. 
The  Saskatoon  delegation  would  like  to  have  had  the 
gathering  too,  but  showed  themselves  good  sportsmen 
by  stepping  down  and  themselves  proposing  that 
Moose  Jaw  be  the  next  meeting  place. 

A  wire  was  received  from  the  Mayor  and  the 
president  of  the  Board  of  Trade  of  North  Battleford 
urging  that  the  convention  meet  there  in  1914,  but 
on  a  vote  it  was  determined  that  Moose  Jaw  should 
get  the  gathering. 

PROCEEDINGS  ON  OPENING  DAY. 

The  proceedings  of  Monday  afternoon  were  large- 
ly formal,  yet  even  in  the  addresses  of  welcome — too 
often  mere  expressions  of  good-will — notes  were 
struck  which  gave  evidence  that  the  convention  would 
be  one  of  the  greatest  importance.  It  became  ap- 
parent that  the  men  had  gathered  not  only  with  the 
object  of  hearing  others  speak,  but  of  voicing  their 
own  opinions  upon  the  various  matters.  It  became 
evident,  indeed,  that  there  would  be  some  high,  think- 
ing and  plain  talking. 

S.  G.  Burton,  chairman  of  the  committee  which 
has  for  some  time  been  preparing  for  the  conven- 
tion, very  briefly  opened  proceedings.  The  gather- 
ing, he  thought,  a  happy  idea.  There  are  subjects 
of  vital  importance  to  business  men.  This  year  these 
have  been  more  important  than  usual.  At  the  con- 
vention many  of  these  subjects  were  to  be  treated 
carefully,  and  good  could  not  fail  to  result;  but  the 
greater  good  would  come  from  a  free  discussion  up- 
on these  subjects. 

THE   CITY'S   WELCOME. 

Mayor  Martin,  extending  the  civic  welcome,  re- 
marked that  he  could  not  give  the  delegates  the  key 
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to  the  city,  as  is  sometimes  the  custom.  "There  is 
no  key,"  he  stated.  "The  city  isn't  locked.  It  is 
yours.    It  is  open  to  all." 

Speaking  upon  the  direct  object  of  the  conven- 
tion— upon  which,  as  a  retailer  he  was  thoroughly 
qualified  to  talk,  the  Mayor  referred  to  the  difference 
in  the  merchandizing  problems  of  the  West  from 
those  of  the  East.  "We  are  a  country  in  the  mak- 
ing, out  here,"  he  said,  "I  think  Saskatchewan  is  the 
richest  province  in  the  Dominion.  If  not  at  once, 
yet  in  latent  wealth.  But  we  are  keeping  our  eggs 
too  much  in  the  one  basket.  We  are  too  much  grain 
growers.  I'm  glad  the  question  of  diversification  is 
going  to  be  taken  up." 

H.  G.  Smith,  president  of  the  Regina  Board  of 
Trade,  and  one  of  those  who  conceived  the  idea  of 
the  present  gathering,  referred  to  the  splendid  work 
done  by  Mr.  Burton,  and  those  with  him  on  the  com- 
mittee which  arranged  the  programme.  He  referred, 
especially,  however,  to  the  half     hour's     discussion 
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which  would  follow  every  paper.  That  discussion,  he 
thought,  would  be  of  the  greatest  value.  If  the  dele- 
gates did  not  make  it  so  it  would  be  the  delegates  own 
fault.  "Freight  claims  are  going  to  be  treated  by  a 
railway  man,"  instanced  Mr.  Smith.  "Let  this  man 
hear  of  your  own  cases.  Tell  him  of  your  delays  if 
you  have  suffered.  Let  us  put  our  case  clearly  be- 
fore these  people.  It  is  the  only  way  we  will  derive 
the  benefit  we  want. 

"The  question  of  Insurance  is  also  coming  up. 
Something  may  be  said  of  a  uniform  policy.  Let 
us  talk  over  carefully  the  advisability  of  that." 

J.  F.  Bole,  welcoming  the  delegates  on  behalf  of 
Regina's  retailers,  jumped  right  into  his  favorite  sub- 


ject of  credit.  On  this,  or  rather  on  the  inadvisabili- 
ty  of  giving,  or  taking  credit,  Mr.  Bole  feels  very 
keenly.  His  remarks  were  received  with  an  enthus- 
iasm which  showed  how  many  feel  with  him,  even 
though  they  may  as  yet  have  been  unable  to  adopt 
the  cash  system. 

RETAILER   NEXT   TO   FARMER. 

"At  election  time,"  said  Mr.  Bole,  "we  all  get 
out  and  say  what  a  big  man  the  farmer  is,  and  how 
he  has  built  up  the  province.  This  is  true,  but  next 
to  the  farmer  the  retailer  is  the  man  who  has  most 
helped. 

"I'm  one  of  those  who  has  changed  from  credit 
to  cash.  Some  say  that  credit  must  be  given,  but  I 
say  that  if  so  the  retailer  should  not  do  it  with  no 
security,  and  let  the  implement  man  get  all  the  se- 
curity. 

"I  hope,"  said  Mr.  Bole,  "that  out  of  this  conven- 
tion will  grow  a  big  strong,  retailers  association.  I 
won't  agree  to  fixing  prices;  don't  believe  in  it.  But 
I  do  believe  there  are  many  objects  we  can  accom- 
plish by  uniting — this  question  of  credit  is  one  of 
these.  I  personally  do  not  think  that  any  man  in  a 
large  centre  is  justified  in  doing  a  credit  business. 
To  change  to  cash  is  only  a  matter  of  a  month's  ad- 
justment. Your  customers  soon  get  the  new  idea. 
In  smaller  places,  perhaps,  credit  must  be  given,  but 
if  so  let  us  get  some  way  of  securing  ourselves." 


THE    QUESTION     OF    BUYING. 

Following  an  address  upon  buying  from  the  re- 
tail point  of  view,  delivered  by  H.  Snell,  of  Moose 
Jaw,  arose  one  of  the  many  interesting  discussions  of 
the  convention. 

Is  it  best  to  buy  from  the  traveler  or  to  go  down 
to  the  market? 

How  often  should  a  stock  be  turned  over? 

AVould  collective  buying  prove  an  advantage? 

These  and  many  other  equally  important  points 
were  raised,  and  so  free  was  the  discussion,  and  so 
animated,  that  D.  B.  Detwiller,  of  North  Battleford, 
the  chairman  of  the  evening,  had  his  hands  full  to 
see  that  all  got  their  opportunity  to  put  a  query, 
or  to  state  their  experiences. 

A  buyer,  Mr.  Snell  brought  out,  must  know  his 
departments.  He  must  know  what  the  business  can 
do,  and  he  must  have  his  finger  on  the  pulse  of  the 
community.  He  must  know  the  demand.  Only  when 
the  buyer  can  properly  co-ordinate  the  wants  of  the 
business  and  of  the  trade  is  he  successful. 

Certain  steps  can  be  taken  to  assist  the  buyer. 
Records  are  of  value,  and  records  should  be  kept.  It 
is  well  to  have  a  maximum  and  a  minimum  amount 
fixed  for  staples.  Then  the  stock  of  these  will  never 
be  exhausted.  Neither  will  it  ever  be  so  large  that 
too  much  capital  is  wrapped  up. 

One  of  the  best  ways  to  determine  what  to  buy 
as  brought  out  by  Mr.  Snell  is  to  take  the  advice  of 
those  who  are  selling.  Travelers  should  know  what 
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is  moving  well  elsewhere. 
formation. 


They  can  give  useful  in- 


STUDY  TRADE  PAPER  FOR  MARKETS. 

A  buyer  must  know  the  market.  How  is  he  to  get 
the  information.  "There  is  no  better  way,"  said 
Mr.  Snell,  "than  through  the  trade  papers,  which 
thoroughly  go  into  this,  and  which  deal  with  condi- 
tions likely  to  affect  the  market." 

The  best  buyer,  it  was  pointed  out,  is  not  neces- 
sarily the  man  who  gets  the  cheapest  goods — rather 
is  the  one  who  gets  the  best  goods  and  the  right 
goods.  He  can  only  get  this  desired  result  by  re- 
membering the  retail  selling  end,  and  he  must  not 
be  handicapped  by  bad  credit.  If  a  buyer  is  to  do 
the  best  work,  his  firm  must  keep  its  credit  high. 
The  concern  must  have  a  reputation  for  paying  cash, 
or  for  paying  promptly. 

Initiative  is  another  asset  of  the  good  buyer  which 
Mr.  Snell  emphasized.  "A  man  must  be  ever  on  the 
look-out  for  new  lines  which  will  be  trade  winners  for 
the  staple  lines.  That  promotes  the  general  turn- 
over." 


OFFICERS  ELECTED. 

At  the  final  meeting  of  the  convention, 
the  officers  were  elected  as  follows : 

President — </.  F.  Bole,  Regina. 

1st  Vice-President — F.  J.  Agnew,  Prince 
Albert. 

2nd  Vice-President  —  W.  W.  Cooper, 
Swift  Current. 

Treasurer — /.  L.  S.  Hutchinson,  Saska- 
toon. 

Secretary — H.  J.  Robinson,  Saskatoon. 


In  opening  the  discussion  the  chairman  summed 
up  the  address  as  one  which  had  clearly  brought  out 
the  desirability  of  a  buyer  getting  the  closest  prices, 
the  best  goods  at  the  proper  time.  In  a  sentence  this 
did  summarize  the  remarks,  but  Mr.  Snell  had  started 
those  four  hundred  retailers  thinking,  and  the  ques- 
tions and  comments  came  thick  and  fast. 

FREQUENCY    OF    STOCK    TURNOVER. 

"How  often  should  a  general  stock  be  turned  ov- 
er in  a  year  to  make  a  profit?"  asked  J.  F.  Bole. 

"That,"  said  Mr.  Snell,  "depends  largely  on  the 
profit.  You  might  turn  it  once  and  make  a  good 
profit.  You  might  turn  it  four  times  and  make  none. 
I  think,  though,  that  a  stock  should  be  turned  at 
least  three  or  four  times. 

"Yes,"  commented  Mr.  Bole,  "but  I  think  it  is 
the  exception  when  a  stock  is  turned  three  or  four 
times  and  money  is  lost.  My  experience  has  been 
that  turning  twice  means  losing  money.  Turn  the 
stock  2  1-2  times  and  expenses  are  cleared.  Turn 
it  four  times  and  you  make  a  good  profit." 

W.  C.  Paynter,  of  Tantallon,  told  of  his  own 
experience.    "I  do  about  $50,000  business,"  he  stated. 


I  carry  an  $18,000  stock  and  turn  it  about  three 
times." 

T.  G.  Agnew,  of  Prince  Rupert,  brought  the  sub- 
ject around  to  the  proper  rate  of  profit.  "In  the  West," 
he  said,  "Money  is  worth  about  10  per  cent,  without 
any  risk.  So  when  a  man  is  taking  the  risk  of  busi- 
ness he  should  get  from  fifteen  to  twenty  per  cent." 

FROM    TRAVELER    OR    HOME? 

"There  are  two  systems  of  buying,"  stated  ex-may- 
or Smith,  of  Regina,  "one  is  from  the  travelers,  the 
other  from  the  house.  Now  can  we  do  better  by 
buying  from  a  reputable  man  representing  a  repu- 
table house,  or  by  going  down  to  that  house?" 

This,  it  appeared,  was  a  point  upon  which  there 
was  considerable  difference  of  opinion.  "As  a  gener- 
al rule,"  said  Mr.  Snell,  "I  think  we  can  do  as  well 
with  the  traveling  representatives.  In  some  cases  it 
is  possible  to  get  goods  which  are  hard  to  secure  from 
the  house,  and  always  it  is  possible  to  get  a  cretain 
amount  of  service.  Personally  I  would  hesitate  to 
buy  from  a  house  which  would  not  give  as  good  prices 
through  its  traveling  representatives  as  it  would  to 
the  man  who  went  direct." 

A  different  opinion  was  held  by  Mr.  Little  of 
Regina.  "It  is  better  by  far  to  go  to  the  market  in 
the  majority  of  cases,"  he  said.  "There  are  certain 
lines  manufactured  by  concerns  which  do  not  cover 
the  territory.  Perhaps  for  this  very  reason  they 
can  give  better  prices.  Go  into  the  wholesale  or  man- 
ufacturing plant.  Get  quotations  and  select  the  best 
and  the  cheapest.  Get  staple  lines  from  the  travelers, 
but  it  is  a  strong  point  for  the  buyer  to  go  to  the 
manufacturer.  He  can  see  how  the  goods  are  made 
for  one  thing,  and  then  he  gets  incloser  touch  with 
the  manufacturer  and  the  jobber. 

TUESDAY   MORNING   SESSION. 

Generally  speaking,  there  are  but  two  classes  of 
people  in  Canada  as  far  as  railways  are  concerned — 
those  who  run  them,  and  those  who  run  them  down. 
When  representatives  of  these  two  classes  meet  to  dis- 
cuss the  subject  of  transportation  an  interesting  ses- 
sion results.  This  proved  to  be  the  case  at  the  Regina 
convention. 

Tuesday  morning's  session  was  given  over  to  the 
question  of  transportation,  generally,  and  to  the  se- 
curing of  claims  in  particular. 

D.  C.  McDonald,  Division  Freight  Agent  for  the 
C.  P.  R.  at  Regina,  had,  in  what  he  called  a  moment 
of  weakness,  consented  to  address  the  retailers  on  the 
general  subject  of  Freight  Transportation  and 
Traffic. 

Getting  down  to  the  questions  which  are  of  par- 
ticular interest  to  the  retailers  as  consignees,  Mr.  Mc- 
Donald referred  to  the  tracing  of  freight.  He  outlin- 
ed the  methods  adopted  to  keep  track  of  the  rolling 
stock,  and  showed  that  merchants  can  find  where 
their  shipment  is.  "Be  careful  in  asking  us  to  trace 
cars,  though,"  he  asked.  "Remember  the  railways 
9 


DRY    GOODS    REVIEW 


Group  photo  of  some  of  the  delegates  at  the  Eegina  convention.  This,  however,  does  not  show  more  than  half  of 
those  in  attendance.  As  there  was  a  reception  at  Government  House  for  the  lady  visitors  when  this  picture  was 
taken,  only  a  few  of  the  feminine  sex  are  in  it. 


are  more  interested  than  any  one  else  in  getting  cars 
to  their  destination,  and  in  having  them  back  in  new 
service  once  more." 

Then  Mr.  McDonald  referred  to  the  moving  of 
grain,  which  labor  has  to  be  accomplished  in  a  few 
months."  You  can  help  us  and  yourselves  in  this 
connection."  he  said,  "if  you  will  release  your  cars 
promptly.  Your  holding  a  car  may  mean  that  some 
farmer  who  owes  you  is  unable  to  have  his  grain  mov- 
ed and  so  is  unable  to  get  the  money  to  pay  his  debt. 
You  may  tbink  that  a  little  far-fetched,  but  in  a 
broad  sense  that  very  thing  is  happening  daily." 

Mr.  McDonald  closed  with  an  appeal  to  the  re- 
tailers to  do  all  in  their  power  to  bring  the  farmer  to 
see  the  necessity  of  establishing  means  of  storing  his 
grain.  He  had  no  sooner  taken  his  seat  when  a  bi<j; 
question  was  hurled  at  him. 

Said  W.  J.  Peart:  "It  has  been  stated  in  the 
House  that  the  rate  of  operation  per  mile  here  in 
Saskatchewan  is  less  than  in  the  East.  Why  then 
should  we  pay  more?  For  example  I  bought  some 
goods  in  Pittsburgh,  and  the  rate  on  them  to  Minne- 
sota transfer  was  32  cents,  and  from  Minnesota  trans- 
fer here  72  cents." 

At  once  there  came  applause,  and  not  a  little 
laughter,  as  Mr.  McDonald,  smiling,  arose  to  reply. 
He  was  not  to  be  drawn  into  this  question,  however, 
stating  that  the  subject  is  now  before  the  courts,  and 
that  therefore  he  did  not  feel  that  he  had  better  deal 
with  this. 

WANT  TO  KNOW  CLASSIFICATIONS. 

T.  G.  Agnew,  of  Prince  Albert,  chairman  for  the 
meeting,  here  brought  out  the  absolute  necessity  of 
knowing  the  rates.    "I've  been  in  this  country  longer 


than  any  of  the  rest  of  you,"  he  said.  "I  came  in 
1872.  My  whole  experience  has  been  that  it  is  ab- 
solutely necessary  to  know  the  classifications  and  the 
rates." 

"There  is  no  excuse,"  stated  W.  J.  Peart,  "why 
any  one  in  the  hardware  business  should  not  know 
the  classification  various  lines  come  under.  These 
are  given  in  most  hardware  catalogues.  With  this 
information,  the  retailer  can  get  the  rates  from  the 
road.  Then  he  can  check  up  weights  and  watch 
the  rates."  "I  know  one  firm,"  he  added,  "which 
claims  to  save  from  $5  to  $15  a  day  by  carefully 
going  into  this  matter." 

"In  the  case  of  an  incorrect  classification  having 
been  given,"  stated  the  chairman,  "we  make  the 
wholesaler  put  up.  They  often  make  mistakes,  and 
it  is  just  they  should  pay  for  these." 

C.  E.  Phillips,  of  Kindersley,  complained  that 
the  weight  as  listed  by  the  wholesale  house,  and  that 
upon  which  he  was  asked  to  pay  freight,  often  was 
different. 

Mr.  Agnew  saved  Mr.  McDonald  the  necessity  of 
going  into  this.  "I  know  that  is  sometimes  the  case," 
he  said.  "I  have  found  it  result  this  way.  Take  a 
box  of  Canada  Plate  for  instance,  with  a  gross  weight 
of  112  pounds.  When  you  are  billed,  there  is  no- 
thing to  do  but  pay.  Make  your  complaint  to  the 
wholesaler  and  let  them  take  it  up." 

Here  C.  G.  Burton  made  a  suggestion  which  was 
received  with  great  favor,  but  which,  it  was  decided 
to  leave  over  until  the  Association  should  be  properly 
formed. 

"I  think,"  he  said,  "that  the  Provincial  Govern- 
ment should  undertake  the  appointment  of  a  freight 
traffic  expert.     To  him  complaints  could  be  made. 
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and  a  thorough  investigation  started.  The  railways 
have  a  rule,  yon  know,  that  if  an  agent  collects  an 
undercharge,  he  is  responsible  for  the  difference.  As 
a  result  he  is  not  going  to  take  any  risks  on  classifi- 
cation. He  will  put  the  goods  in  a  high  class  rather 
than  a  low." 

J.  Jones,  Freight  Claims  Agent  of  the  C.  P.  R.  at 
Moose  Jaw,  spoke  on  the  question  which  is  his  busi- 
ness, and  which  so  closely  affected  the  business  of 
all  his  hearers.  He  made  his  points  largely  by  illus- 
tration, and  gave  many  valuable  suggestions.  Yet, 
though  there  was  enthusiastic  approval  of  the  address, 
many  held  with  Mr.  Bole  that  the  Claims  Department 
of  the  railways  needs  a  good  deal  of  simplification, 
in  order  that  the  merchant  may  get  the  prompt  ser- 
vice that  is  his  due. 

"Freight  claims,  and  how  they  can  be  reduced," 
stated  Mr.  Jones,  "has  been  a  problem  among  rail- 
way men  for  years.  The  importance  is  obvious  when 
it  is  considered  that  on  the  Saskatchewan  division 
of  the  C.  P.  R.  in  1912  $294,146.12  was  paid  out. 
Freight  claims,  and  how  to  adjust  them  satisfactorily 
has  driven  some  men  to  an  early  grave  and  other 
men  to  drink.  The  railway  employees,"  proceeded 
the  speaker,  "are  not  without  blame  for  the  amount 
of  the  claims,  but  the  shippers  are  too  careless."  Mr. 
Jones  instanced  the  case  of  silent  salesmen,  which  are 
shipped  often  with  only  a  few  boards  put  about 
them — boards  which  are  dignified  by  the  name  of 
the  crate.  Furniture  is  often  insufficiently  protect- 
ed. Stoves  and  ranges  are  not  properly  packed. 
Weight  of  these  has  been  reduced.  The  castors  are 
so  fragile  that  they  are  very  easily  broken,  yet  stoves 
are  not  crated  at  all." 

THE   PAYING   OF    CLAIMS. 

Passing  from  this  phase  of  the  subject,  Mr.  Jones 
undertook  to  show  how  the  merchant  should  proceed 
to  secure  the  payment  of  claims.  It  was  this  point 
which  brought  about  the  keenest  discussion. 

"If  you  receive  goods  in  a  damaged  condition," 
he  said,  "or  if  a  shortage  exists,  do  not  reject  the  en- 
tire consignment.  Ascertain  the  damage  or  short- 
age, and  have  the  agent  endorse  on  the  freight  rate 
receipt.  Then  sign  only  for  what  you  get.  Do  not 
sign  for  ten  cases  if  you  get  only  nine. 

"When  you  have  this  note  of  the  shortage  or 
damage  prepare  a  claims  bill.  Send  the  original 
bill  of  lading  and  the  paid  freight  receipt.  If  you 
have  not  got  the  bill  of  lading,  attach  a  memoran- 
dum, but  immediately  write  the  shipper  for  this. 
Then  send  this  claim  through  your  local  agent,  or 
direct  to  my  office.  I'll  demonstrate  we  pay  in  three 
or  four  days." 

Perhaps  thinking  the  merchants  would  expect 
too  speedy  settlement,  after  this  statement,  Mr.  Jones 
proceeded  to  explain  why  delays  are  sometimes  neces- 
sary. "When  you  consider,"  he  said,  "that  I  only 
recommend  payment  of  claims,  and  that  these  have 
to  be  passed  upon  by  four  others,  who  call  upon  me 


to  prove  the  claim  is  just,  you  can  see  where  delays 
occur.  You  must  remember  to  sign  only  for  what 
you  get,  and  to  have  a  note  made  of  the  condition 
in  which  the  goods  are  received.  If  you  don't  do  that 
you'll  be  foolish,  and  deserve  to  suffer  loss." 

CASE    OF    CONCEALED    LOSS. 

"What  are  you  to  do,"  inquired  C.  E.  Phillips, 
after  Mr.  Jones  had  taken  his  seat,  "when  you  find 
after  paying  your  freight  that  there  has  been  damage 
done,  or  that  a  shortage  exists?" 

"That  is  concealed  loss,"  answered  Mr.  Jones. 
"You  should  examine  the  package  before  making 
payment,  and  if  there  are  signs  that  it  has  been 
opened  fraudulently,  then  open  it  at  once  in  the 
presence  of  the  local  agent.  If  later  you  find  there 
has  been  a  mistake  made  in  the  quantity  report  at 
once. 

J.  Evans,  of  Prince  Albert,  here  submitted  a 
number  of  questions. 

"Would  it  not  be  well  for  claims  agents  to  have 
prepared  a  pamphlet  explaining  exactly  how  claims 
are  to  be  made?"  he  asked  among  other  things. 

"I'll  do  that  myself  as  soon  as  I  get  home,"  an- 
swered Mr.  Jones. 


Discussion  on  Cash  System 


In  most  events  there  is  a  feature  which  remains 
long  in  the  minds  of  those  fortunate  enough  to  be 
on  hand.  Comic  operas  usually  have  their  one  catchy 
tune.  Baseball  matches  have  their  critical  innings, 
or  their  garrison  finishs.  So  it  was  in  Regina;  the 
great  moment  in  the  convention  of  Saskatchewan 
retailers  undoubtedly  being  the  discussion  on  the 
question  of  cash  business — a  discussion  which  oc- 
curred Tuesday  afternoon,  following  an  address  on 
credits,  wholesale  and  retail,  delivered  by  Henry 
Detchon,  general  manager  of  the  Canadian  Credit 
Men's  Association.  Winnipeg.  In  the  hotel  rotunda 
after  the  meeting,  on  street  corners,  and  even  in  the 
theatre  to  which  the  whole  convention  adjourned 
Wednesday  night,  men  could  be  heard  earnestly  dis- 
cussing this  question,  and  making  comments  upon 
the  remarks  of  J.  F.  Bole,  who  single-handed  stirred 
the  convention  by  his  strong  advocacy  of  the  cash 
basis  of  business. 

In  the  early  sessions,  Mr.  Bole  had  mentioned 
the  necessity  of  doing  business  for  real  money.  Mr. 
Detchon 's  address  brought  the  matter  more  promin- 
ently forward,  however,  and  Mr.  Bole  took  the  occa- 
sion to  go  fully  into  his  views. 

AN    EMPHATIC    AGREEMENT. 

Mr.  Detchon,  of  course,  had  spoken  on  the 
methods  which  should  be  adopted  to  see  that  credit 
was  properly  given.     When  he  had  concluded.  Mr. 
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Bole  jumped  to  his  feet,  declaring  that  he  disagreed 
with  everything  which  had  been  said,  for  he  believed 
that  the  whole  credit  system  was  wrong. 

"We  are  playing  into  the  hands  of  the  enemy," 
he  said.  "We  complain  about  the  catalogue  houses, 
yet  by  our  very  system  we  are  strengthening  their 
hands.  We  sell  on  credit,  putting  ourselves  at  a 
disadvantage;  for  we  have  not  the  cash  to  avail  our- 
selves of  cash  discounts,  and  we  therefore  cannot 
buy  on  the  best  market. 

"There  is  no  use  talking,  money  has  power,  and 
we  are  not  only  handicapping  ourselves  by  selling 
on  time,  but  we  are  really  working  against  the  best 
interests  of  our  customers,  for  we  are  not  getting  for 
them  the  best  goods  at  the  lowest  possible  price.  The 
only  way  to  do  this  is  for  us  to  pay  cash  for  our  stock, 
and  the  only  way  in  which  that  is  possible  is  to  get 
cash  from  our  customers. 

THINKS  BANK   IS  PLACE  FOR  CREDIT. 

"If  we  wanted  to  eliminate  credit,"  continued 
Mr.  Bole,  "we  could  do  so.  I  have  the  greatest  con- 
tempt for  the  silliness  of  business  men,  who  in  this 
new  country,  could  have  established  a  cash  basis  of 
the  man  giving  credit  is  ridiculous.  You  start  in  a 
small  way.  The  man  who  owns  a  farm  comes  along 
and  wants  credit,  and  you  give  it  to  him.  Why,  ten 
chances  to  one  that  man  could  buy  you  out,  lock, 
stock  and  barrel.  Perhaps  along  the  line  suggested 
by  Mr.  Detehon,  you  have  had  a  good  statement  of 
this  man's  financial  standing;  but  if  that  statement 
is  good  enough  for  you,  it  should  be  good  enough 
for  the  bank,  and  it  is  the  bank  he  should  ask  to  trust 
him,  not  you. 

"The  principal  on  which  business  men  work  in 
the  West  seems  to  be  that  the  better  off  a  man  is,  the 
more  anxious  they  are  to  give  him  credit,  They  fear 
they  will  offend  him  and  lose  his  business  if  they  ask 
for  cash.  Indeed  the  only  men  to  whom  you  are 
quite  willing  to  give  credit  are  those  who  could  well 
afford  to  pay  cash. 

"Why,"  continued  Mr.  Bole,  "the  American 
negro  knew  enough  to  accept  emancipation  when  it 
was  offered  him ;  but  here  are  500  of  the  whitest  men 
of  the  country  who  don't  know  enough  to  accept 
freedom." 

CHARACTER  A  CONSIDERATION. 

In  his  paper,  Mr.  Detehon  showed  that  there  are 
two  sides  to  credit — What  a  man  is  seeking  and 
what  he  is  giving.  He  referred  to  the  methods 
adopted  by  most  wholesale  houses  where  credit  men 
pass  upon  every  account,  determining  whether  a 
man  is  good  enough  to  ship  to. 

"As  a  credit  man  sizes  you  up,"  said  Mr.  Detehon, 
"so  you  should  size  up  a  customer.  The  credit  man 
considers  the  moral  risk,  the  character  of  the  man 
to  whom  his  firm  is  considering  selling.  So  you 
should  do.     Does  your  customer  intend  to  pay,  or 


does  he  hope  by  some  quibble  to  get  out  of  pay- 
ment.? 

"Then  there  is  the  question  of  financial  respon- 
sibility. "Is  this  man  able  to  pay,"  enquires  the 
credit  man.  "He  seeks  his  information  from  the 
banks,  from  the  travelers,  and  from  the  financial 
agencies.  You  could  get  much  such  information 
about  your  customers. 

"I  judge,"  continued  Mr.  Detehon,  "that  about 
90  per  cent,  of  the  merchants  in  the  West  need  credit 
themselves.  You  should  therefore  give  information 
about  your  business.  Don't  be  afraid  to  let  the  mer- 
cantile agencies  have  your  financial  statement.  When 
a  statement  is  refused  one  of  three  conclusions  is 
usually  reached.  Either  a  man's  credit  is  so  good 
that  he  does  not  need  to  give  the  statement;  or  his 
affairs  are  in  such  a  bad  shape  that  he  wants  to 
keep  them  in  the  dark ;  or  else  the  man  has  not  the 
wherewithal,  or  the  ability,  to  prepare  the  financial 
statement.  The  last  two  conclusions  will  certainly 
do  much  to  hurt  a  man's  chance  of  raising  capital." 

OUTSTANDING  ACCOUNTS  APPALLING. 

"The  retailer,"  continued  Mr.  Detehon,  "has 
never  taken  the  right  steps  to  get  information  re- 
garding his  customers.  As  you  know  we  handle 
insouvent  estates,  and  we  find  that  the  majority  of 
failures  are  due  to  the  large  amount  of  bills  out- 
standing on  the  books.  The  amount  of  money  lost 
yearly  by  outstanding  accounts  is  simply  appalling. 
I  suppose  a  certain  amount  of  credit  is  necessary,  but 
I  would  keep  it  down  to  those  who  will  pay  in  a  rea- 
sonable time." 

Another  reason  for  insolvency,  as  given  by  Mr. 
Detehon  is  speculation  in  real  estate.  Some  of  this, 
he  stated,  seemed  legitimate,  yet  if  a  stop  is  not  put 
to  it,  action  will  of  necessity  be  taken  in  the  way  of 
refusing  merchants  credit. 

J.  L.  S.  Hutchison,  of  Saskatoon,  acting  as 
chairman  for  the  meeting,  started  the  discussion  by 
stating  that  he  has  been  getting  financial  state- 
ments on  his  customers  for  some  time.  He  found  the 
system  a  splendid  one. 

THE    SLAUGHTER    SALE    EVIL. 

Another  question  of  great  interest  which  arose  at 
this  time  was  that  of  slaughter  sales.  "When  you 
take  over  a  store  that  is  insolvent,"  said  Mr.  Fields, 
of  Bethuna,  "you  put  this  in  the  hands  of  the  re- 
ceiver and  he  starts  a  cut  rate  sale.  Goods  are  mar- 
keted for  half  price,  anyway,  always  below  cost. 
People  go  from  the  whole  district,  and  all  the  mer- 
chants are  hurt.  Could  not  this,"  he  asked,  "be 
avoided?" 

"It  is  one  of  the  great  points,"  said  Mr.  Detehon, 
"so  far  we  have  not  been  able  to  find  a  remedy  for 
that  evil,  which  undoubtedly  exists.  It  does  not 
seem  feasible  to  dispose  of  the  goods  in  any  place 
save  the  locality  in  which  the  failure  occurred." 
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Harvesting  and  threshing  scenes  in  the  Eegina  district.     A  portion  of  the  West  from  where  comes  the  No.  1  Hard  that 

has  made  the  Prairies  famous. 


AFFECT  OF  INSURANCE  CREDIT. 

Speaking  on  the  question  of  insurance  from  the 
dealer's  point  of  view,  Mr.  Cook,  of  Moose  Jaw, 
traced  the  history  of  insurance  from  its  inception 
after  the  great  London  fire  down,  to  the  present  time. 
He  pointed  out  its  value  in  enabling  the  extension  of 
credit,  owing  to  the  stability  given,  and  urged  the 
advisability  of  placing  insurance  only  with  good  con- 
cerns, of  avoiding  placing  it  through  personal 
friends,  providing  they  had  not  other  qualifications. 
He  went  into  the  co-insurance  clause,  which  simply 
provides  that  a  man  keep  his  insurance  up  to  at  least 
80  per  cent,  of  his  stock,  failing  which  he  will  re- 
ceive only  a  percentage  benefit  in  case  of  fire — that 
is,  if  he  had  $10,000  stock  and  only  $7,000  insur- 
ance when  a  fire  came,  he  would  receive  %  of  the 
$7,000  indemnity. 

THE   BULK   SALES   ACT. 

It  is  very  seldom  that  business  men  have  the 
chance  to  secure  the  advice  of  a  skilled  attorney  free 
of  charge.  This  opporunity  was  afforded  the  dele- 
gates Tuesday  evening,  when  Norman  MacKenzie, 
K.C.,  of  Regina,  addressed  them  on  the  Bulk  Sales 
Act  and  Commercial  Law,  and  when,  after  making 
his  address  he  undertook  to  answer  any  enquiries 
which  might  be  made.  Questions  poured  in  upon 
Mr.  MacKenzie,  and  from  the  trend  of  these  it  be- 
came very  evident  that  the  Saskatchewan  retailers 
intended  to  go  before  the  local  house,  and  if  neces- 
sary higher,  to  get  some  reversions  in  the  law.    The 


question  of  liens  taken  for  debt  was  thoroughly 
thrashed  out;  the  general  opinion,  apparently  being 
that  the  law  on  this  point  is  altogether  in  favor  of 
the  farmer  as  against  the  merchant. 

The  importance  of  finding  out  a  man's  financial 
position,  so  that  the  advisability  of  extending  or  re- 
fusing him  credit  might  be  determined — a  subject 
which  had  been  brought  out  in  a  previous  session — 
was  dealt  with  by  Mr.  MacKenzie.  He  believed  that 
one  of  the  best  ways  to  determine  a  man's  financial 
position  would  be  to  have  certain  changes  made, 
which  would  enable  anyone  going  to  the  registry 
office  to  find  what  the  man  owned.  Such  a  privi- 
lege, he  believed,  could  be  easily  secured. 

"Our  courts,"  remarked  Mr.  MacKenzie,  "are 
good  up  to  the  time  you  get  a  judgment,  but  you 
can't  collect.  Now  if  you  could  send  out  a  summons 
and  find  out  what  a  man  can  pay,  then  a  judgment 
could  be  made  providing  that  a  certain  sum  be  hand- 
ed over  to  you  every  month,  or  that  the  debtor  go  to 
jail.  This  seems  to  me  a  change  which  might  be 
readily  affected.  There  are  nice  points  to  be  con- 
sidered of  course.  For  instance  the  man  might  claim 
that  by  going  to  jail  he  had  paid  the  debt,  These 
things,  however,  could  be  arranged. 

BANKING     IN  THE  WEST. 

C.  O.  Hodgins,  manager  of  the  Sterling  Bank  of 
Canada  in  Regina,  was  called  upon  to  speak  on  the 
question  of  banking — a  question  which  is  of  vital 
importance  to  the  retailer  in  a  season  like  this. 
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The  Business  Outlook 

show.  The  Review's  report  in  the  last  issue  gave  a 
IF  AN  ACTIVE  demand  can  be  accepted  as  sure 
evidence  of  sound  business  conditions,  then  there  is 
no  reason  to  apprehend  a  falling  off  in  prosperity, 
insofar,  at  least,  as  the  dry  goods  trade  is  concerned. 
Certainly  the  demand  felt  in  all  branches  of  the  trade 
is  heavy.  Manufacturers  are  rushed  with  orders  and 
report  that  there  are  no  evidences  of  a  slackening  in 
the  demand.  Nor  is  there  any  evidence  of  a  tendncy 
to  stop  buying  the  more  expensive  and  less  necessary 
articles,  what  might  be  termed  the  luxuries  of  ap- 
parel. If  a  period  of  depression  were  coming,  one  of 
the  first  signs  would  be  a  marked  shrinkage  in  the 
demand  for  such  luxuries,  indulgence  in  which  is 
reserved  for  days  of  prosperity  and  plenitude. 

The  situation  with  respect  to  collections  has  not 
changed.  Money  is  still  slow  in  coming  in,  but 
there  is  a  gradual  improvement  manifesting  itself. 


resume  of  the  proceedings  and  discussions,  together 
with  most  complete  information  on  the  style  recom- 
mendations. In  the  present  issue,  the  five  models 
chosen  as  most  representative  are  illustrated. 


The   Review  Gives  the  News 

THE  IMPORTANCE  of  the  findings  and  recom- 
mendations of  so  representative  an  event  as  the  an- 
nual convention  and  style  show  at  Toledo  cannot  be 
overestimated.  That  the  models  and  ideas  which 
find  most  favor  will  influence  general  styles  to  an 
appreciable  extent,  if  they  do  not  in  some  respects 
fix  them,  is  an  accepted  fact.  Under  the  circum- 
stances, the  report  of  the  proceedings,  which  appeared 
in  the  last  issue  of  the  Review,  and  which  is  supple- 
mented by  further  particulars  in  the  present  issue, 
was  of  inestimable  value  to  the  trade,  giving  as  it 
did  information  which  will  undoubtedly  affect  styles 
and  guide  buying. 

The  Dry  Goods  Review  has  had  a  representative 
present  at  the  style  shows  for  years,  being  the  only 
Canadian  trade  paper  to  cover  them.  Consequently, 
it  is  only  through  the  columns  of  The  Review  that 
ready-to-wear  buyers  can  secure  authoritative  infor- 
mation within  a  few  days  of  the  actual  holding  of  the 


A  Result-Getting  Convention 

When  the  six  hundred  representatives  of  the  re- 
tail trade  in  Saskatchewan  assembled  in  conference 
at  Regina  last  week,  they  meant  business.  This  will 
be  seen  from  the  report  of  the  representative  of  this 
paper  in  attendance,  which  appears  in  this  issue. 

Not  only  were  litigation  matters  devolved  into, 
but  discussion  was  keen  on  those  questions  which, 
when  familiar  with,  make  a  man  a  better  merchant. 
Every  reader  will  find  food  for  thought  in  the  opin- 
ions ventilated.  How  and  where  to  buy  right;  ac- 
counting system;  getting  new  customers;  eliminat- 
ing bad  debts,  etc.,  were  among  the  every-day  prac- 
tical problems  gone  deeply  into.  No  merchant  could 
attend  such  a  gathering  of  business  men  and  come 
away  without  a  better  knowledge  of  the  work  he  has 
chosen  to  pursue. 

One  of  the  features  of  the  convention  was  the 
discussion  on  the  cash  system  of  doing  business.  This 
is  the  favorite  theme  of  F.  J.  Bole,  of  the  Regina 
Trading  Company,  in  which  connection  it  is  inter- 
esting to  note  that  his  system  was  fully  described 
in  this  paper  just  about  four  years  ago.  Whether 
many  will  be  induced  to  discard  credit  for  exclusive 
cash  is  hard  to  say,  but  it  can  be  confidently  affirmed 
that  credit  extension  in  Saskatchewan  will  be  more 
thoroughly  watched  in  future.  If  a  merchant  has 
been  led  to  this  one  conclusion  only,  his  trip  to  the 
Regina  convention  has  been  well  justified. 

The  conference  with  railway  men  on  freight 
troubles  and  delays  in  settling  claims  was  still  another 
important  feature.  Each  party  understands  the 
others  difliculties  better,  and  this  can  lead  to  nothing 
but  good  in  the  future. 

In  the  word,  the  big  convention  was  productive 
of  most  beneficial  results,  which  will  have  the  direct 
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tendency   of  lessening  many   of  the  troubles  with 
which  the  trade  is  beset. 


No  Summer  Slump 

An  idea,  like  a  habit,  is  hard  to  dislodge  when  it 
has  been  allowed  to  grow  on  one.  There  is  an  idea, 
perhaps  obsession  would  be  the  better  word,  which  is 
still  held  by  a  great  many  merchants,  and  which 
should  be  banished  now  before  it  has  had  an  oppor- 
tunity to  do  more  harm.  Many  retailers  harbor  the 
impression  that  trade  will  fall  off  during  the  warm 
summer  months.  In  anticipation  of  this  slackening 
up  in  the  demand,  they  permit  their  efforts,  uncons- 
ciously or  otherwise,  to  slacken  also;  with  the  in- 
evitable result  that  business  does  slow  up  exactly  as 
they  had  feared. 

If  there  is  any  fallacy  which  should  be  nailed 
once  and  for  all,  it  is  this  summer  slump  myth.  It 
has  no  basis  in  fact,  and  its  acceptance  leads  to 
serious  loss  of  business  and  trouble  all  around.  One 
reason  why  the  idea  has  got  abroad  is  that  people 
naturally  get  a  little  lazy  in  the  warm  weather  and 
do  just  as  much  work  as  is  absolutely  necessary  and 
no  more.  Nevertheless,  their  necessities  are  just  as 
great  in  summer  as  at  any  other  time  of  year:  per- 
haps even  greater,  because  the  moving  to  summer  cot- 
tages or  to  summer  resorts  creates  new  needs  and 
increases  trade.  Another  fallacious  reason  advanced 
is  that  there  are  always  so  many  people  away  on  holi- 
days during  the  Summer  that  trade  falls  off.  Figures 
show  that  the  stream  of  tourists  into  Canada  has 
of  recent  years  reached  such  proportions  that  it  more 
than  counterbalances  the  exodus  of  home  residents. 
Most  places  have  enough  visitors  to  counterbalance 
the  absence  of  home  folk.  While  the  visitors  may 
not  equal  the  absentee  residents  in  actual  numbers, 
they  have  at  least  equal  spending  power;  for  people 
on  holidays  spend  more  freely  than  they  do  when 
at  home.  , 

To  slacken  efforts  in  anticipation  of  a  lessened  de- 
mand, is  the  one  absolutely  certain  way  of  bringing 
about  the  slump.  Merchants,  who  may  perhaps  fear 
that  the  Summer  will  see  a  falling  off  in  their  busi- 
ness, should  endeavor  to  offset  the  anticipated  losses 
by  increased  efforts  rather  than  to  "grease  the  chute" 
by  substituting  passive  resignation  to  loss  for  active 
efforts  to  prevent  it. 

This  is  particularly  the  case  in  regard  to  advertis- 
ing. It  is  in  this  respect  that  the  midsummer  apathy 
of  the  merchant  is  most  often  displayed.  He  stops 
advertising.  A  contemporary  in  commenting  on  this 
problem  says:  "The  man  who  quits  his  advertising  in 
June,  July  and  August  will  inevitably  find  when  he 
comes  back  that  he  has  got  a  big  leeway  to  make  up 
over  his  competitor  who  has  been  keeping  everlasting- 
ly at  it.  Another  point  in  favor  of  summer  advertis- 
ing is  that  people  at  this  time  do  not  work  so  hard, 
they  have  more  time  for  reading  and  the  daily  news- 


paper follows  them  from  the  cities  to  their  holiday 
haunts.  And  because  they  have  more  time  for  read- 
ing, they  have  more  time  for  reading  advertising.  It 
is  not  too  much  to  say  that  newspapers  have  an  ad- 
ded value  in  the  summer  months.  Then,  too,  the  dis- 
continuing of  your  advertising  tends  to  break  up  the 
housewife's  buying  habits.  She  has  been  accustomed 
to  be  reminded  of  your  goods  by  your  regular  an- 
nouncements, and  if  its  continuity  is  broken,  the 
chances  are  she  will  switch  over  to  another  store  or 
another  lino  of  merchandise." 


Canada's  Trade  Expansion 

IN  THE  course  of  his  budget  speech,  Hon.  W.  T. 
AVhite  gave  some  figures  which  tell  stringly  the  story 
of  Canada's  rapid  growth.  The  aggregate  trade  of 
Canada  for  11)12-13  was  $1,085,000,000  as  against 
$650,000,000  in  1908-9— almost  doubled  in  4  years. 
In  12  years  Dominion  exports  have  increased  from 
$280,000,000  to  $390,000,000.  British  trade  with 
Canada  has  increased  from  $228,000,000  in  1908  to 
$316,000,000  in  1913  while  U.  S.  trade  with  Canada 
in  the  same  period  of  time  has  increased  from  $204,- 
648.000  to  $586,000,000. 

Study  of  these  figures  brings  to  the  mind  in  the 
most  convincing  manner  possible  the  wonderful  po- 
tentialities of  the  Dominion.  The  increase  in  trade 
during  the  past  four  years  has  been  unprecedented, 
carrying  evidence  of  the  expansion  of  the  country 
in  all  directions.  What  then  of  the  future.  As  there 
is  no  reason  to  anticipate  or  to  fear  reverses  or  any 
perceptible  slackening  in  the  march  of  progress,  the 
next  four  years  should  bring  increases  in  proportion 
to  the  increases  of  the  past  four.  Canada  has  blos- 
somed into  a  full  grown  nation,  doing  an  ever-in- 
creasing share  of  the  world's  trade  and  commanding 
a  growing  share  of  attention  at  the  hands  of  the 
other  nations.  The  next  four  years  will  see  a  still 
more  rapid  improvement  in  the  status  of  Can- 
ada. 

It  is  significant  that  the  volume  of  trade  done 
with  the  United  States  has  been  more  than  doubled 
in  the  space  of  time  adopted  as  a  basis  of  comparison , 
four  years.  If  the  tariff  reduction  propaganda  of 
the  Democratic  party  is  put  into  effect — and  there 
can  be  no  doubt  that  the  tariff  measure  will  be  ad- 
opted substantially  as  it  stands  to-day — the  trade 
relations  of  the  two  countries  will  almost  certainly 
become  more  close. 

Mr.  AVhite  also  gave  some  interesting  figures 
with  reference  to  immigration,  showing  that  the  pop- 
ulation of  Canada  at  the  present  time  was  being  in- 
creased at  the  rate  of  1,200  a  day.  As  the  great 
bulk  of  these  newcomers  are  sturdy,  willing  work- 
ers, imbued  with  an  earnest  desire  to  make  for 
themselves  a  good  home  in  the  new  land,  the  influx 
adds  appreciably  to  Canada's  wealth,  widening  the 
possibilities  of  future  of  development. 
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The  Evolution  of  Dress  Shown  in  Miniature 


ONE  OF  the  factors  of 
success  in  window  dec- 
orating is  in  learning 
all  there  is  to  know 
about  the  goods.  It  is 
important  to  under- 
stand their  relative  uses, 
derivation      of      styles, 

process  of  manufacture  and  origin  of  the  best  classes 
of  merchandise.  This  applies  either  to  countries  or 
foremost  manufacturers,  who  are  world-renowned. 
The  same  may  be  said  of  the  most  obscure  firm  spec- 
ializing in  any  line.  Perhaps  the  most  interesting 
study  of  all  is  style  influence,  through  all  the  periods 
of  dress,  dictated  by  fashion,  until  those  of  the  pres- 
ent day  are  evolved. 

The  history  of  dress  portrayed  by  twenty-four 
tiny  figures,  made  expressly  for  Strawbridge  &  Cloth- 
ier, Philadelphia,  Pa.,  proved  attractive  advertising, 
both  in  newspapers  and  windows.  These  fashion  dolls 
are  educational.  They  are  a  means  of  holding  cus- 
tomers' attention  as  well,  and  have  been  shown  since 
by  several  of  the  leading  stores  in  America. 

Mile  Riera,  of  Paris,  is  the  designer.  The  story 
of  the  origin  of  the  idea  is  novel.  The  first  historical 
dolls  were  the  result  of  inspiration  in  dressing  Christ- 
mas dolls.  But  the  artistic  work,  even  the  smallest 
detail  is  so  perfect  that  as  examples  of  fashion,  they 
are  now  famous.  The  miniatures  are  exact  repro- 
ductions of  the  historical  celebrities  of  their  time. 

Reproductions  of  face,  coiffure,  style  and  color- 
ings are  similar  to  figures  in  paintings  hung  on  the 
Paris  Salon  or  in  illustrations  of  the  old  masters. 
They  are  works  of  art  and  are  of  value  in  museums, 
art  galleries  and  exhibitions  because  of  their  perfec- 
tion. As  style  features,  they  are  authentic.  Being 
original  makes  them  more  attractive.  The  contrast 
of  styles  of  the  different  centuries  shows  the  advance 
and  beauties  of  the  present  modes.  A  study  of  these 
fashion  dolls  is  an  inspiration  of  new  styles.  It  is  a 
lesson  of  evolution  and  the  future  of  dress  is  profitable 
to  those  who  foresee  it. 

1.  A  Tanagra  figure  (Grecian).  The  figure,  to 
the  tints  of  the  gown,  is  an  exact  reproduction  of  a 
priceless  statue  in  the  Louvre. 

2.  A  Roman  character,  Messaline,  wearing  a 
dress  of  the  beginning  of  the  "age  of  draperies.' 


Historical  dolls  which  portray  the  ad- 
vance of  fashion  from  the  earliest  times 
to  the  present — Inspiration  of  present 
styles  found  in  fashions  of  bygone  cen- 
turies. 


3.  A  figure  of  the 
Byzantine  period  with 
head  and  shawl  drapery. 
Lines  are  similar  to  the 
former. 

4.  Represents  the 
beginning  of  the  middle 
ages  showing  low  neck 

and  full  sleeves.  This  draped  period  lasted  through 
many  centuries  until  the  straight  princesse. 

5.  14th  century  period  or  the  time  of  Queen 
Ann,  wife  of  Richard  II.,  introducing  the  separate 
skirt  and  fitted  basque.  This  model  is  similar  to  the 
royal  robes  of  to-day  and  has  the  King's  coat  of 
arms  on  the  train.  The  style  of  to-day  is  not  origin- 
al, if  one  is  to  judge  by  the  gown  on  this  figure. 

6.  Model  of  style  worn  by  Isabella,  wife  of  Fer- 
dinand of  Spain,  who  pawned  her  jewels  for  Colum- 
bus. 

7.  Queen  Elizabeth  in  riding  costume.  The 
hat  is  interesting  for  its  quality  and  the  gloves  with 
their  tiny  crest  are  wonderfully  perfect. 

8.  Catherine  de  Medici,  wife  of  Henry  II,  intro- 
duces the  corset.  This  is  an  interesting  period  in  the 
history  of  dress  as  well  as  church  and  state  his- 
tory. 

9.  Anne  of  Austria,  wife  of  Louis  XIII. ,  illus- 
trating the  full  skirt,  which  seems  to  have  reached 
its  limit  of  wideness  at  this  period. 

10.  Infanta  D'Espagne  Maria  Theresa  from  the 
painting  by  Velasquez.  A  quaint  figure  laden  down 
with  rich  silks  and  crinolines  representing  the  future 
wife  of  Louis  XIV.  at  nine  years.  This  is  the  be- 
ginning of  the  gorgeous  age  of  dress. 

11.  Mile,  de  La  Valliere,  favorite  of  Louis  XIV. 
12.     Marie  Leczinska,  wife  of  Louis  XV.,  at  a  time 

unexcelled  for  style  in  the  whole  history  of  dress. 
A  lack  of  variety  is  noted  and  the  graceful  pointed 
bodice,  square  neck,  sleeves  of  lace  ruffles  and  full 
skirt  opening,  over  a  petticoat  of  rich  brocade  are 
invariably  seen. 

13.  A  flower  girl  of  the  Louis  XV.  period. 

14.  Marie  Antoinette,  the  beginning  of  whose 
reign  marked  the  change  of  the  coiffure  at  the  time 
of  the  great  court  hairdresser,  Leonard. 

15.  Princess  De  Lamballe,  friend  of  Marie  An- 
toinette. 
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Dry    Goods    Revieu 


Fixtures  for  the  display  of 
everything  from  Men  s  Cravats 
to  Paris  Gowns 


Send  for 
our  new 
130  page 
catalog 


The  D.  and  P.  line  is  most  comprehensive, 

covering  every  possible  window  and  store 

display  fixture,  paper  mache  and  wax  form 

known  to  modern  merchandising. 

The  best  stores  in  the  country  are  using  D. 

and  P.  goods.     Are  you?    Are  you  one  of 

the  live  merchants'? 

Our  new  1913  one  hundred  and  thirty  page, 

fully  illustrated  catalog  will  help  you  - 

send  for  it  to-day. 

MANUFACTURED   BY 

DALE  &  PEARSALL 


106  Front  St.  East, 


TORONTO 


PUTMAN'S  IMPROVED  CLOTH  CHART     £■£?# >5?ee 

of  Duly  a  d  Express 


#111 'A 


zsssr" 


LAMSON 


t  &  H  O  W  fcs 
he  yards  in 
Fjolts  of  cloth, 
or  ribbon,  lace 
o  r  embroidery. 
We  send  It  on 
approval,  FREE 
of  all  expense  to 
you,  for  com- 
parison with  any 
device  which  you  may  be  using,  or  so  that  you  may  satisfy 
yourself  whether  this  sort  of  thing  may  be  satisfactorily 
done.  Our  machines  are  used  in  over  20,000  stores.  Let 
us  show  you. 

A  larger  illustration   and   particulars  sent   on   request. 
THE    A.    E.    PUTNAM    CO.,    Mfrs..   WASHINGTON.    IOWA 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR     :    :    :    : 

Cbe  Dry  Goods  Review 

FOR   YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates 


V. 


LAMSON  SERVICE  means  more  than  the  simple  Cash  or  Parcel 
Carrier.  It  means  that  Lamson  men  and  methods  get  down  to 
the  fundamentals  of  the  merchant's  relation  to  his  customer. 
Lamson  Carriers  deliver  SERVICE  that  spells  reduced  "overhead 
expense."  Service  that  cuts  out  "Red  Tape";  Service  that  insures 
instant  centralization  of  all  transactions  whether  they  be  "take," 
"send,"  "cash."  or  charge." 
Ask   Your  Neighbor! 

Wire,   Cable,  Tube,  Belt  and   Pick-up   Carriers. 

The  Lamson  Company,  Boston,  U.S.A. 


SERVICE 


J> 
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Dry    Goods    Review 


Opening  Windows.     Courtesy  T.  H.  Smith  Co.,  Ltd.,  New  Westminster,  B.C.  by  W.  J.  Plows. 

Background    of    green    velour    with    hyacinth    sprays   in   yellow,  pink   and   lavender   and   adiantum 
fern. 

Seasonable   lines   from    different   departments   are  artistically  displayed. 


16.  A  familiar  figure  of  this  age  is  the  "muff 
girl."  Madame  Molle — Remond,  a  favorite  actress, 
during  the  reign  of  Louis  XVI. 

17.  A  court  lady  during  the  same  reign. 

18.  Mademoisslle  Lange  (portrait  by  Vernet) 
the  favorite  of  the  revolutionist,  Barras.  Shows  what 
came  of  the  craze  for  natural  lines  which  arose  with 
the  revolution,  taking  its  outlet  in  dress  in  the  so- 
called  Greek  simplicity.  Compare  the  lines  with 
those  of  the  Directoire  of  a  few  seasons  ago. 

19.  Empress  Josephine,  wife  of  Napoleon  III. 
from  a  portrait  by  David.  A  figure  representative 
of  gorgeousness  seldom  equalled  in  France. 

20.  Lady  of  the  Restoration  1820. 

21.  Queen  Amelie,  wife  of  Louis  Phillippe,  a 
period  of  simplicity,  1830.  This  is  a  time  when 
the  return  of  the  Bourbons  completes  what  the  Res- 
toration starts,  the  ugliest  of  all  periods  of  dress, 
interesting  only  for  this  reason.  One  of  the  most 
quaint  figures  that  could  be  imagined  is  depict- 
ed. 

22.  Empress  Eugenie,  wife  of  Napoleon  III.  of 
France,  1860.  It  remained  for  her  to  bring  beauty 
out  of  the  time  of  chaos.  Though  the  costume  differs 
but  little  in  the  main  points,  from  its  predecessor, 
this  period  of  dress  is  one  of  the  most  charming. 

23.  Mme.  X.  1908  period,  seen  at  the  Drags  at 
Auteuil. 

24.  Modern  Directoire  Style,  at  the  Drags,  1913. 


Lethbridge,  Alta. — The  Palace  Clothing  Co.,  are 
holding  a  "closing  out"  sale. 
*     *     * 

Leamington,  Out. — Sam  French,  dry  goods  mer- 
chant, has  purchased  the  Hotel  Ryell  and  will  re- 
model the  premises  into  a  departmental  store. 


Cubist  drape  posed  by  A.  E.  Apted  display  manager. 
The  T.  Eaton  Co.,  Ltd.,  Toronto.  Photographed  specially  for 
Dry  Goods  Beview.  The  fabric  in  front  is  red  ground  with 
yellow  against  green  in  the  background  and  finished  with 
banding  to  match.  A  splendid  example  of  the  present  idea 
in  draping.  The  design  does  not  portray  the  contour  of  style 
but  makes  an  effective  arrangement  of  seasonable  materials 
and  patterns  in  vogue. 
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GUIDE  YOUR 
EXPERIENCE    OF 

WHO  HAVE  INSTALLED 


! 


FRONTS  THAT  PAY  AREN'T 
MYSTERIES 

You've  seen  Store  Fronts  that  fairly  made  you 
stand  off  and  gaze  with  wonder.  You  look  at 
them  as  a  whole — the  underlying  details  all  go 
to  form  a  big  attractive  and  complete  Store 
Front.  You  wonder  why  you  can't  fix  your 
Front  like  it.  You  can — it's  not  difficult.  The 
one  principal  feature  is  to  fit  your  Front  to 
your  own  business.  There  are  a  multitude  of 
details  to  decide  upon  when  installing  a  new 
Front — each  one  has  its  purpose.  Many  mer- 
chants simply  put  up  a  front  with  glass  in  it 
then  wonder  why  business  doesn't  pick  up— 
wonder  why  their  Front  does  not  produce 
more  sales.  The  trouble  is  the  Front  is  simply 
a  partition — not  characteristic  of  that  Store. 

We  have  worked  out  these  points  with  thous- 
ands of  Merchants — in  big  and  little  Stores, 
and  have  amassed  a  wealth  of  knowledge  about 
Store  Fronts.  In  1912  more  than  6,500 
KAWNEER  FRONTS  were  installed— in 
every  nook  and  corner  you  will  find  them. 
Daily  we  receive  letters  from  Merchants  in 
all  kinds  of  retail  businesses  asking  for  our 
suggestions — and  daily  we  receive  letters  from 
Merchants  telling  of  the  success  of  their 
KAWNEER  FRONTS.  In  April  we  received 
more  than  400  coupons  from  Merchants  want- 
ing to  know  more  about  KAWNEER. 

The  coupon  in  this  advertisement  entitles  you 
to  a  copy  of  our  Store  Front  book  called 
"  Boosting  Business  No.  21."  This  book  is 
compiled  after  seven  years'  of  specializing  on 
the  one  subject  of  Store  Fronts.  Our  experi- 
ence in  solving  the  Store  Front  problems  of 
thousands  of  merchants  has  placed  us  in  a 
position  to  absorb  knowledge  that  cannot 
be  bought.  This  is  a  Merchant's  book  — 
written  for  the  Merchant  and  containing  sug- 
gestions, photographs  and  information  for  the 
Merchant.  It  will  go  free  to  you  upon  receipt 
of  the  coupon  with  your  name  written  in.   . 
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If  you  bought  an  automobile  delivery  truck 
recommend  that  particular  kind  to  your  neigh 
play  system  or  any  other  business-help  sys 
would  you  tell  your  neighbors  to  fall  in  the  i 
Throughout  the  Dominion  you  will  find  Merch 
who  have  put  them  in  only  after  exhaustive  in 
STORE  FRONTS  would  do  more  to  boost 
they  might  adopt.  As  Gerhard  Heintzman, 
speak  for  themselves,  and  we  are  sure  if  you  0 
tive  customers  the  work  you  did  for  us  you 
than  seven  years  we  have  been  manufacturing- 
are  able  to  help  you  as  we  have  helped  other 
business  for  you. 
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A  TYPICAL  OLD-FASHIONED  STORE  FRONT 

Don't  be  afraid  of  giving  your  show  windows  too  much  at- 
tention. KAWNEER  STORE  FRONTS  ARE  pumping  the 
very  life  blood  of  prosperous  retail  Stores  throughout  the 
Dominion.  Take  an  abstract  example — let  any  man,  woman 
or  child  be  consciously  or  unconsciously  in  the  market  for  a 
new  hat,  a  pair  of  shoes,  a  new  waist  or  anything  in  fact. 
Turn  this  buyer  loose  on  a  business  street  in  your  home  * 
town.  Which  Store  will  get  the  business — which  Store  will 
make  the  profit?  Seventy-five  times  out  of  one  hundred  it 
is  the  Merchant  with  the  attractive  Store  Front — the  Merch- 
ant whose  Front  spells  "welcome" — whose  Front  gives  the 
impression  of  returning  most  in  exchange  for  the  money 
spent.  Look  at  this  from  the  position  of  an  ordinary  buyer. 
With  the  most  crude  window  display  efforts  you  can  trace  a'  * 
certain  number  of  sales — then  isn't  it  reasonable  to  base 
your  conclusions  in  a  practical  proportion. 
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SELF  BY  THE 
OTHER  MERCHANTS 

NEW  STORE  FRONTS 


and  found  it  to  be  unsatisfactory  would  you 
bor?  If  you  installed  a  carrier  system,  a  dis- 
tem  and  it  fell  short  of  what  you  expected, 
same  pit  ? 

ants  behind  KAWNEER  STORE  FRONTS 
vestigation.  They  found  that  KAWNEER 
their  businesses  than  any  other  selling  element 
Limited,  Toronto,  Can.,  says:  "The  Fronts 
take  the  trouble  to  show  any  of  your  prospec- 
will  surely  secure  their  contracts."  For  more 
business-pulling  Store  Fronts  and  believe  we 
Merchants.     Our  business  is  to  make  more 
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SEE  THE  DIFFERENCE  BETWEEN  THIS  KAWNEER  STORE 
FRONT  AND  THE  OLD  "GRANDPA"  TYPE 

Here  is  shown  an-  every-day  example  of  ' '  KAWNEER  trans- 
formation."  The  whole  Store  was  changed  by  a  change  in 
Store  Front.  This  Merchant  now  shows  every  line,  every 
day.  Just  think  of  the  dead  stock  on  your  shelves  back  in 
the  corner.  You  can  move  this  by  proper  display  —  a 
KAWNEER  STORE  FRONT  will  show  your  lines  in  an  at- 
tractive, forceful  manner.  A  KAWNEER  STORE  FRONT 
is  a  3d'5  day  and  night  salesman. 

Kawneer  Manufacturing  Co. 

Francis  J.  Pity"-,  Trtsident 

78  DUCHESS  STREET 

TORONTO 

BRANCHES  IN  MOST  PRINCIPAL  CITIES 


KAWNEER  FRONTS  "STAY  AND 
PAY" 

Only  solid  copper,  brass,  bronze  or  aluminum  is  used  in 
KAWNEER  STORE  FRONTS— possibly  they  could  be  made 
of  steel  or  iron,  but  that  wouldn't  effect  a  saving  on  your 
part_you  would  only  have  to  renew  it  in  a  short  time.  Take 
solid  copper  for  example— it  won't  rust,  rot  or  warp- 
needs  no  paint  and  always  looks  clean-cut  and  attractive. 
Its  cost  of  upkeep  is  absolutely  nothing.  Glass  set  in 
KAWNEER  is  held  with  a  flat  spring  grip— it  is  protected 
and  at  the  same  time  allows  the  all-glass  effect. 

STORE  FRONT  BOOK  FREE  TO  YOU 

Specializing  for  seven  years  is  bound  to  develop  ideas  in 
Store  Fronts.     Our  experience  has  been  the  experience  of 
thousands  of  Merchants— Merchants     in     big     Stores     and 
Merchants  in  little  Stores— Merchants  in  big  cities  and  in 
little  towns.    Each  Front  has  been    installed    under    different 
conditions.   Each  Front  has  presented  new  problems.  The  ex- 
perience we  have  had  cannot  be  bought— it  can  be  gained 
only  by  going  through  the  same  process.     Our  business  is  to 
make  more  business  for  you— we've  summed  up  our  exper- 
ience in  a  Store  Front  book  called  "Boosting  Business  No. 
21".     This  book  is  yours  for  the  asking.     Simply  place 
your  name  and  address  on  this  little  coupon,  slip  it  in  an 
envelope,  stick  on  a  stamp  and  send  it  to  us.     You 
won't   have   to   buy  now— you   won't   be   obligated.  / 

The  information  and  suggestions  contained  in  this 
Store  Front  book  will  interest  you.     We  show 
what  the  possibilities  of  KAWNEER  STORE  / 

FRONTS  are — what  we  have  done  for  oth-         f 
it  Merchants  and  what  we  know  we  can  > 

do  for  you — then  you  decide. 
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A  Design  for  a  Background 

Suggestion  which  is  based  on  sim- 
plicity— Practical  pointers  for  car- 
rying out  design  —  A  steel-gray 
effect  secured. 


There  are  scores  of  young  fellows  who  work  in 
small  stores  who  are  given  opportunity  by  their  em- 
ployers to  help  with  the  displays.  If  they  are  gen- 
uinely interested  they  study  every  trade  journal  fea- 
ture about  trimming  to  which  they  have  access.  Spec- 
ially interesting  are  the  photographs  used  of  work 
by  trimmers  in  larger  stores  and  these  have  many 
suggestions  for  the  beginner.  The  wide-awake  young 
fellow  who  is  anxious  for  new  ideas  that  are  appli- 
cable to  his  home  needs  can  not  do  better  than  study 
these  closely. 

The  appeal  is  directed  to  the  best  class  of  buyer. 
The  merchandise  is  always  the  newest  and  snappiest 
and  usually  about  each  display  there  are  features 
distinctive  and  worthy  of  copy  or  adaptation. 

It  sounds  odd,  but  the  strongest  feature  of  these 
displays  staged  by  men  who  are  the  acknowledged 
leaders  of  their  profession  is  simplicity. 

The  accompanying  design  is  closely  modeled  on  a 
setting  used  in  the  windows  of  the  Marshall  Field 
Retail,  Chicago,  a  year  or  so  ago.  It  offers  a  simple 
suggestion  to  the  trimmer  in  the  small  town.  The 
trend  of  high  class  stores  is  toward  simpler  back- 
grounds that  do  not  detract  from  the  merchandise 
shown.  Either  mirrors  or  beautifully  panelled  woods 
are  much  in  vogue  and  even  some  very  noted  estab- 
lishments are  using  papers  closely  imitating  wood  for 
their  settings.  The  manufacturers  have  developed 
these  till  there  is  little  apparent  difference  from  the 
genuine  wood  and  they  are  inexpensive. 

One  of  these  papers,  a  beautiful  steel  gray  effect, 
is  used  as  a  basis  for  the  design.  As  suggested  in  the 
sketch  a  false  back,  half  the  window  length  is  pro- 
jected in  about  twelve  inches  to  break  the  monotone 
of  line  and  color.  This  back  may  be  of  composition 
board  or  a  frame  of  rough  lumber  covered  with  mus- 
lin to  give  a  smooth  surface  for  pasting  the  pap- 
er. 


The  same  method  a  cabinet  maker  applies  in  ob- 
taining an  inlaid  effect  is  used  in  developing  the  de- 
sign. Bias  strips  each  alternate  strip  having  the 
the  grain  reversed  are  pasted  on  the  muslin  covered 
or  composition  surface.  The  edges  do  not  lap  but 
are  cut  to  exactly  join  and  much  of  the  success  of 
the  scheme  depends  on  the  nicety  of  this  work  . 

A  section  of  wall  paper  border  in  delicate  tones  of 
gray  and  green  is  inset  as  suggested.     A  novel  effect 


Suggested  shell  form  or  column  drape  with  contrasting 
girdle  and  hobble  sash  (,o  matcli.  It  is  simple  and 
easily  arranged  on  either  form. 

is  had  by  breaking  the  lines  with  the  tree  foliage. 
Paper  of  this  or  similar  design  is  not  hard  to  pro- 
cure. The  side  panels  feature  the  firm  monogram 
or  initial  developed  with  the  inlay  treatment.  These 
are  suggestions  only  as  the  decorative  devices  which 
can  be  used  are  only  limited  by  the  ingenuity  of  the 
trimmer. 
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CANADIAN  FUR  TRADE  NEWS 


Conditions   Affecting  the  Retailing  of  Furs 


NOW  THAT  the  differ- 
ent fur  ranges  have 
been  on  the  road  since 
March  1,  travelers  are 
able  to  estimate  market 
conditions.  The  usual 
comment  is  that  furs 
are  a  hard  proposition 

this  year.  Last  year's  carried-over  stocks  are  heavy 
in  several  sections.  Some  representatives  claim  that 
merchants  are  not  willing  to  place  orders  until  later, 
because  of  the  uncertain  financial  conditions.  At  any 
rate  early  placing  is  progressing  slowly  with  more 
than  usual  attention  being  paid  to  competitive 
ranges.  There  is  more  time  for  this  because  of 
slack  business. 

The  most  likely  reason  for  slow  business  is  that 
buyers  want  to  see  the  ranges  and  satisfy  themselves 
as  to  values  and  novelties.  Another  reason  is  that 
the  trend  of  sales  novelties  and  style  is  getting  more 
extreme  each  year.  There  is  more  speculation  and 
necessity  for  larger  profits,  because  of  the  increasing 
overhead  expenses.  The  real  selling  season  of  furs 
is  short  enough  and  the  prices  being  asked  are  so 
advanced  in  some  instances  that  furriers  are  not  pre- 
pared to  buy.  In  other  cases,  except  for  a  little 
sorting  to  round  out  next  seasons'  showings,  merch- 
ants are  not  buying  any  quantities.  These  orders, 
according  to  report  are  only  at  last  Fall  values  in 
grades  which  are  being  offered  to  invite  early  busi- 
ness. 

Another  feature  of  fur  wholesaling  is  seen  in  the 
different  ranges  as  furriers  become  familiar  with  the 
numbers.  Some  firms  are  only  distributors  when  the 
trouble  is  taken  to  find  the  source  of  manufacture. 
Several  fur  coats  and  pieces  are  identical  in  half  a 
dozen  different  ranges.  Prices  do  not  vary  much, 
but  the  manufacturer  of  the  furs  referred  to  is  res- 
ponsible for  the  deliveries  of  all  these  ranges  in- 
cluding his  own.  Furriers  can  readily  see  how  these 
conditions  effect  their  sendee.  Furriers  have  to  pro- 
tect themselves  as  far  as  possible.  The  nearer  the 
source  of  production  their  order  is  placed  the  better 
department  service  they  can  depend  on. 

Obtaining  a  satisfactory  service  is  one  of  the  prob- 
lems of  fur  retailing.  The  fur  trade  is  so  uncertain 
on  account  of  climatic  conditions  that  merchants  are 


Buyers  are  proceeding  cautiously  at 
this  stage — Strong  novelty  trend  is 
noted, — Obtaining  a  satisfactory  ser- 
vice. 


forcing  wholesale  fur- 
riers more  than  ever  to 
carry  the  stock.     With 
prices     on     an  upward 
trend,  manufacturers 
can    afford   to   do   this. 
At    the    present     time, 
some   furriers   have   at 
least  ^a    quarter      of    a    million    dollars    of    Fall 
1913    furs    prepared    for  next    season's    business. 
Some  one    has    to    take    the  responsibility,    These 
are     the  firms,     who  are  able     to     give  an  unlim- 
ited service  for  special  or  approval  orders  on  high- 
class  and  exclusive  merchandise. 

The  necessary  investment  and  the  advancing 
prices  of  furs  give  retail  furriers  no  other  option.  The 
best  arrangement  which  competition  suggests  or  good 
buying  indicates  is  made  but  the  manifold  prob- 
lems of  fur  merchandising  are  never  entirely  solved. 
Merchants  are  always  limited  by  what  they  can  sell 
either  in  the  regular  way  or  by  demonstration. 

Novelty  is  the  main  reason  for  later  buying.  It 
probably  accounts  for  a  hard  early  selling  season, 
complained  of  by  travelers.  The  attitude  of  the 
buyer  is  right  because  the  influence  of  style  is  not 
set  entirely  by  early  showings.  Neither  designer  nor 
buyer  are  absolutely  sure  of  the  style  changes  which 
always  come  with  the  advance  of  the  season.  The 
staple  end  of  the  fur  business  is  not  showing  propor- 
tionate increase  in  sales  and  profits.  The  same  con- 
dition is  found  in  many  other  departments  of  the 
store.  Each  year  finds  the  buying  postponed  so  as  to 
embrace  as  many  novelties  as  the  department  can 
safely  handle. 

A  strange  part  of  this  novelty  trend  is  that  retail 
furriers  do  not  benefit  as  much  as  might  be  expected. 
This  is  evident  from  the  experience  of  many  fur- 
riers during  special  exhibits  or  demonstrations.  It 
is  invariably  the  rule  that  higher  grade  furs  than 
those  usually  carried  in  stock  are  sold  at  these 
events.  Better  salesmanship  is  not  the  reason  for  the 
difference.  Therefore,  representatives  have  a  good 
selling  argument  in  talking  against  the  policy  of 
cheap  furs.  They  can  show  that  most  merchants  buy 
values  to  meet  standard  selling  prices,  when  the  real 

(Continued  on  page  28.) 
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Summer  Lace  Season  Slow  in  Developing 


The  cutting  up  trade  buying  shadow 
laces  for  Fall — Shadow  laces  used  for 
dancing  frocks — Cluny  expected  to 
come  to  the  front  later — Increasing 
staple  sale  of  Malines  and  fine 
Valenciennes. 


SO  FAR  nothing  has  de- 
veloped to  affect  the  con- 
tinued supremacy  of  light 
laces.  The  popular  shad- 
ows still  lead  and  not  only 
will  they  run  to  the  end 
of  the  present  season  but 
dress  and  blouse  manufac- 
turers are  buying  shadows 
freely  for  Fall. 

Very  smart  little  danc- 
ing frocks  for  summer 
wear  are  appearing  devel- 
oped in  shadow  lace  with 
draperies   of     chiffon      in 


27  inch  flouncings.  The 
shadow  lace  blouse  also 
promises  to  have  consid- 
erable vogue,  and  the 
new  net  and  chiffon 
blouses  are  all  trimmed 
with  shadow  lace. 

From  the  very  na- 
ture of  the  laces  used  at  the  present  time,  lace  plays 
a  more  important  part  in  the  fashioning  of  the 
dressy  than  the  every-day  gown,  and  such  laces  as 
Chantilly,  Alencon,  and  Lierrie  are  those  most  worn. 
Double  flounces  decorate  many  skirts,  and  tunic  ef- 
fects are  developed  from  45  inch  flouncings  and  all- 
over  laces.  Laces  are  much  used  in  the  form  of 
pleatings  to  finish  the  cuff  of  the  long  sleeves. 

Warmer  weather  is  expected  to  bring  out  an  in- 
creased demand  for  summer  laces  and,  when  this 
happens,  the  trade  is  prepared  for  a  run  on  Cluny 
laces  and  on  the  lighter  makes  of  Venise.  For  under- 
wear trimmings  and  for  general  trimming  purposes, 
Malines  laces  are  good  and  there  is  a  popular  demand 
for  the  finer  Valenciennes. 


such  colors  as  pink,  maize, 
ciel  or  nile  green,  and  with 
satin  girdle  to  match. 
These  dresses  are  made  of 
allover  and  45  inches  and 
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Notice  of  Change  of  Firm 

The 

M.  A.  Holiaday  Co.,  Ltd. 

Successors  of 

Sandersons,    Limited 

The  above  firm  have  taken  over  the  stock  and  good- 
will of  Sandersons  Ltd.,  and  will  confine  their 
efforts  in  future  to  the  manufacture  of  ladies' 
waists,   neckwear   frillings   and   accessories.    Of 
these  a  most  complete  showing  will  be  made  for 
the  Fall  business. 

Our  designers  having  returned  from  the  fashion 
centres  with  the  newest  creations. 

The  keen  buyer  will  find  many  intresting  trade 
winners  amongst  the  immense  stock  of  laces  em- 
broideries,   veilings,    dress    trimmings,    handker- 
chiefs, etc.,  which  we  are  offering  to  the  trade  at 
very  much  reduced  prices  in  order  to  permit  the 
development  of  our  factory. 

The 

M.  A.  Holiaday  Co.,  Ltd. 

TORONTO                                CANADA 

• 

. 

V 

J 
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White  Neckwear  Strong  for  Summer  Selling 

Summer  selling  in  ladies  neckwear  is  settling  down  into  a  big  season  for  white  neckwear.  Crepe 
materials,  both  in  silk  and  cotton,  are  in  first  position  only.  As  far  as  crepe  de  chine  is  concerned, 
this  material  is  one  of  the  many  that  is  in  decidedly  short  supply.  Besides  crepes,  shadow  laces  and 
nets  are  most  used  materials.  The  uncovered  neck  and  the  deep  V  in  front  rules  and,  therefore,  the 
majority  of  neckpieces  are  made  to  correspond.  Collars  are  of  various  shapes  but  the  epaulette  shape 
stands  first.  There  axe  still  any  number  of  women  ivho  do  not  care  to  adopt  the  uncovered  neck  and 
open  front,  but  yet  wish  to  have  a  smart  neckpiece.  For  their  benefit  some  smart  stocks  are  shown 
developed  in  moire  or  taffeta  with  pointed  turnovers  of  embroidered  linen  or  poplin.  There  is  a 
stock  piece  of  the  silk  finished  with  either  a  smart  bow  or  with  ties,  the  ends  of  which  are  embroider- 
ed in  bright  colored  wool  or  floss  silk.  The  latest  novelty  in  turnovers  has  elongated  points  that 
come  right  to  turn  of  the  shoulder. 

Guimpes  and  chemisettes  are  among  the  best  sellers.  The  new  guimpes  have  either  the  high 
neck  or  an  epaulette  collar  or  a  fichu  like  frill  attached.  Many  chemisettes  take  the  form  of  a  vest 
and  are  developed  in  pique,  poplin  or  ratine.  Some  have  touches  of  embroidery  and  are  closed  with 
crystal  or  newer  still  French  pearl  ball  buttons.  Paris  developments  are  always  interesting  though 
they  are  so  often  modified  before  they  reach  the  Canadian  m.arket.  The  collarless  waist  with  the  ex- 
treme V  front  has  taken  a  firm  hold  in  Paris,  and  to  go  with  it  the  Parisian  woman  is  wearing  a 
kind  of  Medici  or  full  Elizabethan  ruche,  made  of  white  tulle  or  chiffon  or  of  frills  of  tinted  cream 
lace.  Some  of  these  ruches  are  so  full  as  to  remind  one  of  a  ruche  of  ostrich  while  others  take  the 
form  of  a  turndown  collar.  Pleatings  are  strong  and  are  used  to  trim  sleeves  or  to  finish  the  cuff  of 
the  long  sleeve. 


Ribbon    Prospects   Good  Novelties  in  Embroideries 


Demand  centreing  on  light  colors, 
such  as  sky,  pink,  ivory  and  white. 
Velvet  ribbons  wanted.  Also  warp 
prints  in  light  colors. 

Activity  in  ribbons  still  continues  and  the  prom- 
ise is  for  an  exceedingly  big  summer  season.  The  de- 
mand is  changing  and  the  warp  prints  and  dark  ef- 
fects that  have  sold  so  well  up  to  date  are  giving  place 
to  light  colors.  Moires,  satins  and  taffetas  in  such 
shades  as  ciel,  pink,  China,  white  and  ivory  are  now 
being  asked  for.  Up  to  date  the  manufacturers  have 
given  little  attention  to  the  producing  of  those  col- 
ors, as  they  have  been,  busy  taking  care  of  orders 
for  the  darker  fancies.  Therefore,  there  is  not 
great  stock  to  draw  on,  and  the  supply  is  not  large, 
and  there  is  a  possibility  that  a  shortage  will  occur, 
Velvet  ribbons  for  sashes  are  looked  upon  as  another 
big  item.  It  will  be  remembered  that  the  velvet  sash 
developed  strongly  late  in  the  summer  season  last 
year,  and  present  indications  are  all  in  favor  of  an 
even  more  extensive  vogue  during  the  coming  sum- 
mer months.  Handsome  warp  prints  in  light  colors 
will  also  be  extensively  used  for  girdle  and  sashes. 


St.  John,  N.B. — Fire  broke  out  in  the  stock  room 
of  the  Marr  Millinery  Co.,  doing  damage  to  the  ex- 
tent of  $800. 


Persian,  Indian  and  Chinese  pat- 
terns in  softer  colors  shown  for 
Fall — These  designs  on  black  net 
the  latest  novelty — Jouy  and  Fu- 
turist patterns  shown  on  voiles  and 
crepes. 

The  possibilities  of  colored  embroideries  are  to 
be  amply  exploited  for  dressy  and  evening  wear  in 
the  coming  Fall.  The  popular  creation  crepe  voile 
is  shown  with  colored  embroidery  but  the  new  em- 
broideries are  more  Persian,  Indian  and  Chinese  in 
pattern  and  coloring.  It  should  be  noted  though 
that  the  pine  pattern  so  popular  a  few  seasons  ago  is 
not  included.  This  means  that  the  design  is  more 
rich  and  brilliant,  is  softer  and  more  subdued.  The 
combination  of  blue  and  green  with  just  a  hint  of 
red  is  very  much  featured.  These  Oriental  patterns 
are  also  brought  out  on  a  black  silk  net  ground  and, 
combined  with  lace,  should  make  up  into  very 
handsome  gowns. 

Embroidered  crepes,  embroidered  voiles  and  em- 
broidered marquisettes  are  showing  with  wreaths  and 
festoons  as  a  border  and  with  detached  sprigs  of 
chubby  Futurist  roses  in  soft  yet  strong  tones  of  vieux 
rose,  vieux  blue,  and  mossy  greens.  All  these  em- 
broideries come  in  45  in  flouncings  and  have  band- 
ings to  match. 
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"  Conforming  to  the  highest  standard" 

Bait  and  throw  in 
your  hook  for  that 
novelty  -  seeking 
trade — //  pays  best 


MAKE 
A 


NOTE 
OF  IT 


Whenever  your  stock  of  any  num- 
ber in  your  Ribbon  epartment  gets 
low — Make  a  note  of  it.  Better  still 
— Send  us  a  card  at  once,  stating 
your  requirements,  and  we  will  ship 
by  return  mail  or  express. 

Don't  give  your  customers  a 
chance  to  say  you  didn't  have  it. 
Forestall  that  by  ordering  promptly. 

Wide  Satin  Ribbons  for  Sashes 
are  very  strong;  also  Velvet  Ribbons 
in  2,  3,  and  4  in.  wide,  satin  back. 

Whatever  your  needs  in  Ribbons 
Send  to — 

Walter  H.   Barry   &   Co, 

MONTREAL 

"Ribbon  Specialists" 

WINNIPEG  BRANCH: 
222  McDermott  Ave. 
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The  Drape  Veil  is  Coming 

Indications  point  to  a  revival — 
Ivory  and  oyster  shades  are  said  to 
be  taking  place  of  white. 

The  veiling  business  is  still  keeping  up  in  the 
retail  stores  and  the  demand  is  running  more  to  col- 
ors. Purple  and  taupe  have  sold  well  and  the  color 
novelty,  according  to  the  latest  New  York  reports,  is 
the  fancy  for  ivory  or  oyster  shades  instead  of 
white. 

There  is  a  feeling  that  a  revival  of  the  drape 
veil  is  due  and  should  this  materialize  both  Shet- 
lands  and  lace  bordered  veils  will  be  good.  There  has 
been  much  talk  of  a  hat  with  a  drape  veil  designed 
by  a  leading  Paris  artist  for  the  house  of  Paquin. 
This  hat  has  attracted  wide  attention  and  has  been 
featured  in  the  majority  of  American  and  European 
fashion  journals.  Panama  hats  are  to  be  extensively 
worn  in  the  coming  summer  and  the  drape  veil,  it  is 
felt,  would  be  a  most  becoming  and  attractive  ad- 
junct. 


Ribbons  Coming  to  the  Front 

There  is  yet  an  increasingly  better  outlook  for 
ribbons.  Ribbon  loops,  bows  and  other  trimming  fea- 
tures are  growing  in  popularity  and  there  seems  to  be 
every  indication  of  an  increasing  vogue  and  an  ex- 
tended run.  Not  only  are  ribbons  good  for  millin- 
ery purposes  but  suit,  waist  and  costume  makers  are 
taking  them  up  for  trimming  effects  and  are  featur- 
ing them  in  this  manner  on  Spring  and  Summer 
models. 

Picot  and  fancy  stitched  edged  ribbons  are  very 
much  used  and  this  edging  is  applied  more  particu- 
larly to  faille,  moire  and  cords.  Narrow,  fancy  taffe- 
tas in  gay  Bulgarian  colors  and  there  are  also  gay 
colored  Roman  stripes  showing. 

In  high-class  ribbons,  velours  are  prominent. 
These  ribbons  come  in  tapestry,  Oriental  and  floral 
patterns.  Warp  prints  are  distinctive  as  they  show 
large  floral  designs  showing  poppies  and  roses  on 
deep  rich  grounds.  Brocades  are  also  showing  and 
from  the  prominence  of  brocades  in  other  lines 
should  do  well. 


Departmental  Store  Opened 
Yorkton,  Sask. — The  Hudson  Bay  Company 
marked  the  celebration  of  their  243rd  anniversary 
in  the  opening  of  their  magnificent  new  department- 
al store  at  Yorkton,  which  has  been  made  a  great 
occasion  in  the  town.  A.  H.  Doe,  assistant  stores 
commissioner  of  the  company,  was  present.  H.  E. 
Burbidge,  chief  commissioner,  is  in  England,  but 
sent  a  congratulatory  cablegram. 


Conditions  Affecting  the  Retailing  of  Furs 
Continued  from  page  23. 

profit  of  the  department  results  from  early  novelties 
or  higher  priced  or  select  furs. 

The  investment  required  to  handle  this  more  ex- 
clusive business  satisfactorily  is  not  any  greater  than 
heretofore.  Good  merchandising  reduces  the  am- 
ount of  staple  stocks,  depends  on  quicker  turnover 
and  uses  equivalent  capital.  The  sales  result  hinges 
entirely  on  the  agreement  under  which  the  depart- 
ment is  handled  to  give  the  best  service  possible.  For 
instance,  if  the  manufacturer  were  willing  to  provide 
a  selection  of  furs  on  a  20  per  cent,  basis,  the  grade 
of  goods  presented  to  customers  would  be  about  the 
right  standard.  Under  these  conditions  furs  are 
sold  which  merchants  never  thought  they  could  sell. 
Prices  show  a  double  profit  at  that. 

Close  knowledge  of  the  trade  is  sometimes  a  detri- 
ment to  good  business.  It  is  not  always  practicable  to 
foresee  the  exact  standard  of  sales,  which  the  season 
may  produce.  If  the  coming  season  is  to  be  success- 
ful and  stocks  made  representative,  merchants  will 
have  to  take  more  novelties  and  corresponding  res- 
ponsibility of  prospective  business.  Although  there 
is  never  any  early  confirmation,  the  trade  is  always 
superstitious  enough  to  anticipate  a  good  season  fol- 
lowing a  hard  one.  An  early  prospect  of  a  late  season 
usually  finds  a  renewed  effort  for  business  which 
makes  for  a  successful  season  ultimately. 

These  are  the  indications.  The  second  trip  of  fur 
representatives  is  likely  to  find  novelty  business  much 
more  active  than  staple  furs  are  at  present. 


H.  L.  Smyth  Dead 

Henry  Langtry  Smyth  of  the  firm  of  H.  L. 
Smyth  &  Company,  manufacturers  agents,  4  St. 
Helen  St.,  died  in  Toronto  on  Monday  May  5,  at 
the  residence  of  his  only  daughter  Mrs.  F.  P.  Evans, 
581  Huron  Street. 

Mr.  Smyth  was  born  at  Belfast.  Ireland,  in  1836. 
He  conducted  a  business  in  this  city  for  thirty-five 
year?,  later  going  to  Toronto  to  develop  a  branch 
there.  He  is  survived  by  two  sons,  Robert  M.  and 
Charles  E.  Smyth,  of  Montreal;  his  daughter,  Mrs. 
Evans;  and  two  sisters,  living  in  England. 


Red  Deer,  Alta, — C.  E.  Hall,  who  is  moving  to 
Edmonton,  is  holding  a  clearing  sale  of  his  stock  of 
dry  goods  and  men's  wear. 

Exeter,  Ont. — E.  N.  Shier,  of  Kirkton,  has  pur- 
chased W.  J.  Carling's  dry  goods  stock  and  has  start- 
ed in  business  at  the  old  stand. 

Calgary,  Alta.- — The  Calgary  Millinery  Co.,  who 
were  burned  out  by  the  fire  in  the  Allen  block,  have 
opened  their  new  store  on  Eighth  Avenue  West. 
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THE    ART    OF    DISPLAY 


Dry    Goods   Review 
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Wit  Sre  J^oto  i^fjotomg 

©ur  Jleto  Sample* 

of  Laces,  Veilings,  Novelties,  and  Neck- 
wear for  Fall  Delivery.  Also  Our  High 
Class  Line  of  Novelty  Scarfs  for  XMAS 
DELIVERY. 

Look  over  these  lines  and  place  your  orders 
NOW  to  insure  delivery  from  the  first 
shipments. 

J£obeIt|>    import    Company 

The  Lace  and  Veiling  House  of  Canada 
76  Bay  Street  -  -  TORONTO 


L 


aces 


Embroideries 

Flowers 

Feathers 


Gowns 
Furs 
Lingerie 
Millinery 


to  Jfore  Street 
bonbon 
€ng. 


319-322  Hintf*  $ail  glutting 

&t.  Catfjartne  &t.  W&t&t 

JWontreal,  <©ue. 
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Dry  Goods  Review 


DRESS    ACCESSORIES 


Veilings 


Saxe,  Purple,  Navy,  Brown,  Black,  White 

We  carry  a  Splendid  Assortment  of  Veilings  and  Veils  in  all  the 
Popular  Colors  and  Meshes,  also 

Laces,   Embroideries,  Nets,  Chiffons,  Crepe  de 
Chine,  Rhinestone  Novelties,  Hair  Bands,  etc. 


ASK  TO  SEE  OUR  FALL  SAMPLES. 


AGENTS 

WANTED 

EVERYWHERE 

Are  you  open  for  a  good 
profit-pulling  agency? 
We  need  an  agent  in 
every  town  and  city  in 
Canada  to  take  orders 
for 

Accordion  Plaitings 

Hemstitching 

Plaited  Skirts 

Covered  Buttons 

Our  display  card  shown 
in  your  store  is  sure  to 
create  a  constant  de- 
mand for  this  work,  be- 
cause our  service  fills  a 
long-felt  want  among 
your  trade. 

Write  at  once  for  dis- 
play cards  and  prices. 

TORONTO  DRESS  PLAITING  CO. 

600  Yonge  Street, ^Toronto.  Ont. 


"WELL  KNOWN  BEITISH  MANUFAC- 
TURERS OE  SHIRTS,  PYJAMAS,  OUT- 
ING PANTS,  OVERCOATS,  WATER- 
PROOFS, MOTOR  WRAPS,  ETC.,  WITH 
LIVE  ACCOUNTS  THROUGHOUT  CAN- 
ADA, REQUIRE  COMMISSION  AGENTS 
IN  ST.  JOHN,  MONTREAL,  WINNIPEG. 
PRINCIPAL  WILL  BE  VISITING  CAN- 
ADA IN  JULY  WITH  COMPLETE  SAM- 
PLE RANGES.  ADDRESS  STEELE'S 
ADVERTISING  SERVICE,  LTD.,  NOR- 
FOLK STREET,  STRAND,  LONDON, 
ENGLAND." 


Kindly  mention  this 
paper  when  writing 


to  advertisers. 
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FANCY  GOODS,  NOTIONS  AND  TOYS 


Developments  in  Fancy  Goods  Demand 


AMONG  THE  newest 
wf  m'1-season  develop- 
ments is  the  growing 
vogue  of  moire  hand- 
bags and  purses.  To  go 
with  the  present  much 
draped  gowns,  the  bags 
require  to  be  more  or 

less  ornate  and,  therefore,  there  is  a  good  deal  of 
ornamentation  with  steel  and  jet  beads.  Expensive 
bags  have  fancy  metal  frames  inset  with  mock 
jewels.  A  new  feature  is  the  handle  of  flat  ribbon 
set  with  metal  slides  and  pendants.  These  are  used 
in  place  of  the  cord  and  metal  chain  handles.  Lea- 
ther bags  are  all  small  and  in  the  flat  envelope  shape. 
All  bags  nowadays  have  the  vanity  fittings.  Seal  is 
the  leather  used  and  high  colors  such  as  Nell-rose, 
Callot  blue,  Russian  green,  and  golden  tan  are  very 
much  in  evidence. 

Black  leads  in  moire,  but  taupe,  sand  color,  seal, 
brown,  nickel  grey  and  Callot  blue  are  all  good 
shades. 

The  buttons  now  sell- 
ing are  chiefly  of  colored 
galalith  and  from  all  in- 
dications colored  buttons 
will  be  much  used  all 
through  the  season.  The 
high  novelty  consists  of 
the  military  bomb  buttons 
in  sizes  about  as  large  as  a 
marble  and  down  to  that 
of  a  pea.  French  pearl 
buttons  in  similar  sizes  are 
also  good,  but  are  in  de- 
cidedly short  supply.  Ga- 
lalith buttons  are  very 
much  wanted  at  present  in 
ivory  shades,  and  many  of 
them  show  stripes  in  black 
or  color. 

Besides  buttons,  buck- 
les are  expected  to  be  good 
and  various-sized  buckles 
being     shown     that 


Fancy  hand  bags  developed  in  moire 
extensively  shown — Big  demand  for 
Fall  buttons  in  ivory  and  in  colored 
galalith — French  pearl  buttons  in  ball 
shape  and  in  various  sizes  scarce — Jet 
trimmings  selling 
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are 


match  the  buttons.    These 
buckles,  of  course,  are  of 


Samples  of  braids  shown  by  Ontario 
Cloak  Co. 
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galalith       t  o       match. 
Everything     points 
to  a  strong  vogue  of  jet 
in    the    coming    Fall. 
This  Spring     has  seen 
jet   well     inquired   for 
and  from  Paris  comes 
information  that   Pari- 
sian     dress-makers     are   making  extensive   use   of 
jetted  trimmings  and  heavy  jetted  ornaments. 

All  kinds  of  beaded  trimmings  are  particularly 
good,  the  beads  employed  being  of  a  light  and  deli- 
cate character.  The  trimmings  are  in  a  kind  of 
mosiac  effect  with  the  pattern  of  beads  set  in  lines  on 
a  ground  of  very  fine  net. 

Beaded  tunics  in  delicate  patterns  and  on  very 
fine  nets  are  selling  well  now  and  are  also  included 
in  big  variety  in  the  Fall  lines. 

Fashion  certainly  is  turning  towards  braids.  Fall 
novelty  braids  in  mingled  colors  and  black  braids 
that  are  so  woven  as  to  leave  spaces  between  the  pat- 
tern, that  can  be  placed 
over  a  band  of  bright  col- 
or, are  to  be  much  used  on 
Fall  suits  and  tailored 
dresses.  Fancy  frogs, 
heavy  ornaments,  cord  and 
passementerie  buckles,  and 
cord  and  passementerie 
girdles  promise  to  be  ex- 
tensively used.  Soutache 
braids  always  come  to  the 
front  when  braids  are 
fashionable,  and  soutaches 
in  solid  color  in  two-tone 
and  in  mingled  colors  are 
showing.  Narrow  gimps 
also  promise  to  be  used. 

Simple  styles  in  hair- 
dressing  will  continue 
through  the  Summer 
months  and,  for  the  time 
being,  there  is  little  that  is 
new  showing  in  hair  orna- 
ments. The  only  novelty 
(Continued  on  page  48) 


HOUSEFURNISHINGS 


Extending  Store  for  Housefurnishings  Dept. 


OTTAWA,  0  N  T.  — 
Work  on  extensive  al- 
terations and  improve- 
ments to  provide  more 
room  for  the  goods  in 
the  present  store  and  an 
additional  department 
for      carrying      carpet 

squares,  linoleums,  curtains  and  housefurnishings 
in  general  was  begun  to-day  to  the  dry  goods  and 
furnishings  store  of  L.  N.  Poulin,  Ltd. 

The  improvements  will  add  an  extra  10,460  feet 
of  floor  space  and  an  additional  44  feet  of  window 
frontage  on  Sparks  Street,  giving  a  total  window 
frontage  of  202  feet  with  132  feet  on  Sparks  Street 
and  70  feet  on  O'Connor  Street.  These  changes  are 
only  to  be  temporary  as  Mr.  Poulin  intends  to  begin 
the  erection  of  a  new  ten  storey  building  some  time 
next  year,  probably  in  the  early  Spring  from  plans 
that  will  call  for  a  thoroughly  up  to  date  department 
store. 

To  make  the  additions,  which  are  now  being 
made,  three  stores  adjoining  the  Poulin  building 
have  been  taken  over  as  they  were  owned  by  L.  N. 
Poulin.  Limited.  All  the  dividing  walls  are  to  be 
removed,  thus  giving  a  floor  space  on  each  of  the 
four  floors  of  9,242  feet  and  a  total  floor  space  of 
36,968  feet. 

The  steady  growth  of  the  business  has,  of  course, 
necessitated  +he  enlargements  and  improvements. 
The  firm  of  L.  N.  Poulin,  Limited,  started  in  business 
on  the  corner  of  Sparks  and  O'Connor  Sts.  24  years 
ago  last  March  in  a  tiny  store  measuring  20  x  30 
feet  with  a  window  frontage  of  about  15  feet.  The 
staff  employed  then  numbered  one  and  he  was  classi- 
fied as  errand  boy  and  general  factotum.  To-day 
the  store  employs  175  and  carries  one  of  the  most 
complete  stocks  of  dry  goods  and  furnishings  of  any 
house  in  Canada.  Another  evidence  of  the  success 
of  the  business  is  that  the  first  little  store  was  rented, 
while  to-day  the  firm  own  their  own  building  and  a 
good  deal  of  property  besides,  adjacent  to  the  store. 
The  value  of  the  site  on  which  the  Poulin  building- 
stands  would  sell  readily  for  a  figure  closely  ap- 
proaching $500,000. 

Mr.  Poulin  attributes  his  success  to  extensive 
advertising  and  always  having  what  he  advertised 


L.  N.  Poulin  Limited,  Ottawa,  will  en- 
large their  store  considerably  and  carry 
a  large  stock  of  furnishings — Advertis- 
ing is  given  credit  for  the  rapid  growth 
of  the  business. 


and  standing  by  his 
ads.  as  to  the  letter;  al- 
so to  making  sure  that 
a  customer   goes   away 


satisfied  from  his  store. 
"My  customers  know 
that  my  ads.  and  my 
word  are  as  good  as  a 
Government  bond,"  said  Mr.  Poulin  to  our  corres- 
pondent. 

The  way  the  business  in  all  departments  has 
grown  lately  he  sa}Ts  has  been  phenomenal  with  the 
result  that  the  present  store  is  much  too  small  for  its 
requirements,  hence  the  immediate  need  of  additions 
to  provide  extra  space  for  all  departments.  The  im- 
provements now  being  carried  on  will  be  completed 
in  about  two  or  three  months. 
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<0rtental   &ug£ 

None  but  the 
genuine  in 
the  "Levon 
BabayanUine 

From  East  India,  from  Smyna,  from 
Persia,  and  the  Caucasus  come  our 
immense  showing  of  genuine  Orient- 
al Rugs — the  finest  high  grade  rugs 
known  to  the  trade. 
There  is  a  tremendous  growth  in  the 
demand  for  Oriental  floor  coverings 
— for  the  genuine.  Let  us  show  you 
our  range.  Our  prices  are  right  and 
ensure  liberal  profits. 
Mail  orders  receive  prompt  atten- 
tion. 

Levon  13abayan 

Wholesale   Only 

77  Bay  St.  Toronto,  Ont. 

Constantinople,       Smyrna,       Tiflis,       London 


b 


-! 


32 


ooQo 


wg^oo  oo^3o< 


MILLINERY  DEPARTMENT 


Summer  Novelties  for  the  High  Class  Trade 


THE  BETWEEN  sea- 
son time,  when  in  the 
millinery  houses  the 
coming  season  is  becom- 
ing more  important 
than  the  one  that  is 
passing  has  arrived,  and 
in  the  retail  stores  the 

importance  is  felt  of  clearing  stock  rather  than  fea- 
turing new  styles.  From  the  general  reports  a  bet- 
ter than  the  average  trade  has  been  done,  and  a  sea- 
son that  began  extra  early  is  still  keeping  up  fairly 
well.  Hemp  has  been  the  best  selling  straw  for  the 
early  season,  but  for  Summer  wear  crin  or  Neapoli- 
tan, Leghorns,  Panamas  and  peanuts  are  the  leading 
straws. 

Though  the  smaller  centres  are  settling  down  into 
mid-season  in  activity,  the  city  stores  and  the  high 
class  trade  are  lengthening  their  season  by  the  pro- 
duction of  Summer  novelties  in  outing  and  dress 
hats.  The  usual  run  on  Panamas  is  increased  this 
year  by  the  bringing  out  of  this  straw  blocked  in 
shapes  along  the  prevailing  fashion  lines.  Panamas 
up  to  date,  have  been  trimmed  with  just  a  ribbon  or  a 
cord,  but  this  season,  they  are  being  treated  more 
like  Leghorns  and  are  trimmed  with  lace  and 
flowers. 

The  latest  news  from  New  York  reports  a  mark- 
ed preference  for  the  use  of  Malines,  crepes,  and 
light  laces.  Malines  is  draped  over  the  crown  of 
straw  shapes,  and  brim  extensions,  pleatings  and  ruf- 
fles are  much  in  evidence.  The  hat  veiled  in  crepe, 
either  plain  or  printed,  is  also  very  much  used. 
Sometimes  the  whole  hat  is  covered  or  again  it  is 
only  the  crown  or  perhaps  the  brim.  The  very  lat- 
est, however,  is  the  hat  of  Chantilly  lace  fitted  as 
smoothly  as  possible  over  a  wired  foundation. 

Pokes,  mushrooms  and  drooping  shapes  are  ex- 
cellent, but  there  is  a  developing  preference  for  sailor 
shapes — not  so  much  for  the  stiff  English  sailor, 
though  it  is  worn  as  for  a  round  crown  model  with 
a  moderate  brim  drooping  both  at  the  back  and  front. 
Summer  shapes  are  decidedly  larger,  but  are  not  of 
the  extreme  size  we  have  been  accustomed  to  in  the 
last  few  years. 

Ribbons  have  had  a  great  sale  this  Spring  and 
promise  to  be  just  as  good  for  Summer  selling,  and 


Neopolitan,  hemp  Panamas  and  pea- 
nuts the  popular  Summer  straws — The 
new  Panamas  are  flower  and  ribbon 
trimmed — The  ultra  trade  again  tak- 
ing up  the  black  hat. 


most  probably  will  ex- 
tend their     vogue  over 
the  coming    Fall     and 
Winter  season  as  their 
revival  is  too  recent  to 
admit  of  a  change  that 
will  relegate     them  to 
the  background. 
The  interest  is  keeping  up  in  flowers,  and  there 
is  some  call  for  fruit.    A  new  idea  is  to  combine  roses 
with  ripe  wheat. 

While  the  hat  of  color  dominates  and  will  dom- 
inate the  popular  trade,  milliners  who  have  ultra 
fashionable  women  as  their  customers  cannot  over- 
look the  fact  that  women  of  this  class  are  favoring 
the  all-black  hat.  When  the  great  popularity  of  the 
colored  hat  is  considered,  the  fact  that  the  black 
hat  is  again  smart  is  not  wonderful,  for  women  who 
dress  always  drop  a  fashion  when  it  obtains  a  wide 
popularity. 

The  new  black  models  are  both  medium  sized  and 
small,  and  the  brims  are  both  upturned  and  droop- 
ing. The  elongated  sailor  shapes  in  Milan  straw  are 
very  smart.  Black  moire  ribbon  and  huge  pom- 
poms of  black  ostrich  or  mounts  of  Paradise  are  the 
most  fashionable  trimming.  Ostrich  novelties, 
goura  and  numidi  are  also  used,  the  ostrich  being  of 
the  uncurled  variety.  Many  of  the  bows  used  are 
enormous  and  they  are  arranged  in  upright  form. 

Hats  that  are  not  so  severely  tailored  are  fre- 
quently coveed  with  net  or  lace.  Black  net  is  loose- 
ly arranged  over  crown  and  the  brim  will  have  the 
net  gathered  into  a  double  ruffle  that  is  allowed  to 
droop  slightly  over  the  edge.  Sometimes  this  gath- 
ered brim  is  of  lace. 

Both  shadow  lace  and  Chantilly  are  the  laces  used 
and  Brussels  net  and  Malines  are  the  nets.  Ribbons 
and  feathers  are  the  most  used  trimmings. 


Dress  Accessory  Illustrations 

On  page  24  in  the  department  devoted  to  dress 
accessories,  are  shown  two  illustrations.  The  crepe 
voile  flounce  and  band  in  Persian  patterns  in  soft 
blues  and  greens  with  a  hint  of  dull  red  is  shown  by 
courtesy  of  Thompson  Lace  and  Veiling  Co. 

The  handsome  lace  samples  at  the  bottom  of  the 
page  are  shown  by  courtesy  of  Gebr,  Riegel  &  Langer. 
They  represent  a  distinctly  new  trend. 
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What  Paris  is  Showing  in  Summer  Millinery 


! 


Paris,  May  20. 
WITH  THE  coming  of 
Autumn  the  fad  for 
strong  color  contrasts 
will  again  assert  itself, 
for  it  is  only  its  total 
unsuitability  for  Sum- 
mer wear  on  this  con- 
tinent that  has  checked  its  course.  Three  and  four 
tones  will  be  blended  together,  but  the  effect  aimed 
at  though  brilliant  will  not  be  so  garish  as  the  com- 
binations that  have  been  in  vogue  this  Spring.  There 
is  a  leaning  towards  the  combing  of  vivid,  medium 
and  dark  shades  of  one  order  and  most  probably  this 
feature  will  develop  in  high  class  millinery  and  neu- 
tral tones  will  be  used  toned  up  with  brilliant  col- 
ors. All  the  new  earth  tones  such  as  potter's  clay, 
dust,  fog,  slime,  and  mist  grey  will  be  used,  and  the 
new  color  card  provides  a  wide  choice  of  lovely  col- 
ors to  be  used  in  combination. 

According  to  what  Paris  is  showing  now  Direc- 
toire  and  Foist  Empire  pokes  and  bonnets  should  be 
good  for  Fall  for  they  are  the  new  thing  in  millin- 
ery in  that  gay  fashion  centre.  Hats  suggesting  hel- 
mets, shakos  and  military  caps  such  as  were  worn  by 
the  belles  of  Napoleon's  court  are  shown  in  all  im- 
portant ateliers.  Poiret  is  the  leader  in  favoring 
millinery  of  this  kind  and  he  has  brought  out  a 
number  of  very  smart  helmet  styles  copied  from  an- 
tique Greek,  Roman  and  Persian  models.  These  hel- 
mets are  by  no  means  small,  though  they  fit  the  head 
closely.  They  are  quite  elaborately  trimmed,  jewel- 
led ornaments,  plumage  and  ribbon  being  most 
used. 

But  the  plumage  trimmed  helmets  are  not  the 
only  styles,  for  there  are  very  many  flower-trimmed 
bonnets  and  broad  drooping  brimmed  hats  of  Leg- 
horn worn.  Horsehair  and  Milan  are  also  good. 
Designers  are  drawing  their  inspiration  for  hats  of 
this  type  from  the  period  of  Marie  Antoinette,  the 
Directory,  the  courts  of  Josephine  and  Marie  Louise, 
and  also  from  the  periods  of  the  Restoration  and  the 
early  days  of  Eugenie.  Therefore  it  will  bo  seen 
that  a  wealth  of  beautiful  models  are  worn  and  that 
an  exceptionally  interesting  millinery  period  is  ahead 
of  us. 

The  Maison  Lewes  is  specializing  on  Louis  XVI 
styles,  and  dainty  bonnets  of  Neopolitan  and  tagel 
finished  with  pleatings  of  tulle  and  trimmed  with 
clusters  of  hand-made  flowers  and  knots  of  soft  rib- 
bon are  the  trimmings  most  used.  The  famous  Marie 
Antoinette  toque  copied  from  Vigee  Lebrun's  picture 
is  closely  copied.  The  full  crown  of  one  of  their  best 
models  is  made  in  dull  panne  velvet  which  stands 
up  high  above  the  frills  of  tulle,  composing  the  brim. 
The  sole  trimming  of  this  hat  is  a  bright  golden  yel- 


Novelties  featured  in  mid-season  mil- 
linery—  Poiret  shows  second  Empire 
helmets  and  pokes  —  Fashions  from 
Louis  XVI.,  Directoire,  Restoration 
and  First  and  Second  Empire  periods. 


low  rose  and  an  up- 
standing plume  of  ma- 
rabout. Charlotte  Cor- 
day  models  have  the 
crown  of  unlined  and 
unwired  tulle  with  long 
scarfs  of  tulle  or  lace 
fastened  to  the  back 
and  draped  over  the  wearer's  shoulders.  Suzanne 
Talbot  favors  hats  of  this  type  and  is  trimming 
them  with  floral  wreaths  and  sprays.  Large  flat  Leg- 
horn shapes  have  broad  ribbon  velvets  drawn  across 
the  top  and  tied  on  the  right  side  of  the  brim  with 
a  large  flat  bow,  while  the  left  side  is  trimmed  with 
one  immense  rose.  Talbot  is  also  showing  smaller 
models  trimmed  with  satin  rosettes  in  such  combina- 
tions as  helio,  maize  and  salmon  pink.  These  hats 
turn  up  at  the  back,  and  the  rosettes  are  placed  on 
each  side  and  from  them  and  crossing  the  bast  of 
turned  up  brim  swings  a  detached  band  of  ribbon 
folded  into  an  inch  wide  strap  outlined  with  tiny 
roses.  Georgette  is  featuring  pronounced  Empire 
models  in  color  effects  that  closely  copy  those  worn 
in  that  period.  At  the  race  at  Longchamps  one  of 
her  mannequins  wore  a  helmet  bonnet  of  terra  cotta 
Milan  trimmed  with  Paddy  green  moire  ribbon  and 
with  a  towering  panache  of  beautiful  ostrich  in  both 
colors  placed  at  the  back. 

Georgette  is  also  showing  small  hats  in  Milan 
and  hemp  in  deep  Russian  green,  and  myrtle  shades 
and  in  the  new  vanilla  brown.  The  feature  of  these 
hats  is  the  immense  ostrich  and  paradise  mounts 
that  are  used  to  trim  them.  These  feathers  by  the 
way  come  in  wonderful  color  blends;  one  seen  on 
a  small  myrtle  toque  was  of  deep  vieux  rose,  tipped 
with  grey,  green,  beige  and  old  blue  at  the  tips. 

Quill  trimmings  are  used  on  many  hats  and  the 
variety  of  quills  seen  is  endless  and  a  new  way  of 
using  quill  trimmings  is  very  much  favored.  The 
quills  are  laid  flat  against  the  rolled  up  brim  on  each 
side  with  points  crossing  just  above  the  crown  at  the 
back.  Long  pointed  wings  are  also  used  in  this 
fashion.  Narrow  fancy  wings  in  lovely  color  effects 
are  also  much  used. 

Satin  crowns  are  even  used  in  lingerie  hats,  but  the 
satin  used  is  not  the  usual  millinery  satin,  but  on 
the  soft  drapy  charmeuse  or  liberty  order,  the  unlined 
crown  of  satin  is  a  Lewis  novelty.  Many  hats  show 
the  greater  portion  of  the  brim  covered  with  satin 
and  the  straw  appearing  only  as  a  brim  facing. 

Aigrettes  are  much  used  in  Paris  though  Goura 
is  sometimes  substituted,  and  ostrich  and  aigrette  are 
often  combined.  The  question  mark  continues  to 
be  used  with  the  base  decorated  with  twists  and  bows 
of  ribbon.  Pheasant  plumage  is  good  and  drenched 
and  burnt  effects  are  still  in  vogue.  Pasted  feather 
ornaments  and  bands  come  in  lovely  combinations 
of  color. 
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Lengthen  out  your 
Millinery  Season 


Don't    take    for  granted  that  your  season 
will  end  at  a  certain  date.     Don't  count  it  in 
weeks  or  months,  but  make  your  season  one  of 
dollars  and  cents.      fl  You  can,  by  proper  buying 
and  energetic    advertising,    make  your  millinery 
season    cover   the  entire  twelve  months    of  the 
year.     You  can  create  business  every  business 
day    of    the  year  if  you  show  the  trade  what 
they  want ;    if  you  keep  in   touch    with  the 
right  goods.     flThe  McCall  millinery  ser- 
vice will  add  months  to  your  millinery 
season  and,  incidentally,  good  profits. 
Your    overhead     expenses    go    on 
whether  you  do  business  or  not. 
Try  the  McCall  service  and 
vou'll  do  it. 


The  D.  McCall  Co.,  Ltd. 


i_ 


TORONTO 

Winnipeg  Ottawa  Montreal  Quebec  Vancouver 
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The   Claude  Freres   Color  Card 

It  is  quite  a  number  of  seasons  since  green  was  a  prominently  -placed  color,  but  a  series  of  green 
shades  occupies  the  premier  place  on  the  new  Fall  and  Winter  color  card  just  put  out  by  Claude  Freres. 
The  lightest  color  is  called  "absinthe,"  and  varies  little  from  the  Paddy  or  Empire  shade  that  has  been 
used  in  the  past  seasons.  The  most  important  color  in  the  series  is  the  darkest  tone.  This  is  the  much- 
talked  of  Russian  green,  which  has  been  featured  abroad  since  the  February  openings. 

A  very  handsome  blue  series  is  placed  next  to  the  greens.  These  blues  are  on  the  green  order  and 
the  lightest  shade  "Indien"  is  a  lovely  turquoise  shade,  while  the  middle  numbers  are  perfect  canard  and 
the  darker  colors  are  steel  grey  in  tone. 

After  the  green  and  the  blue  series  comes  "giroflee"  or  wallflower  series,  which  is  much  the  same 
as  the  "capucine"  or  nasturtium  series  which  includes  such  colors  as  coque-de-roche,  mandarin  and 
burnt  orange  tones.  These  colors  have  been  very  prominent  during  the  past  season  and  Paris  thinks  well 
of  them  for  Fall. 

Next  in  order  come  a  set  of  greenish  yellow  tones  which  are  expected  to  be  very  prominent.  They 
are  Rose,  The  Chartreuse  and'Citronnier. 

A  set  of  vieux  rose  shades  of  very*  great  beauty  and  softness  of  color  is  shown,  the  deeper  shades  run- 
ning down  to  beautiful  wine  reds..  This  color  is  expected  to  be  unusually  good  in  the  coming  Fall,  both 
for  use  alone  and  for  combining  other  colors.  Navy  blue  is  represented  by  three  dark  tones  of  true  navy 
named  Admiral,  Dunkerqu&und  Brest.  Another  set  of  shades  of  which  great  things  are  expected  is  a 
set  beginning  with  a  sand  cot'Sf  and  ending  in  a  rich  deep  bronze. 

The  new  reds  are  indicated  J>y  their  names — "oiellet"  or  carnation,  geranium  and  sorbier  or  berry 
red.. 

Next  in  order  come  a  group  of  grey  blues  delightfully  soft  in  the  lighter  tones  and  shading  down  to 
corbeau  in  the  darker  shades.  Succeeding  this  series  come  three  full  violets,  the  names  of  which  give 
a  very  clear  idea  of  the  nature  of  the  colors.  They  are  Parma  violet,  purple  dahlia  and  pansy.  Paquer- 
ette  or  English  daisy,  begonia,  camelia,  current,  ruby  and  portulacca  need  no  comment  as  the  names 
carry  their  own  description. 

The  metallic  greys  chosen  are  particularly  pleasing  and  combine  well  with  almost  all  of  the  brighter 
tones.     They  are  steel  pewter  and  lead. 

The  set  of  six  grey  greens  will  also  be  found  useful  for  combination  purposes.  The  lightest  tone  is  a 
soft  lettuce  green,  while  the  darkest  is  a  perfect  olive. 

The  fur  browns  are  bound  to  be  prominent  in  next  Winter's  millinery.  They  are  loutre,  castor  and 
marmotte  and  the  series  of  rich  mauve  shades  that  come  next  are  very  suggestive  of  handsome  plushes 
and  brocades.  A  range  that  is  sure  to  provoke  interest  and  which  should  stand  out  prominently  is  the 
one  showing  the  vivid  gold  shades,  "Soleil,"  and  "Bonton  d'or."  These  colors  o.re  shown  extensively  in 
the  new  plumage  and  ostrich  effects. 

Terra  cottas  are  favored  in  dress  fabrics  and  therefore  are  certain  to  be  wanted  in  millinery.  There  is 
only  one  range  of  terra  cotta  shades  on  the  color  card,  but  the  tones  themselves  are  particularly  pleasing. 
Very  beautiful  also  are  the  three  greenish  blue  shades  named  turquoise,  Saphir  and  Capre.  The  next 
series  is  also  a  pleasing  set  of  antique  gold  shades,  the  lightest  of  which  is  'canari,"  and  the  darkest — 
a  rich  bronze — is  called  "ermite." 

Three  delicate  salmon  pinks  that  will  be  very  useful  for  comMning  with  the  darker  colors,  make 
up  a  particularly  pleasing  color  series. 


Just  at  the  moment  the  pronounced  use  for  ilower  art.     Manufacturers  have  found  inspiration  in  the 

garnitures  is  at  its  height.       Compact  flower  crowns  new  art  and  the  result  is  a  weird  lot  of  flowers  which, 

is  the  new  feature,  and  pansies,  marguerites,  flat  roses  however,  are  decorative  to  the  last  degree.     Parodies 

and  nasturtiums  are  the  flowers  most  used.       Ane-  of  daisies,  marigolds,  poppies,  corn-flowers,  and  blue- 

mones,  and  wall  flowers,  dark  brown  and  gold  dande-  hells  are  gathered  in  bunches  of  assorted  colors,  and 

lions  are  some  of  the  flower  novelties  of  the  season,  these  bunches  are  used  with  ostrich  and  ribbons. 
Breton  sailor  shapes  are  covered    with    crepe     and  Odd-looking  flowers  that  look  as  though  they  were 

trimmed  with  clusters  of  small  flowers  and  long  and  made  of  patent  leather.     The  idea  behind  all  these 

short  loop«  nf  velvet  ribbon.  flowers  is  not,  as  heretofore,  to     imitate  nature  as 

closely  as  possible,  but  to  give  an  impression  of  a 

—1&  flower  only.     Therefore  the  beautiful  French  roses 

PT  y^i  and  other  flowers  are  not  seen  and  these  bizarre  pro- 

OSt     ImpreSSlOIllStlC     £  lOWerS  (factions    for  the     time    have  the    call     and     the 

t>     •      n     ,  rj  t  •  ■,  lovely  imitations  of  natural  flowers  are  neglected. 

Paris  featuring  flowers  which  are  a  „««.«.         u    u,  +  •   u  •  j      j  ■     , 

based  on  the  new  art  develoranent  Another  novelty  that  is  being  introduced  is  sha, 

r  dow  foliage.     This  is  produced  in  white,  pink,  pale 

A  new  feature  in  Parisian  millinery  is  the  exten-  blue  and  other  delicate  colors  and  is  more  ethereal 

sive  use  of  flowers  following  the  crude  designs  and  the  like  and  more  like  the  shadow  than  the  actual  foliage, 

glaring  colors  of  the  Post-Impressionistic  school  of  This  kind  of  foliage  has-been  rapidly  adopted. 
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This  TRADE  MARK 


Guarantees  Highest  Quality 


REGD.  TRADE  MARK 


You  can  buy  your  Nets  direct  from  the  oldest  Net  Manufacturers  in  the  World 

JOHN  HEATHCOAT  &  CO. 

13  Ironmonger  Lane  .'.  LONDON,  ENGLAND 

Factories  at   Tiverton,   Exeter   and   Cullompton 

Patentees  of  the  first   Lace    and    Net    Machine  in   1808 


QI1     17"      \    Illusions  Veilings 


|     Toscas  Dewdrop  Nets 

Also  Fine  Cotton  Nets 


CII    l/"      f     Brussels  Nets  Tucked  Nets 

OlLiIV  Dress  Nets  Alencon  Nets 


STOCK  CARRIED 
BY 


Makers  of  the  Famous  Heathcoat  Waterproof  Maline. 

A.  B.  FISHER,  64  Wellington  St.  West,  Toronto 


SOLE  CANADIAN  REPRESENTATIVE 


THE"STAR"MAKL 

STUART        J+;        SONS  &  CO. 

Old    Change 

Manufacturers  of  English 


London,  England 

Wool-Velour,  Felts,  Etc.,  Etc. 


LATEST  FASHIONS  IN 

LADIES',  GIRLS'  AND    CHILDREN'S    HATS,    MILLINERY    MODELS,     FEATHERS,     FLOWERS, 
EVENING  ORNAMENTS,  RIBBONS  AND  ALL  MILLINERY  ARTICLES. 

INSPECTION     INVITED  FACTORIES— LONDON,  DUNSTABLE,  LUTON 


INCREASE  THE  EFFICIENCY    • 
OF  YOUR  SALES    FORCE  BY 
SUBSCRIBING  FOR    :     :     :     : 

the  Dry  Goods  Review 

FOR   YOUR    DEPARTMENT 
BUYERS 


Write  for  Special  Clubbing  Rates 


MANU- 
FACTURERS 
OF 

OSTRICH 

PARADISE 
OSPREYS 

MARABOU 

DOMINION  OSTRICH  FEATHER  COMPANY,  Limited 

96-100  SPADINA  AVENUE.  TORONTO 
Montreal  Agents :    S.  E.  PORTER  &  CO.,   BIrks  Building 
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Crepe   de   Chine    Leading    Summer    Fabric 


THE  PAST  FALL  and 
the  early  ispring  has 
witnessed  a  bigger  sale 
of  silks  than  has  ever 
before  been  experienced 
by  the  Canadian  trade. 
There  is  a  falling  off 
now,  due  in  no  mea- 
sure to  any  decree  in  favor  for  silken  materials,  but  to 
the  beginning  of  Summer  selling  and  to  the  growing 
importance,  therefore,  of  cotton  fabrics.  The  excep- 
tion to  this  condition  lies  in  crepe  de  chine.  Crepe 
de  chine  is  to  have  a  wonderful  Summer  vogue  for 
waists,  and  for  Summer  dresses  and  for  other  pur- 
poses. Crepe  de  chine  washes  excellently  and,  there- 
fore, may  be  classed  as  a  washing  fabric.  For  the 
past  two  months  crepe  de  chine  has  been  in  short 
supply,  and  at  the  present  time  there  is  considerable 
delay  experienced  in  filling  orders  . 

Advance  buying  points  to  a  big  season  in  piece 
dyed  materials,  for  even  in  brocades  it  is  the  solid 
colored  patterns  that  are 
selling  best.  So  far  the 
materials  taken  are  crepes, 
satins,  messalines,  char- 
meuse,  and  poplins  in  both 
plain  cloths  and  self-bro- 
caded patterns.  Moire 
heads  the  list  of  novelty 
silks.  It  has  gained  con- 
siderably in  popularity 
since  it  was  introduced 
early  in  the  present  year, 
and  the  way  in  which  the 
trade  is  taking  moire  rib- 
bons should  extend  its 
vogue.  For  the  coming 
Fall  moire  has  been  taken 
up  to  a  certain  extent  by 
the  cutting-up  trade,  both 
for  trimmings  and  for 
dressy  costumes. 


Crepes  heavily  bought  for  Fall — Bro- 
cades in  solid  colors  the  best  sellers — 
The  position  of  prints  not  certain  yet 
— Manufacturers  showing  Persian  and 
Indian  patterns  in  softer  colors  for  Fall. 


Novelty  mixture  cloths,  brushed  finish,  and  showing 
mingled  splashes  of  high  color.  Shown  by  M.  Pullan 
&  Sons,  Toronto. 

38 


Paris  is  again  fav- 
oring taffeta,  and  many 
of  the  leading  model 
houses  are  using  this 
material,  but  Canadian 
buyers  are  manifesting 
very  little  interest  in 
this  cloth. 
The  novelty  end  is  developing,  but  the  place  of 
Bulgarian  patterns  is  still  debatable.  These  silks  ob- 
tained an  over-popularity  this  spring  and,  therefore, 
their  continuance  over  another  season  is  debatable. 
For  the  city  trade  the  outlook  is  not  so  promising, 
but  it  is  pretty  certain  that  for  the  early  Fall  at  least 
Bulgarian  patterns  will  sell  to  the  trade  that  is  only 
now  taking  up  these  gay  patterns. 

To  take  the  place  of  Bulgarian,  printed  silks 
printers  are  showing  Oriental  patterns  in  softer  col- 
ors and  in  Persian  and  Indian  patterns.  Another 
novelty  put  forth  consists  in  Roman  stripes.  Roman 
stripes  have  been  running  in  ribbons  for  the  past 

two  seasons  but  have  not 
been  a  big  item.  Now 
Roman  striped  trimming 
silks  are  to  be  introduced 
to  give  the  smart  color 
touch  in  the  coming  Fall. 
Collections  of  high 
novelties,  the  product  of 
the  European  mills  are  not 
yet  complete,  but  the 
character  of  the  merchan- 
dise that  is  expected  to  sell 
is  similar  in  character  to 
that  which  was  imported 
for  last  Fall.  Tinsel  ef- 
fects are  a  new  feature, 
and  are  applied  not  only 
to  rich  satins,  failles  and 
cords,  as  well  as  to  crepes, 
chiffons  and  voiles.  Ma- 
telasses,  broches,  a  n  d 
heavy  brocades  will  again 
be  important. 
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Little    Present    Development  Cotton  Ratines  Short 


This  is  strictly  between  seasons  in 
the  dress  trade  —  Cloths  suitable 
for  Summer  coats  wanted. 

It  is  so  completely  between  seasons  that  there  is 
little  or  no  change  to  set  forth  in  the  dress  goods 
trade.  The  only  present  movement  of  interest  is  the 
search  for  cloths  suitable  for  the  making  up  of  Sum- 
mer coats.  The  cloths  wanted  are  of  the  soft  finish- 
ed velour,  ratine  and  home-spun  type  in  colors  that 
may  be  classed  as  evening  shades  with  golden  tans. 
Apricot  and  yellow  shades  in  particular  favor.  Nov- 
elty blues  are  good,  and  double  faced  cloths  in  oyster 
white  and  shell  pink  oyster  and  mauve,  sand  and 
China  blue  are  much  sought  after.  White  is 
not  so  much  considered  at  the  present  moment,  but 
sales  are  picking  up  and  the  rougher  serges  are  ex- 
pected to  sell  for  smart  hip  and  knee  length  coats. 
Home  spuns  are  being  featured  for  coats  of  this  class. 

Ratines  are  asked  for,  but  the  supply  is  not  equal 
to  the  demand.  The  present  shortage  in  eponges  and 
ratines  both  in  wool  and  cotton  weaves  shows  a  selling 
strength  that  promises  to  place  these  materials  in  both 
plain  and  novelty  effects  in  a  high  position  in  the 
coming  Fall.  Brocades  are  the  high  novelty  in  wool- 
lens as  well  as  in  silk  fabrics  and  jacquards  and  bro- 
cades in  ratine  yarns  on  serge,  cord  and  poplin 
grounds  are  taking  with  the  popular  trade  as  are  the 

ratine  brocades  and  brocaded  velours  in  better  priced 
materials. 

A  feature  that  promises  to  count  is  manifesting 

itself  at  the  present  time.    This  is  the  increasing  sale 

for  materials  suitable  for  dress  purposes  such  as  wool 

crepes,  satin  cloths,  reps  and  poplin  weaves. 


It  is  difficult  to  get  delivery  of 
white  and  pale  shades — Crepe  voile 
selling  well  —  City  stores  show 
printed  crepes. 

The  only  feature  in  the  cotton  goods  market  at 
the  present  moment  is  the  shortage  that  exists  in 
ratines  both  in  white  and  light  colors.  This  short- 
age is  common  both  to  the  better  grade  and  to  the 
cheaper  cloths.  The  inability  to  obtain  ratines  has 
worked  to  the  advantage  of  dress  linens  as  linen  as  a 
rule  forms  the  second  choice. 

Jacquards  are  the  high  novelty,  but  the  high 
grades  are  now  being  initiated  in  lower  priced  cloths 
that  are  not  so  desirable. 

Next  to  ratines,  crepes  are  the  sellers.  Crepes  with 
a  ratine  stripe  or  check  are  good,  and  crepe  voiles  are 
moving  well.  There  is  a  heavier  make  of  crepe  that 
approaches  more  nearly  to  a  fine  ratine  that  is  prov- 
ing desirable.  The  large  city  stores  are  showing 
printed  crepes  in  what  are  termed  Bulgarian  pat- 
terns, but  they  are  more  on  the  Jouy  and  the  cretonne 
order  and,  though  distinctive,  they  are  softer  toned 
and  on  a  totally  different  order  of  patterns  from  the 
brilliant  printed  silks  that  bear  that  name. 


Editor  Dry  Goods  Review. — "We  require  some 
paddy  green  underskirts  with  jersey  top,  and  elastic 
band,  and  we  would  ask  you  to  kindly  advise  us  if 
you  know  of  any  firms  who  make  these." 

The  Canadian  Underskirt  Co.,  Queen  St.,  Tor- 
onto, will  make  these  underskirts  to  order.  Send 
them  the  length  required. 
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Neat  'Iress  goods  cards  by  Wallace  Munroe,  with  the  Burley  Currier,  Portage  la  Prairie. 
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KING'S 

Established  1775 

FAMOUS 

Sold  by  leading  jobbers 

SCOTCH 

Every  piece  perfect 

HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

Montreal  and   Toronto 


Store  Management-Complete 


16  Full-Page 
Illustrations 


Store 
Co»plet£ 


272  Fagea 
Bound  in  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  BOOK 

BY 

FRANK 
FARRINGTON 

A  Companion  Book  to 

Retail  Advertising 
Complete 

$1.00  POSTPAID 

"Store  Management- 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
but  the  largest  profit 
may  be  realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample: 

CHAPTER  V.-THE 
STORE  POLICY-What  it 
should  be  to  hold  trade. 
The  money-back  plan. 
Taking  back  goods. 
Meeting  cut  rates. 
Selling  remnants.  De- 
livering goods.  Sub- 
stitution Handling 
telephone  calls. 
Courtesy.  Rebating 
railroad  fare.  Courtesy 
to  customers. 

JUST  PUBLISHED 


Stnd  us  $1 .00.    Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 
TORONTO 


Montreal  Cottons 

Going  West  on 

"Made  in  Canada" 
Train 

We  have  a  very  interesting 
and  comprehensive  exhi- 
bition of  Cotton  Goods  on 
the  "Made  in  Canada" 
train  now  on  its  way 
through  the  Western  pro- 
vinces. 

We  extend  a  cordial  invi- 
tation to  merchants  and 
buyers  to  visit  our  exhibit. 

The  Montreal  Cottons 
Limited 

Sales  Off  ics : 

MONTREAL 

Toronto  Winnipeg 


Makers  of 
Cashmeres,  Satines,  Shirting 
Drills,  Foulards,  Nu-Silk, 
Fancy  Muslins,  Dress 
Linings,  Ducks,  Suitings, 
Lawns,  Nainsooks,  etc. 
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Warm  Weather  Business  in  Waists  to  be  Big 


THERE  IS  decidedly 
more  activity  develop- 
ing in  waists  now  that 
warm  weather  is  ap- 
proaching. This  is  part- 
ly because  waists  are  al- 
ways practical  for  Sum- 
mer wear  and  also  be- 
cause new  ideas  that  appeal  to  the  popular  taste  have 
been  carefully  introduced.  The  keynote  of  the  new 
waist  is  sheerness  and  simplicity  of  line.  Voile  is  the 
big  seller  in  the  cheaper  lines  and  the  more  expensive 
waist  is  developed  in  cotton  crepe  and  crepe  de  chine. 
White  net  is  coming  into  extensive  vogue  and  the 
novelty  blouse  for  dressy  wear  for  mid-season  selling 
will  be  mad©  of  net  or  the  sheerest  of  shadow  lace, 
and  this  fashion  is  also  carried  over  for  Fall  as  some 
of  the  most  attractive  Fall  waists  show  this  combina- 
tion. 

Crepe  de  chine  and  China  silk  models  are  numer- 
ous, and  the  new  feature  is  the  use  of  white  moire  for 
the  vest  and  collar.  Satin  is  often  used,  but  moire 
is  never.  Crystal  buttons  are  much  used  on  waists, 
but  the  new  fad  is  for  French  pearl.  These  buttons 
are  used  in  all  sizes  ranging  from  that  of  a  marble  to 
the  size  of  a  pea.  Other  waists  show  trimming  touch- 
es of  color  and  are  finished  off  with  fancy  buttons. 

The  high  novelty  in  New  York  is  the  unlined  net 
waist.  These  waists  can  be  worn  over  a  fancy  corset 
cover  which  is  made  to  take  the  place  of  the  fancy 
ribbon  trimmed  lining.  When  the  fancy  lining  is 
added,  the  waist  has  to  be  dry  cleaned,  but  the  un- 
lined waist  can  be  laundered  without  any  particular 
trouble. 

Novelties  for  outing  wear  are  beginning  to  appear. 
The  newest  takes  the  form  of  the  Poiret  or  Balkan 
blouse  which  is  gathered  in  at  the  hip-line  and  finish- 
ed off  with  a  deep  belt  or  band.  These  blouses  are 
made  in  white  and  colored  linen  and  near  linen  ma- 
terials and  are  very  smart  when  worn  with  a  skirt  in 
contrasting  color. 

The  new  middy  is  the  camp-fire  middy  which  is 
a  copy  of  the  regulation  middy  blouse.  Middys  and 
Norfolk  middys  are  developed  in  China  silk  with  col- 
lar and  trimmings  of  the  same  silk  in  such  colors  as 
blue  or  Nell-rose.  These  blouses  are  delightfully  cool 
and  can  be  worn  on  occasions  when  the  cotton  Nor- 


Summer  waists  very  attractive — Voile 
and  cotton  crepe  the  popular  sellers — 
Crepe  de  chine  and  net  waists  the  high 
novelty  —  Activity  developing  rapidly. 


folk   or  middy     would 
not  be  permissible. 

The  sleeves  of  the 
Summer  blouse  are  % 
or  shorter  and  the  col- 
larless  neck  with  a  more 
or  less  pronounced  V 
is  universal.  Should 
the  high  neck  be  wished  for,  a  net  or  lace  guimpe  is 
worn  in  addition  to  the  blouse.  This  is  a  fashion 
that  is  going  over  into  Fall  as  very  many  of  the  Fall 
models  produced  so  far,  show  this  feature.  The 
more  dressy  waists  for  Fall  have  the  shorter  sleeve, 
but  quite  a  number  of  waists  have  the  full  length 
sleeve,  though  often  the  lower  half  is  of  net  or  light 
lace. 

The  vest  is  an  important  feature  in  Fall  models 
and  the  variety  seen  is  so  numerous  as  to  render  des- 
cription useless.  Net,  satin,  brocade,  and  figured  silks 
are  all  used  for  vest  purposes.  The  chiffon  waist  has 
suffered  no  eclipse  and  is  as  prominent  as  ever  in 
smart  lines.  Crepe,  both  plain  and  brocaded  is  the 
most  talked  of  material,  and  both  plain  and  novelty 
silks  are  strong.  Paddy  green  seems  to  be  developing 
as  a  trimming  color. 

© 

Demand  for  Dancing  Frocks 

Dancing  and  graduation  gowns  of 
voile  and  crepe  shown  —  Shadow 
lace  and  chiffon  the  newest  com- 
bination. 

Manufacturers  report  a  very  early  demand  for 
dancing  frocks.  This  demand  is  coming  largely  from 
the  West,  but  Ontario  buyers  are  also  beginning  to 
come  into  the  market  for  simple  dresses  suitable  for 
wear  at  the  June  graduation  exercises  and  later  for 
evening  wear  at  the  Summer  resorts.  Very  ornate 
lingerie  dresses  made  of  voile  neige  crepe  voile,  sheer 
voile  and  one  or  two  laces  combined  are  showing. 
Many  handsome  models  are  made  up  from  embroid- 
ery flouncing  and  in  all  oases  the  waist  is  very  simple 
with  the  skirt  in  long  overskirt  effect.  The  flouncing 
is  used  for  the  tunic  with  rows  of  lace  insertion  let 
into  the  under  skirt. 

(Continued  on  page  48) 
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MADE  SINCE   1902 


The  exclusive  selling  agency  of  the  Pullan  Garment 
granted  where  we  are  not  already  represented. 


To    the    buyer    who    has    not    seen 

OUR    FALL    LINE 

A-ITC   YOU  Not  on  the  lookout  for  good,  dependable 

merchandise  ? 

It    YOU  A.1"©  interested  in  garments  made  under  these 
conditions  you  can't  afford  to  miss  the  Pullan  line. 

Styles  that  carry  an  exclusive   air  which   is  found  in  the  high-class  imported 
models 

Materials   All  wool  that  don't  sag  or  shrink. 

Service  which  means  service  in  its  broadest  sense,  whether  a  stock   or  special 
order. 

Tailoring    Man-tailored  garments  in  the  real  custom  way. 

Finishing    (which   is  one  of  the  most  important  details  in  manufacturing)  is 
looked  after  by  men  of  unquestionable  ability. 

IMPORTANT! 

We  have  added  to  our  designing  staff  a  well  known  New  York  designer,  one  who  has 
been  identified  with  the  ready-to-wear  industry  for  over  30  years.  He  has  put  his  best,  his 
whole  experience  in  making  his  first  set  of  samples  for  us.  SEE  WHAT  YOU  THINK  OF  IT. 

Your  request  for  our  representative  to  call  places  you 
under    no  obligation    to    buy. 

When  in  the  city  visit  our  showrooms. 


M.  PULLAN  &  SONS 

An   Exclusive  Cloak,  Suit   and   Skirt   House 

Pullan  Building,  Bay  and  Wellington  Sts.,  TORONTO 

Montreal  Office — Lindsay  Building 
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Dainty  Lingerie  is  Most  Elaborately  Featured 


New  York,  May  19. 
NEW  YORK  stores  are 
actively  engaged  in  the 
endeavor  to  render  the 
May  sales  of  muslin 
underwear  extra  attrac- 
tive in  the  admitted 
hope  that    the    results 

will  be  better  than  those  achieved  in  January  and 
February.  Gimbels'  lingerie  exhibit  attracted  wide 
attention  both  because  of  the  elaboration  of  the  dis- 
play features  and  from  the  beauty  of  the  garments 
shown.  The  display  took  the  form  of  an  exhibition 
of  French  lingerie  on  living  models.  The  auditor- 
ium was  fitted  up  as  a  series  of  elegant  boudoirs  and 
the  garments  shown  were  significant  of  the  extrava- 
gance and  the  taste  for  the  extreme  that  is  character- 
istic of  the  20th  century.  The  great  delicacy  of 
material  and  the  elaboration  of  trimming  give  to 
these  garments  a  daintiness  and  charm  that  is  irre- 
sistible. It  is  not  because 
these  garments  are  high- 
priced  that  they  are  extrava- 
gant wear,  for,  when  mater- 
ial, trimming,  and  labor  are 
taken  into  consideration,  the 
prices  asked  are  very  moder- 
ate. It  is  because  there  is  so 
little  real  service  given,  and 
because  one  or  two  visits  to 
the  laundry  is  all  they  will 
stand.  Moreover,  the  cost 
of  doing  them  up  is  no  trifle. 
But  in  spite  of  their  trans- 
parency, and  in  spite  of  their 
fragility,  the  tendency  is  all 
in  favor  of  the  buying  of  this 
class  of  under  garment,  and 
such  a  display  as  Gibels'  are 
making  where  their  trans- 
parent dainty  garments  are 
shown  on  handsome  young 
women,  the  desire  to  possess 
becomes  hard  to  resist. 

The  setting  for  the  dis- 
play of  these  garments  was 
very  beautiful.  They  were 
shown  in  a  series  of  Louis 
XV.  boudoirs,  the  floors  of 
which  were  carpeted  in  Du- 
barry  pink  and  with  the 
huge  pillars  draped  in  dam- 
ask to  match.  White  marble 
pillars  held  baskets  of  dam- 
ask, holding  palms  and  ferns 
and  Louis  XV.  chairs  were 


New  York  stores  making  extra  efforts 
to  make  May  lingerie  sales  attractive — 
Lingerie  shown  on  living  models  at 
Gimbal's    —    New    ideas    in    negliges. 


grouped  around.  Four 
rooms  contained  wo- 
men's garments,  and 
two  were  devoted  to 
those  for  children's 
wear. 

Quite  an  elaborate 
tableaux  was  presented, 
showing  first  a  Parisian  woman  in  bed.  After  hav- 
ing breakfast,  she  rises,  shows  her  lovely  night-dress 
and  proceeds  to  the  bath  room  to  re-appear  in  her 
bath  robe.  The  bath  robe  is  then  thrown  off  and  the 
model  appears  in  her  vest  and  chemise.  Afterwards 
a  French  maid  fits  on  the  corsets.  This  part  of  the 
programme  was  very  instructive,  as  it  showed  how 
to  put  on  the  corsets,  and  how,  when  properly  laced, 
the  corset  could  be  made  to  reduce  the  figure  to  the 
fashionable  size.  Each  model  then  put  on  several 
sets  of  lingerie  and  with  the  set  finally  chosen,  a 
negligee  gown  was  worn. 


The  summer  wrap  is  very  much  draped.     This  coat  is  of  satin  and  shows  the  front 

drapery  that  is  so  much  used  at  present. 

Chinchilla  cloth  is  used  for  the  development  of  this  knee-length  Fall  coat. 
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TO  BUYERS  VISITING  TORONTO 


READY-TO-WEAR  buyers  visiting 
the  city  will  find  that  a  call  at  our 
showrooms,  at  King  and  Spadina, 
will  help  them  immensely  in  making  their 
selection  of  the  correct  styles  in  Suits  and 
Coats  for  Fall.  Our  line  is  very  complete  and 
our  facilities  for  showing  the  goods  with 
mutual  advantage  are  the  best  possible. 

BEING  in  connection  with  the  National 
Cloak,    Suit    &    Skirt    Association's 
Convention  at  Toledo,  Ohio  we  are 
able  to  give  the  latest  style  features  that  will 
be  prominent  in  the  coming  Fall  season. 


&AOCU, 


The  Patrician  Cloak 
&  Suit  Co. 

Samuels  Bldg.,    King   and  Spadina 

TORONTO 
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THE  new  Weekly  Pattern  Service  which  Ladies'  Home  Journal  Patterns 
have  recently  established  in  New  York  City,  and  which  has  attracted  so 
much  attention  throughout  the  United  States  and  Canada,  is  now  offered 
to  Canada.    Above  are  the  new  designs  offered  in  New  York  the  week 
beginning  May  19th. 

This  Weekly  Service  makes  Ladies'  Home  Journal  Pattern  Styles  from  six  to  ten 
weeks  earlier  than  competitors. 

Full  particulars,  with  twenty  sample  styles  (in  color)  from  the  new  Weekly  Service 
may  be  had  by  addressing 


Ladies'  Home  Journal  Patterns 


615  West  43rd  St.,  New  York 
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The  style  of  the  gowns,  it  was  noted,  was  taken 
from  the  Empire  period  and  many  of  them  had  the 
high  waist-line  denned  by  a  wide  ribbon  girdle  of 
pale  pink  or  pale  blue  satin  ribbon.  These  robes 
were  made  very  transparent  by  the  lavish  use  of 
lace.  The  short  chemises  worn  under  the  bath  robe 
were  either  of  erepe  de  chine  or  knitted  Milanese 
silk. 

The  new  style  bath  robes  show  large  hoods,  point- 
ed and  falling  down  below  the  waist-line.  One  model 
that  has  not  been  seen  before  was  shaped  like  an 
Arab's  cloak.  Several  of  the  models  drew  these  hoods 
over  their  heads. 


Five  Distinctive  Fall  Models 

A  45-inch  coat  of  mole  plush  very  much  cut  away 
in  front  and  with  the  fastening  well  below  the  waist 
where  the  cloth  is  draped  up  into  several  folds.  The 
collar  is  a  large  shawl  one  and  the  sleeves  are  cut  in 
one  with  the  coat  in  mandarin  style. 

This  very  much  draped  coat  is  less  cut-away  than 
the  previous  models,  but  is  draped  over  to  the  side. 
The  material  is  a  stamped  plush  in  a  large  allover 
pattern  and  the  colors  are  black  and  Venetian  red. 
The  collar  and  cuffs  are  of  ermine  plush  and  in  addi- 
tion the  coat  is  edged  with  a  band  of  ostrich  feather 
trimming.  The  sleeves  are  Mandarin  or  Kimona  cut 
with  the  arm-holes  cut  very  wide. 

This  coat  is  of  heavy  sheered  zibeline  cloth  and 
is  black.  It  is  cut  in  Russian  blouse  fashion  and  the 
skirt  is  set  on  under  a  girdle  which  ends  under  a 
large  ornament  in  front.  The  collar  and  cuffs  are  of 
black  velvet  bordered  with  a  fold  of  grey  blue  plush 
with  the  join  concealed  under  a  line  of  fancy  braid. 
The  collar  is  new  as  it  is  an  epaulette  shape,  but  very 
much  stiffened  and  ties  at  the  front  with  a  cord  and 
tasselled  ends.    The  buttons  are  large  crochet  ones. 

Arabian  lamb  plush  striped  as  though  the  skin 
ran  in  different  directions.  The  length  is  the  knee 
length  at  the  back  and  the  view  of  the  coat  shown 
gives  a  clear  idea  of  the  extent  to  which  it  is  cut 
away.    The  trimming  bar  is  skunk  and  the  collar  is 


a  throw-over.  The  sleeve  is  set  in  at  the  shoulder 
and  the  back  is  very  much  draped.  There  is  no  de- 
fining of  the  waistline. 

Coat  of  taupe  Chinchilla.  The  sleeve  is  set  in 
and  the  arm-hole  is  prolonged  below  the  waistline 
and  the  sleeve  is  big  and  roomy.  The  flounce  or  band 
is  slashed  at  the  bottom  and  is  drawn  so  tight  as  to 
require  the  body  of  the  coat  to  be  gathered  across 
the  back.  The  fastening  is  achieved  by  means  of  a 
frog  made  of  rouleaux  of  the  material  and  handsome 
buttons  matching  the  color  of  the  cloth.  The  lining- 
is  a  rich  brocaded  silk  in  Persian  blue  and  with  the 
design  in  metal  threads.  The  collar  is  convertible 
and  is  of  Civet  cat  plush. 


Demand  for  Dancing  Frocks 

Continued  from  page  42. 

Dresses  of  shadow  lace  are  new  and  some  lovely 
models  show  flounced  skirts  of  shadow  lace  and  over- 
drapery  of  chiffon.  The  flounces  are  just  held  and 
no  fullness  is  allowed  to  break  the  narrow  line  at  the 
feet.  Dresses  of  this  kind  are  made  over  messaline 
or  crepe.  Slips  in  white  or  color  and  ribbon  trimmed 
are  also  sold  to  wear  with  any  dress  that  is  unlined. 

For  the  more  mature  dresses  of  crepe  de  chine, 
brocade  and  messaline  are  showing.  Very  often  the 
greater  part  of  the  waist  is  of  chiffon  over-lace  and 
just  an  arrangement  of  the  material  is  used  to  har- 
monize the  waist  and  skirt. 

© 


Developments  in  Fancy  Goods  Demands 

(Continued  from  page  31) 
that  has  been  largely  introduced  is  demi-amber 
which  is  a  clearly  marked  light  and  dark  imitation 
of  tortoise  shell.  The  most  original  designs  are  made 
up  without  stones  in  carved  effect.  The  barrettes 
show  a  bow-knot  or  three  interlaced  rings.  In  or- 
dinary shell  goods,  the  barred  barrettes  set  with 
Rhinestones  are  the  sellers.  Another  novelty  is  the 
small  pin,  only  a  little  larger  than  a  hairpin  with  a 
ball  at  the  top  set  thickly  with  Rhinestones.  These 
come  in  sets  of  six  and  are  very  effective. 
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MEN'S  WEAR  SECTION 


Features  of  This  Number 


Elaborate  fixtures  and  devices  give  wide  scope  for 
display. 

Does  bargain  advertising  preclude  quality  busi- 
ness? 

Men's  Wear  windows  with  a  wide  appeal. 

Big  attendance  expected  at  C.W.T.A.  Convention. 

Chinese  adopt  despised  Western  styles. 

Clothes,  methods  and  men. 

A  review  of  midsummer  shirt  styles. 

Some  style  tendencies  in  masculine  attire. 

Final  proceedings  at  the  R.  M.  Convention. 

Information  Bureau. 

Stock  records  and  store  forms  are  adopted. 

Good  advertising. 

— T.  B.  C. 
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SPECIAL    PROCESS 


GUARANTEED  UNSHRINKABLE 


PRE-SHRUNK 


CUSTOM 


No 


Price  #2.00 


MADE 


Size 


EVERY    IMPROVEMENT    FOR 

COMFORT  and  WEAR 

BEST   SEA-ISLAND    COTTON 
TRIPLE     STRAND-WARP^  WEFT 


Have  you    the  agency  in  your  town  for 
Miller  Brand   Unshrinkable   Duck   Coats? 

THEY  HAVE  FEATURES  FOUND  IN  NO  OTHER  AND  WILL  BE 
HEAVILY  DEMANDED  BY  THE  BEST  TRADE 


The    now    Miller    Brand    Unshrinkable    Duck   Garments 
are    the    only    absolutely   unshrinkable    duck    garments 
made — and  are  the  only  ones  with  which  you  can  de- 
pend upon  to  satisfy  your  customers. 
They   are   made   from    the   very    best    duck   of   selected 
South    Sea    Island    Cotton    which    has    been    especially 
pro-shrunk  and  tested  for  maximum  wear.     In  addition 
it    is    put    through    our    special    cold    water    shrinking 
process    which    absolutely    takes    out   every   vestige    of 
shrinkage   and   allows   us   to   guarantee  every  garment 
absolutely  unshrinkable  and  shape  retaining. 
Eaoh  garment   is  made  by  experts — thoroughly  trained 
— and  must  be  perfect  under  our  rigid  inspection  tests 
or  it  is  not  passed. 
Every  possible  feature  and   improvement   is   embodied 


in  their  make-up — among  which  are  those  shown  in 
the  chart  below,  viz.: — The  wide  French  facing,  the 
wide  military  braid  covering  button  fasteners,  pearl 
buttons  the  adjustable  cuff,  the  underarm  reinforcement 
and  deep  shoulder,  curtain  (bearing  the  guarantee 
label),  double  stitched  seams  and  well  tacked  pockets 
with  pencil  division — 
In  fact,  everything  that  can  be  devised  to  make 

Miller  Coats  Best  In  Every  Way 
and  the  most  comfortable  and  best  fitting  garment  made 
There  are  ten  styles  to  select  from,  all  to  be  retailed 
everywhere  at  $2.00  each  with  one  cost  to  all,  $18.00 
per  dozen. 

Write  for  the  agency  for  your  town  now,  before  some- 
one  else   gets  it. 


The  Miller  Manufacturing  Co.,  Limited 

251-3  MUTUAL  ST.,  TORONT  O 
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How  Often  Do  You  Change 
Your  Windows? 

Here  is  a  problem  of  deep  importance  for 
the  display  man  and  for  the  heads  of 
departments  who  must  depend  for  results 
to  such  an  extent  on  display  publicity. 
How  often  should  displays  be  left  in  the 
windows  to  get  best  results? 

This  question  can  best  be  answered 
under  three  heads: 

1.  How  long  should  regular  merchand- 
izing displays  be  left  in? 

2.  How  long  before  a  special  sale  should 
displays  relating  thereto  be  put  in? 

3.  How  long  should  special  trims,  back- 
grounds, etc.  be  used? 

For  the  best  practical  replies  to  these 
questions  The  Review  will  pay  from  $2  to 
$5  each. 

All  replies  must  be  in  by  June  14.  Ad- 
dress Editor  Dry  Goods  Review,  143 
University  Avenue,  Toronto. 
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Elaborate  Fixtures  and  Devices 


View    of    the    furnishings    department    of 
Montreal's  new  store. 


A  description  of  the  new  store  of 
Store  is  situated  in  a  strategic 
spacious — Show  cases  installed 
and  trying  on — Other  devices  of 


WITH  ABOUT  100  feet  of  window  and  entrance 
space,  a  lofty  ceiling,  abundance  of  light  and  the 
most  modern  fixtures,  the  new  clothing  and  haber- 
dashery store  of  Rod.  Sangster,  Jr.,  corner  of  St. 
James  and  St.  Francis  Xavier  Sts.,  Montreal,  seems 
to  answer  all  the  requirements  of  an  up-to-date  men's 
store. 

It  is  situated  in  a  strategic  position  of  the  financial 
district,  with  the  huge  Transportation  Building  on 
one  corner,  the  Dominion  Express  skyscraper  on 
another  and  the  remodelled  General  Post  Office  on 
the  third.  In  order  to  better  familiarize  the  store 
in  the  minds  of  the  business  men,  Mr.  Sangster  has 
adopted  the  title :  "The  Post  Office  Corner,"  and  this 
name  appears  on  all  advertising  for  the  store,  even 
the  letter  heads  bearing  this  heading. 

Semi-ready  Clothing  and  R.  J.  Tooke  shirts  and 
furnishings  are  handled.  Mr.  Sangster  gives  his 
personal  attention  to  the  clothing  department,  while 
the  furnishings  section  is  looked  after  by  Mr.  Temple. 

The  store  has  a  frontage  on  St.  James  Street  of 
46  feet,  with  a  wide  square  entrance  and  windows 
on  either  side,  17  and  14  feet  long  respectively.  These 
windows  are  about  six  feet  in  depth  and  afford  a 
splendid  opportunity  for  some  attractive  trims.  Over 
the  entrance  is  a  massive  steel  and  glass  canopy  of  a 


pleasing  design.  On  the  side  of  the  building,  along 
St.  Francis  Xavier  Street,  are  five  show  windows, 
three  about  9  feet  long  and  two  about  eight  feet, 
while  a  side  entrance  is  flanked  by  angle  show  win- 
dows. The  windows  are  all  encased  with  a  liberal 
allowance  at  the  top  for  the  free  entry  of  light  from 
the  street. 

The  first  impression  on  entering  the  store  is  the 
spaciousness  of  the  place.  There  is  plenty  of  room 
about  the  showcases  and  fixtures,  the  ceiling  is  un- 
usually high  and  the  goods  are  most  attractively  ar- 
ranged amid  fittings  of  solid  mahogany.  The  entire 
finishing  of  the  interior  is  in  mahogany,  while  the 
electroliers  are  of  antique  brass,  and  the  wall  cases  are 
fitted  with  cut  glass  knobs.  One  of  the  most  striking 
features  of  the  store  is  the  manner  in  which  the 
goods  are  displayed.  Handsome  plate  glass  silent 
salesmen  showcases  occupy  advantageous  positions 
and  the  six  columns,  which  support  the  ceiling,  have 
been  converted  into  shallow  show  cases  to  about  half 
their  height.  These  have  one,  two,  three  or  four 
glass  fronts,  according  to  location,  and  they  offer  a 
splendid  chance  for  some  inviting  unit  trims.  Above 
the  show  cases  the  columns  are  finished  in  mahogany 
with  bracket  lamps  to  match  the  electroliers. 

Immediately  on  entering,  across  the  front  is  a 
showcase  containing  jewelry  and  dress  accessories — 
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Give   Wide    Scope   for    Display 


Rod.  Sangster,  Jr.,  Montreal — 
corner  of  the  City- — Interior  is 
in  columns — Six  rooms  for  fitting 
a  modern  description  installed. 

cuff  links,  scarf  pins,  collar  buttons,  etc.  To  the  left 
is  the  furnishings  department,  collars,  ties,  shirts, 
underwear,  etc.  On  the  right  is  the  clothing  section, 
with  Welch  Cabinets  for  coats  and  trousers,  the  coat 
cabinet  having  a  revolving  floor  so  that  every  gar- 
ment is  readily  accessible.  Plain  colors  and  staple 
lines  are  shown  in  this  case.  Along  the  right  wall 
are  the  clothing  wardrobes.  These  are  arranged  in 
a  series  of  six  rooms,  each  about  8  feet  in  depth  by  6 
feet  wide.  Each  room  is  fitted  with  four  stationary 
rods,  holding  50  suits  each,  or  200  suits  to  a  room,  a 
total  capacity  of  1,200  suits  or  about  half  that  num- 
ber of  overcoats. 

The  rooms  are  lighted  automatically  as  the  doors 
are  opened  and  the  salesman  steps  inside  and  selects 
a  number  of  garments  to  be  shown  to  the  customer. 
In  discussing  the  selling  of  clothing  with  Mr.  Sang- 
ster, he  said  it  was  their  practice  to  try  to  ascertain 
from  a  customer  some  idea  of  the  kind  of  suit  he 
wished  to  buy,  as  to  price,  color  and  style,  and  then 
to  bring  out  say  half  a  dozen  suits  for  his  inspection. 
This  was  more  satisfactory  than  inviting  the  cus- 
tomer to  look  at  fifty  or  a  hundred  garments,  as  they 
hung  on  the  rods,  as  they  usually  were  confused  and 
found  it  harder  to-  make  a  selection  from  so  many 
patterns  and  shades.  With  a  few  carefully  selected 
suits,  after  getting  an  idea  what  he  wanted,  sales 
were  more  easily  made. 

Two  triplicate  folding  mirrors  are  located  in  the 


View   of   the    clothing   department   of   the 
new   Sangster   store. 

walls  of  the  wardrobes,  and  these  are  so  arranged  that 
they  fold  so  as  to  form  a  panel  to  match  the  wood- 
work of  the  fixtures  when  not  in  use.  It  also  effects 
an  economy  in  space.  Ledge  trims  and  showcase  dis- 
plays are  changed  frequently,  sometimes  twice  a  day, 
so  as  to  give  the  store  a  fresh  inviting  appearance  not 
only  to  customers,  but  to  the  salesmen  themselves. 
At  the  rear  of  the  wardrobes  are  two  fitting  rooms 
where  clothes  may  be  tried  on  and  necessary  altera- 
tions arranged  for. 

At  the  rear  of  the  store,  on  the  left  is  the  Spe- 
cial order  room,  where  samples  and  charts  for  the 
special  order  department  are  on  view.  It  is  proposed 
to  make  room  for  this  department  elsewhere,  how- 
ever, and  to  devote  the  space  to  a  hat  and  cap  de- 
partment for  which  it  would  be  well  suited. 

Across  the  rear  of  the  store,  for  a  depth  of  twelve 
feet,  is  a  mezzanine  balcony,  fronted  with  showcases 
about  two  feet  deep  and  nearly  four  feet  high.  This 
balcony  is  divided  and  about  one-third  utilized  for 
offices  and  the  balance  for  a  workroom  and  alteration 
department.  A  gas-heated  pressing  machine  has  been 
installed  and  Mr.  Sangster  states  that  the  machine  is 
saving  him  about  three  dollars  a  month  on  his  gas 
bill.  He  says  he  has  saved  the  price  of  the  machine 
in  the  year  he  has  had  it  and  he  would  not  think  of 
going  back  to  the  old  system  of  heating  the  irons  on 
a  gas  stove. 

Continued  on  page  85 
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An  exterior  view  of  the  new  men's   wear   store  of  Rod.  Sangster,  jr.,  Montreal. 
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Review's  Information  Bureau 


Replies  are  first  sent  to  enquirers  by  mail,  then  published  here  for 
general  information  of  "  Review  "  readers.     Names  of  correspon- 
dents will  be  given  on  request.     Address :  Dry  Goods  Review,  or 
Men's  Wear  Review,  143  University  Ave.,  Toronto. 


Editor  Dry  Goods  Review: — "What  firm  makes 
"Queen"  coat  forms. 

Universal  Pad  Co.,  Berks  &  Howard  Sts.,  Phila- 
delphia, Pa. 

*         *         * 

Editor  of  Dry  Goods  Review: — "Please  tell  me 
where  I  can  procure  artificial  silk  shawls  and  scarfs 
from  German  manufacturers." 

Can  anyone  supply  this  information  ? 


Editor  of  Dry  Goods  Review: — "Would  you 
kindly  let  me  know  where  I  can  buy  large  umbrellas 
such  as  are  used  on  delivery  wagons?" 

We  have  advised  D.  Pike  Co.,  Limited,  Toronto, 
to  send  you  prices  and  other  information  about  their 
wagon  advertising  umbrellas. 


Editor  Dry  Goods  Review: — "Where  can  we 
procure  moderate  price  window  stands  for  blouses?" 

We  refer  you  to  the  fixture  houses  advertising  in 
our  Art  of  Display  department.  Any  of  these  houses 
can  supply  you. 


Editor  of  Dry  Goods  Review: — "We  are  anxious 
to  get  hold  of  the  best  stock  box  made.  We  under- 
stand that  there  is  a  fibre  box  on  the  market.  Would 
you  be  kind  enough  to  request  firms  making  such 
boxes  to  forward  samples  and  price  lists.  The  com- 
mon paste-board  boxes  are  poor  affairs.  We  want 
the  best  box  made." 

We  have  advised  Kilgour  Bros.,  Dominion  Paper 
Box  Co.,  Hercules  Boxes  Limited,  Ontario  Box  Co., 
and  The  Elliott  Paper  Box  Co.,  all  of  Toronto,  to 
send  you  samples  and  prices  of  cloth  covered  and 
fibre  boxes.  We  suggest  a  black  canvas  covered  box 
with  metal  ticket  clasp  for  uniform  appearance  and 
service.  A  natural  color  fibre  box  cannot  be  im- 
proved upon  for  general  stockkeeping. 


Editor  of  Dry  Goods  Review: — "Please  let  us 
know  where  we  may  obtain  the  following  articles. 
Small  colored  beads  for  women's  dresses;  folding 
screens  and  art  silks;  ball  fringe  for  door  curtains." 

Weyerstall  &  Co.,  Wellington  St.,  Toronto;  De- 
friez  &  Woodman,  64  Wellington  St.  W.,  Toronto, 
and  Smith  D'Entremont  Co.,  1475  Queen  St.  W., 
Toronto  have  beads.  The  Orangeville  Novelty  Co., 
Orangeville;  Fergueson  Bros.,  Hoboken  N.  Y., 
and  George  S.  Stewart  Co.,  Norwalk.  Conn., 
specialize  in  screens,  frames  and  grill  work. 
For  materials,  any  of  the  jobbing  houses,  Geo. 
H.  Hees,  Sons  &  Co.,  Toronto;  Prime  &  Rankin, 
York  St.,  Toronto,  and  Orinoka  Mills,  18th  and  4th 
Ave.,  New  York,  can  supply  the  qualities  of  silks, 
silkoline,  and  chintzes.  Ask  for  ball  fringe  from 
the  different  window  shade  manufacturers,  Daly  & 
Morin,  Montreal;  Henry  E.  Hayhoe,  Toronto;  Geo. 
H.  Hees,  Sons,  Limited,  Toronto,  and  Upholsters 
Supply  Co.,  Toronto. 


Editor  Dry  Goods  Review: — "Kindly  inform  me 
of  a  wholesale  house  in  Canada  which  handles  in- 
fants' clothing.  We  find  difficulty  in  making  good 
buying  connections  here." 

Gordon  Mackay  &  Co.,  Limited,  Toronto,  have 
boys'  and  girls'  wash  clothing.  Home  &  Watts,  Tor- 
onto; Princess  Garment  Co.,  Toronto;  Flett,  Lowndes 
Co.,  Toronto,  and  McRae  Manufacturing  Co..  Tor- 
onto, have  children's  and  infants'  lawn,  gingham  and 
serge  dresses  and  lawn  layettes.  Beatty  Manufactur- 
ing Co.,  and  Gale  Manufacturing  Co.,  Toronto,  have 
infants'  cashmere  barrowcoats.  Bearskin  coats  are 
sold  import  by  any  of  the  jobbing  houses.  L.  Smythe 
&  Co.,  133  Melinda  St.,  Toronto,  have  several  lines 
of  children's  and  infants'  coats  of  English  manufac- 
ture. Jaeger  Sanitary  Pure  Wool  System, 
Montreal,  make  flannel  clothing  for  infants. 

(Continued  on  page  85.) 
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Clothes,  Methods  and  Men  - 


The  Cape  and  Evening  Clothes 
ANOTHER  evidence  of  the  desire  so  often  evinced 
to  get  back,  as  far  as  common  sense  and  the  limita- 
tions of  present-day  styles  will  allow,  to  the  dress  of 
what  is  perhaps  best  described  as  the  "gallant  ages," 
is  the  revival  of  capes  for  use  with  evening  dress. 
And  it  is  not  a  bad  thing  at  that.  When  dressed  for 
evening,  especially  in  the  warm  weather,  a  man  does 
not  like  to  crush  on  a  coat  when  going  out.  A  cape 
fits  his  requirements  exactly  and,  besides,  gives  a 
somewhat  distingue  air.  Spanish  capes  are  now 
being  much  affected  by  many  of  the  best  dressers 
in  the  large  capital  cities.  Black  or  dark  blue  vicuna 
is  generally  used  for  these  capes. 


Men  Are  Wearing  Silk 
THE  INTRODUCTION  of  silk  into  men's  apparel 
is  much  more  marked  this  year  than  ever  before;  in 
fact,  it  is  becoming  so  general  as  to  be  almost  a  dis- 
tinct style  trend.  More  silk  shirts  are  being  worn 
this  Summer,  men  showing  a  desire  not  only,  to  be 
comfortable,  but  to  be  distinctly  "dressy."  A  silk 
shirt  gives  its  wearer  a  sense  of  luxury  and  is  much 
worn  by  those  who  can  afford  it  on  that  account, 
Silk  caps  are  also  being  seen  to  some  extent.  These 
come  in  the  form  of  band  caps,  with  a  moderately 
large  brim.  Black  and  white  checks  and  plaid  pat- 
terns prevail.  Lastly,  the  suit  of  silk  has  arrived 
and  in  many  fashionable  centres,  young  dandies  can 
be  seen  strutting  round,  arrayed  in  soft,  loosely-fit- 
ting suits  of  brown  silks.  It  is  not  likely  that  the 
latter  style  will  strike  Canada  to  any  extent  as  the 


weather  in  this  country  does  not  become  warm  en- 
ough for  any  length  of  time  to  make  clothing  of 
heavier  material  unbearable.  But  in  the  other  res- 
pects, there  will  undoubtedly  be  marked  develop- 
ments here. 

*  *     * 

Collars  and  the  U.S.  Tariff 
TROY,  the  city  made  famous  by  its  production  of  a 
very  large  percentage  of  all  the  collars  worn  in  the 
United  States,  says  Men's  Wear  (New  York), 
is  considerably  stirred  up  over  the  probable 
result  of  the  proposed  tariff.  It  is  believed 
that  if  enacted  as  proposed  the  tariff  law  will 
seriously  affect  the  collar  industry.  It  is  computed 
that  the  item  of  labor  in  the  manufacture  of  a  dozen 
collars  is  thirty  cents  more  here  than  in  Germany. 
A  duty  of  25  cents  will  give  only  13%  cents  protec- 
tion. Manufacturers  say  that  to  meet  foreign  com- 
petition wages  in  this  country  would  have  to  be  re- 
duced one-half.  Interested  persons  in  the  industry 
have  made  and  are  making  heroic  efforts  to  gain  a 
reconsideration  of  the  proposed  rates  on  collars.  It 
is  pointed  out  that  foreign-made  collars  can  be  landed 
in  New  York,  and  the  distributing  cost  added,  and 
then  be  sold  enough  cheaper  to  the  retailer  to  make  it 
an  object,  but  not  enough  for  the  retailer  to  divide 
with   the   consumer. 

*  *     * 

Exaggerated   Color  Points 
A  TENDENCY  has  been  noted     to  exaggerate  the 
long  point  vogue  in  collars.     Not  only  are  some  col- 
lars seen  of  abnormal  length,  but  a  few  men  are 
wearing  the  points  outside  the  vest.    This  is  not  only 
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bad  form,  but  the  effect  is  far  from  pleasing.  It  is 
described  by  a  well  known  expert  on  style  as  a 
"negro  minstrel  effect."  However,  the  long-pointed 
collar,  properly  worn,  is  bound  to  prove  an  ex- 
tremely popular  style  this  year. 


Lounge  Coats  and  Comfort 

MEN  ARE  getting  away  from  the  inconveniences 
attached  to  rigid  adherence  to  conventional  styles 
more  all  the  time.  The  vogue  of  lounge  coats  is 
becoming  more  pronounced  all  the  time.  Some  very 
fancy  coats  are  being  worn  by  fashionable  dressers 
at  "stag"  or  strictly  informal  affairs.  Some  jackets 
of  silk  with  a  ribbed  effect  are  seen.  The  collars  and 
cuffs  are  of  black  surah  silk,  quilted,  the  front  held 
closely  by  three  silk  braid  frogs.  These  jackets  are 
frequently  flowered  in  very  ornate  manner. 


Teaching  Salesmanship 
LARGE  RETAIL  firms  are  realizing  more  and  more 
the  value  of  a  good  salesman.  The  day  of  the  order 
taker  is  over  and  unless  a  clerk  displays  some  extra 
qualifications,  he  is  not  likely  to  grace  a  space  in  a 
progressive  store  for  very  long. 

Many  of  the  big  department  stores  have  recently 
opened  schools  for  the  education  of  their  clerks. 
The  T.  Eaton  Co.  is  one  of  these.  Some  time  ago  in 
Toronto  classes  were  begun  under  the  tutorship  of 
an  Old  Country  specialist  in  salesmanship.  Twice  a 
week  for  half  an  hour  on  each  occasion,  clerks  attend- 
ed the  salesmanship  school  in  sections  of  about  fifty. 
How  to  approach  a  customer  who  is  "looking 
around;"  how  to  carry  on  the  conversation  until  the 
prospect  purchases ;  what  to  do  in  case  of  objections, 
etc.,  are  some  of  the  phases  of  the  work  taken  up. 

These  classes  are  serving  to  bring  to  the  front 
those  clerks  who  are  enthusiastic  in  their  work,  but 
who  did  not  previously  realize  just  what  there  was  in 
approach,  service  and  salesmanship. 

Every  employer  can  no  doubt  easily  create  a 
greater  interest  in  selling  by  following  similar  lines 
on  a  smaller  scale.  By  getting  a  clerk  to  read  articles 
on  selling,  approach  and  service,  and  by  conferences 
with  the  entire  selling  staff,  a  great  deal  can  be  ac- 
complished. 

To  keep  up  its  end  every  store  must  have  sales- 
men behind  the  counter  nowadays. 


The  public  soon  "get  wise"  when  an  ad.  writer 
strays  from  the  straight  and  narrow  path  of  fact  into 
the  fair  fields  of  fancy. 


The  man  who  is  original  cannot  help  but  "get 
there,"  if  he  makes  any  effort  to  have  his  originality 

tell. 

*  *     * 

A  Satisfactory  Showing 

Montreal,  May. — The  annual  meeting  of  the 
shareholders  of  Goodwins,  Limited,  Montreal,  was 
held  may  14th,  when  a  very  satisfactory  condition 
of  affairs  was  disclosed.  The  company's  earnings 
after  deduction  of  bond  interest  and  allowance  for 
depreciation  was  equal  to  more  than  12  per  cent,  on 
the  $1,250,000  preferred  stock  and  the  surplus  avail- 
able for  the  $1,750,000  common  was  about  3l/2  per 
cent.  With  $60,138  carried  forward  out  of  the 
years,  operations  to  the  credit  of  surplus  profits  that 
account  is  now  raised  to  $289,657,  a  sum  equal  to 
about  16  per  cent,  on  the  common  stock.  Gross 
profits  were  $1,194,744  and  after  paying  all  ex- 
expenses,  including  interest  on  bonds,  mortgages  and 
bank  loans,  there  was  a  net  profit  of  $162,631. 

W.  II.  Goodwin,  managing  director,  stated  that 
the  company  has  at  present  42  departments  which 
with  few  exceptions  are  on  a  paying  basis.  Owing 
to  the  magnitude  of  the  plant,  the  company's  prob- 
lem was  to  get  a  volume  of  business  adequate  to  its 
fixed  charges.  This  problem,  however,  was  rapidly 
nearing  solution,  and  sales  last  year  showed  a  gain  of 
approximately  25  per  cent.  In  wages  alone  the  com- 
pany last  year  paid  out  $653,272.  If  the  company's 
business  continued  to  expand  at  the  present  rate,  said 
Mr.  Goodwin,  greater  facilities  in  certain  directions 
would  be  required. 

The  officers  and  directors  were  re-elected  as  fol- 
lows:— D.  Lome  McGibbon,  president;  J.  W.  Mc- 
Connell,  vice-president ;  W.  H.  Goodwin,  managing 
director;  C.  P.  Beaubien,  Dr.  Milton  L.  Hersey,  C. 
W.  MacLean,  Victor  E.  Mitchell,  Clarence  F.  Smith, 
F.  H.  Ward,  Lome  C.  Webster;  S.  J.  LeHuray,  sec- 
retary. 

*  *     * 


The  first  straw  hat  of  the  season — as  seen  by  the  cartoonists. 
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Made-in-Canada  Train   Starts  Second  Tour 


Itinerary  of  trip  through  Western  Canada — Exhibits 
are  on  a  more  comprehensive  scale  than  last  year  — 
Exhibits  of  interest  to  the  dry  goods  trade. 


THE  MADE-IN-CANADA  train  proved  so  success- 
ful an  experiment  last  year  that  a  similar  undertak- 
ing has  been  launched  this  year.  The  train  will 
tour  the  West,  from  May  to  July  2,  calling  at  practi- 
cally all  Western  points  of  any  size. 

The  tour  started  on  May  14  at  Montreal  where 
the  formal  opening  took  place.  Mayor  Lavallee,  ac- 
companied by  Sir  Lomer  Gouin  and  others  officiat- 
ed. The  train  then  went  to  Ottawa  for  a  day  and 
to  Toronto  on  Friday,  where  it  remained  at  the 
North  Toronto  station  on  exhibition.  The  itinerary 
of  the  train  is  as  follows: — 

Saturday,  May  17 — Sudbury,  arrive  2  p.m.,  departure,  11  p.m. 
Sunday,  May  18— Eu  route  to  Port  Arthur.  Monday,  May  19— 
Port  Arthur,  arrival  6  a.m.,  departure  11  p.m.  Tuesday,  May  20 — 
Fort  William,  arrival  11.15  a.m.  E.T.,  departure  10.45  p.m.  E.T. 
Wednesday,  May  21— Dryden,  arrival  8.30  a.m.,  departure  10  a.m.; 
Kenora,   arrival   1.30  p.m..   departure  3.30  p.m.;   Winnipeg,   arrival 

8  p.m.  Thursday,  May  22— Winnipeg,  all  day.  Friday,  May  23 
— Winnipeg,  all  day,  until  5  p.m.;  Carman,  arrival  7.40  p.m.,  de- 
parture 6.30  a.m.   Saturday.     Saturday,   May  24 — Treherne,  arrival 

9  a.m.,  departure  11  a.m.;  Holland,  arrival  11.30  a.m.,  departure 
2  p.m.;  Cypress  River,  arrival  2.30  p.m.,  departure  4  p.m.;  Glen- 
borough,  arrival  4.30  p.m..  departure  G  p.m.;  Souris,  arrival  8.15 
p.m.,  departure  11  p.m.  Sunday.  May  25— Brandon,  12.30  a.m. 
Monday,  May  26 — Brandon,  all  day,  departure  4.30  a.m.  Tues- 
day. Tuesday,  May  27— Reston,  arrival  8.30  a.m.,  departure  10.30 
a.m.;  Redvers,  arrival  11.55  a.m.,  departure  1.30  p.m.;  Manor, 
arrival  2.20  p.m.,  departure  4.45  p.m.;  Carlyle,  arrival  5.15  p.m., 
departure  7.10  p.m.;  Areola,  arrival  7.40  p.m..  departure  7.25  a.m. 
Wednesday.  Wednesday,  May  28 — Stoughton,  arrival  8.40  a.m.. 
departure  11  a.m.;  Fillmore,  arrival  12.15  noon,  departure  2  p.m.; 
Osage,  arrival  2.30  p.m.,  departure  4  p.m.;  Francis,  arrival  4.55 
p.m.,  departure  6.11  p.m.;  Regina.  arrival  8.20  p.m.  Thursday. 
May  29 — Regina,  all  day  till  11  p.m.  Friday,  May  30 — Moose 
Jaw,  arrival  1  a.m.,  departure  4  a.m.  Saturday.  Saturday,  May 
31 — Swift  Current,  arrival  8.30  a.m.,  departure  12.30  noon;  Gull 
Lake,  arrival  2.15  p.m..  departure  5.15  p.m.;  Maple  Creek,  arrival 
7.15  p.m.,  departure  10  p.m.  Sunday.  June  1 — Medicine  Hat, 
all  day,  departure  8.40  a.m.  Monday.  Monday,  June  2 — Red- 
cliffe,  arrival  9  a.m.,  departure  12  noon;  Medicine  Hat,  arrival 
12.20  p.m.,  departure  6  a.m.  Tuesday.  Tuesday,  May  3 — Bow 
Island,  arrival  8.30  a.m..  departure  10.30  a.m.;  Taber,  arrival  12 
noon,  departure  2.30  p.m.;  Lethbridge,  arrival  4  p.m..  departure 
7.30  a.m.  Wednesday.  Wednesday,  June  4 — Sterling,  arrival  8.45 
a.m.,  departure  10.30  p.m.;  Raymond,  arrival  11  a.m.,  departure 
2.30  p.m.;  Magrath,  arrival  3.10  p.m.,  departure  6  p.m.:  Cardston. 
arrival,  7.35  p.m..  departure  10  p.m.  Thursday,  June  5 — Macleod, 
arrival  9  a.m.,  departure  12  noon;  Granum,  arrival  12.45  p.m., 
departure  2  p.m.;  Claresholm,  arrival  2.35  p.m.,  departure  4  p.m.; 
Nanton,  arrival  5.20  p.m.,  departure  6.40  p.m.;  High  River, 
arrival  7.35  p.m.,  departure  8  a.m.  Friday.  Friday,  June  6 — 
Aldersyde,  arrival  8.30  a.m.,  departure  10  a.m.;  Okotoks,  arrival 
10.20  a.m.,  departure  1.40  p.m.;  Calgary,  arrival  3  p.m.  Saturday. 
June  7 — Calgary,  all  day.  Sunday,  June  8 — Calgary,  all  day, 
departure  7  a.m.  Monday.  Monday,  June  9 — Crossfield,  arrival 
8.30  a.m.,  departure  10.30  a.m.;  Olds,  arrival  11.50  a.m.,  depart- 
ure, 2.30  p.m.;  Innisfail,  arrival  3.30  p.m.,  departure  6.20  p.m.; 
Red  Deer,  arrival  7.20  p.m.,  departure  7.30  a.m.  Tuesday.  Tues- 
day, June  10 — Lacombe,  arrival  8.30  a.m.,  departure  10.50  a.m.; 
Ponoka,  arrival  11.40  a.m.,  departure  2  p.m.;  Wetaskiwin,  arrival 
3.10  p.m.,  departure  5.45  p.m.;  Daysland,  arrival  8.15  p.m.,  depart- 
ure 8.15  a.m.  Wednesday.  Wednesday,  June  11 — Strome,  arrival 
9  a.m.,  departure  10.30  a.m.;  Sedgewick,  arrival  11.30  a.m.,  de- 
parture   2.30    p.m.;    Hardisty,    arrival    3.25    p.m.,    departure    5.20 


p.m.;  Macklin,  arrival  8.30  p.m.,  departure  6.30  a.m.  Thursday. 
Thursday,  June  12 — Luseland,  arrival  8.05  a.m.,  departure  10.30 
a.m.;  Kerrobert,  arrival  11.15  a.m.,  departure  3.30  p.m.;  Plenty, 
arrival  4.40  p.m.,  departure  6.30  p.m. ;  Rosetown,  arrival  8.15  p.m., 
departure  7.30  a.m.  Friday.  Friday,  June  13— Bounty,  arrival  9  a.m., 
departure  11  a.m.;  Conquest,  arrival  11.20  a.m.,  departure  3.50 
p.m.;  Outlook,  arrival  4.20  p.m.  departure  7.45  a.m.  Saturday. 
Saturday,  June  14— Hawarden,  arrival  9  a.m.,  departure  10.30 
a.m.;  Elbow,  arrival  11.30  a.m.,  departure  2  p.m.;  Tugaske, 
arrival  3.15  p.m.,  departure  4.30  p.m.;  Brownlee,  arrival  5.20 
p.m.,  departure  8  p.m.;  Keeler,  arrival  8.30  p.m.,  departure  10.30 
p.m.;  Sunday,  June  15— Regina,  all  day,  departure  7.40  a.m.. 
Monday.  Monday,  June  16—  Lumsden,  arrival  8.30  a.m.,  departure 
10  30  am.;  Craik,  arrival  12.40  a.m.,  departure  3.20  p.m.;  David- 
son arrival  4  p.m.,  departure  6.30  p.m.;  Hanley,  arrival  7.40 
p.m.,  departure  7.45  a.m.  Tuesday.  Tuesday,  June  17— Dundurn, 
arrival  830  am.,  departure  10.30  a.m.;  Saskatoon,  arrival  11.30 
am  departure  7  a.m.  Wednesday.  Wednesday,  June  18— 
Rosthern,  arrival  8.40  a.m.,  departure  12.30  p.m.;  Duck  Lake, 
arrival,  1  p.m.,  departure  2.30  p.m.;  Prince  Albert,  arrival  4  p.m.. 
departure  5.20  a.m.  Thursday.  Thursday,  June  19-Langham, 
arrival  9  a.m.,  departure  11.30  a.m.;  Radissou,  arrival  12.30  p.m., 
departure  3  p.m.;  North  Battleford,  arrival  4.30  p.m.  departure 
7.30  a.m.  Friday.  Friday,  June  20-Battleford,  arrival  8.20  am 
departure  11.30  a.m.;  Lashburn,  arrival  2.10  p.m.  departure  3^40 
pm  •  Lloydminster,  arrival  4.30  p.m.,  departure  6.30  p^m  Ver- 
milion, arrival  8  p.m.,  departure  6.30  a.m.  Saturday.  Saturday. 
Tune  21-Vegreville,  arrival  8.40  a.m.,  departure  12  noon ;  Hilhard, 
arrival  12  50  p.m.,  departure  2.50  p.m.;  Lamont,  arrival  3.30  p.m., 
departure  6  p.m.;  Fort  Saskatchewan,  arrival  7  p  m„  departure 
SPSn  Sunday/  June  22-Edmonton,  all  day.  Monday  June 
9S  Frlmonton  all  day  till  6  a.m.  Tuesday.  Tuesday,  June  .* 
Cam™ arrival  9  a.m.,  departure  12.30  noon ;  New  Norway, 
arrival  115  p.m.,  departure  3  p.m.;  Mirror,  arrival  4.30  p.m.. 
departure  7  pPm.;Alix,  arrival,  7.30  p.m.,  departure  10  p.m.  Wed- 
nesday"  .„:   ^Toneia    arrival J^-  ^parture     LSO^m .. 

me  7  am  Thursday.  Thursday,  June  26— Unity,  arrival  ».« 
am.,  departure,  11.15  a.m.;  ^tt  arrival  11 45  a^  departure 
"30  pin-  Biggar,  arrival  4  p.m.,  departure  6  30  p.m.,  ABamtn, 
arrival  7.30  Jm.,  departure  10  p.m.  Friday,  June  »-WatroM. 
arrival'  1.30  a.m.,  departure  10.30  a.m.;  Nokomi^  arrlva  1.15 
a.m,  departure  1  p.m.;  Semans,  arrival  1.30  p.m.  deP'"tu'e/ 
pm-  Kelliher,  arrival  4.30  p.m..  departure  6  p.m.  Melv He, 
arrival  8  p.m.,  departure  7  a.m.  Saturday.  Saturday,  June  28- 
Yorkton  arrival  8  30  a.m.,  departure  12.30  p.m.;  Canora,  arrival 
2  pT  departure  6  p.m.;  Kamsack,  arrival  7  p.m.  Sunday,  June 
29-Kamsack,  all  day,  departure  7.40  a.m.  Monday.  Monday  June 
30-Togo  arrival  8.30  a.m.,  departure  10.30  a.m.;  Roblm.  arrival 
1115  a.m.,  departure  1.30  p.m.;  Grand  View,  arrival  2.50  p.m.. 
departure  4.30  p.m.;  Gilbert  Plains,  arrival  5  p.m.,  departure  i 
p  m  ;  Dauphin,  arrival  7.50  p.m.,  departure  0  a.m.  Tuesoaj . 
Tuesday  July  1— Glendella,  arrival  8  a.m.,  departure  10.2o  a.m.; 
Gladstone,  arrival  11.30  a.m.,  departure  2.30  p.m.;  Portage  la 
Prairie,  arrival  4.30  p.m.,  departure  11  p.m.  Wednesday.  July 
o— Winnipeg   (unload). 

A    MAGNIFICIENT    DISPLAY. 

The  exhibits  are  on  a  larger  scale  than  last  year 
and  the  results  from  an  educative  standpoint  should 
be  widespread. 

Among  the  exhibits  of  interest  to  the  drygoods 
trade  are:  Tooke  Bros.,  Montreal;  Montreal  Cotton 
Co.,  Montreal;  Canadian  Cotton  Co.,  Montreal;  Do- 
minion Textile  Co.,  Montreal;  Dominion  Oilcloth 
Co.,  Montreal;  Toronto  Carpet  Co.,  Toronto;  Arling- 
ton Co.,  Toronto;  Crompton  Corset  Co.,  Toronto; 
Penmans,  Ltd.,  Paris. 
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Opinions  of  many  readers  of  The 
Review  on  a  problem  vitally  affecting 
the  store  policy — Locality  conditions 
play  a  big  part  in  arriving  at  a  decision 
on  this  point — Essential  features. 


THE  PROBLEM  sub- 
mitted in  the  April  16 
issue  of  The  Review 
was  one  which  touched 
perhaps  the  most  vital 
question  of  store  policy 
to-day.  Does  bargain 
advertising        preclude 

quality  business?     The  question  was  propounded  in 
the  following  wise: 

"When  a  store  maintains  a  continuous 
policy  of  advertising  bargains,  does  the 
'quality'   trade  gradually     go     elsewhere? 

"What  is  the  result  of  advertising  bargains 
on  the  business  done  in  the  best  quality 
lines  and  with  people  who  are  looking  for 
quality  only? 

"Is  there  enough  quality  business  in  the 
average  town  to  make  any  difference?" 

This  is  a  problem  which  every  merchant  faces. 
With  the  wonderful  development  of  retail  advertis- 
ing, has  come  an  era  of  "bargain  retailing."  News- 
papers are  full  of  advertisements  featuring  special 
sales,  price  reductions  and  unusual  inducements. 
Every  drygoods  man  feels  that  to  keep  his  business 
in  the  forefront,  he  must  do  a  certain  amount  of 
bargain  advertising.  Some  adopt  it  as  a  continuous 
policy,  endeavoring  by  means  of  aggressive  publicity 
and  attractive  values  to  so  increase  his  turnover  that 
it  is  possible  to  make  a  good  profit  on  a  small  mar- 
gin. Others  adopt  the  safer  policy  of  using  bargain 
lines  as  leaders  only,  keeping  the  bulk  of  the  stock 
at  the  regular  prices. 

At  the  same  time,  every  merchant  recognizes  that 
the  "quality"  trade  is  an  important  factor.  It  is  on 
the  high  priced  goods,  which  appeal  to  people  who 
can  afford  to  consider  quality  only,  that  the  best 
profits  are  made.   If  a  store  can  attract  a  large  share     spect  the  goods  without  interruptions  and  with  as 
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of  quality  business,  the 
profits  resulting  there- 
from will  be  large  and, 
comparatively  speak- 
ing, easily  obtained. 

Thus  the  problem 
looms  up.  Can  the 
merchant  afford  to 
jeopardize  his  hold  on  the  quality  trade  by 
reaching  out  for  a  larger  turnover  through  the  medi- 
um of  bargain  sales?  To  decide  this,  it  is  first  neces- 
sary to  determine  if  bargain  sales  are  detrimental  to 
the  maintenance  of  quality  connection. 

Many  splendid  articles  have  been  received  on 
this  subject  from  readers  of  The  Review.  They  pre- 
sent opinions  from  many  angles  and  viewpoints  and, 
considered  as  a  whole,  give  a  fairly  comprehensive 
review  of  the  whole  question.     Some  of  the  best  are 

reproduced. 

*     *     * 

It   is   Detrimental 

There  can  be  no  doubt  that  bargain  sales  are 
detrimental  to  quality  business,  but  they  do  not  pre- 
clude it  entirely  if  kept  within  certain  bounds.  It 
simmers  down  to  a  question  of  service.  In  the  store 
where  bargain  sales  are  continually  being  held,  it  is 
impossible  to  give  perfect  service  to  customers.  It  is 
a  case  of  rush  and  hurry  all  the  time.  Customers 
rush  into  the  store  in  droves,  paw  over  the  goods, 
jostle  each  other  and  introduce  an  atmosphere  of 
confusion.  The  sales  people  cannot  give  anything 
but  mechanical  service  on  such  occasions.  They 
become  mere  machines  for  the  registering  of  cus- 
tomers self  decided  selections  and  the  reception  of 
money.  Not  only  is  it  impossible  for  them  to  wait 
on  other  customers  properly  when  sales  are  on,  but  1 
believe  that  their  ability  to  handle  a  customer  ac- 
cording to  the  rules  of  efficient  salesmanship  is  lost 
sooner  or  later. 

Now  the  quality  customer  wants  the  best  of  ser- 
vice.    She  prefers  to  be  able  to  take  her  time,  to  in- 


Quality  Connection  is  More  Permanent 

One  contributor  makes  an  interesting  point  as  follows: 

"In  the  larger  cities,  the  merchant  can  choose  between  the  two — big  business  done  on  a  small 
margin  or  an  exclusive  business  done  on  a  much  larger  margin.  Where  it  is  possible  to  go  after  either 
one  or  the  other,  it  is  not  advisable  to  mix  them.  In  choosing,  there  is  this  point  to  be  considered.  The 
merchant  who  caters  to  quality  business  and  an  exclusive  clientele,  can  hold  his  connection  indefinitely 
by  carrying  quality  goods  and  giving  courteous  and  efficient  service.  He  can  gradually  build  up  a  repu- 
tation capable  of  holding  and  drawing  exclusive  patronage.  The  merchant  who  goes  in  for  the  sale  of 
less  expensive  goods  and  handles  them  on  a  small  profit  can  never  reach  the  point  where  the  reputation 
of  part  values  will  carry  him  along.  He  can  only  hold  his  trade  by  continuing  to  offer  special  induce- 
ments. Once  he  lets  his  bargain  propoganda  drop,  the  crowds  will  go  elsewhere,  and  the  merchant  will  be 
left  with  no  trade  whatever. 

"In  the  smaller  places  the  line  is  not  so  closely  drawn  and,  in  the  opinion  of  the  writer,  it  is  not 
possible  to  cater  solely  to  one  or  the  other;  that  is,  if  it  is  desired  to  build  up  a  large  and  extensive  busi- 
ness. At  the  same  time,  they  should  be  kept  as  far  apart  as  possible.  And,  as  a  last  word,  the  bargain 
idea  should  not    be  overworked." 


much  privacy  as  is  possible.  She  finds  shopping  at 
the  store  where  bargain  sales  are  continually  being 
held  more  or  less  of  a  hardship  and  may  in  time 
transfer  her  patronage  if  she  can  find  a  place  more 
suited. 

At  the  same  time,  one  must  not  lose  sight  of  the 
fact  that  merchandising  conditions  to-day  are  such 
that  a  large  turnover  at  a  small  margin  has  become 
the  route  by  which  the  dry  goods  man  must  make  his 
profit.  Competition  is  keen  and  people  have  been  so 
educated  by  bargain  values  that  they  buy  closely. 
Is  it  advisable  for  the  average  merchant  to  curtail  ac- 
tivities in  the  direction  which  leads  to  a  large  turn- 
over, in  order  to  keep  his  grip  on  a  brancb  of  trade 
which  yields  a  large  proportionate  profit,  but  is  ne- 
cessarily limited? 

It  becomes  purely  and  simply  an  individual 
problem  for  each  merchant  to  decide  according  to 
the  needs  of  his  locality.  In  the  larger  centres,  it 
pays  to  go  after  either  one  kind  of  trade  or  the 
other,  either  bargain  or  quality,  leaving  the  other 
severely  alone.  In  the  smaller  places,  the  question 
which  the  merchant  must  determine  is  this:  Is 
there  enough  quality  business  here  to  make  it  pro- 
fitable for  me  to  discourage  my  efforts  to  get  the 
popular  trade? 

In  the  opinion  of  the  writer,  the  average  merch- 
ant must  endeavor  to  make  the  two  branches  "trot 
in  double  harness."  There  is  not  enough  quality 
trade  to  make  it  worth  his  while  to  specialize  on  it 
entirely,  but  at  the  same  time  it  would  not  be  wise 
for  him  to  let  it  go  entirely  and  run  his  store  for  the 
bargain  trade. 

The  essential  thing  is  to  so  regulate  operations 
that  the  two  will  clash  as  little  as  possible. 

Subscriber. 


Can  Get  Both  Classes 

The  majority  of  merchants  in  planning  for  a 
successful  business,  will  decide  that  the  people,  whom 
they  hope  to  serve,  will  be  brought  to  their  place  of 
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business  through  some  governing  motive,  and  will 
seek  to  find  the  motives  which  rule  and  will  appeal 
to  the  people  in  their  advertising,  through  those  mo- 
tives. 

There  are  three  principal  motives,  one  or  more 
of  which  will  appeal  most  strongly  to  the  largest 
number  of  people  in  their  buying,  viz.,  desire  to  se- 
cure best  quality,  wishing  for  best  value,  or  an  ap- 
preciation of  best  service. 

At  once,  the  merchant  will  ask  himself,  "Can  I 
so  conduct  my  business  as  to  win  the  trade  of  all  these 
people?  or  will  my  appeal  to  one  class  preclude  my 
winning  the  trade  of  either  or  both  of  the  others? 
Can  I  not  use  such  discretion  in  my  buying  of  the 
correct  goods,  providing  the  requisite  service,  and  so 
conducting  my  advertising  as  to  win  them  all?  or 
must  I  select  one  class  and  make  my  appeal  to  that 
class  only?" 

The  people  who  are  looking  for  quality  only  in 
their  buying,  and  demand  the  best  irrespective  of 
the  price  they  may  have  to  pay,  are  a  comparatively 
small  class,  very  much  the  larger  class  are  those  who 
wish  to  secure  fairly  good  goods  at  a  moderate  price, 
then  there  is  still  another  quite  large  class  who  wish 
to  buy  their  goods  at  a  low  price,  and  secure  as  good 
quality  as  possible  for  the  price  they  wish  to  pay. 
While  these  three  classes  are  all  pleased  with  the 
very  best  service  they  can  get  along  with  the  quality 
and  price  they  desire  and  can  afford. 

The  "Almighty"  dollar  still  holds  strong  sway, 
and  is  a  large  factor  in  winning  and  holding  trade, 
and  yet  we  believe  that  service  provided  in  other 
ways  than  in  securing  best  value  to  the  purchaser 
carries  with  it  a  power  which  it  at  least  equal  to  if 
not  still  more  potent  than  the  dollar  in  building  up 
a  successful  business,  but  when  the  merchant  is  able 
to  present  to  the  people  the  combination  of  dollars 
saved  along  with  all  that  best  service  means,  he  cer- 
tainly holds  the  trump  cards  and  must  surely  "win 
out"  and  win  over  to  his  business  the  larger  class  who 
are  looking  for  best  values  along  with  the  smaller 
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The  best  patrons  of  your  store   will 

demand  the  BEST  and  most  up- 
to-date  hose — and  for  this  reason  you  should  stock 
Pen-Angle  Half  Hose.    This  line  represents  the 

utmost  in  hosiery  value,  and  is  a  line  you  can  conscien- 
tiously recommend  to  your  most  valued  customer  with  the 
assurance  that  he  will  be  perfectly  satisfied. 

Knit  to  Form— and  the  Seams  Omitted 

Pen- Angle  Half  Hose  are  shaped  to  fit  the  curves  of  the  foot 
and  leg,  thereby  ensuring  perfect  fit  and  long  wrear.  And  the 
entire  absence  of  seams  makes  them  comfortable  and  neat 
looking.    No  other  line  offers  such  splendid  value. 


Penmans    Limited 

PARIS  -  CANADA 

Underwear,  Sweaters,  Hosiery 
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HOSIERY  ** 


Full-Fashioned 
Seamless 
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number  who  appreciate  quality  and  all  who  enjoy 
service. 

There  are  bargains  and  bargains,  bargains  so  call- 
ed and  bargains  so  proven,  bargains  in  name  only 
and  bargains  indeed  truly  and  the  wise  merchant 
will  see  to  it  that  the  bargains  he  offers  and  advertis- 
ing are  bargains  indeed  and  that  can  be  proven  and 
nothing  will  please  him  better  than  to  have  the  people 
put  him  to  the  test  through  them.  Many  people  are 
poor  judges  of  values,  and  depend  largely  on  the  as- 
sertions and  judgment  of  others  in  their  buying,  and 
an  opportunity  is  thus  given  to  the  "shouter"  of  bar- 
gains to  capture  this  trade,  and  to  keep  this  trade  he 
must  keep  "shouting"  bargains  but  granted  that  the 
bargain  advertiser  provides  the  values  to  match  the 
advertising,  he  can  hold  this  trade  and  if  he  provides 
quality  goods  as  well  as  do  some  of  the  large  depart- 
mental stores  and  talks  "Quality"  in  his  advertising 
of  them,  he  ought  to  be  able  to  hold  "Quality"  busi- 
ness as  well  as  the  trade  of  those  who  are  looking  for 
"Bargains." 

If  the  merchant  advertises  bargains  and  bargains 
only  to  the  exclusive  of  advertising  quality  goods  he 
will  often  cause  the  people  to  think  that  he  does  not 
carry  quality  goods  and  those  looking  for  them  will 
pass  him  by. 

There  is  enouh  "Quality"  business  in  nearly 
every  Canadian  town  to  make  it  worth  while  seeking 
to  win  it,  and  we  believe  it  is  a  growing  trade  in  Can- 
ada, and  the  wise  merchant  will  seek  to  provide  the 
best  quality  and  advertise  it  while  he  will  not  hesitate 
to  "talk  price"  on  other  lines  and  we  do  not  think 
that  advertising  "Bargains"  precludes  "Quality"  busi- 
ness when  quality  gets  its  full  share  of  the  advertis- 
ing. W.  C.  Form  an. 
*     *      * 

They  Do  Not  Combine 

The  policy  of  continuous  bargain  sales  is  certainly 
not  a  profitable  proposition  in  any  city.  It  will  al- 
ways be  found  to  he  detrimental  to  the  regular  sea- 
son's business.  One  may  just  as  well  cut  out  the  buy- 
ing of  stylish  and  exclusive  goods  if  they  intend  to 
adopt  the  above  policy  for  those  customers  who  are 
looking  for  style  and  quality  would  never  dream  of 
finding  them  in  a  store  specializing  in  bargain  sales 
throughout  the  year.  You  ask  "why  is  this?"  In 
the  first  place  to  make  a  success  of  a  sale  of  any  arti- 
cle, you  have  to  use  your  advertising  space  in  your 
local  paper  and  also  the  valuable  window  space  be- 
fore you  can  impress  the  public  of  the  value  you  are 
offering.  Now  it  stands  to  common  sense  that,  if 
you  are  using  these  methods  for  these  sales,  you  are 
losing  the  opportunity  of  displaying  better  grade 
goods  for  which  the  majority  of  ladies  are  looking 
and  willing  to  pay  a  reasonable  price,  thus  giving 
you  a  regular  profit  upon  which  a  business  can  be 


successfully  carried  on.  Whereas  to  conduct  a  series 
of  bargain  sales  one  has  to  sacrifice  a  great  amount 
of  profit  to  get  the  business  if  the  sale  is  genuine ;  and 
if  not  well  the  ladies  will  soon  find  that  out.  Any 
one  in  business  at  the  present  day  knows  for  a  fact 
that  to  sell  best  quality  goods  a  continuous  display 
must  be  kept  up  in  the  windows  giving  no  time  for 
bargain  sales,  at  any  rate  for  the  greater  part  of  each 
season.  Again,  bargain  sales  will  attract  only  a  cer- 
tain class  for  any  length  of  time  and  will  always  give 
a  cheap  and  unattractive  appearance  to  the  most 
modern  store  front.  It  is  all  very  well  for  those  large 
stores  which  can  devote  a  section  right  away  from  the 
general  business  section  for  this  purpose,  but  even 
then  it  must  make  a  big  difference  to  the  regular 
-ales  in  each  department.  Apart  from  these  large 
stores  I  do  not  think  it  feasible  to  carry  on  two  ex- 
tremes of  business  at  same  time  with  success.  A 
store  is  known  in  the  city  by  its  policy,  and  wherever 
you  may  go  a  lady  wanting  anything  of  the  better 
grade  goods  is  going  where  she  gets  the  best  selec- 
tion and  (what  is  of  as  great  importance)  the  best 
of  attention,  which  is  very  certain  not  to  be  the  one 
where  everlasting  sales  are  the  rule  and  where  the 
salespeople  themselves  are  used  to  selling  nothing 
else  but  job  goods  with  that  impressive  manner  of 
'take  it  or  leave  it,  its  cheap  enough.'.  It  is  very 
noticeable  in  any  store  adopting  this  policy  that  the 
salespeople  are  not  experienced.  They  are  not  noted 
for  the  manners  and  can  one  wonder  at  it?  The 
best  of  clerks  would  never  accept  such  a  position  for 
they  want  the  pleasure  of  handling  goods  which  are 
interesting.  They  feel  above  this  class  of  trade  and 
rightly  so.  This  in  itself  is  one  of  the  main  reasons 
for  the  quality  trade  going  to  rivals  of  the  above 
policy. 

However  small  a  community,  there  is  always  that 
class  of  people  who  want  exclusive  and  stylish  goods 
who  would  rather  pay  a  big  railway  fare  and  get  what 
they  want  at  some  other  town  or  city. 

If  the  small  towns  would  cater  more  to  this  class 
of  people,  they  would  keep  a  good  deal  of  the  qua- 
lity business  in  their  own  town  instead  of  allowing 
them  to  shop  by  mail  order  and  samples  from  large 
department  stores. 

1  would  like  to  say  that  there  are  times  through 
a  season  when  a  sale  is  necessary  for  a  day  or  so.  But 
for  continuous  week  in  and  week  out  sales  it  is  out  of 
the  question  to  try  to  tackle  it  and  at  same  time  to  ex- 
pect the  best  customers  of  the  city  to  patronize  you. 
For  myself  I  firmly  believe  in  keeping  to  two  half- 
yearly  sales,  and  then  give  them  something  that  will 
do  you  good.  F.  J.  Thompson. 


A  prominent  manufacturer's  advice  at  the  pre- 
sent time  is  to  "forget  the  money  stringency  and 
push  business  hard."    Good  advice. 
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Are  Made /Gr  Particular  People 

Men  are  too  sensible  to  be  in- 
fluenced by  the  Balkan  war 
into  wearing  freaky  styles 
and  crazy  combinations  of 
clashing  colors  in  their  attire 

Star  Brand  Shirts 
For  Fall 


The  average  man  to-day  is  a  sane 
dresser — is  a  particular  dresser, 
fond  of  good  things,  but  not 
gaudy.  This  is  the  trade  that  pays 
the  best,  the  trade  that  you  can 
always  be  sure  of,  the  trade  that 
appreciates  your  efforts  to  keep 
your  stock  bright  and  attractive. 

The  "Star"  shirt  range  for  Fall  is 
a  winning  line,  and  though  not 
splashy,  it  is  very  attractive  to  the 
man  who  knows  what  is  correct. 
You  should  see  it  now. 

Get  in  touch  with  us  for  your  shirt, 
neckwear  and  underwear  stock. 


Van  Allen  Co.,  Limited 

HAMILTON,  ONT. 


Live 
Merchants 

know  that  honesty  is  the 
best  policy,  and  that  it 
pays  to  give  their  custom- 
ers the  best  goods.  That 
is  why  they  sell 

CEETEE 

(All  Pure  Wool) 

And  Ribbed 

UNDERWEAR 

"CEETEE"  Underwear  is 
the  finest  pure  wool  under- 
wear made — only  the  fin- 
est Australian  Merino 
wool  is  used.  Each  gar- 
ment is  knit  to  fit  the  form 
of  the  body  —  all  joins 
carefully  knitted  (not 
sewn)  together. 

We  defy  you  to  find  a 
better  Underwear  the 
world  over. 

The  C.   Turnbull  Co. 
of  Gait,  Limited 

GALT,        -         -        -         ONT. 

Also  manufacturers  of  Turnbull' s 
high-class  Ribbed  Underwear  for 
Ladies  and  Children.  Turnbull's 
"M"  Bands  for  Infants  and  Ceetee 
Shaker-knit  Sweater  Coats. 
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Mackinaw  Coats  Promise  to   be  Big  Sellers 


MACKINAW  coats  are 
expected  to  be  success- 
ful novelties  for  exclus- 
ive trade  this  Fall. 
These  garments  are 
featured  by  both  cloth- 
ing and  blanket  manu- 
facturers.    Sales     in 

larger  cities  are  reported  to  have  been  good  last  sea- 
son. The  character  of  these  coats  and  their  adapta- 
bilities and  style  for  outing  wear  commends  them 
to  novelty  trade.  The  lines  which  are  favored  are 
natty  garments. 

The  smartest  Mackinaws  which  are  seen  are  Nor- 
folks.  They  are  tailored  on  mannish  lines  and  this 
feature  is  spoken  of,  especially  in  better  grades.  Sev- 
eral patterns  are  shown.  The  best  combinations  are 
tan  and  black,  red  and  black,  gray  and  black  and 
navy  and  black.  Different  checks  from  an  inch  and 
a  half  square  to  large  plaids  are  included.  So  far 
haberdashers  prefer  the  larger  checks  or  broken 
plaids  because  these  are  more  extreme  for  initial 
showings.  Much  of  the  novelty  is  seen  in  the  pattern 
and  the  matched  design  in  the  make-up. 

Mackinaws  with  broad  belt,  mannish  lines,  yoke 
strap  or  over  shoulder  straps  are  equally  classy.  Large 
bone  buttons  to  match  are  used.  Most  of  the  gar- 
ments are  double-breasted,  button  through,  and  have 
neat  collar  with  sharp  cut  lapel.  They  are  typical 
and  the  nearest  to  English  sporting  goods,  now  fol- 
lowed, yet  seen.  As  a  feature  in  any  clothing  depart- 
ment, these  garments  are  simply  English  hunting 
coats  modified  for  domestic  trade  and  adapted  for 
travelling  or  late  Fall  outing.  Worn  with  a  cap  to 
match,  Mackinaws  are  attractive  and  suitable  either 
for  men's  or  women's  wear. 

The  source  of  these  garments  accounts  for  a  dis- 
parity in  prices  quoted.  They  are  a  survival  of  the 
blanket  coat.  As  the  season  advances  Mackinaws 
will  be  made  of  imported  travelling  shawls  and 
especially  in  fine  all  wool  blankets  so  much  in  vogue 
for  steamer  wear  or  travelling.  The  best  garments 
are  made  of  the  finest  wool  horse  blankets.  One 
enterprising  manufacturer  has  already  found  the 
demand  warrants  his  attention  to  the  sale  of  made-up 
garments  of  the  same  materials  he  uses  for  quality 
horse  coverings.     Where  these  cloths  are  seen  in 


New  novelty  feature  of  the  market 
supplied  by  the  showing  of  Norfolks — 
Sales  have  been  good,  and  it  is  believed 
that  repeats  will  be  secured. 


in 


manufacturing  clothi- 
ers' ranges,  the  fabrics 
are  imported  direct 
from  the  English  and 
Scotch '  mills,  for  this 
purpose. 

Tailoring  is  the  real 
reason  for  the  difference 
prices.  The  garments  which  will  meet  with 
ready  sale  must  have  sufficient  novelty  in  style  and 
still  be  popular  in  price.  The  cost  varies  from  $11.50 
to  $4.50  each  laid  down. 

The  novelty  outlook  has  induced  exclusive  retail 
firms  to  maintain  the  prices.  Clever  buyers  are  care- 
ful to  foresee  that  the  best  selling  lines  of  the  num- 
bers available  afford  him  an  unusual  advance.  The 
ranges  shown  indicate  that  the  profit  of  early  novelty 
belongs  to  the  retailer,  and  that  manufacturers  can 
meet  these  prices.  Of  course,  the  class  of  trade  catered 
to  is  a  guide  to  a  great  extent,  but  the  volume  of  busi- 
ness to  come  will  be  confined  mostly  to  lines  to  retail 
at  $5,  $7.50  and  $10  each.  It  is  another  instance 
of  better  profits  on  novelties. 

A  large  showing  of  mackinaws  is  not  necessary 
for  opening.  Furnishers  are  buying  y.\  dozen  of  a 
pattern  in  each  color,  size  38,  40,  42,  and  their  orders 
total  about  two  dozen  coats.  The  result  of  the  first 
placing  is  not  satisfactory  to  the  makers.  Salesmen 
are  hoping  that  the  volume  of  business  will  come 
with  repeat  orders.  Domestic  buyers  are  not  taking 
any  chances  and  consider  that  the  nature  of  the 
garments  precludes  any  unusual  demand.  Their  pre- 
caution seems  justified.  However,  repeat  business  is 
expected  with  a  rush  as  soon  as  people  become  fam- 
iliar with  the  novelties  shown  in  the  later  lines  and 
choice  patterns. 

The  turnover  cannot  be  anticipated  at  this  time. 
Some  merchants  predict  that  the  sale  of  mackinaws 
will  effect  the  sweater  coat  department.  This  may 
be  so  in  better  lines.  But  orders  for  knitted  garm- 
ments  are  well  placed  and  a  scarcity  of  best  sell- 
ing numbers  is  likely  to  be  repeated  for  another  Fall. 
Values  in  shaker  and  jumbo  knit  Norfolks  are  su- 
perior to  any  yet  offered.  The  sales  of  these  garments 
are  sure  to  increase  as  soon  as  they  are  placed  on  the 
counters.  They  are  not  in  direct  competition  with 
mackinaws,  although  more  exclusive  trade  is  looking 
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ARLINGTON 
ARGUMENT 

If  you  ask  us  to  give  an  argument  why 
you  should  handle  Arlington  Collars  in 
preference  to  any  other  waterproof  collar 
in  the  market  we  would  simply  give 
actual  results  obtained  by  their  sale. 
They  are 

COLLARS 

THAT  BRING  TRADE 

and  not  spasmodically,  but  steadily. 
Arlington  collars  are  gaining  in  popu- 
larity every  day.  They  never  turn  yel- 
low— require  no  laundering. 
Made  in  six  grades,  four  grades  made 
of  coated  cloth  and  2  grades  of  solid 
stock,  each  superior  to  any  make  at  the 
same  or  higher  price.  Send  for  samples. 
They  are  dressy :  no  linen  collar  looks 
neater. 


The  Arlington  Company 


of  Canada,  Limited 
58  Fraser  Avenue, 


Toronto 


Eastern  Agent :  Duncan  Bell,  301  St.  James  St.,  Montreal 
Ontario  Agents :  J.  A.  Chantler  &  Co.,  8-10  Wellington  E.,  Toronto 
Western  Agent  :  R.  J.  Quigley,  212  Hammond  Block.  Winnipeg 


"KING  EDWARD" 

SUSPENDERS 
Retail  50Price 


Easily  the  best  value  in  suspenders.  The  comfort- 
promoting  construction  and  excellent  finish  of  "King 
Edward"  Suspenderp  make  them  very  rapid   sellers. 

Berlin  Susperder  Co.,  Ltd. 

BERLIN  ONTARIO 


/ 
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Dominion  Brand  Coats 
a  profitable  line 

If  you  want  a  line  of  knit 
goods  that  will  ensure  a 
quick  turnover, 

DOMINION 
BRAND 
KNIT 
COATS 


is  the  range  to  carry. 
These  coats  are  made  of 
pure  worsted  yarns — not 
one  pound  of  cotton  is 
used.  And  they  are  made 
in  many  new  styles  and 
color  combinations  that 
are  sure  to  please  the  men 
of  your  town. 

Our  traveller  will  be  call- 
ing on  you.  Be  sure  to 
see  this  profitable  line. 


A.  BURRITT  &  COMPANY 

DOMINION  MILLS 

MITCHELL         -:-  -:-         ONTARIO 
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for  something  different.  The  numher  of  blanket 
coats  sold  is  not  likely  to  make  an  appreciable  differ- 
ence in  the  sale  of  sweater  coats.  The  newer  gar- 
ment is  a  departure  and  both  sections  will  show  a 
corresponding  increase. 

Sweater  coats,  especially  in  the  prevailing  styles 
for  Fall  are  attractive  garments.  It  will  take  some 
unusual  style?  or  competitive  values  to  make  any 
change  in  demand.  Mackinaws  are  a  one  season  (or 
at  the  most  two  season)  novelty  in  comparison.  Val- 
ues at  the  same  prices  as  sweater  coats  are  not  con- 
sidered a  handicap  to  the  knitted  goods  section. 

Selling  value  from  a  staple  standpoint  is  not  to 
lie  compared.  Sweater  coats  are  a  part  of  the  daily 
apparel  of  many  customers.  They  are  worn  in  differ- 
ent styles  for  almost  every  occasion.  Mackinaws  are 
a  stock  attraction  window  feature  or  for  select  trade. 
While  the  novelty  profit  is  possible,  merchants  are 
showing  these  garments  with  confidence  that  a  few 
can  be  sold.  But  for  staple,  medium  class  business, 
all-round  satisfaction  and  warmth,  no  garment  re- 
places the  sweater  coat  in  public  demand.  The  cor- 
responding increase  in  the  sale  of  sweater  ooats,  which 
is  looked  for  this  Fall  is  the  result  of  values ;  advance 
style,  finish  and  number  of  novelties  in  high  class 
garments.  The  demand  is  on  new  numbers  which 
are  this  season's  features.  There  is  enough  differ- 
ence in  style  to  warrant  immediate  sale.     Although 


the  average  price  has  been  raised  the  garments  em- 
body value.  Customers  will  quickly  appreciate  this 
further  improvement  in  the  standard  of  sweater 
coats  and  knitted  novelties.  There  is  a  good  season's 
business  ahead  for  both  mackinaws  and  sweater  coats, 
if  the  decision  of  exclusive  buyers  is  any  criterion. 


Alsack,  Sask. — Hendry  and  Brinsmead  will  open 
an  exclusive  mens'  wear  store. 


Strassburg,  Sask. — V.  R.  Clyde  has  disposed  of 
his  stock  of  mens'  furnishings. 


Niagara  Falls,  Ont. — J.  F.  Schmidt  has  sold  his 
stock  of  mens'  furnishings  to  M.  Bingman. 


Iroquois,  Ont. — The  death  occurred  here  of  James 
McNulty,  who  had  been  in  the  dry  goods,  clothing, 
boot  and  shoe  business  for  some  years. 


Calgary,  Alta. — The  store  of  Tommy  Burns,  on 
Eighth  Avenue;  was  broken  into  by  burglars  and 
$200  in  cash  and  a  quantity  of  clothing  stolen. 


Take  The  Dealer  Into 
Your  Confidence 


approach  him,  post  him  about  your  plans  and  your  merchandise  through 
his  trade  paper  before  you  advertise  to  his  customers.  He  will  appreciate 
this  action  on  your  part  and  vou  will  get  his  co-operation.  Don't  try  to  force 
him.  Get  his  good  will  and  you  will  have  a  selling  power  behind  your 
product  that  you  will  never  get  by  any  other  means. 


Remember 


that  many  of  his  customers  knew  him  even  before  they  knew  you,  and  they 
will  most  likely  take  his  word  as  to  the  quality  and  superiority  of  merchan- 
dise offered.    In  a  word,  get  the  dealer  on  your  sales  fo^ce. 
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V1VYIAN 
MNGALINE 

SM&WOOL 


THE  HIT  OF  THE  TRADE 

44  Shades  in  $4.50,  $6.50  shapes,    7  day 
delivery. 

Use   the    show   card    as    above, 
14  x  11,  4  colors  and   embossed 

Neckwear  Department 

Crescent  Mfg.  Co. 

Limited 

MONTREAL 


THE  HALL-MARK  OF  Registered  No.  282,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  In  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PR INC  I* 

PLE,  and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had    from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


"DEACON" 
SHIRTS 

For  Outdoor  Wear 

For  the  Man  on  pleasure  bent. 

For  the  Working  Man. 

We  specialize  on  these  two  lines. 

Our  range  covers  many  original 
styles  in  the  latest  designs  of  the 
world's  best  mills. 

We  show  styles  to  suit  the  needs  of 
the  Boy  as  well  as  the  Man. 

We  are  ready  to  serve  you  with 
your  needs  for  the  Summer 
months. 

Send  for  samples. 

The  Deacon  Shirt  Co. 

BELLEVILLE         .\         ONTARIO 
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A   Review  of  Midsummer  Shirt   Styles 


MID-SUMMER  ranges 
of  fine  negligee  shirts 
have  been  placed  and 
manufacturers  report 
that  deliveries  will  be 
to  order.  However,  an 
exceptional  repeat  busi- 
ness    is  looked     for  in 

silks,  flannels,  taffetas  and  fancies  in  Bedfords,  Ma- 
dras and  Zephyrs.  A  remarkable  feature  of  this 
year's  samples  is  the  novelty  of  style,  pattern  and 
perfection  of  materials.  There  is  a  splendid  range 
of  silks  and  silk  and  wool  taffeta  shirts.  The  finish 
of  these  garments  in  quality  and  workmanship 
marks  a  new  era  in  domestic  lines.  In  several 
ranges  the  selection  of  cloths,  designs  and  colorings 
are  improved.  Makers  are  paying  more  attention 
to  the  demand  for  better  shirts  and  the  vogue  for 
flannel  and  finer  negliges. 

At  present  a  run  of  finer  taffetas  can  be  expected 
if  the  patterns  are  any  indication  of  their  superiority 
or  subsequent  sale.  The  same  may  be  said  of  both 
plain  and  stripe  silks.  Samples  in  plain  habitaux, 
fine  Shantung  and  novelty  stripes,  either  in  line  ef- 
fects or  Bulgarian  colorings  are  attractive.  Taffe- 
tas in  neutral  shades  and  light  grounds  with  line 
stripes  are  good.  These  are  mostly  in  cream  or  gray 
with  pleasing  black  and  higher  colors,  including 
tans,  gold,  green,  pink,  and  mauve. 

The  showing  of  flannels  and  similar  effects  is 
comprehensive.  These  include  all  grades  in  light; 
Oxford  and  medium ;  an  assortment  of  military  and 
heather  mixes  and  the  staple  blues  as  well  as  a  show- 
ing of  soft  effects  with  neat  color  contrast  almost 
similar  effects  and  patterns  are  shown  in  cloths  of 
United  States  manufacture.  Except  for  the  feel  and 
texture  there  is  little  difference.  These  are  the  lines, 
which  furnishers  are  expected  to  take  in  quantities. 
The  prices  are  popular  and  the  profits  larger  than 
usual  because  the  appearance  of  the  finished  gar- 
ment merits  it. 

Crepes  are  a  disappointment  as  far  as  their  re- 
ception is  seen.  A  sprinkling  is  taken  for  novelty. 
Buyers  are  afraid  of  the  washing  and  look  to  the 
satisfaction  of  customers.  A  great  many  designs 
and  fabrics  are  seen  in  crepe  effects,  mostly  fine 
stripes  in  self  white  or  cream  and  a  few  with  a  touch 
of  color,  but  all  light.  Fine  mercerized  cloths  in 
embroidered  designs  are  being  sorted  in  representa- 
tive or  exclusive  trade.  This  is  a  tendency  in  the 
growing  number  of  fancy  patterns  and  neat  stripe 
and  design  effects  which  are  now  sampled  for  mid- 
season  selling.  White  broches  in  stripe  and  neat 
florals  (the  latter  not  too  large  but  neat)  line,  Bed- 
ford cord  or  wall  finishes  are  good. 

In  fine  colored  materials,  both  mercerized  and 


Deliveries  of  negligees  will  be  to  order 
— Novelty  of  style  and  pattern  a  fea- 
ture— Perfection  of  material  marks  new 
era  in  domestic  lines. 


corded  cloths,  some  ef- 
fective designs  are  for- 
ward. A  good  repeat 
season  is  looked  for  on 
plain  negliges  in  any 
soft  and  silky  finish 
fabrics.  White,  cream, 
sky,  tan,  grey  and 
fancy  white  are  the  sellers.  Many  of  the  newest  se- 
lected materials  have  self  cord  or  line  finish.  In 
staple  Oxfords  and  heavier  shirtings,  blue  grounds 
with  white,  and  black  and  white  at  leading  values  are 
ordered  well  ahead.  A  scarcity  of  all  weights  of 
Kharki  materials  is  reported. 

The  question  of  the  sale  of  soft  collars  is  import- 
ant to  both  manufacturers  and  furnishers.  Sales- 
men have  pointed  out  that  light  weight  white  col- 
lars are  to  have  the  call.  Therefore,  buyers  can  save 
by  ordering  shirts  without  soft  collar  to  match.  As 
far  as  domestic  trade  is  concerned,  makers  still  sup- 
ply this  collar  with  the  shirt.  When  are  these  col- 
lars worn?  It  is  remarked  that  they  are  never  seen, 
except  at  Summer  resorts  or  in  sporting  circles.  Fur- 
nishers have  to  decide  for  themselves  and  the  class  of 
mid-summer  trade  catered  to  will  dictate  which 
method  is  more  profitable.  It  looks  as  if,  with  the 
extra  advance  in  novelty  sales,  personal  selection  of 
choice  novelties  and  a  good  showing  of  light  weight 
collars  are  apt  to  result  in  better  business.  If  the 
sales  advance  to  correspond  with  the  wider  ranges  in 
more  select  goods  featured  for  midsummer,  the  turn- 
over for  mid-season  w;ll  be  satisfa*  tory.  It  is  early  to 
gn  e  an  accurate  idea  of  the  factory  clearances  for  1st 
July  delivery.  Men's  furnishers  who  follow  the  sale 
policy  will  be  provided  with  value  lots  as  here'ofore. 
In  finer  trade  merchants  are  paying  more  attention 
than  usual  to  stock  clean-up  and  keeping  showings 
up  to  novelty.  They  find  this  pays.  The  advance  in 
novelty  in  the  last  two  seasons  provides  new  designs 
and  materials  as  required.  A  clean,  high-class  busi- 
ness with  up  to  the  minute  showings  and  less  stock 
is  more  profitable.  This  accounts  for  an  increasing 
mid-summer  business,  which  manufacturers  are  now 
catering  for. 


Cobourg,  Ont. — Sam  Clarke,  M.P.P.,  has  sold  his 
men's  furnishings  and  tailoring  business  here  to 
G»o.  Stott  and  his  dry  goods  business  to  Mr.  Scougale 
of  Colborne.  Mr.  Clarke  is  retiring  from  mercantile 
life  after  having  carried  on  a  large  business  here  for 
over  twenty-six  years,  which  of  late  has  been  largely 
managed  by  his  sons.  Mr.  Clarke  is  at  present  away 
on  a  trip  to  the  West. 
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Neatly  arranged  display  of  shirts  by  Reid  W.  Pepper,    with    Harvey    C.    Hall,    Toronto.      Shirts    shown      by 

courtesy  of  Deacon  Shirt  Co. 


Merchants   and   Buyers 

get  the  habit  of  reading  the  advertise- 
ments each  issue.  They  contain 
valuable  information  about  goods 
you  should  know  about. 

Clerks 

get  familiar  with  the  selling  points  of 
the  goods  you  brave  in  stock.  Many 
good  selling  arguments  are  found  in 
the  advertisements  in  the  "Review" 
each  issue. 
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An  Attractive  Group  of  Showcards 


These  cards  are  the  work  of  Edwin  E.   Bell,   manner  Thornton  &  Douglas,  Guelph. 
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Men's  Wear  Windows  With  a  General  Appeal 


THAT  GOOD  window 
displays  of  mens'  cloth- 
ing and  furnishings 
can  be  made  sufficient- 
ly attractive  to  appeal 
to  everyone,  to  women 
as  well  as  men,  is  a 
point  which  all,  per- 
haps, do  not  fully  appreciate.  And  yet  it  is  import- 
ant that  mens'  wear  displays  should  appeal  to  the 
fair  sex.  Strange  as  it  may  seem  at  first  thought, 
sales  are  made  through  attracting  the  attention  of 
women.  This  is -manifested  not  only  in  the  pur- 
cases  which  ladies  make  themselves  for  husbands, 
sons  and  brothers,  but  in  the  influence  they  can 
exert  on  the  purchases  made  by  the  aforsesaid  hus- 
bands, sons  and  brothers.  There  are  only  a  certain 
percentage  of  men  who  have  what  might  be  termed 
the  "style  sense."  The  rest  are  too  busy  or  too  in- 
different to  care  much  if  they  are  dressed  right  or 
not.  They  buy  a  collar  or  select  a  tie  which  seems 
to  look  allright  to  them  and  they  are  not  easily  inter- 
ested in  sartorial  developments  or  new  styles  in 
clothing  and  haberdashery. 


Description  of  displays  run  by  Thorn- 
ton and  Douglas  store,  Guelph,  which 
were  awarded  first  prize  in  the  horse 
show  contest — Some  reflections  on  the 
advisability  of  not  limiting  the  appeal. 


Whait '  these  men 
lack  is  supplied  in  a 
certain  percentage  of 
cases  by  the  interest 
their  women  folks  take 
in  them.  Their  wives 
or  sisters  suggest  ideas 
and  purchases  which 
the  men  themselves  would  never  have  thought 
of  if  left  to  themselves.  Thus:  "I  saw  a  tie 
in  Brown's  window  to-day,  John,  which  would 
just  suit  you.  Let's  go  down  and  buy  one" ;  or — 
"Why  don't  you  keep  in  style.  That  shape  of  collar 
went  out  long  ago" ;  or — "You  need  a  new  hat.  Let 
me  go  with  you  when  you  buy  it,  so  that  you'll  be 
sure  to  get  the  right  shape." 

This  kind  of  suggestion  is  required  for  some 
men.  Many  men,  who  present  a  good  appearance 
and  generally  appear  to  be  dressed  correctly,  owe  it 
to  the  interest  taken  in  them  by  their  wives  and  sis- 
ters. It  is  not  intended  to  suggest  that  this  occurs 
in  a  large  percentage  of  cases,  but  there  are  more 
men  of  this  class  than  one  would  be  inclined  to  be- 
lieve at  first  thought. 
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It  follows,  therefore,  that  the  window  trimmer 
must  endeavor  to  make  his  work  attractive,  both  for 
men  and  women,  recognizing  that  many  of  the  lat- 
ter are  an  indirect  buying  force.  Some  display  men 
are  inclined  to  work  on  the  assumption  that  they  are 
appealing  to  the  masculine  eye  only,  designing  their 
displays  on  stern  lines  and  not  giving  a  sufficient 
degree  of  attractiveness.  They  limit  their  appeal 
unnecessarily  by  so  doing. 

This  train  of  reflection  was  brought  up  by  a  study 
of  the  two  displays  herewith  reproduced,  arranged 
by  Edwin  E.  Bell,  manager  of  the  Thornton  and 
Douglas  store,  Guelph.  These  trims  were  attractive 
to  the  fullest  degree  and  calculated  to  win 
attention  from  everyone.  They  were  100 
per  cent,  windows  in  this  respect — represent- 
ing a  standard  which  all  display  men  should  en- 
deavor to  attain.  The  popularity  of  the  two  displays 
was  such  that  they  were  awarded  first  prize  in  the 
Horse  Show  window  competition  in  opposition  with 
all  the  stores  in  the  city.  Speaking  of  the  results 
obtained  from  them,  Mr.  Bell  writes:  "Our  horse 
show  windows  proved  to  be  the  best  advertising  we 
have  done  for  some  time,  creating  much  favorable 


comment  and  attracting  each  evening  in  front  of  the 
windows  interested  groups  of  people." 

This  demonstrates  the  value  of  arranging  win- 
dows with  appeal  to  every  class. 

DESCRIPTION    OF   DISPLAYS. 

The  color  scheme  throughout  was  in  purple  and 
gold.  Shelves  were  handsomely  draped  with  material 
in  the  royal  colors  and  the  same  color  combination 
was  carried  out  in  the  neckwear  ribbons  and  pen- 
nants shown. 

In  the  clothing  window  a  Newmarket  coat,  silk 
hat,  gloves  and  riding  crop  made  an  effective  group- 
ing on  shelf.  A  handsome  saddle  with  riding  acces- 
sories was  used  for  the  centre  of  the  window  Palms, 
riding  pictures,  show  cards  and  signs  were  used  to 
build  up  an  attractive  setting.  A  showing  of  top 
coats  and  suits  in  shades  of  golden  brov-ns  com- 
pleted this  display,  carrying  the  harmony  of  color 
throughout. 

In  the  furnishing  window  a  large  papier  mache 
horse  shoe,  with  a  life-size  horse's  head,  formed  the 
centre  of  the  display.  A  thoroughly  equine  atmos- 
phere was  lent  by  an  assortment  of  bridles,  riding 
crops,  blankets,  whips,  and  other  accessories. 


Clothing  window   dressed  by  Edwin  E.  Bell,  manager  Thornton   &   Douglas,   Guelph. 
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Big  Attendance  Anticipated  at  C.W.T.A. 


The  second  annual 
convention  of  the  Can- 
adian Association  of 
Window  Trimmers  is  to 
be  held  in  Victoria 
Hall,  corner  of  Queen 
St.  E.,  and  Berti  Streets, 
Toronto  on  Monday, 
Tuesday  and  Wednesday,  August  11,  12  and  13. 

Victoria  Hall  is  convenient.  It  is  in  the  heart 
of  the  large  retail  district.  The  layout  has  been 
allotted  as  shown  in  the  plan  .  There  are  two  large 
assembly  halls.  The  main  one  is  a  large  airy  audi- 
torium 40  x  70  feet  with  stage  and  seating  capacity 
for  400  people.  Part  of  this  room  at  one  end,  and 
another  similar  hall  30  x  60  feet  are  reserved  for 
manufacturers'  booths.  The  interior  layout  also 
consists  of  reception  room,  check  and  wash  rooms  and 
is  especially  adapted  for  an  event  of  this  kind.  Every 
convenience  is  provided  for  visiting  trimmers  and 
manufacturers'  exhibits.  The  halls  are  reached  by 
elevator  and  main  and  rear  stairways.  z 

The  convention  hall  is  especially  well  equipped 
for  the  conduct  of  the  proposed  program.  Among 
the  main  features  is  plenty  of  room  for  the  work  and 
demonstrations.  The  stage  is  the  right  height  and 
there  is  enough  distance  to  get  the  best  results  from 
the  stereopticon  views,  which  are  to  be  presented. 
The  wall  decoration,  artificial  lighting  and  other  fa- 
cilities are  all  that  could  be  desired  for  unit  settings, 
drapes  or  exhibits.  Both  rooms  have  beautifully 
waxed  floors  and  the  furnishings  of  the  different 
rooms  conform  to  the  needs  of  a  gathering  of  ag- 
gressive display  and  publicity  men  and  representa- 
tive merchants. 

Space  is  divided,  according  to  best  location  and 
the  merchandise  to  be  displayed,  in  the  plan  of 
booths.  A  nominal  charge  of  25c  a  square  foot  is 
being  asked.  Manufacturers  of  display  fixtures, 
store  equipment,  or  publicity  can  arrange  for  space 
from  6x6  feet  to  8  x  12  feet.  Eighteen  booths  are 
shown  on  the  plan.  These  will  be  built  according 
to  size  contracted  for  and  will  be  artistic  in  design. 
The  shape  of  the  hall  and  the  arrangement  of  the 
booths  avoids  any  chance  of  confusion.  At  the  same 
time,  particular  prominence  is  given  to  the  modern 
displays  which  will  be  made  by  the  enterprising  fix- 
ture houses.  Booths  are  being  reserved  in  order  as 
applications  are  received  from  the  manufacturers 
interested.  All  the  leading  firms  have  been  advised 
by  President  H.  Hollinsworth  and  the  plans  sub- 
mitted by  the  secretary.  At  the  present  time  there 
is  every  indication  of  a  most  successful  convention. 

Every  member  of  the  Association  is  responsible 
for  the  success  of  the  second  annual  convention.  The 
proposition  from  every  standpoint  is  in  their  own 
interests.     In  making  the  announcement  regarding 


Arrangements  have  been  completed,  as 
outlined  in  accompanying  article — It  is 
fully  expected  that  convention  will  be  a 
red  letter  event. 


headquarters,  the  Exec- 
utive Committee  are 
confident  that  they  have 
done  the  best  that  could 
be  suggested  both  for 
themselves  and  the 
manufacturers.  The 
plan  is  businesslike.  It 
should  be  appreciated  that  the  committee  in  charge 
have  foreseen  difficulties.  They  have  anticipated  the 
importance  which  an  event  of  this  kind  should  be  to 
display  managers  and  publicity  men.  The  conven- 
tion in  all  its  arrangements  is  sufficiently  broad  to 
comprise  every  possible  feature  to  advance  the  art 
of  decorating. 

GETTING  THEM   TOGETHER. 

The  best  part  of  the  C.W.T.A.  program  is  that  it 
brings  retail  store  trimmers,  advertisers,  cardwriters 
and  manufacturers  together.  They  are  in  touch 
with  the  foremost  publicity  men  in  America.  There 
is  no  other  motive  except  the  co-operation  of  display 
men  to  improve  their  own  standing.  The  expense 
of  visiting  the  convention  for  three  days  is  much 
less  than  any  other  arrangements,  which  could  be 
made  to  secure  the  same  advantages.  The  idea  is  to 
place  the  best  within  the  reach  of  display  men,  who 
have  not  the  facilities  or  the  time  to  go  farther 
afield.  It  is  a  simple  plan  to  bring  the  instruction 
and  fellowship  of  the  craft  home.  This  is  considered 
better  than  searching  individually  for  the  help 
which  is  needed.  Future  development  or  use  of  the 
information  depends  on  the  artistic  ability  of  the  in- 
dividual. The  size,  locality  or  needs  of  the  business 
represented  will  define  how  far  the  ideas  can  be  ap- 
plied to  improve  or  make  the  intelligent  display 
of  merchandise  easier. 

Merchants  want  results.  The  C.W.T.A.  recog- 
nizes that  this  must  be  the  aim  of  the  association. 
In  the  future  the  movement  depends  on  the  ability 
of  members  to  give  results  . 

BIG  ATTENDANCE  ANTICIPATED. 

The  organizing  committee  undertake  to  have  200 
members  present.  Great  things  are  planned  by  the 
entertaining  committee.  However,  the  officers  can- 
not do  it  all.  At  least  200  live  display  men  should 
take  advantage  of  the  second  annual  convention. 
Enough  of  the  plans  and  the  program  have  been 
announced  to  show  that  this  event  is  one  of  the  most 
important  of  its  kind  held  in  this  country. 

Last  year  over  80  members  registered  and  at- 
tended the  meetings.  During  the  evening  program 
over  125  people  were  present.  It  should  not  be  a 
hard  matter  to  double  this  next  August.  This  is 
where  individual  members  can  help.  Each  one  can 
interest  a  fellow  worker  in  any  of  the  branches  of 
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Interior  layout  of  Victoria  Hall,  Toronto,  showing  man  ufaeturers    display   space   arrangement    of   booths   and 
assembly  reception  and  smoking  rooms  for  the  2nd  Annual  Convention  C.W.T.A.,  August  11,  12  and  13,  1913. 
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Toronto  business  centre  and   main  thoroughfares,  showing  the  location  of  Victoria  Hall;   2nd  Annual  Con- 
vention C.W.T.A.,  August  11,  12  and  13,  1913. 
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Main  assembly  room  in  Victoria  Hall,  corner  Queen  and  Berti  Streets,  Toronto.  The  2nd  Annual  Convention 
of  The  Canadian  Window  Trimmers  is  to  be  held  here  Aug.  11,  12  and  13,  1913.  Part  of  this  and  a  similar 
hall  is  reserved  for  manufacturing  displays  as  shown  in  diagram. 


retailing.  In  every  town  there  are  numerous  active 
men  who  have  not  yet  been  asked  to  join  the  Associa- 
tion. Send  in  their  names.  If  every  member  will 
arrange  to  bring  one  other  member,  this  year's  con- 
vention will  surpass  any  similar  organization  of  the 
same  age.    The  members  can  do  it. 

The  attitude  of  leading  merchants  is  a  promising 
outlook  for  next  August  convention.  Most  of  the 
merchants  who  have  been  asked  their  opinion  are 
favorable.  Several  members  have  approached  their 
employers  with  regard  to  expenses  to  the  convention. 
This  is  a  good  idea  when  the  store  is  to  benefit  by 
direct  results.  The  neglect  of  trimmers  in  present- 
ing the  matter  in  this  way  is  one  of  the  reasons  why 
some  display  or  publicity  men  have  not  been  inter- 
ested previously.  The  different  committees  are  ar- 
ranging so  much  of  importance  that  whether  a 
representative  is  sent  by  the  store  or  pays  his  own 
expenses  he  cannot  afford  to  stay  away.  Both  the 
merchant  and  representative  will  be  asked  to  judge 
whether  or  not  the  money  is  well  spent.  If  the  firm 
cannot  see  their  way  clear  to  pay  expenses,  come  any 
way.  They  are  usually  willing  to  pay  for  better 
workmanship  and  results. 

INDIVIDUAL  HELP  NEEDED. 

Members  can  do  a  lot  of  work  between  now  and 
August  1.  The  most  important  is  to  be  in  good 
standing  and  boost  for  a  larger  membership.  The 
membership  fee  is  $2  yearly  and  on  this  the  financial 
welfare  of  the  association  depends  to  a  great  extent. 
This  year  the  Association  will  be  self  supporting  if 


the  members  send  in  their  dues  at  once.  The  fees 
pay  for  the  prizes.  Therefore  more  paid  up  members 
means  better  contest  awards.  Money  received  from 
the  sale  of  booths  pays  the  rent  of  the  hall  and  any 
expenses  in  connection  with  the  program.  Manu- 
facturers are  interested  by  a  larger  guaranteed  at- 
tendance. Members  cannot  neglect  their  standing 
and  expect  the  committees  to  take  all  the  responsi- 
bility. Do  not  leave  this  matter  until  August  1. 
A  few  members  have  not  yet  paid  this  year's  dues 
or  signified  that  they  intend  to  come  to  the  conven- 
tion. It  is  important  that  they  do  so.  Every  mem- 
ber should  also  ask  fellow  trimmers  to  join  now. 
Plan  now  to  take  advantage  of  the  opportunity. 
Everybody  is  welcome  but  the  association  has  to  de- 
pend on  its  membership.    Boost  for  200  members. 

Remember  the  Convention   dates.     August  11, 
12  and  13. 


Kelowna,  B.C. — An  improved  store  front  has 
been  put  in  by  the  Oak  Hall  Clothing  Co. 

*  *    ■  * 

North  Bay,  Ont. — T.  Milligan  has  remodelled 
his  front  and  A.  T.  Smith,  men's  furnisher,  will  do 
the  same. 

*  *     * 

Fort  William,  Ont. — Henderson  Bros.,  men's 
outfitters,  are  going  out  of  business  and  are  con- 
ducting a  big  closing  out  sale.  The  sale  is  being 
advertised  heavily  in  double-page  spreads. 
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Some  Style  Tendencies  in  Masculine  Attire 


SOME  OF  the  most 
distinct  style  tendencies 
at  the  Merchant  Tail- 
ors' Fashion  Exhibit  at 
Chicago  are  given  in 
the  following  report 
from  the  Tailor  and 
Cutter: 

Norfolk  coats  will  be  very  popular,  and  the  pad- 
less,  close-fitting  sparrow  coat  style  will  prevail  among 
the  young  men. 

Peaked  lapels  with  rounded  corners  and  long, 
narrow  effect  are  to  be  worn  extensively  this  season. 

Polished  bone  buttons  seem  to  be  the  correct 
adornment  for  Spring  and  Summer  clothes. 

Coats  bound  with  narrow  braid  are  the  real  thing 
for  Summer  wear.  Ravelings  from  the  braid  are 
used  for  felling  the  braid  V2  and  V*. 

Blue  and  gray  serge  bound  with  narrow  black 
braid  will  be  very  popular. 

Trousers  will  average  19  incht-  at  the  knee  and 
16 Y2  inches  at  the  bottom. 

Double-breasted  sack  suits  made  from  a  dark 
blue  Scotch  material,  length  31  inches,  were  on 
exhibition.  Closed  with  3  buttons,  4%  inches  apart. 
Lapels  well  peaked,  shoulders  medium  width,  gen- 
eral effect  of  garment  snug  fit. 

A  very  pretty  model  seen  for  Summer  wear  was 
made  of  gray  material,  a  two-button,  soft  roll  style, 
lapels  peaked  and  a  moderate  cutaway  front.  Length 
30  inches.  Vest  was  6  buttons,  cut  high.  Trousers 
had  a  slight  hip  fullness,  19V2-inch  knee,  16-inch  at 
bottom,  with  a  1%-inch  turn-up  or  roll  bottom. 

Quite  a  few  cutaway  frocks  made  from  Roberts' 
cheviots  were  on  exhibition,  waist  length  18  inches, 
full  length  37.  Front  closed  with  two  buttons. 
Edges  bound,  lapels  show  the  oval  shape  peaked, 
soft  roll  effect  and  the  front  in  well  cutaway. 

Popular  stitching  for  edges  are  1-16  to  1-8  single- 
stitched,  also  great  many  were  hand  stitched. 

Chesterfield  overcoats  were  40  inches  in  length, 
peaked  lapels,  single-stitched  1-8  of  an  inch. 

A  great  many  shepherd  plaids  were  also  on  ex- 
hibition, length  30  inches,  front  closed  with  three 
buttons,  soft  roll  and  medium  cutaway. 

The  lapels  were  peaked  medium  size,  edges  and 
seams  were  single-stitched. 

Vest,  no  collar,  five  buttons.  Trousers,  roll  bot- 
tom 1%  inches,  knee  19  inches,  bottom  16  inches. 

For  business  wear  a  few  four-button  sacks  were 
shown,  length  30 ^  inches.  Lapels  have  a  short 
effect  and  are  medium  peaked  lapels.  Shoulders 
medium  width  as  are  the  sleeves.  Some  were  finish- 
ed with  a  slanting  vent  and  two  buttons.  Edge 
double-stitched. 

For  young  men  the  newest  effect  is  a  double- 


A  summarized  report  of  the  Merchant 
Tailors'  Fashion  Exhibit  held  at  Chi- 
cago— Ideas  for  summer  wear,  some  of 
an  extreme  nature,  are  shown. 


breasted  sack  suit  and 
made  up  in  a  soft,  strip- 
ed suiting,    two-button 
effect,  full     length     of 
coat  30%  inches.    The 
lapels    have     a     long 
shapely      effect.       The 
sleeves  are    narrow    in 
width  as  are  the  shoulders,  being  trimmed  off  with 
four  buttons  at  the  hand.    The  trousers  are  18  at  the 
knee  and  16  at  the  bottom. 


One  of  the  latest  styles  of  lounge 
jackets.  Eeproduced  from  Men's 
Wear,  New  York. 


Single-breasted  two-button  sack,  straight  front, 
made  from  dark  blue  pencil  stripe.  The  pockets  are 
all  patched  and  button  down.  The  length  of  coat  is 
29 V2  inches  and  edges  are  single-stitched  as  are  the 
seams.  The  trousers  are  19  inches  at  the  knee,  16 
inches  at  the  bottom,  and  have  a  turned'-up  cuff  of 
1%  inches  at  the  bottom. 


Nelson,  B.C. — Emory  &  Walley,  men's  furnish- 
ers, are  making  extensive  changes  in  their  store.  The 
office  has  been  moved  to  a  large  balcony  and  the 
space  below  given  up  entirely  to  the  tailoring  de- 
partment where  three  men  are  employd  regularly. 
By  this  change  the  store  space  has  been  increased 
by  an  area  of  25  by  15  ft. 
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YOU  SHOULD    FIGURE 
ON    "IMPERIAL"    BRAND 


If  you  re  planning  on  bigger 
business  for  Fall 

— the  brand  that  made  good  profits 
and  honest  values  possible  in  Mens 
Pure  IVool  Underwear 


3S  33 


With  the  "Imperial"  Brand  of  Men's  Wool  Underwear  lined  up  behind  up,  there  is  little  doubt,  but  that  you 

will  considerably  increase  your  business  over  last  year. 

We  have  been  specialists  in  Men's  Wool  Underwear  for  the  past  third  of  a  century  and  have  built  a  name 

for  our  underwear  that  is  untarnished. 

Our  Men's  Natural  Wool,  Men's  Elastic  Knit,  Men's  high  grade  Imperial,  are  far  above  the  usual  in  value, 

fit  and  finish.    "Imperial"  Brand  is  the  standard. 

"Imperial  Brand"  Underwear  can  be  secured  at  the  leading  wholesale  houses. 

KINGSTON    HOSIERY    COMPANY 


Kingston 


Established  1880 


Ontario 


??.,////////////////////////////////^^^^^ ~7" "?"-; 


The  "last  word" 
in  boys' Clothing 

Lion  Brand  is  the  product  of  many  years' 
experience  in  specializing  on  Boys'  Cloth- 
ing. This  experience  has  taught  us  to 
use  serviceable,  high-grade  materials  in 
styles  that  will  instantly  appeal  to  the 
fancy  of  the  youth. 

If  you  have  been  having  trouble  with  your 
boys'  clothing  business,  give  us  a  trial 
order  and  let  us  prove  that  Lion  Brand 
Clothes  are  quick-sellers  and  good  profit- 
producers. 

Write  for  catalogue. 

The  Jackson   Mfg.  Co. 

CLINTON  FACTORIES  AT  ONT. 

CLINTON,      GODERICH,      EXETER,       ZURICH, 


SUSPEMDER 


Permits  free  movement  of  tie 
f   body  and  shoulders.    No  bind- 
ing,  no  strain  anywhere,    no 
stretching  of  fabric,   no  wear  and 
tear  on  buttons. 

These  are  the  SELLING  POINTS  of 
the  Kady.  All  that  men  of  action  de- 
mand. It's  the  suspender  they  come 
back  for.      Push  it. 

The  Double  Crown  Roller  is  the  Kady's 
great    feature.       A    patented    device     so 

simple  and  perfect  that  duplication  is  impossible.     Im- 
itation bas  been  attempted.     The  straps  slide  over  the  rollers  obedi- 
ent to  every  movement  of  the  shoulders. 
Attractive  signs  and  store  cards  free.     Write  for  literctarc. 
DOMINION  SUSPENDER  CO.  NIAGARA  FAILS,  CANADA 


Chinese  Take  to  Despised  White  Styles 


"THOSE  OF  position 
who  call  on  the  Chinese 

National  Assembly  will 
be  expected  to  wear  the 
Hat  of  Great  Cere- 
mony." 

The  Hat    of    Great 
Ceremony  is  known  to 

the  Western  World  as  the  "Silk  Topper"  or  "Ping- 
Hat,"  and  the  above  injunction  is  a  part  of  the  in- 
structions in  clothing  etiquette  recently  issued  by 
the  new  Chinese  Government.  Every  garment  is 
labelled  and  its  use  carefully  described  so  that  there 
may  be  no  mistakes  to  cause  the  foreigners'  smile. 

While  intended  for  the  use  of  Chinese  officials, 
the  chart  is  important  in  showing  that  China  is 
adopting  the  clothing  of  the  West.  The  stately  robe 
and  Mandarin's  feather  are  to  give  way  to  an  "even- 
ing coat  of  ordinary  ceremony"  crowned  by  a  "Chris- 
tie" hat. 


European  clothes  have  officially  been 
adopted — Etiquette  chart  issued,  pre- 
scribes the  "topper"  as  China's  "Hat 
of  Great  Ceremony" — Some  sartorial 
incongruities. 


TROUSERS 


EVENING  COAT  OF  GREAT 
CEREMONY 


MORNING    COAT  OF 
GREAT      CEREMONY 


TROUSERS 


EVENING    COAT  OF  ORDINARY 
CEREMONY    FOR  THOSE    OF 


MORNING     COAT   OF 

ORDINARY  CEREMONY 

FOR  THOSE  OF  POSITION 


HAT    OF  GREftT 
CEREMONY 


DOMESTIC  DRESS  roK  OftDINARY  OCCASIONS 

LONG    COAT  SHORT    JACKET 

uw«~    <-~  WORM  OVER  THE  LONG  COAT 


WOMAN S  SKIRT 


Woman  6  COAT 


LONG  BOOTS 
USED  BY  THE 
LOWER  CLASSES 


MORNING  BOOTS 
USED  BY  THOSE 
OF  position 


EVENING  SHOES  USED  BY  THOSE 
OF  POSITION 


It  is  not,  however, 
Chinese  official?  alone 
who  are  adopting  Euro- 
pean clothes.  Accord- 
ing to  an  interesting 
article  in  "The  Out- 
fitter," all  self-respect- 
ing Chinese  men  and 
it  a  point  of  honor  to  wear  foreign 


China,  now  that  a  Eepublic  has  been  established,  is  forsaking 
her  national  dress  for  Western  attire,  as  the  above  chart 
(reproduced  from  the  Outfitter)  will  show.  Every  gar- 
ment on  the  chart,  which  is  intended  for  the  use  of 
officials,  is  carefully  labelled  in  order  that  no  mistakes 
may  be  made. 
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women  make 
clothing. 

Less  than  ten  years  ago,  says  one  authority,  the 
Chinese  made  fun  of  our  European  clothing.  They 
did  not  hesitate  to  tell  us  to  our  face  that  they 
thought  our  clothes  ugly,  if  not  indecent.  Now 
there  is  not  a  Chinese  man  or  woman  with  preten- 
sions of  being  "up-to-date"  who  has  not  his  or  her 
European  costume. 

TWEED   CAP   AND  BLUE  GOWN. 

This  change  of  clothing  has  not  helped  to  make 
the  Chinese  look  more  picturesque;  the  European  is 
rather  inclined  to  laugh  when  he  sees  for  the  first 
time  a  representative  group  of  Europeanised  China- 
men. This  is  mainly  due  to  their  affection  for  tweed 
caps. 

One  of  the  commonest  features  in  the  streets  of 
places  like  Shangai  or  Hankow  is  to  see  a  man  clad 
in  a  blue  gown  wearing  a  tweed  cap  ravishly  tilted 
over  one  ear.  The  effect  is  entertaining  rather  than 
impressive. 

The  tweed  cap,  however,  according  to  one  Eng- 
lish merchant  settled  in  China,  plays  a  very  import- 
ant part  in  present  day  Chinese  life.  It  serves  as  a 
badge  for  the  reformer  and  those  who  do  not  wear 
it  are  apt  to  be  regarded  as  reactionaries  and  may  be 
suspected  as  diligently  seeking  trouble. 

Still  more  striking  is  the  change  in  Chinese 
women's  clothing.  At  one  time  they  thought  Eng- 
lish women  looked  like  "wasps  ready  to  break  off  in 
the  middle." 

The  modern  Chinese  woman,  if  she  wishes  to  be 
thought  stylish"  never  talks  in  this  way.  Her  dress 
is  made  of  foreign  material  and  she  will  pay  three 
times  as  much  for  foreign  brocades  as  for  native 
make,  although  the  home-made  will  last  ten  times 
as  long. 

© 

Ingersoll,  Out. — Borrowman  &  Parker,  clothiers 
and  tailors,  have  dissolved  partnership. 

New  Westminster.  B.C. — Reid  &  McDonald, 
clothiers,  have  moved  to  their  new  store,  707  Colum- 
bia Street. 

Sackville,  N.B. — H.  Miller,  who  was  burned  out 
some  months  ago  and  has  since  been  conducting  a 
store  in  Amherst,  will  again  open  in  business  here 
in  men's  and  boy's  furnishings. 
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These  are  the  main  features  that  are  embodied  in  the  KANTKRACft  coated  limn  collars  which  serve  to  make 
them  the  most  popular  waterproof  collars  on  the  market.  These  features  add  greatly  to  the  life  and  appearance  of  the 
collar.     They  look  like  linen  and  wear  better.    "One  grtffe  only,  and  that  the  best." 

(Made  in  Canada) 

The  Parsons  and  Parsons  Canadian  Co. 

HAMILTON  -:-  -:-  -:-  ONTARIO 


DR.  NEFF'S    UNDERWEAR 

You  have  4 
undoubtedly 
heard  of  it 
— now  you 
can  get  it 
in   Canada 


Dr.  Neff's  Pure  Wool 
Underwear  is  famous 
for  its  delightfully  soft 
texture — its  great  wear 
— its  perfect  body  con- 
forming fit. 

Comes       in    Union    and 
two-piece  suits. 
Send  for  samples  of  the 
Fall  and  Winter  range. 

THOMAS 
WATERHOUSE 
&    CO.,     Limited 
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Final  Proceedings  at  the  R.  M.  Convention 


IN  THE  last  issue,  The 
Review  presented  a  re- 
port of  the  early  pro- 
ceedings at  the  Retail 
Merchants  Convention. 
Concluding  sessions  are 
reported  below. 

Toronto,  May  10. — 
Whether  or  not  the  proposed  Bulk  Sales  Act  for  On- 
tario would  or  would  not  be  detrimental  to  the  inter- 
ests of  the  retail  trade  was  one  of  the  main  subjects 
up  for  discussion  on  the  second  day  of  the  Retail 
Merchants'  Association  Convention  at  Massey  Hall 
last  week. 

DISCUSSION    ON    BULK    SALES    ACT. 

After  the  secretary's  and  treasurer's  reports  had 
been  presented,  the  convention  went  into  the  further 
discussion  of  the  propriety  of  the  proposed  Bulk  Sales 
Act. 

G.  B.  Ryan,  of  Guelph,  again  contended  that  the 
principle  of  the  bill  was  correct — that  there  should 
be  some  law  to  prevent  a  dishonest  merchant  from 
selling  out  and  departing  with  the  money.  He  sug- 
gested that  if  any  parts  of  the  wording  of  the  bill 
were  found  to  be  detrimental  to  the  retailer  they 
should  be  changed,  but  he  would  not  be  in  favor  of 
it  being  fought  against  in  any  form. 

Secretary  Trowern  stated  that  on  his  recommend- 
ations the  bill  had  been  entirely  thrown  out,  not 
merely  laid  over.  It  was  a  bill,  he  said,  for  the  pro- 
tection of  the  wholesaler  and  not  the  retailer,  and, 
therefore,  in  his  estimation  was  class  legislation.  Re- 
tailers were  honest  men,  with  few  exceptions,  and  just 
why  there  should  be  such  a  bill  to  catch  a  handful 
of  rascals  to  the  detriment  of  honest  men  he  was  at 
a  loss  to  see.  He  contended  wholesalers  should  watch 
their  credits  closely  enough,  so  that  it  would  be  im- 
possible for  them  to  lose  money  by  the  absconding 
of  debtors. 

Replying  to  this,  Mr.  Ryan  said  that  that  was 
all  very  well  from  a  local  standpoint.  "Men  whom  I 
deal  with  are  all  nearby,  and  I  know  what's  going  on. 
But  it's  different  with  a  wholesaler,  who  has  to  do 
business  with  customers  1,000  and  2,000  miles  away. 

The  secretary  maintained  that  in  the  Criminal 
Statutes  at  present  was  an  Act  dealing  with  abscond- 
ing debtors.  It  was  a  criminal  offence,  liable  to  a 
fine  and  imprisonment.  If  power  could  be  given 
Dominion  authorities  to  go  after  the  absconder 
when  he  crosses  the  line  nothing  more  would  be  re- 
quired. 

"Stop  him  from  selling  out  and  defrauding  his 
creditors  before  he  gets  across  the  line,"  declared  Mr. 
Ryan. 

"You  cannot  make  legislation  to  cover  every 
transaction,"  said  W.  H.  McCordick,  St.  Catharines, 


Bulk  Sales  Act  further  discussed,  some 
interesting  points  being  raised — Trad- 
ing stamp  schemes  discussed — Election 
of  officers  for  ensuing  year. 


who  maintained  that  a 
wholesale  dealer  or 
manufacturer  could 
prevent  bad  credits  by 
securing  statements  on 
intending  purchasers 
from  mercantile  agen- 
cies. "Once  when  I 
I  was  asked  how  much 
but  if  I  had  been 
have 


went  to  Buffalo  to  buy  coal 

I  was    worth.      I  told  the  man, 

crooked  in  giving  him  the  figures  he  would 

found  me  out  when  he  had  secured  a  statement." 

The  impression  of  J.  Staples,  Lindsay,  was  that 
if  he  wanted  to  cheat  his  wholesaler  the  bill  would 
stop  him  from  selling.  If  he  cheated  he  would  be 
criminal,  and,  therefore,  the  law  should  follow  him 
anyway.  But  he  did  not  think  the  proposed  Act 
would  affect  an  honest  man. 

Mr.  Trowern — "The  bill  should  not  go  through 
unless  it  covered  everybody,  not  simply  retailers." 

Mr.  Ryan — "The  bill  prevents  a  wholesaler  or  a 
manufacturer  from  selling  out  without  the  consent 
of  60  per  cent,  of  the  creditors,  just  the  same  as  it 
affects  the  retailers." 

Mr.  Trowern — "If  it  had  stated  that  the  seller 
did  not  have  to  submit  the  names  of  60  per  cent,  of 
the  creditors  until  after  the  sale  it  would  have  been 
a  different  thing,  but  the  seller  must  get  their  con- 
sent 'before  closing'  the  sale." 

Mr.  Ryan — "Yes,  'before  closing'  the  sale,  not 
'before  beginning'  the  sale.  You  have  your  contract 
all  drawn  up  and  the  deal  must  go  through." 

"Another  thing,"  added  Mr.  Ryan,  "in  the  cir- 
cular letter  sent  out  from  the  association  headquarters 
it  states  that  the  fees  of  the  trustee,  which  shall  not 
exceed  5  per  cent.,  must  be  paid  by  the  debtor.  That 
is  not  true.  It  distinctly  states  in  the  second  part  of 
section  5  of  the  proposed  bill  that  the  fees  with  any 
disbursements  'be  deducted  out  of  the  moneys  to  be 
received  by  the  creditors  and  shall  not  be  charged  to 
the  debtor.'  " 

The  secretary  contended  that  if  the  seller  owed, 
say,  $4,000  to  a  mother-in-law,  a  brother,  an  aunt  or 
an  uncle,  that  person  would  not  be  content  to  get 
back  only  95  per  cent,  of  it. 

A.  M.  Patterson,  dry  goods  merchant,  Brockville, 
drew  an  analogy  between  the  proposed  bill  and  the 
method  adopted  in  selling  a  house.  "You  have  to  in- 
form the  purchaser  as  to  the  mortgagee,  if  any,  and 
the  amount  against  the  property,  before  the  sale 
can  be  consummated.  There  may  be  a  few  undesir- 
able words  in  the  bill,  but  in  principle  it  is  right." 

R.  C.  Braund,  asked  where  the  bank  would  come 
in  which  had  advanced  money  to  the  seller.  "Would 
the  bank,"  he  asked,"  be  willing  to  accept  its  loan 
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ARE  YOU  PREPARED 

For  the  business  on  all  kinds 
of  Knitted  Goods  that  will 
come    your    way    this    Fall? 


DENTRA 

[THE  WEAR  IS  THERE 

U  KNIT  V) 


Our  travellers  are  now 
on  the  road  and  a  card 
will  bring  them  to  you. 
They  are  showing  a 
most  complete  line  and 
worthy  of  your  inspec- 
tion. 

Sweater  coats  for  ladies  and  men.  Ladies',  children's  and  men's  mitts  and  gloves.  Caps,  toques,  sashes  and 
knitted  neckwear. 

"Bentro  Knit"  goods  are  produced  by  men  who  are  long  experienced  in  the  business.  The  most  modern 
equipment  and  a  desire  to  give  only  the  very  best  cannot  fail  to  produce  a  selling  line  that  you  can  ill  afford 
to  be  without. 

THE    WILLIAMS-TROW  KNITTING  CO.,  LIMITED 

Stratford  -  Ontario. 


J.  M.  ROBERTSON  &  CO., 
70  Bay  St., 

Toronto,  Ont. 


Agents : 


GEO.  A.  HARRIS, 

120  King  St., 

Winnipeg,  Man. 


Wreyf ord  &  Co.,  Toronto 

Wholesale  Men's  Furnishers 

Dominion  Agents  for  following  Manufacturers: 

Yoiing  &  Rochester,  Londonderry 

Finest  Taffetas  and  Silk  Shirts — Latest 
Neckwear — New  Collars — Spring  Designs 
of  their  celebrated  "Wyanar"  Shirts  stock- 
ed in  Toronto,  at  $12.00  and  $13.50  doz. 

Tress  &  Co.,  London  and  Luton 


High  Class  Hats  and  Caps — Shipment  of 
Straws  just  received.  New  Fancy  Edge, 
Ivy  band,  $15.00.  Cork  Lined  Boater, 
$12.00. 

Cohen  &   Wilks,  Manchester 

"Aquatite"    Raincoats    in    Yarnproof 
Gabardine,   Handspun  Tweeds,  etc. 
Reversible    Ulsters    and    Motor    Coats    for 
Gentlemen  and  Ladies. 
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minus  the  5  per  cent.,  for  the  trustee  because  it  was 
one  of  the  creditors?" 

Becoming  involved  with  difficulties  and  because 
of  both  the  opposition  to  the  bill  and  the  favor  it 
found  it  was  finally  decided  to  leave  the  question 
over  to  a  special  committee  composed  of  the  executive, 
which  would  also  request  various  branch  associations 
to  appoint  one  of  their  number  to  act  on  it.  A  con- 
ference with  representatives  of  the  Canadian  Credit 
Men's  Association  was  also  suggested,  and  this  will 
be  had,  no  doubt,  if  the  retailers  decide  that  some 
sort  of  Bulk  Sales  Act  is  deemed  advisable. 

TRADING    STAMP    ACT    VIOLATIONS. 

In  absence  of  President  Wesloh  for  an  hour  or 
so,  vice-president  E.  C.  Matthews  took  the  chair  on 
Wednesday  afternoon  while  the  convention  was  deal- 
ing with  remainder  of  the  resolutions.  The  first  was 
that,  whereas  some  merchants  are  using  coupon 
cards,  prizes  as  awards,  etc.,  in  violation  of  the  Trad- 
ing Stamp  Act,  it  was  desirable  that  all  cases  of  this 
character  be  forwarded  to  the  executive. 

B.  W.  Ziemann,  merchant  tailor.  Preston,  Ont., 
contended  there  was  too  much  of  this  sort  of  thing 
going  on,  and  that  merchants  frequently  go  into 
illegal  schemes  unknowingly.  "We  should  show 
fellow-merchants  that  they  are  violating  the  Act," 
he  said,  "but  when  promoters  attempt  to  launch  such 
schemes  it  is  a  different  thing;  we  should  get  right 
after  them." 

DELAYS  IN  FREIGHT  CLAIMS. 

At  this  juncture  Mr.  Cray,  of  the  claims  depart- 
ment of  the  Grand  Trunk,  who  was  asked  to  come  to 
the  convention,  talked  for  a  few  minutes  on  some  of 
the  reasons  why  there  were  often  delays  in  settling 
claims. 

"Delay  in  settlement,"  he  claimed,  "not  al- 
together a  matter  which  rests  with  the  express  or 
freight  departments  of  the  transportation  companies. 
We  handle  many  claims,  and  a  large  percentage  of 
them  are  due  to  delays  caused  by  incomplete  returns 
from  receivers.  We  must  have  the  documents  filled 
out  pvoperly,  but  in  mamT  cases  the  claimant  ne- 
glects to  do  this.  He  fails  to  understand  the  necessity 
of  it.  I  have  known  it  to  take  five,  six  and  seven 
weeks  before  the  documents  came  in  properly  filled, 
and  we  do  not  ask  for  anything  that  is  unnecessary. 
'Often  the  merchant's  own  employees  as  well  as 
the  cartage  men  are  indifferent  to  his  interests,  simp- 
ly because  they  know  that  if  there  is  any  shortage 
when  the  invoice  is  gone  over  he  can  get  it  adjusted 
with  the  shipper  who  comes  after  us.  We  may  have 
good  receipts  to  show  that  goods  arrived  in  perfect 
condition  at  your  station,  and  then  comes  the  trouble. 
Retailers  should  assume  greater  responsibility  in  get- 
ting the  goods  from  the  depot  so  as  to  prevent  any 
pilfering  on  the  part  of  cartage  men  or  their  own  em- 
ployees. 


"Another  cause  for  complaint,"  added  Mr.  Gray, 
"is  due  to  insufficient  packing,  addressing,  and  lack 
of  care  in  making  out  shipping  bills.  No  more  than 
70  per  cent,  of  shipping  bills  are  completely  filled 
out.  Address,  name  of  county  or  something  else  is 
wrong  or  omitted. 

"The  transportation  companies,"  he  said,  "have 
difficulty  in  the  employment  of  labor.  We  are  not  in 
direct  touch  with  our  men  as  you  are,  and  they  are 
continually  leaving,  and,  therefore,  many  of  them 
are  inexperienced." 

ADDRESSES  BADLY   MIXED. 

"Go  to  any  freight  shed  and  you  will  find  75  per 
cent,  of  return  packages  have  no  address  or  anywhere 
from  one  to  fifteen.  The  wrong  barrels  sometimes 
come  back,  and  as  barrels  are  not  of  the  same  value 
there  is  a  kick,  and  we  have  to  pay  the  difference." 

A  few  questions  were  asked  Mr.  Gray  in  reference 
to  delays  in  paying  claims  after  these  had  been  ack- 
nowledged by  the  company.  One  man  said  it  was 
his  opinion  that  the  Grand  Trunk  had  always  thous- 
ands of  the  people's  money  on  which  it  was  saving 
interest. 

Mr.  Gray  replied  that  such  was  not  at  all  the  ease, 
as  90  per  cent,  of  the  claims  acknowledged  were  paid 
in  60  days. 

One  resolution  dealt  with  the  contention  that  a 
Department  of  Trade  should  be  formed  by  the  Gov- 
ernment in  the  interests  of  the  retail  merchants.  La- 
bor had  its  separate  department,  and  the  convention 
considered  the  retail  trade  should  be  similarly  recog- 
nized. 

Objection  was  taken  in  a  resolution  to  the  indis- 
criminate distribution  of  an  annual  publication  from 
the  Department  of  Labor  at  Ottawa  dealing  with 
wholesale  prices.  This  book,  it  was  pointed  out,  gets 
into  the  hands  of  labor  people  and  others  who  know 
nothing  of  business  conditions,  and  tends  to  create 
a  prejudice  against  the  retailer. 

The  incoming  executive  was  instructed  to  watch 
articles  appearing  in  newspapers,  journals,  maga- 
zines, reflecting  on  the  character  and  ability  of  retail 
merchants. 


Leading  the  Way 

IN  THIS  issue  is  presented  a  description  of  the  new 
store  of  Rod  Sangster  Jr.,  Montreal.  It  is  a  large 
and  spacious  establishment,  fitted  up  in  the  most 
modern  manner  and  with  fixtures  which  not  only 
give  the  maximum  amount  of  display  space  but 
unusual  facilities  for  stocking  of  goods  as  well.  One 
has  but  to  consider  the  equipment  of  stores  such  as 
these  to  realize  that  the  men's  wear  store  of  to-day  is 
leading  the  way  in  the  matter  of  equipment.  For 
adequacy  of  display  and  stock  arrangements  the 
typical  men's  wear  store  has  no  superior. 
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VANGUARD  Knitting  Wools 


Established 


1752. 


'•»ST6^ 


Scotch 

Fingerings, 

Vanguard, 

15'S,  12'S, 

Fine. 

Hosiery 

Yarns, 

&c,  &o. 


#?  "*t 


Soft 

Knittings, 

B,  Imperial, 

Soft  Spun, 

Vanguard, 

Fine. 

[|       0>2  and  00 
Worsteds, 

otCi)  &C. 


THOMAS  BURNLEY  &  SONS,  LTD., 

Manufacturers   of  Scotch   Fingering  and  Knitting   Wools. 

GOMERSAL    MILLS,   nr.    LEEDS,    ENGLAND. 


Prepare  for  the    I 
Belt  Season 


Jf  you  are  not  using 
one  of  our  No.  1125 
improved  belt  stands, 
you  are  not  making 
the  most  of  your  op- 
portunities. This  is 
the  very  best  stand 
ever  devised  for  the 
display  of  belts.  It 
stands  5%  ft.  high, 
and  the  prongs  are 
numbered  for  the  dif- 
ferent sizes  of  belts. 
Each  prong  is  also 
removable,  as  shown 
in  cut;  the  stand  re- 
volves. We  also  make 
this  stand  with  plain 
prongs,  with  turned 
up  ends,  for  the  dis- 
play of  suspenders. 
Write  for  our  new 
catalogue  to-day. 


Clatworthy  &  Son  Ltd. 

161  King  St.  West 
TORONTO 


J 


THE     ROYAL     BRAND 
COATLESS    SUSPENDER 

Comfortable, 

Invisible, 

Easily     Attached 

Many  men  spoil  their  hap- 
piness and  comfort  by 
suffering  from  the  Sum- 
mer's heat  just  because 
they  cannot  get  a  satisfac- 
tory invisible  suspender. 
You  know  that  this  is 
true,  Mr.  Merchant,  so 
why  not  introduce  a  sus- 
pender that  is  absolutely 
invisible,  perfectly  com- 
fortable, easily  attached. 
These  points  are  all  em- 
bodied in  the  Royal  Brand 
(Joatless  Suspender.  I  t 
gives  the  wearer  perfect 
freedom  of  movement  and 
all   round   satisfaction. 

Made  in  two  styles  and 
Qualities  —  2  point  and  4 
point.  We  also  make  gart- 
ers, arm  bands  and  leather 
belts. 
Write   for   prices   to-day. 

Manufacturers  of  "Peerless"  and  "Fit  Rite"  Braces 

The  Canadian  Suspender    Mfg.   Company 
92  Peter  St.  -  TORONTO 
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The  MacLean  Publishing  Co.  in  Europe 

Something  about  the  work  in  Great  Britain  and  the  Continent, 
together  with  a  brief  description  of  the  London  offices  —  The 
MacLean  Publishing  Co.  a  factor  in  Imperial  trade. 

FOR  NEARLY  25  years  the  MacLean  Publishing  Co.  have  main- 
tained a  branch  office  in  London  to  look  after  their  interests  in  the 
British  Isles  and  the  Continent  of  Europe.  Till  1904  this  office 
was  at  85  Fleet  Street,  but,  as  this  building  was  demolished  with 
several  others  in  the  Fleet  Street  improvement  scheme,  the  com- 
pany took  offices  at  No.  88  on  the  opposite  side  of  the  street. 
Here,  on  the  second  floor  of  the  fine  building  owned  by  the 
"Birmingham  Post" — one  of  the  leading  British  dailies — and 
overlooking  almost  the  entire  length  of  Fleet  Street  with  its  con- 
tinuous stream  of  traffic,  many  newspaper  offices,  noise  and  bustle, 
the  London  Staff  of  the  company  keep  in  touch  with  the  latest 
trade  developments  of  the  whole  of  Europe  and  the  outlying  parts 
of  the  British  Empire. 

During  the  last  few  years  the  European  business  of  the  com- 
pany has  grown  to  such  an  extent  that  the  offices  and  staff  have 
had  to  be  doubled.  Amongst  European  houses  The  MacLean  Pub- 
lishing Co.  is  recognized  as  an  authority  on  Canadian  trade  and 
financial  conditions  and  is  frequently  consulted  by  firms  interested 
in  the  Canadian  market  and  those  wanting  to  secure  a  foothold 
in  the  Dominion. 

The  offices  now  consist  of  an  entire  flat  of  four  rooms.  Of 
the  front  two,  overlooking  Fleet  Street,  one  is  Mr.  Dodd's  private 
office  and  the  other  is  occupied  by  the  stenographers.  The  rooms 
at  the  back  which  look  out  on  to  St.  Bride's  Church,  and  grounds, 
famed  for  its  graceful  spire,  are  devoted  to  the  accounting,  subscrip- 
tion and  travelling  staff. 

The  company's  representatives  cover  the  whole  of  the  British 
Isles  at  frequent  intervals,  thus  insuring  the  information  about 
various  industries  and  manufacturers  which  is  kept  on  file  at  the 
office  is  always  up-to-date.  Manufacturers  and  traders  in  all  parts 
of  the  Dominion  constantly  write  London  office  for  information 
and  advice,  whilst  Canadian  visitors  use  the  offices  freely  and  have 
their  mail  addressed  them  there  if  they  wish. 

British  manufacturers  are  doing  an  increasing  trade  not  only 
in  Canada  but  practically  all  other  markets.  A  big  portion  of 
this  business  is  done  through  export  merchants  and  shippers  in 
London  who  act  as  buying  agents  for  foreign  houses.  Goods 
advertised  in  MacLean's  papers  are  not  infrequently  enquired  for 
by  the  London  merchants  who  have  received  enquiries  from  their 
clients  in  various  countries.  The  circulation  of  MacLean's  papers 
amongst  British    Export    Merchants    is    being    cultivated    and 

Canadian  manufacturers  using  publications  of  the  firm   will  find  this  circulation   of  the   greatest 

possible  value  if  they  are  looking  for  export  business. 

In  addition  to  the  circulation  amongst  British  merchants  an  increasing  number  of  MacLean's 
papers  are  finding  their  way  to  British  Dominions  and  foreign  countries,  including  Australia,  New 
Zealand,  South  Africa,  India,  France,  Germany,  Italy,  Spain,  and  Switzerland,  Russia  and  Turkey. 


E.  J.  Dodds,  manager  of  London  office 
of  The  MacLean  Publishing  Co. 
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-    -  THINK  IT   OVER  -    - 

The  advertisements  appearing  in  this  paper  each  issue  are  there  be- 
cause it  pays  the  advertiser  and  for  no  other  reason. 

Is  it  not  about  time  you  investigated  this  proposition,  and  not  let  the 
other  fellow  do  all  the  talking  to  the  man  you  should  be  selling? 

You  can  talk  across  Canada  in  full  page  space  to  live  dry  goods  deal- 
ers for  $25  an  issue  if  you  contract  for  twenty-four  insertions.  Worth 
while,  isn't  it? 


Editor  of  Dry  Goods  Review. — "Will  you  be  kind 
enough  to  advise  us  best  manufacturers  in  Canada  or 
the  States  of  iron  beds  and  mattresses.  We  shall 
greatly  appreciate  any  information." 

The  following  firms  specialize  on  beds  and  bed- 
ding. Quality  Beds,  Welland ;  G.  Gale  &  Sons,  Wat- 
erville,  Que.,  Toronto  office,  180  Queen  St.  E.,  Alaska 
Feather  &  Down  Co.,  Montreal;  Ideal  Bedding  Co., 
Toronto;  Ives  Modern  Bed  Co.,  Cornwall;  Standard 
Bedding  Co.,  Davies  Ave.,  Toronto ;  Harvey  Quilting 
Co.,  Toronto;  Berlin  Bedding  Co.,  Berlin;  Toronto 
Furniture  Co.,  Toronto;  The  Kindel  Bed  Co.,  Tor- 
onto; The  Ball  Furniture  Co.,  Hanover,  Ontario. 


Calgary,  Ont. — W.  Pickard  and  Son,  dry  good, 
millinery  and  read-to-wear,  announce  that  they  are 
going  out  of  business. 

*     *     * 

Nothing  like  the  impact  of  brisk  business  con- 
ditions to  jar  financial  tightness.  That's  what  is 
happening  in  Canada. 


Elaborate  Fixtures 

Continued  from  page  53. 

The  business  is  run  on  a  strictly  cash  basis  and 
there  is  practically  no  expense  for  bookkeeping.  The 
clothing  sales  are  kept  separate  from  the  furnishings 
saels,  each  department  having  its  own  cash  desk,  so 
that  it  is  possible  to  know  at  all  times  just  what  each 
department  is  doing. 

The  store  emphatically  demonstrates  features  for 
handling  merchandise  successfully.  The  depart- 
ments are  laid  out  correctly  for  the  quick  handling 
of  the  various  lines.  There  are  scarcely  any  pack- 
ages or  boxes.  All  goods  are  displayed  in  cases  or 
laid  out  in  drawers  and  the  old-time  system  of  un- 
wrapping merchandise  has  been  relegated  to  the 
graveyard.  The  policy  of  the  store  is  exclusiveness, 
full  value  and  prompt  service,  and  it  seems  to  fill  the 
bill. 


^I\ 


SUSPENDERS 

(Made  in  France) 

Guaranteed  for  one 
year. 


S.  E.  Porter 
&Co. 

Sole  Agents 

for 

Canada. 

Complete  Stock 
on  Hand 

at 

"  Birks    Building," 

MONTREAL 


Look  into  the 

Maple  Leaf 
Underwea 

Record 

during  the  past  six  years  and 
you  will  be  able  to  solve  the 
"reason  why"  of  its  success. 
It  gives  the  maximum  amount 
of  satisfaction  to  wearer  and 
retailer.    See  the  Fall  samples. 


THOS.  WATERHOUSE  &   CO.,   Ltd. 

INGERSOLL  ONTARIO 

HAROLD  F.  WATSON.    WELDON    &    CO..   Selling?  Agents 
Coristine    Bldg.,    Montreal. 
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A  Handsome  Horse  Show  Window 


The  Horse  Show  window  shown  above  was  trimmed  by  Reid 
W.  Pepper,  for  Harvey  C.  Hall,  Yonge  Street,  Toronto.  It  is  both 
elaborate  and  striking,  combining  selling  strength  with  a  distinct 
"horsey"  background,  lent  by  the  use  of  pictures  and  riding  ac- 
cessories. 

This  display  contains  several  individual  unit  arrangements  of 
men's  wear  which  have  distinct  merit. 
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ESTABLISHED 
1850 


C.  F.  RUMPP  &  SONS 


INCORPORATED 
1904 
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Always 
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Reliable 
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Manufacturers  and  Exporters  of 

FINE  LEATHER  GOODS 
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Always 
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Reliable 
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Write  for  Circular.  Correspondence   Solicited. 

Philadelphia,  U.  S.  A. 

NEW  YORK  SALESROOM :     683  and  685  Broadway 
WESTERN  CANADA:     WILLIAMS  &  MILLER,  Calgary,  Alta. 
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Stock  Records  and  Store  Forms  are  Adopted 


THE     INTERSTATE 

Committee  of  Retail 
Clothiers'  Associations 
recently  took  up  the 
question  of  stock  rec- 
ords and  office  forms. 
A  committee  was  ap- 
pointed to  go  into  the 

question  fully,  consisting  of  the  president  and  secre- 
tary of  each  of  the  six  state  organizations  in  the 
Middle  West.  A  number  of  other  prominent  asso- 
ciation members  were  added  to  the  committee.  It 
was  formed,  as  previously  reported,  at  the  Iowa  Retail 
Clothiers'  Association's  annual  convention  in  Du- 
buque, February,  1912.  The  idea  was  advanced  at 
that  time  that  one  of  the  greatest  needs  of  the  aver- 
age retail  clothier  was  an  efficient,  practical  system 
of  keeping  a  careful  record  of  stock  and  sales,  in 
order  to  do  away  with  over-buying,  says  Men's  Wear. 
The  first  work  of  the  committee  was  the  drafting 
of  a  combination  swatch  book  and  daily  stock  and 
sales  record,  as  well  as  a  sleeve  ticket  and  a  perman- 
ent stock  record.  These  were  first  reproduced  in  this 
magazine  on  October  23,  1912.  At  meetings  of  the 
committee  since   that   time  the  records  reproduced 


Committee  appointed  by  the  Interstate 
Retail  Clothiers'  Association's  selected 
forms  which  are  deemed  best  fitted  for 
carrying  on  clothing  store — A  descrip- 
tion of  the  system. 


on  this  and  the  follow- 
ing pages  were  drafted. 
They  were  drawn 
up  after  a  thorough 
study  of  hundreds  of 
forms  now  in  use,  and, 
in  the  estimation  of  the 
committee,  arc  the  most 
practical  records  that  can  be  devised. 

Number  1  is  a  stock  record  form,  intended  prim- 
arily for  clothing,  but  one  which  can  be  used  for 
almost  any  line  or  department  in  the  store,  such  as 
odd  trousers,  raincoats,  underwear;  in  fact,  any  mer- 
chandise that  runs  in  sizes.  This  record  is  brought 
out  by  the  committee  in  a  bond  volume  of  200  pages, 
allowing  the  same  book  to  be  used  for  a  number  of 
different  departments.  It  is  also  printed  in  loose 
leaf  form. 

Number  2  is  a  hat  and  cap  record,  bound  200 
pages  to  the  book,  and  this  is  also  brought  out  in 
loose  leaf.  The  double  ruled  lines  in  both  numbers 
1  and  2  represent  red  lines  in  the  form.  Of  course 
it  will  be  understood  that  the  cuts  shown  in  these 
pages  are  greatly  reduced  reproductions  of  the 
original  forms. 
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No.  3.  Alteration  Tag. 
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MEN'S  WEAR  SECTION 


Dry  Goods  Review 
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No.  8.  Daily  Statement. 
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Xo.  1.  Stock  Record  for  Clothing  or  other  Stocks. 


Numbers  3  and  4  are  alteration  tags,  that  need 
no  explanation  to  the  retail  clothier.  They  are  per- 
forated, one  part  going  to  the  customer  to  present 
when  he  calls  for  the  suit  or  overcoat,  the  second 
part  going  to  the  office,  the  third  part  going  to  the 
alteration  shop  with  the  garment. 

Records  number  5,  6,  7,  8,  and  9  are  all  of  one 
size,  printed  in  loose  leaf  form,  so  that  one  binder 
will  answer  for  all.  They  are  also  brought  out  on 
cards  for  those  who  prefer  this  system. 

No.  5  is  a  sheet  for  estimates  of  advance  pur- 
chases. 


No.  6  is  the  monthly  and  daily  record  of  the 
various  salesmen. 

Number  7  is  the  salesmen's  annual  record. 

Number  8  is  a  daily  statement  by  departments. 

Number  9  is  a  record  of  incoming  freight  and 
express. 

Number  10  is  a  combined  monthly  statement 
from  the  various  departments. 

Number  11  is  the  annual  statement  by  depart- 
ments. It  will  be  noticed  that  two  year's  records  are 
shown  on  one  page  for  convenience  in  comparison. 
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This  form  and  number  10  are  also  brought  out  in 
loose  leaf. 

Number  12  is  the  inventory  sheet.  In  the  cut 
only  the  upper  half  of  this  sheet  is  shown.  The  lower 
half  is  merely  a  continuation  of  the  ruling  shown  in 
the  cut.    This  is  printed  in  loose  leaf  form. 

Number  13  is  a  record  of  merchandise  returned. 
This  is  printed  in  a  book  in-  triplicate  form,  the  rec- 
ord remaining  in  the  book,  one  copy  being  torn  out 
and  sent  with  merchandise  and  the  other  sent  by 
mail  with  the  letter  notifying  the  recipient  of  the 
return  shipment. 

No.  14  is  a  convenient  card  for  the  credit  depart- 
ment of  a  store  doing  a  credit  business.  It  is  filled 
out  at  the  time  the  application  for  credit  is  made. 
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No.  14.  Application  for  Credit 
Card. 


No.  13.  Kecord  of  Merchandise 
Returned. 
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Originality  is  a 
good  feature  of 
ad.-writing.  But 
you  can  always 
get  too  much  of 
a  good  thing. 


Some  good  samples  of  men's  wear  ad- 
vertisements— A  discussion  of  their 
good  points  and  their  faults — The  value 
of  white  space  demonstrated. 


ON  THE  opposite  page 
is  shown  a  number  of 
advertisements  o  f 

men's  clothing,  all  of 
them  of  an  unusual 
high  degree  of  excel- 
lence. They  are,  at 
that,    representative    of 

the  class  of  advertising  which  is  being  done  by  cloth- 
ing and  men's  wear  firms  throughout  the  country. 
At  the  top  is  sbown  part  of  a  full  page  ad.  of  the 
T.  Eaton  Co.,  Toronto,  the  bulk  of  which  was  de- 
voted to  men's  clothing.  The  lay-out  of  this  section 
is  an  admirable  one  in  most  respects.  The  figures 
are  well  drawn,  mannish  and  natural  in  their  lines 
and,  as  placed,  they  stand  out  with  a  good  degree  of 
prominence,  a  degree  which  would  have  been  height- 
ened, however,  had  more  white  space  been  allowed. 
The  same  objection  applies  to  the  whole  advertise- 
ment. Tt  presents  too  condensed  an  appearance.  It 
is  too  "talky."  A  description  is  one  of  the  strongest 
and  most  essential  features  of  a  clothing  ad.,  but  it 
is  rather  an  easy  matter  to  become  too  descriptive. 
The  matter  contained  in  this  ad.  is  exceptionally  well 
written,  in  a  chatty  way,  but  how  many  would  go 
through  it  to  discover  the  merit  of  the  writer's  dic- 
tion? Short,  sharp,  incisive  descriptions  would  have 
served  the  purpose  better. 

Beneath  is  shown  a  panel  from  an  advertisement 
of  the  Regina  Trading  Co.,  featuring  men's  fancy 
shirts.  The  lay-out  is  an  excellent  one  and  would, 
with  a  few  changes,  to  include  firm  name,  serve  well 
for  a  separate  advertisement,  In  this  ad.  each 
article  is  described  tersely  and  priced  in  large  black 
figures.  Small  space  has  been  used  to  most  excellent 
advantage. 

An  ad.  of  undoubted  originality  is  that  of  Fair- 
Aveathers,  limited.  The  sign  at  the  top,  "The  House 
of  Quality,"  has  long  been  used  by  the  firm  and 
can  be  identified  at  first  glance  by  residents  of  Tor- 
onto. It  is  distinctive  and  as  such  a  most  valuable 
feature  of  the  advertisement.  The  reading  matter 
is  well  arranged  with  a  sufficient  margin  on  either 
side  to  lend  the  strength  which  white  space  alone  can 
give. 

A  neat  appearing  ad.,  barring  some  very  notice- 
able typographical  defects,  is  that  of  Fralick  &  Co. 


It  is  aggressively  word- 
ed and  attractively  laid 
out,  the  neat  illustra- 
tion adding  to  the 
effect.  Had  the  cut  off 
rules,  distributed 
through  the  copy,  been 
replaced  by  neat  dashes 
or  eliminated  entirely,  the  appearance  of  the  ad, 
would  have  been  heightened  considerably.  Neater 
joints  on  the  border  would  also  have  constituted  a 
distinct  improvement. 

The  elongated  ad.  of  the  R.  J.  Devlin  Co.  has 
many  features  which  commend  it  highly.  Its  shape 
itself  is  sufficient  to  win  attention.  The  use  of  the 
two  cuts  with  prices  serves  to  fill  the  space  to  good 
advantage,  having  plenty  of  white  space  to  make 
them  stand  right  out.    This  ad.  should  prove  a  sales 

winner. 

*     *     * 

Honesty  in  Advertising 

A  campaign  has  been  started  in  certain  quarters 
against  dishonest  advertising. 

There  has  been  of  late  years  a  distinct  tendency 
on  the  part  of  ad.  writers  to  drift  away  from  the 
straight  and  narrow  path  of  absolute  truth  in  the  pre- 
paration of  copy.  The  transition  begins  with  a  ten- 
dency to  exaggerate,  to  let  enthusiasm  run  riot  in 
descriptions.  Then  the  habit  of  exaggerating  values 
creeps  in,  and  finally  over-enthusiasm  (to  term  it 
mildly)  finds  its  way  into  the  manipulation  of  fig- 
ures. So  far  the  ad.  writer  has  not  got  himself  into 
very  dangerous  depths,  but  unfortunately  other  in- 
fluences begin  to  manifest  themselves  to  force  him 
farther  afield.  The  competitive  spirit  carried  to  ex- 
cess is  one  of  th3  most  potent  influences  toward  dis- 
honesty in  advertising.  The  ad.  writer  desires  to 
present  his  goods  in  a  more  favorable  light  than  any 
of  his  competitors  are  doing ;  the  spirit  of  emulation 
seizes  them  all,  and  they  are  soon  engaged  in  a  brisk 
competition  of  promiscuous  prevarication. 

For  instance,  Bloughard  &  Co.  advertise  a  suit, 
regular  price  $28.50  for  $18.50.  The  public  accepts 
the  figures  as  bona  fide.  But  then  H.  0,  Tair  thinks 
to  go  his  competitors  one  better  and  advertises  a  suit, 
regular  $30.00  for  $18.50.    This  is  creeping  far  be- 
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SPECIALLY  INTERESTING  TO  MEN 


Smartly  Tailored  Stylish  Suits  for  the  Young  Man 

The  Many  Merits  of  Society  Brand  Clothing 

SAID  THU  HEUOUHTABLK  HOB  ACRES,  on  bis  transformation  from  the  country  squire  to  the  mau-about-town— accomplished 
by  means  of  a  lien  suit  "I  clothes  and  curled  hair  —  "Dress  does  make  a  difference,  Davey."  And,  verily,  there  is  never  a  young 
man  of  sense  who  will  gaiosa)  him. 
That  dress  docs  indeed  make  a  difference  is  a  fact  of  practical  experience  to  the  wearers  of  Society  Brand  clothes,  designed  no  less 
for  men  >vhii  stay  young  than  for  young  men.  Cut  with  all  the  very  latest  style  features— high  vest,  semi-fitting  coat  with  closely-fitting 
shoulders  and  collar,  rounded  eoliiei-s,  and  'J  or  i  buttons,  they  aiso  have  many  special  features.  Such,  for  instance,  are  the  pencil 
pocket  in  tin-  seam  of  the  inside  breast  pocket,  tbe  extension  safety  pocket,  which  conceals  and  secures  ■  letters,  papers,  etc,  and  the 
watch  pocket,  within  the  outside  breast  pocket— all  ill  the  coat.    The  vest  has  a  watch  guard  in -the  lower  left  pocket  for  fob  or  chain 

and  a  pencil  or  fountain  pen  pocket,  which  opens  ii 

Wear  Your  Colors  in  a  "Blazer"  Coat 


The  Correct  Coat  for  the  Camp,  the  Playing  Field, 
the  Outing  and  the  Summer  Resort 


ON  THE  THAMES 
they  make  a  vivid 
splash  of  color, 
not  only  on  Boat  Race 
Day  and  at  the  time  of 
the  Henley  liegatta,  but 
during  the  whole  boat- 
ing season  —  these 
brightly  striped  flannel 
blazers.  And  the  sea- 
m.Ic  resorts,  the  country 
lawns,  the  playing  fields 
of  Eton  and  Harrow  and 
the  hundreds  of  schools, 
uul leges  and  clubs  where 
men  and  buys  most  do 
congregate,  are  gay 
with  them. 

There  surely  is  never 
■a.  man  —  in  the  land 
where  BO  many  men's 
fashions  are  made,  who 
is  not  proud  of  his  blaz- 
er, and  the  same  feeling 
is  now  very  evident  in 
Canada,  for  the  striped 
blazer  in  coNege  or  club 
eolora  is  regarded  as  n 
necessary  possession  for 
the  smart  man. 

Therefore  those  who  would  at  ih«  sam 
he  I'u'.hionablp  and  comfortable  will  be  ■- 
brar  lhat  striped  blazers  in  college,  High 
and  Huh  colors  may  now  be  purchased 
Men's  Clothing  Section. 


Thpy  i 


breasted    style 


i  England 
in  single- 
th    patch 
ocketa,  are  smartly  tailored 
nd  well  finished.  The  stripes 
re     obtainable     in     various 
'idtbs  and  in  the  following 
olors  :— Light      blue 
svv.  red  and  black,  crimson 
nd  white,  green  and  white, 
avy   and  white,  black  and 
rhite.      Royal     and     black, 
id  black,  rifle  green 
and  red.       Sizes    34    to    44. 
Prices,  $3.00,  $:J  50  and  $4  00. 
Navy    Blue    Blazers,    with 
corded  edges,  in  various  col- 
ors,   including     white,    red, 
orange    and    pale    blue,    are 
also  made  with  patch  pock- 


obt 


iiM. 


H 


i  44,  at  $2.00. 


Blazers  for  Boys 


bla/« 


to 


ad  to 
rbool 


I  any  boy, 
,ud  black,  white  and 
navy.  Royal  bjue  and  black, 
stripes  of  medium  width. 
Tbeae  also  have  patch  pock- 
eta,  and  are  very  neatly 
made.  Sizes.  24  to  27,  arc 
$1.75  ;  sizes  28  to  30,  $2.00, 
and  sites  31  to  34,  $2  25. 

Useful,  cool  blazers,  in  navy  blue,  with  cord 
trimmed  edges,  in  red.  orange,  pale  blue  or 
white,  with  3  patch  pockets,  in  sizes  24  to  34, 
art  $1.50. 


the  seam  of  the  upper  left  pocket.  The  trousers  are 
permanently  creased,  which  keeps  them  pressed  and 
prevents  bagging  at  the  knee.  They  possess  a  cash 
pocket  within  the  right  hand  side  pocket  and  an  im- 
proved secret  money  pocket  on  the  inside  of  the 
waistband.  And,  besides  all  this,  the  styles  are  em-' 
inently  distinctive. 

A  three-piece  Summer  suit  of  Cambridge  grey  cheviot, 
though  of  light  weight,  is  splendidly  tailored  and  built  to  re 
tain  its  shape  The  single-breasted,  3-button  coat  has  the  fasli- 
Jed  corners  and  peak  shaped  lapels,  with  a  seuu- 
form  fitting  back  and  well  built  shoulders.  The  vest  is  cut 
high,  showing  a  vestee,  and  fastens  with  six  buttons.  Th.- 
trousers  are  obtainable  with  plain  or  cuff  bottoms.  -Sizes  33 
to  39.    Price,  $20.00. 

Many  other  models,  single  breasted  and  with  2  or  3  but 
tons,  may  be  seen  in  this  brand,  the  materials  including  wors- 
teds, fine  cassiraeres,  fancy  weaves  and  thread  stripes  in  tin- 
latest  Summer  colorings.  Prices,  $18.00,  $22  50,  $24  00  ami 
$25.00. 

Norfolk  Suits  Are  Very 
Fashionable 

So  popular  now,  not  only  for  the  young  roan  who  pla>s 
ITolf  and  who  indulges  in  various  sports,  the  Norfolk  coat  was 
much  in  evidence  at  the  baseball  opening.  Here  they  are  iu 
great  variety  and  splendidly  tailored,  in  worsted  finished  che- 
viots, in  greys,  fawns  and  browns.  The  waist  belt  passes  uu- 
der  box  pleats,  front  and  back,  and  the  coats  are  also  dis- 
tinguished by  long  lapels.     Sizes  34   to  42.     Prices,  $13.00,    if 20  00,  $22  50 

EATON-made   Suits   fcr   Young 

iccordance  with  c 
I  reveal  excellent 
'ing  brief  descripti 


Men's  Fancy  Shirts,  75c 


*****.      cut  stylca.    Cm. 
."*    -*J      Shirt,* - 


Negligee  Shirts— X™  patterns  mi  zephyrs  and  prints, 
II  made  and  fast  eoloi-  .  all  sizes  in  the  coat  or  rcgula 
lomc  and  select  your  new  Summer 
lot  wliil' 


utniiicr       *}rV 
,,  sale  at  .  »  «>C 


More  Bargains 


Work    Shirts— Strong    si 
black  anil  sinpos;  all  aizrs. 

Silk  and  Knitted  Ties— 13 
.".Qc  qualities,  all  colors   on  1 

Excelda     Handkerchiefs— \o 
■Hy  silk    f-i.ish.-d.    Regular 
-acli.    On  sale,  6  for : 

Men's  Fancy  Sox— A  very  pi 
If  lol  al  Ilk-  sale  pure  of    I  pi 


Underwear  Clean-Up  at  75c 


„r  all  l.roki-n  luira  .. 
tV.irtli  'JOO.  Vi.OU  1 


,   WOI-I     W....I    M-Vil    Sill. 


In 
ed  twe 
rounded  i 


vided  w; 
The 


model  is  a  striped 
i  mixture  with  (.-old 
ell  into  the  waist] 
ich  of  white, 
belt  loops  aud  side 
e-breasted  styles  a 


green  stripe 


uff  bottom: 
ie   smart   si; 
e-finished 
Price,  $15.00. 
Very    neat,    attractive    suits    in    the    fashionable  light  brown  with  a  gold 
a  pin  chucks  with  a  thread  stripe  at  interval!  of  ltf    inchet.     Coats  ai 
haned   lapels,   the  high   vest   with   white   vestee  aud  the  trousers  made  i 
extremely  stylish  suit  for  the  smart  young  man,  and  is  $16  00 


-J-  "SOCIETY 

—  BRAND" 

Men's  Coats 

From 

Old  Bond  Street'  | 

New  Chesterfield 
Slipons  in  Irish 
band  -  woven  home- 
spuns, with  or  with- 
out cuffs,  one-quar- 
ter  silk-lined.  No 
two  patleroa  are 
alike. 

$25  to  835 

Men's  Silk  Hats.  Der- 
bies, Soft  Hats,  Gloves, 
Baas,  Canes  and  Um- 
brellas, -sat 

Faii-weathers 

United 
S4-46  Yon* 
M.otre.l       T°""""       Wl-a'Pf. 
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Join  the  bo 


Thirty-Three  Va 


Handsomely  Engraved 
Silver  Loving  Cup. 

10     Gold     and     Silver 
Medals. 

Cash  Awards. 

2nd    Annual     Contest 
1913 


OPEN  TO  WINDOW  TRIM- 

MERS,  CARD-WRITERS 

AND  ADVERTISERS 


Awards  to  be  made  at  the  August 

Convention,   Canadian  Window 

Trimmers'  Association. 


C.  W.  T.  A.   Window    Decorating 
Contest. 

Classification  of  Prizes: 

Class  I — Annual  Grand  Prize. — Silver  loving  cup,  suitably  engraved, 
for  the  best  six  displays,  original  window  and  unit  trim  photographs  sub- 
mitted by  contestant  during  the  year.  Cup  to  become  property  of  the  win- 
ning decorator  each  year.    Presented  by  Dry  Goods  Review. 


ORIGINAL  WINDOWS. 

Class  2 — Open  to  all  trimmers  in  cities  of  100,000 
or  over. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize — C.W.T.A.  Silver  Medal. 

For  the  best  window    of    the  year    showing    most 
beautiful  and  original  background  and  groupings. 

MERCHANDISING  WINDOWS. 

Class  4 — Open  to  all  trimmers  in  towns  and  cities 
up  to  50,000. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize— C.W.T.A.  Silver  Medal. 
For  the    best    display,   merchandising   or  business- 
bringing   windows   judged   by   sales   and   effective    ar- 
rangement for  such  event. 


HOLIDAY  OR  OPENING  WINDOWS. 

Class  3 — Open  to  all  trimmers  in  cities  from  50,000 
to  100,000. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize — C.W.T.A.  Silver  Medal. 

For  best  holiday  or  opening  window,  millinery  and 
ready-to-wear  display. 

MEN'S  WEAR  WINDOWS. 

Class  5 — Open  to  men 's  wear  trimmers  of  Canada. 
1st  Prize—  C.W.T.A.  Gold  Medal. 
2nd  Prize — C.W.T.A.  Silver  Medal. 

For  best  men's  wear  units  and  furnishing  tables  or 
windows  dressed,  showing  arrangement  of  units  in 
completed  trim. 
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ys  this  year 


luable  Prizes 


FLORAL  DECORATIONS.  BEST  GROUPING  OR  DRAPES. 

Class  6 —  Class  7 

1st  Prize  -         -         -         -         $10  lst   Prize  ....         $5 

2nd  iPriz**  *R   R 

For   best   window   or   interior"  decoration,   artificial  For    the    best    display    of    drapes    or   ready-to-wear 

flowers  being  used  grouping  arranged  in  the  department  windows  or  cases. 

BEST  COUNTER  OR  LEDGE  TRIM.  BEST  BACKGROUNDS. 

Class  8 —  Class  9 — 

lst  Prize $5  ls*  Prize $5 

For  the  best  arranged  overhead  or  counter  trim  of  For  the   best   background   setting  used   during  the 

merchandise  from  any  department.  year,  for  anniversary,  opening  or  sale. 

TERMS  OF  CONTEST: 

(a)  Trimmers  are  eligible  to  enter  in  any  class  without  restrictions,  except  that  no  trimmer  can  enter  a  class  in  a  city  of  less 
population    than    that    stipulated. 

(b)  Any  number  of  photographs  can  be  submitted,  but  one  view  only  is  necessary  to  enter  competition  in  any  class. 

(c)  Photographs  must  be  of  this  year's  work,  since  August  lst,    1912,  and  must  not  have  been  submitted  in  any   other  contest. 

(d)  All  photographs  to  be  forwarded  to  the  secretary  by  August  lst,  1913.    Pictures  will  be  returned  to  contestants  after  the 
Convention,  if  requested. 

(e)  Contestants  must  give  detailed  description  of  windows,  color   scheme   and   general   plan,   cost,   etc.,   marked   on   back   with 
name  and  address,  and  whether  for  Annual  Contest.     Class   number  must  also  be  designated. 

(f)  All   windows  to  be  judged  under  numbers,  any  identifying  marks   must  be  removed. 

C.  W.  T.  A.  Cardwriting  Contest 

CLASS  1 — FANCY  WINDOW  CARDS  (General).  Second  Prize       ....     Cash  $2.00 

First  Prize — C.W.T.A.  Gold  Medal.  Third  Prize Cash  $1.00 

Second  Prize— C.W.T.A.  Silver  Medal.  CLASS  5— ALL  PEN  LETTERED  CARDS. 

CLASS  2— AIRBRUSH  CARDS.  First  Prize Cash  $3.00 

First  Prize Cash  $5.00  Second  Prize       ....     Cash  $2.00 

Second  Prize      ....      Cash  $3.00  Third  Prize Cash  $1.00 

CLASS  3— ORIGINAL  HOLIDAY  CARDS  CLASS  6— PEN  LETTERED  PRICE  TICKETS. 

(Christmas,  Easter,  Thanksgiving).  (In  groups  of  six) 

First  Prize Cash  $5.00  First  Prize Cash  $2.00 

Second  Prize      -      -      -             Cash  $3.00  Second  Prize       ....     Cash  $1.00 

Third  Prize       ...       -       Cash  $2.00  CLASS  7— AIR  BRUSH  PRICE  TICKETS. 

CLASS  4 — PLAIN  SALE  CARDS   (General) .  First  Prize Cash  $2.00 

First  Prize Cash  $3.00  Second  Prize       ....     Cash  $1.00 

TERMS  OF  CONTEST: 

(a)  Cards  entered  moist  be  first  used  in  merchandise  displays. 

(b)  Not  more  than  two  cards  to  be  entered  in  class  2,  and  4.     Not    more    than    Miree    cards    to    be    entered    in    class    3,    and    notl 
more  than   six  cards  in  classes  1,  5,  G,  and  7. 

(c)  No  air  brush  cards  to  be  entered  in  any  class  except  2  and   7. 

(d)  No  contestant  can   enter  more  than  three  classes. 

(e)  All  cards  must  be  of  uniform  size.     None  larger  than  half   and  none  smaller  than   1-16  of   regulation   sheet  22in.x28in. 

(f)  No  card  to  be  entered  in  more  than   one  class. 

(g)  Each  card   must  bear  the  number  of  class  in   which   it  is   to  be  entered,  but  not  the  contestant's  name  and  must  be  sent 
not  later  than  August  lst,  1913. 

C.  W.  T.  A.   Advertising  Contest 

CLASS  1— GOOD  ADVERTISING. 
First  Prize  -  -      C.W.T.A.  Gold  Medal  Second  Prize  -  C.W.T.A.  Silver  Medal 

Awarded   for  the  best  all-round   advertising,  including  general   publicity   opening  and   sale  announcements. 
x  TERMS    OF    CONTEST:— 

(a)  Announcements    must      have    appeared    this    year. 

(b)  All  copy  must  be  original. 

(c)    Not   more   than   six  examples   to   be  entered   in   contest.  (d)    All  ads.  to  be  judged  on  points:   1 — Editorial  and  descrip- 

tive  text;    2 — Layout;    3 — Typographical   effect;    4 — Originality   of  ideas. 

Contestants  must  be  members  of  the  C.W.T.A.  and  staff  employees  in  Canadian  stores. 

Contests  close  August  lst,  1913.    The  award  committee  decisions  to  be  final. 

All  photographs,  show  cards  and  advertisements  to  be  available  for  publication  in  Dry  Goods  Review. 

Canadian  Window  Trimmers'  Association 

143  University  Ave.  Toronto 
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DO  you  know  of 
any  dry  goods 
dealer,,  anywhere  in 
Canada,  who  does 
not  subscribe  to  the 
Dry  Goods  Review? 

If  so,  you  will  be  doing  him 
a  good  turn  by  giving  us  his 
name  and  address,  so  that 
we  may  send  him  a  sample 
copy  and  an  order  blank. 


DRY  GOODS  REVIEW 

Canada's  Only   Semi-Monthly  Dry  Goods  Paper 

MONTREAL    TORONTO    WINNIPEG 
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Merchants   and   Buyers 

get  the  habit  of  reading  the  advertise- 
ments each  issue.  They  contain 
valuable  information  about  goods 
you  should  know  about. 

Clerks 

get  familiar  with  the  selling  points  of 
the  goods  you  have  in  stock.  Many 
good  selling  arguments  are  found  in 
the  advertisements  in  the  "Review" 
each  issue. 


Manufacturers  and 
Jobbers 


h 


Should  bear  in  mind  this  import- 
ant fact,  if  they  desire  to 
approach  the  retailer  who  him- 
self practices  and  believes  in 
advertising,  it  is  obvious  that  an 
appeal  to  him  through  advertis- 
ing in  "The  Review"  (the  paper 
he  reads)  would  most  likely 
meet  with  greater  success  than 
any  other  method. 


Dry  Goods  Review 


MEN'S  AVEAR  SECTION 


yond  the  range  of  probabilities  and  the  public  re- 
gard the  announcement  with  skepticism.  If  Bloug- 
hard  and  Co.  accept  the  figures  as  a  challenge  and 
go  out  to  beat  them  by  fixing  their  prices  to  read 
$32.50  regular  for  $15.00,  then  the  public  refuses  to 
put  any  credence  in  the  reputed  value  of  the  suit, 
and  the  advertisement,  as  a  result,  is  worthless.  In 
cases  such  as  this  both  firms  are  changing  their  figures 
for  the  same  article,  boosting  the  original  value  of 
the  article,  a  few  dollars  for  every  dollar  clipped 
from  the  selling  price.    This  system  of  playing  it  at 


both  ends  to  attain  a  statement  of  unprecedented  bar- 
gain offering  is  so  thin  that  people  accept  it  for  ex- 
actly what  it  is — just  "bunk." 

As  stated  before  there  is  a  distinct  agitation  on 
at  the  present  time  against  this  ridiculous  (the  only 
word  that  applies)  custom.  Merchants  are  being  urg- 
ed to  stick  to  facts  as  closely  as  possible  and  to  avoid 
exaggeration  of  values.  The  movement  has  been 
inaugurated  through  the  fear  that  buncombe  adver- 
tising will  undermine  public  confidence  in  advertis- 
ing in  general. 


HINTS   TO   BUYERS 

From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


GOES   TO   EUROPE. 

A.  Germain,  of  Germain,  Smith  & 
Birks,  Ltd.,  Montreal,  importers  of 
millinery,  lingerie,  ladies  garments, 
etc.,  left  last  week  for  Europe  on  his 
semi-annual  buying  trip. 


REMOVALS  OF  MONTREAL 
FIRMS. 

The  Wertheim  Export  Co.,  Ltd.,  of 
Berlin,  Germany,  dry  goods  import- 
ers, have  moved  from  the  Caron 
Building  to  the  fifth  floor  of  the  new 
Unity  Building,  46  St.  Alexander  St. 

Steffens  &  Nolle,  Ltd.,  importers 
of  woollens,  have  moved  from  the 
Beardmore  Building  to  the  new 
Shaughnessy  Building,  McGill  St. 

Michael  F.  Phelan,  agent  for 
manufacturers  of  house  furnishings, 
has  moved  from  the  Lindsay  Build- 
ing to  the  new  Unity  Building. 


Reynier     Freres,  glove   manufac- 
turers,  have   moved  from     the   Vic- 
toria  Building     to  the   new   Unity 
Building. 


Fownes  Bros.  &  Co.,  glove  manu- 
facturers, have  moved  from  the  Cori- 
stine  Building  to  the  new  Unity 
Building. 

Tootal  Broadhurst  Lee  Co.,  Ltd., 
of  Manchester,  Eng.,  manufacturers 
of  cotton  goods,  have  opened  a  Can- 
adian office  in  the  Read  Building,  St. 
Alexander  St.,  Montreal,  in  charge  of 
Robert  Hulme. 


HAT  TIP  WITH  NAME  ON  FREE 
OF   CHARGE. 

The  attention  of  the  milliner  who 
is  up-to-date  in  seeking  to  save  time, 
and  yet  increase  the  neatness  and 
finish  of  the  hats  she  turns  out,  is 
directed  to  a  ready-made  head  lining 
put  on  the  market  by  Burnett  & 
Temple,  London,  England.  These 
linings  are  of  good  material,  and 
well  and  neatly  made,  and,  moreover, 
are  finished  with  a  handsome  gold- 
printed  tip.  Last,  but  not  least,  the 
milliner  who  purchases  one  gross 
can  have  her  name  printed  in  gold 
letters  on  the  tip  free  of  extra 
charge. 

The   agent    for  Canada    is  R.  H. 

Cosbie,  30  "Wellington  West,  Toronto. 


Condensed  Advertisements 


ADVERTISER    NOW    IN    CANADA   WHO    IS 

about  to  establish  an  agency  in  London,  Eng- 
land, would  like  to  hear  from  firms  requiring 
representatives  on  that  side.  Apply  Box  4, 
Dry   Goods    Review. 

OPPORTUNITY  IS  NOW  OFFERED  TO 
purchase  the  stock  and  goodwill  of  G.  L. 
MacKay,  Limited,  ladies'  costumers,  Regina. 
Excellent  stand,  and  one  the  best  equipped 
stores  in  the  West.  Good  lease  and  reasonable 
rent.  Apply  to  G.  L.  MacKay,  Ltd.,  495  Yonge 
St.,   Toronto. 

ENGLISH  FIRM  OF  MANUFACTURERS  OF 
Hair,  Hair  Goods,  Hair  Nets,  as  used  by  high- 
class  hair-dressers  and  stores,  desire  to  ar- 
range a  Canadian  agency  on  commission  with 
established  sound  house  who  has  a  good  con- 
nection in  the  trade  for  Toronto,  Montreal 
and  district.  Arrangement  for  stock  to  be 
kept  in  Canada  would  be  made.  For  further 
particulars,  write  to  Box  97,  Dry  Goods 
Review,   88  Fleet  Street,   London,   England. 

FRESH,  CLEAN,  STOCK  OF  SHOES  AND 
Men's  Clothing  and  Furnishings  in  growing 
village  of  Courtright  on  St.  Clair  River.  Write 
J.  T.  Locke,  The  Ark,  Corunna,  Ont.  for  in- 
formation. 

FOR  SALE— CLEAN  STOCK  OF  GENERAL 
dry  goods;  cash  business,  doing  $70,000  yearly, 
net  profits  $45,000  in  six  years.  Good  live 
manufacturing  town  in  one  of  the  finest  agri- 
cultural districts.  Address  Box  7,  Dry  Goods 
Review. 
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Dry    Goods    Review 


I. 


Tal^e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


'! 
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A   NEW   SUCCESS    SHAPE:  "BORDEN" 


HpHIS  is  the    latest    addition    to  the  Success  range — a  very  smart,  clean-cut  shape 
with  small   "  wing." 

The  "  BORDEN  "  is  essentially  correct  for  formal  wear — but  is  also  a  special  favor- 
ite for  general  wear — a  throughly  comfortable  collar.  Made  only  in  2%  in.  height. 
Keep  your  collar  department  right  up-to-date  :       Ask    your  wholesaler    for 

"  BORDEN." 
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10,000  Business  Men  Will  Gather  Here 

This  is  a  picture  of  the  spacious  Fifth  Regiment  Armory  in  Baltimore.     The  sessions 
of  the  ninth 

Annual  Convention  of  the 
Associated  Advertising  Clubs 


of  America  will  be  held  here  June  8  to 
13,  1913.  Delegates  from  one  hundred 
and  thirty  five  American  and  Canadian 
Clubs,  and  thousands  of  other  advertis- 
ing and  business  men  will  be  present. 
Great  Britain,  Germany  and  other  Euro- 
pean countries  will  also  send  strong 
delegations. 

The  meetings  will  be  addressed  by  the 
most  forceful  and  interesting  speakers 
among  the  successful  advertising  buy-' 
ers  of  the  country — men  who  have  suc- 
cessfully conducted  epoch  making  cam- 
paigns. Open  departmental  and  other 
special  sessions  will  be  devoted  to  the 
problems  of  the  various  branches  and 
phases  of  the  great  business  of  advertis- 
ing. Here  every  man  will  have  an 
opportunity  to  say  his  say,  and  those 
who  have  solved  the  perplexing  prob- 
lems of  modern  publicity  and  merchan- 
dising will  tell  their  audiences  how  they 
did  it. 


In  addition  to  these  business  meet- 
ings, nearly  every  pulpit  in  Baltimore 
will  be  occupied  on  Sunday,  June  8th, 
by  prominent  advertising  men,  who  will 
tell  how  closely  advertising  is  linked 
with  the  religious  and  social  progress  of 
our  time. 

The  evenings  will  be  devoted  to  a 
series  of  unique  entertainments  to  which 
all  delegates  and  guests  will  be  invited, 
and  throughout  the  whole  convention, 
Baltimore  will  more  than  maintain  her 
enviable  reputation  for  warm,  generous, 
open-handed    hospitality. 

You  do  not  need  to  be  an  advertising 
club  member  in  order  to  be  welcomed 
at  this  convention — all  business  men  are 
invited.  If  you  cannot  come  yourself, 
send  your  advertising  or  sales  manager. 
Make  your  plans  now — write  to  the  ad- 
dress below  for  the  full  program  of  the 
convention,    hotel    accommodations,    etc. 


Associated  Advertising  Clubs  of 

Convention  Bureau 

1  North  Calvert  Street 
Baltimore,    Md. 
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Allen's  Big  Value  Whitewear 

June  is  the  month  of  whitewear  sales  throughout  the  ready-to-wear  trade — the 
month  of  blouse  and  underwear  sales.  Are  you  ready?  Have  you  planned  on 
a  big  turn-over  in  whitewear  in  June1? 

There  is  plenty  of  time  yet  to  get  in  shape. 
Send  us  word  and  we  will  forward  our  range 
of  samples  — lines  that  cannot  help  bringing 
you  a  big  increase  in  your  June  business. 
Send  to-day. 


The  Allen  range  of  Waists 
and  Whitewear  is  unusually 
complete  with  dainty,  exclus- 
ivee  styles.  The  values  are 
up  to  or  even  better  than  our 
usual  standard  and  will  de- 
mand the  recognition  of  the 
w  o  m  a  n  of  discriminating 
taste. 


Allen  values  are  of  an  order 
eminently  higher  than  the 
usual  in  every  way.  The  Al- 
len trade  mark  applied  to  any 
garment  symbolizes  this  fact 
and  is  an  assurance  of  excel- 
lent workmanship  and  cor- 
rect style.  Our  range  of 
samples  is  at  your  disposal. 
Let  us  help  you  with  your 
■T  ii m-  sale. 


ALLEN  MANUFACTURING  CO.,  Limited 


105  Simcoe  St. 


Long  Distance  Phone 
ADELAIDE  966 


Toronto 
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Exquisite  Linens 

"Old  Bleach"  for  1913-14 


The  exquisitely  soft,  vet  firm  texture  of  "Old  Bleach"  linens  is 
the  result  of  many  decades  of  linen  making  and  the  adherence 
to  the  old  and  original  method  of  sun  and  grass  bleaching.  The 
"Old  Bleach"  process  in  conjunction  with  the  mild  aqua-laden 
atmosphere  of  Old  Ireland  works  wonders  in  the  preservation  of 
the  life  of  "Old  Bleach"  linens,  giving  them  long  wear,  and 
a  rich,  lustrous  softness. 


0.  B.  line  of  stamped  towels  ready  for  embroidery  work  at  popular  prices, 
sample  dozen. 


Write  for 


R.  H.  COSBIE,  LIMITED 


IR[SH    LINEN    AGENCY 
30  WELLINGTON  STREET  WEST,         :: 


TORONTO 


Rooster  Brand 

SOFT 

I  CrdwJF  Over  All    SHIR  I  S 

Soft,  Smootii,  Silky, 

Soothingly    Satisfactory, 

Scientifically  Selected, 

Surely  Saleable 

SUMMER  SHIRTS 

Robert  C.  Wilkins  Co.,  Limited 

FARNHAM,  QUE. 

MANUFACTURERS : 

Soft    Shirts,   Q0bn's   Trousers,    White    Coats, 

Riding   Breeches   etc. 


Montreal  Office, 


501  New  Birks  Building 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  Jlustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     3)^.50     Mailed  Free 

Specimen  Copy  will  be  supplied  on  application. 


Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  London  Office, 
71    Queen  St.  E.C. 

Publishing  Offices  : 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E.C. 
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GREENSHIELDS  LIMITED 

MONTREAL 


YOUR  FALL  ORDER 

Should    be    in    our   hands    by    this    time. 

HAVE  YOU  delayed  placingit  for  any  reason? 

WE  CAN  REACH  YOU  in  any  part  of 
CANADA  with  our  TRAVELLERS. 

IF  YOU  are  not  numbered  amongst  our  CUS- 
TOMERS we  want  you  to  be,  and  are  ready 
to  show  good  tangible  REASONS  why  you 
should  be. 

N.B.— This  is  a  good  time  to  put  on  one  of 
our  special  SMALLWARE  SALES 


OUR  TRAVELLERS  will   soon   call   for  your  SORTING  orders/ 
We  trust  that  your  trade  will  make  liberal  sorting  necessary. 

IN  THE  MEANTIME— WRITE— to  our  Mail  Order  Department 
for  any  lines  you  require  in  a  hurry. 

"EVERYTHING    IN    DRY    GOODS" 

GREENSHIELDS  LIMITED 
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HORROCKSES 
FLANNELETTES 

Are  Made 
From  Carefully  Selected  COTTON. 


The  nap  is  short  and  close, 
no  injurious  chemicals  are  used. 


QUALITY,  DESIGNS  AND  COLOURINGS 
ARE  UNEQUALLED. 


If  purchasers  of  this  useful  material  for  Under- 
wear all  the  year  round  would  buy  the  best  English 
make,  they  would  avoid  the  RISKS  they  andoubt- 
edly  run  with  the  inferior  qualities  of  Flannelette. 


See  the    name 

ANNUAL  SALE 

HORROCKSES  " 

upwards  of 

on  the  selvedge 

TEN  MILLION 

every  two  yards. 

Yards. 

Horrockses,  Crewdson  &  Co.,  Limited 

Manchester  and  London,  England. 
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YOU  CAN  SELL  WITH  CONFIDENCE 
IF  YOU  HAVE  THIS  MARK  ON  YOUR 


HI  RT INGS 


Because  then  the  cloth  is  as  perfect  as  it  can 
be  made. 

For  over  half  a  century  D.J. A.  Shirtings 
have  taken  the  lead  in  the  highest  class  trade. 

There  is  an  enormous  range  of  fine  designs, 
and  you  are  sure  to  find  just  the  one  you  ivant. 

These  Shirtings  include  Oxfords,  Zephyrs, 
Cheviots,  Fancy  Mattes,  Ceylons,  All-wool 
Taffetas,  etc. 


DAVID  &  JOHN  ANDERSON,  Limited 


Atlantic  Mills 


ESTABLISHED 
1822 


GLASGOW 


!• 
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Laces 

Embroideries 

Allovers 
Ribbons 

Trimmings 

Rufflings 

One  of  our  large  departments  is 
devoted  to  the  above  goods  with 
the  result  that,  if  you  will  make 
it  a  point  to  see  our  samples,  you 
will  find  many  lines  that  will 
please  you  and  boost  your  season's 
profits. 

FLOUNCINGS  certainly  "Look 
Good." 

Have  you  got  a  good  assort- 
ment? We  have.  In  all 
Widths,  Designs  and  Prices. 


Selection, 
Price  and 
Service 

are  the  factors 
that  you  no 
doubt  consider 
in  buying  goods. 


We  realize  this 
and  all  three 
are  strongly 
cultivated,  for 
your  benefit  as 
well  as  our  own, 
for  we  want 
your   business. 


John  M.  Garland  Son  &  Co. 


Ottawa, 


Canada 
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There  is  just  ONE  best  way 

to  do  anything 


In  the  handling  of 
money  or  the 
keeping  of  records 

This  is  IT 


TTS  perfection  is  ac- 
knowledged  by  every 
nation  on  earth — 212 
different  kinds  of  busi- 
nesses have  granted  its 
superiority  over  all 
other  systems  for 

Recording  sales 

Checking  losses 

Safeguarding  profits 

Protecting  the  integrity 
of  employer  and  employes 

Warranting  a  square  deal 
to  customers 


Made  in  over  500  styles  and  sizes — each  with  a  distinct  difference  and  each  differ- 
ence based  on  the  peculiar  conditions  of  a  specific  business. 

No  store  is  too  small — no  institution  is  too  large  to  operate  to  the  best  advantage 
without  a  National. 

No  matter  who  you  are,  what  you  do,  or  where  you  do  it — if  you  handle  money 
or  keep  records,  write  and  find  just  what  sort  and  size  of  National  Cash  Register 
is  built  to  meet  your  especial  requirements. 

The  National  Cash   Register   Company 

285  Yonge  Street,  TORONTO 
Canadian  Factory,  Toronto 
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ENGLISH 
MOHAIRS 

Guaranteed  hy  the   B.D.A. 

Fabrics  that  Sell 

Year  In  and  Year  Out 


English  Mohairs  are  ever  in  demand  because  of 
their  many  practical  qualities.  Smart,  stylish, 
sturdy — they  are  good  for  any  service. 
You  don't  have  to  worry  about  fugitive  fashions 
in  placing  your  order  for  these  staple  selling 
cloths — they  are  in  fashion  all  the  time. 
Every  woman  needs  a  number  of  Mohair  Gar- 
ments in  her  wardrobe — coats,  dresses,  skirts  and 
waists.  For  the  seashore  and  the  country,  Mohair 
is  the  most  practical  of  all  fabrics — for  automobil- 
ing,  Mohairs  are  unsurpassed. 

Their   natural    lustre   is   not     dimmed    by   damp 
weather,  nor  spoiled  by  dust. 

When  you  buy  English  Mohairs  ask  for  those 
guaranteed  by  the  Bradford  Dyers'  Association. 
Then  you  will  be  sure  of  getting  the  best  Mohair 
dress  fabrics  the  world  produces. 
English  Mohairs  guaranteed  by  the  B.D.A.  drape 
perfectly  and  lend  themselves  to  the  making  of 
the  snappiest  styles  in  outer  apparel. 
The  best  known  designers  of  Paris  regularly  use 
this  splendid  material  for  the  expression  of  some 
of  their  best  ideas. 

English  Mohairs  are  durable  and  economical,  and 
belong  to  the  class  of  staple  selling  merchandise. 
The  demand'  goes  on  every  day  in  the  year. 
Your  dress  goods  department  is  not  complete  with- 
out a  representative  showing  of  English  Mohairs. 
Ask  your  wholesaler  or  importer  to  show  you  the 
newest  colors  and  patterns. 


The  Bradford  Dyers' Association 

of  Bradford,  England 


Limited 


Advertising  cuts  (free)  and  further  information 
may  be  obtained  by  addressing  the  American 
Bureau, at  No.  235  West  39th  St., New  York  City. 
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Make  Ticketing  a 
pleasure  by  using  the 


Noesting  Pin-Ticket 

We  have   secured   the   patents   for  this  ticket 
for  Canada 

Ready  July  1st 

Send  for  Sample  Box  and  Price  List 


Made    with    rounded 

points — saves    time, 

non-injurious  to 

articles. 


trade: 

r^l  A  R  K 

Pg^g 

■^^^*                              H^M^^ 

Eliminates  all  chances 

of     blood    poisoning 

from  torn  fingers 

and  hands 


THE  NON-INJURIOUS  PIN-TICKET 

We  have  secured  the  patent  for  the  manufacture  of  this  pin  ticket  in  Canada  have  installed  machinery  and  will 
be  in  a  position  to  make  deliveries  by  July  1st.  This  is  without  any  doubt  the  best  ticket  on  the  market,  made  of 
the  best  ticket  board  and  rounded  tinned  wire. 

The  "Noesting"  pin  ticket  overcomes  all  the  deflciences  of  all  other  pin  tickets.  It  is  a  great  time  and  temper 
saver.     Write  to-day   for  sample  box  and   price  list. 

The  COPP,  CLARK  COMPANY,  LIMITED 

495  to  517  Wellington  Street  W.  :  :  TORONTO 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 


Order  of  your   Wholesaler. 


ROBERT   HENDERSON 

Ar      (^(j        Dry    Goods    Commission    Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


Liddell's  mgedal  Linens 


The  Effect  of  Skill 
is  portrayed  in 
the   Fall    r a  nge 

The  1913-14  showing  of  Lid- 
dell's Linens  adds  another  page 
in  the  history  of  linen  making 
success.  The  skill  of  the  Irish 
peasantry  in  making  fine  linens 
is  portrayed  very  prominently 
throughout  the  entire  range, 
which  consists  of 

Table  Cloths  and  Napkins, 
Irish  hand  embroidered  Bed 
Spreads,  Shams,  Sheets,  Pillow 
Cases,  Lunch  Cloths,  Doylies, 
Bureau  Scarfs,  etc. 

See  the  1913-14  range. 

R.  H.  COSBIE,  LIMITED 

IRISH  LINEN  AGENCY 
30  WEST  WELLINGTON  STREET  TORONTO 
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Very  Important  to  Have  a  Complete  Range 
of   MEN'S   Summer  Underwear     at    this 

Season 

Among  our  popular  selling  lines 
we  direct  the  attention  of  buyers 
to  the  celebrated  B.  V.  D.  for  which 
we    are  selling  agents. 


Sorting  orders  should  come  to  hand 
early  to  insure  certain  delivery  of 
sizes  most  in  demand.  We  have  a 
full  range  of  Shirts  and  Drawers 
and  Combinations  now  in  stock. 


the  B.V.D.  CQ.  N-i 

The  B.  V.   D.  Garment 


All  the  following  lines  now  in  stock  for  Summer  trade 
in  complete  range  of  sizes,  including  combinations  and 

separate  garments. 

JVIEN'S  NATURAL  Balbriggan  Garments  in  Long  or  Knee  Length  Drawers 
WHITE  Balbriggan  Garments,  in  Long  or  Knee  Length  Drawers 
BLACK  Balbriggan    Garments,   Short  or    Long    Sleeve    Shirts 

In  the  Best  $4.50   Values 

Other    Grades  of  Natural  Balbriggan  Garments  in  Abundance 

$3.00   to  $4.00  per  Doz. 

MEN'S     WHITE  Porous  Knit  Underwear.  MEN'S     Combinations  in  all 

WHITE  Lisle  Underwear.  the    Leading    Styles 

WHlib  JNainsook   Underwear.  .      , 

WHITE  Silkette  Underwear.  nOW  m  st°ck- 

THIS  IS  THE  MONTH  TO  SORT  UP  YOUR  STOCK. 

See  Ranges  on  the  Road  with  our  Travellers,    or 
Write  our  LETTER  ORDER  DEPARTMENT. 

The 

W.    R.    BROCK     COMPANY    (Limited) 

TORONTO 
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Widespread   Influence  of  a  Cash  Declaration 

An  article  dealing  with  the  splendid  results  which  followed  on  one 
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merchants  in  town  benefited. 
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The  Business  and  Financial  Outlook 


THAT  BUSINESS  is 
not  entirely  satisfactory 
at  the  present  juncture 
is  a  truth  which  cannot 
he  avoided  or  glossed 
over.  Coming  into  close 
touch  with  the  manu- 
facturers.   The    Review 

has  found  that,  although  the  feeling  is  not  at  all 
general,  a  great  many  are  not  finding  the  outlook 
quite  to  their  liking.  Orders  have  not  heen  coming 
in  as  rapidly  as  had  heen  hoped  for  in  some  quarters. 
Quite  a  few  manufacturers  on  the  other  hand  state 
that  business  is  all  that  could  be  hoped  for. 

An  encouraging  feature  is  the  fact  that  no  par- 
ticular slackness  is  felt  in  the  demand  for  the  higher- 
priced  articles  and  novelties.  If  a  period  of  real  de- 
pression were  at  hand,  the  first  signs  would  be  felt 
in  ,1  falling  off  in  the  demand  for  luxuries  and  con- 
sequently for  the  more  expensive  articles  of  apparel 
and  personal  adornment.  When  the  public  begins 
to  feel  the  pinch  of  impending  depression,  the 
purchase  of  luxuries  is  immediately  checked.  That 
there  is  no  evidence  of  this  at  the  present  time  is 
significant.  It  can  be  cited  as  proof  of  that  fact  that 
all  business  and  financial  men  so  stoutly  affirm — that 
the  present  financial  tightness  is  purely  temporary 
and  will  gradually  pass  away.  With  an  improve- 
ment in  finances,  there  would  inevitably  be  a 
marked  change  for  the 
better  in  business  con- 
ditions. 

All  reports  indicate 
that  conditions  in  On- 
tario and  the  eastern 
provinces  are  good ;  or, 
at  any  rate,  that  any 
unsteadiness  is  due  to 
the  influence  of  the 
western  market.  The 
trouble  is  located  in  the 
W  est  where  unwise 
speculation  has  tied  up 
such  huge  sums  in  land 
that  there  is  not  suf- 
ficient money  in  circu- 
lation for  legitimate 
trade  purposes.  Collec- 
tions there  have  been 
extremely  slow. 

In  the  dry  goods 
and  clothing  trades,  the 
in  an  u  f  a  c  t  urers  are 
frankly  diffident  about 
the    Western     situation 


Some  manufacturers  complain  that 
present  volume  of  business  is  not  up  to 
expectations — Others  have  more  than 
they  can  handle — The  financial  tight- 
ness in  the  West  at  root  of  the  trouble. 


just  at  the  present 
moment.  That  things 
will  brighten  up  in  the 
near  future  is  the  gen- 
eral belief,  but  in  the 
meantime,  the  effect  on 
trade  is  not  stimulat- 
ing. 

OUTLET  FOR  THE  FUTURE. 

The  outlook  for  the  future  is  bright.  Although 
grumbling  can  be  heard  on  the  score  of  present  con- 
ditions, there  are  few  who  fail  to  see  in  the  future 
the  promise  of  better  things.  It  is  generally  believed 
that  conditions  in  Canada  are  basically  sound  and 
that,  as  soon  as  a  certain  period  of  rigorous  conserva- 
tism in  business  has  righted  the  financial  situation, 
the  prosperous  conditions  of  the  last  few  years  will 
lie  restored  completely.  To  look  this  up  is  the  fact 
that  building  operations  continue  to  show  an  in- 
crease in  most  quarters.  People  seem  to  have  as 
much  money  to  spend;  and  the  tide  of  immigration 
is  swelling  the  population  at  a  rapid  rate. 

Manufacturers  are  anticipating  that  their  turn- 
over for  the  year  will  show  a  satisfactory  increase, 
although  in  some  cases  the  volume  of  business  at  pres- 
ent being  done  is  not  absolutely  satisfactory. 

Summing  up  the  monetary  situation,  the  Finan- 
cial Post  says : 

"At    the   present   juncture,    although    there    are 

some  occasional  returns 
In  the  contrary,  the  out- 
look for  business  in  the 
whole  of  Canada  has 
not  changed  materially 
during  the  week.  There 
has  been  accentuation 
of  the  cautious  attitude, 
being  taken  by  both 
jobbers  and  manufac- 
turers. They  are  realiz- 
ing the  necessity  of 
keeping  well  within  the 
credit  limits  established 
last  year.  In  doing  this 
they  have  of  necessity 
to  force  collections, 
which  during  the  week 
caused  business  mortal- 
ity to  lie  a  little  heav- 
ier than  normal.  It  has 
been  found  also  that 
drafts  are  being  return- 
ed because  of  trifling 
causes. 


Why  stocks  are   dull! 

— McCutcheon,   in   Chicago   Record-Herald. 
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Widespread  Influence  of  a  Cash  Declaration 


SEVENTEEN  YEARS 
ago  Geo.  Ritchie  &  Co., 
now  the  Ritchie  Co., 
Ltd.,  Belleville,  took  a 
radical  step  in  adopting 
a  cash  system.  The  ef- 
fects of  the  system  (at 
that  time  an  innova- 
tion) has  helped  many  merchants  in  that  city  to 
improve  their  business  methods.  They  do  business 
on  a  cash  basis  and  are  willing  to  co-operate  on  all 
important  questions.  To-day  several  firms  are  taking 
advantage  of  the  step  made  in  the  right  direction  by 
an  enterprising  concern  years  ago.  Belleville  is  prac- 
tically a  30-day  or  cash  city.  Results  show  how  far- 
reaching  the  attitude  of  a  representative  and  estab- 
lished house  is  responsible  for  the  improvement  of 
modern  business. 

When  the  change  was  made,  people  predicted 
that  the  step  would  be  ruinous  to  the  store's  credit 
and  the  customer's  interests.  All  the  well-known  ar- 
guments were  advanced  against  the  move.  There 
were  over  1,600  accounts  on  the  books  to  be  collected. 
Some  of  these  were  carried  from  6  months  to  a  year 
or  even  longer.  Sometimes  the  amounts  of  the  above 
statements  were  sufficient  to  swamp  an  average  store. 

Merchants  w  ere 
struggling  to  offset  the 
disadvantages  of  the 
system  in  practice.  To 
make  the  change  was 
considered  too  great  a 
revolution.  At  that 
time  Geo.  Ritchie  had 
been  established  in  Bel- 
leville for  over  40  years. 
From  the  good  business 
standpoint  they  decided 
the  reasons  for  cash 
business  were  of  suffi- 
cient import  to  make 
the  system  feasible  in 
the  interests  of  the  com- 
munity. It  was  recog- 
nized to  be  the  ideal 
condition  of  service  be- 
tween producer  and 
consumer  held  by  an 
influential  firm. 

One  of  the  import- 
ant reasons  for  the 
change  was  the  loss  of 
business  after  an  ac- 
count was  rendered  un- 
til the  debt  was  paid. 
The  firm  had  no  control 


Seventeen  years  ago  the  Bitchie  Co., 
Belleville,  decided  to  put  business  on  a 
cash  basis — Their  stand  has  been  a  fac- 
tor in  putting  business  in  that  city  in 
all    lines    on    a    better    basis  for  all. 


THE  CASH  SYSTEM 


*  * 


ALTHOUGH   heretofore  our  term*  have  been  nominal!)   cash,  yet  credit  has  gradual!? 
crept  in,  until  nou  injustice  to  the  cash  principlc'we  feel  that  we  must  make  a  change. 
After  full  consideration  we  hav»  decided  that  on  and  after  the  is!  of  Jul;  next  w< 


adopt  ; 


,sking  fp 


bdeville,  Ju 


189S. 


Circular  letter  issued  June  15th,  1898,  by  (Jeo.  Bitchie  & 
Co.,  announcing  a  cash  policy.  The  beginning  of  a  new  era 
in  business  for  merchants  in  Belleville.  Some  interesting  fea- 
tures are  seen  in  this  announcement. 
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of  these  lost  sales.  They 
felt  that  they  should 
not  be  responsible  for 
creating  conditions 
which  should  not  exist, 
and  which  ultimately 
reflected  on  their  own 
turnover. 
The  following  is  a  copy  of  the  circular  issued  to 
customers  June  15,  1898,  stating  the  policy  of  the 
firm.  It  is  interesting  for  many  reasons,  both  as  an 
example  of  advertising  at  that  time  and  of  wide- 
awake business  management  .  This  circular  marks 
an  advance  still  evident  in  an  aggressive  business, 
which  has  grown  to  be  one  of  the  largest  in  Eastern 
Ontario. 

Business  increased  $1,000  a  month,  directly  after 
the  cash  system  was  introduced.  The  turnover  has 
kept  growing  ever  since.  Therefore,  at  no  time  has 
the  scheme  been  a  detriment  as  predicted.  Instead 
of  being  a  reflection  on  credit,  the  result  is  that  the 
reputation  and  standing  the  firm  enjoy  to-day  are 
stronger  than  they  ever  could  be  under  the  old  sys- 
tem. Growth  of  business  in  the  many  leading  de- 
partments has  been  substantial.  Each  section  of 
stock  shows  relative  and  sometimes  almost  abnormal 

growth  compared  with 
any  store  of  over  25 
years'  standing  in  the 
Dominion.  For  ex- 
ample, the  Ritchie  Co. 
conduct  one  of  the  fin- 
est ready-to-wear  de- 
partments between  Tor- 
onto and  Montreal. 
While. the  firm  is  a  con- 
servative corporation, 
the  management  is  ag- 
gressive and  thorough- 
ly modern.  They  main- 
tain the  same  represen- 
tative position  as  a  lead- 
ing establishment  as 
they  did  when  the  cash 
system  was  adopted. 

Ritchie  Co.,  Ltd., 
do  not  wish  credit  for 
any  influence  outside 
their  own  business.  The 
merchants  of  Belleville, 
however,  enjoy  the 
benefits.  The  foresight 
of  the  concern  in  mak- 
ing Belleville  a  better 
(  Continued  on  page  T> ) 


*  *  *  -*■  * 


the    ftislt    Sljstf 

nnetfttbn  with 

wrH, 

stness. 

s  to  call  attention  tc 

eresl,  bad  Jebts.  Sic 

recognize  the  "Ca 

the  losses  included    in 
ih  System"  as  the  corr 

ty   of 

ect  bu 

ng    a  cred, 
people   are 
stness  print 

business 
fully    aw 
pie,  bene 

we  do  directly  between  the  world's    produ 
of  the  Bay  of  Quinte  district,  we  realize  oi 
declare  il  to  he  our  ambition  to  make  tins 

-,:,: 

t  our  diffe 

ion  to  be  O 

e  the  most 

ent  lines 
te  of  publ 
sHieient  to 

OSllion.we  feel  can  O 
edit  system  cut  off  a 
unts,  turned  inloth 
uitagc  ground  farm 

nly  be  r 
nd  the 
; chann 
advanc 

Bached  through  the  "Cash  System;'"   with 
energy   heretofore  expended   in   entering, 
>l  of    wide-awake   business   management    \ 
e  of  our  present  position. 

intention  by  this  ac 
business,  which  we 
l\es,  and  ask  foe.  tht 

tion  to  reflect  upon  an 
ire  firmly  convinced  w 
hearty  co-operation  o 

!n  obedience  to  our  c 
!l  be  advantageous  to  our 
all  in  the  mutual  interest. 

RESPECTFULLY  YOURS, 


2/ec  '^/It'/c/i/e '$?  Oo. 


Cooperation  Between  Departments  Necessary 


CLOSE  co-operation  be- 
tween the  dress  goods 
and  the  dress-making 
departments  is  neces- 
sary if  the  maximum 
amount  of  business  is 
to  be  secured  in  both. 
Their      interests       are 

identical  in  that  more  business  in  the  one  almost  in- 
variably means  more  in  the  other.  By  attaining  a 
high  standard  of  salesmanship,  the  dress  goods  de- 
partment can  bring  more  customers  for  the  dress- 
makers, who,  by  co-operating  in  turn,  can  assist  the 
dress  goods  to  maintain  a  high  standard. 

Co-operation  should  be  manifested  in  various 
ways.  In  the  dress  goods  department,  the  salesman 
can  guide  a  customer's  choice  properly,  seeing  that 
the  selections  made  are  according  to  the  best  style  and 
most  likely  to  make  up  attractively  for  the  purchaser. 
Co-operation  along  these  lines  in  the  dress  goods, 
smooths  the  way  for  the  dressmaker  and  makes  for 
increased  efficiency  all  around. 

A  store  where  the  idea  of  co-operation  is  carried 
out  to  good  effect  is  that  of  Richard  Hall  &  Son, 
Peterboro'.  It  is  applied  particularly  in  the  advertis- 
ing department.  When  attention  is  called  in  the 
store  advertisement  to  the  dress  goods  stock,  mention 
is  also  made  of  the  dressmaking  department.  If  the 
space  were  pri- 
marily devoted 
to  dressmaking, 
a  certain  am- 
ount of  space 
would  be  re- 
served for  dress 
goods,  it  being 
recognized  that 
the  two  depart- 
ments go  to 
make  up  the 
total  of  the 
store's  service 
to  customers  in 
this  branch. 

In  the  adver- 
tisement repro- 
duced this  idea 
is  carried  out 
effectively.  The 
bulk  of  the 
space  is  devoted 
to  dress  goods, 
but  the  effici- 
ency of  the 
drc  s  s  ma  king 


Dress  Goods  Department  Must  Co- 
operate in  Various  Ways  With  the 
Dressmaking — The  System  Followed 
by  a  Peterboro  Firm — Two  Depart- 
ments  are   Always   Linked   Together. 


Comprehensive  Exhibition 

OF  THE 

New  Spring  Dress  Goods 

This  display  of  the  New  Spring  Dress  Goods  is  comprehensively 
complete,  and  offers  even  to  the  most  critical  Woman  unlimited  scope 
for  selection,  and  the  excercises  of  her  personal  preferences.  We  our- 
selves import  these  materials  direct,  so  that  their  styles  are  exclusive 
and  their  prices  unusually  low. 

If  you  intend  to  have  a  new  suit  made  for  Spring,   it  is    wise    to 
start  now  and  avoid  the  hurrying  that  is  sure  to  come  if  the    work   is  /*", 
started  later.  N. 

You  cannot  do  better  than  to  purchase  your  Spring  Dress  Goods 
NOW  at  Hall's,  because  here  you  are  assured  of  the  trustworthiness 
of  any  material  you  bey,  and  are  quoted  the  very  lowest  prices  for 
which  it  is  possible  to  obtain  a  fabric  of  equal  quality 

4mong  the  most  popular  fabrics  presented  by  this  showing  are  the  following 


department  is  set  forth 
in  a  good  sized  panel, 
which  commands  at- 
tention. 

An  essential  neces- 
sity is  a  system  to  cover 
the  exchange  of  goods 
between  the  two  de- 
partments. The  goods  are  bought  in  the  dressmak- 
ing department,  and  sent  to  the  dressmaker  to  be 
made  up  for  the  customer.  Transactions  must  be 
checked  so  that  the  proper  credit  is  given  the  dress 
goods  department  and  also  to  ensure  proper  credit- 
ing when  any  part  of  the  order  is  returned. 

Richard  Hall  and  Son  use  a  form  for  this  pur- 
pose, a  copy  of  which  is  shown  herewith.  When  the 
sale  is  made,  the  clerk  fills  out  the  form,  which  goes 
through  the  office,  charged  to  the  customer.  If  any- 
thing is  left  over,  which  can  be  returned  to  stock,  the 
customer  is  credited  with  it.  If,  however,  the  bal- 
ance is  left  in  the  dressmaking  department  to  be  used 
for  future  work,  the  customer  is  credited  and  the 
amount  charged  against  the  dressmaking.  In  this 
way,  matters  are  kept  on  an  equitable  basis  all 
around. 

It  is  important  that  the  relative  value  of  the  one 
department  to  the  other  should  not  be  lost  sight  of. 
Business  for  dressmaking  is  irretrievably  lost  times 

without  number 
if  t  h  e  dress 
goods  staff  lack 
efficiency.  In  a 
great  m  a  n  y 
cases  the  cus- 
tomer goes  first 
to  the  dress 
goods  section.  If 
the  salesman 
who  waits  upon 
her,  cannot  con- 
vince her  of  the 
desirability  o  f 
any  of  the 
lines  he  shows, 
a    customer     is 


Important  Notice 

The  services  of  our  exp"rt  designers 
oj  Women's  Suits  and  Dresses  are  at 
your  disposal.  I  hey  u  ill  suggest  styles 
thai  arc  most  becoming  to  you,  and  their 
advice  is  sure  to  prove  helpful. 

Ij  you  let  os  make  your  new  Spring 
Suit  or  Dress  from  materials  bought  of 
us,  which  we  do  for  a  very  reasonable 
charge,  wc  guarantee  perfect  fit,  new- 
est fashions  and  ABSOLUTE  SA- 
TISFACTION. 


Bedford  Cords         Whipcords        Serges 

Tatfetta  Cloths     Tweeds     New  Cotton  Ratine  1 
Treaveux  Suitings  and  San  Toys 

A    complete  assortment  of  colourings  are  here  in    each  of  the  = 

above  materials.     And  our  prices  arc  pleasingly  moderate.  = 

Be  sure  and  see  our  Window  Displays  to-night.    They  reveal  Fashion' a  = 

latest  dictations  in  the  realm  of  Dress  Fabrics.  = 


Richard  Hall  &  Son  Ltd.  | 

%nilllll||||||||||||!!ll||||||||||!lHII!llllllllllllllll!IIIHII!lll|||||jilM 

Ad.  prepared  by  J.  A.  McNabb,  for    Richard  Hall  &  Son,  Peterboro. 
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lost  for  the 
dre  s  s  m  a  king 
department.  In 
order  to  be  100 
per  cent,  effi- 
cient, the  dress 
goods  salesman 
must  under- 
stand the  style 
trend  perfectly, 


DRY    GOODS    REVIEW 


Richard  Hall  £  Son,  Limited 

Dressmaking  Department 


Form  used  for  goods  sold  in  dress  goods  depart- 
ment for  use  in  dressmaking. 


ness,  with  its  necessary  losses,  office  expense,  bad 
debts,  interest  and  kindred  impediments. 

Many  merchants  argue  that  they  cannot  apply 
the  cash  system  to  their  business.  The  result,  as  it 
exists  in  Belleville,  has  been  gratifying  both  to  the 
concern  who  inaugurated  the  system  and  tbe  mer- 
chants at  large.  It  is  not  claimed  that  the  rule  has 
been  strictly  adhered  to  or  that  a  rigid  system  is  a 
success  or  can  be  enforced.  But  the  result  as  enjoyed 
by  other  merchants  shows  that  a  leading  enterprising 
firm  can  assist  in  no  inconsiderable  measure  in  bring- 
ing about  reforms.  They  can  show  the  way  to  better 
business  by  a  consistent  stand  on  everyday  problems. 
Any  system  may  or  may  not  be  entirely  successful, 
but  an  agreement  in  the  right  direction  makes  greater 
improvements  easier  to  adopt,  no  matter  how  radical 
they  may  be. 

Although  the  cash  system  (strictly  speaking)  is 
not  followed  in  Belleville,  business  methods  in  that 
city  are  a  pleasing  contrast  to  the  principles  of  1898 
or  of  the  previous  40  years.  Belleville  is  to  all  intents 
a  30-day  town  and  the  cash  system  applies  in  every 
store  to  all  but  a  select  list  of  customers.  These  people 
understand  the  accommodation  and  that  the  account 
must  be  paid  within  a  week  after  rendering  or  they 
cannot  enjoy  the  privilege  of  30  days  time. 


and  be  well  enough  versed  to  make  suggestions  as 
to  use  of  material  and  supplying  of  trimmings  and 
accessories. 


Widespread  Influence  of  a  Cash  Declaration 
(Continued  from  page  11) 

business  centre  by  being  first  to  adopt  a  cash  sys- 
tem and  living  up  to  it  has  raised  the  standard  of 
business  in  the  interests  of  one  and  all.  The  policy 
of  The  Ritchie  Co.  is  decided.  Their  attitude  regard- 
ing the  cash  system  is  to  make  their  service  practical 
and  most  efficient.  Other  merchants  attest  to  the 
success  of  the  same  principles  and  how  they  could 
apply  them,  because  of  the  example. 

Shoe  men,  hardware  men  and  merchants  in  other 
lines  of  business  in  Belleville  are  a  unit  in  affirming 
that  they  enjoy  benefits  to-day  because  of  the  con- 
sistent policy  of  the  present  understanding.  Where 
the  practice  is  possible,  some  merchants  go  further 
and  adhere  to  cash  or  C.O.D.  Otherwise,  money  is 
refunded,  if  for  any  reason  the  goods  are  unsuitable 
or  unsatisfactory  to  the  purchaser  within  a  stated 
time. 

In  every  line  the  competition  of  up-to-date  busi- 
ness makes  merchants  recognize  that,  in  being  ag- 
gressive, they  must  be  foremost  as  any  in  assuming 
to  meet  competition.  They  realize  as  live  merchants 
that,  while  they  do  not  follow  the  other  fellows,  that 
credit  principles  cannot  withstand  the  advantages  of 
those  who  sell  for  cash.  They  also  know  that  cus- 
tomers do  not  expect  the  best  service  in  a  credit  busi- 


PjjcHiE:(§yi.i«.TED 

BELLEVILLE.  ONT 


Dear  Madam  . 

While  our  terms  are  strictly  cash,  we  have 
as  a  matter  of  convenience  granted  to  a  few  of 
our  customers  the  privilege  of  running  monthly 
accounts,  which  when  paid  promptly  we  consider 
the  same  as  cash  over  the  counter.  We  have  been 
pleased  to  include  your  name  on  this  list  and 
the  account  will  be  rendered  the  first  of  every 
month,  and  will  be  due  for  payment  within  one 
week  after  rendering. 

We  have  fully  determined  to  adhere  to  this 
rule  in  future  and  will  request  our  custmers  to 
kindly  not  ask  us  to  transgress. 

It  is  needless  to  call  attention  to  the 
advantages  both  to  buyer  and  seller  of  the  cash 
system  of  doing  business,  which  is  now  so  uni- 
versally recognized  in  the  business  world.  The 
merchant  who  sells  his  goods  for  cash,  and  has 
the  cash  to  buy  with,  is  able  to  do  much  better 
for  his  customers  than  those  doing  a  credit  bus- 
iness, with  its  necessary  losses,  including 
office  expenses,  bad  debts,  interest,  etc.,  etc. 

Standing  as  we  do  directly  between  the 
world's  producers  and  the  consumers,  it  is  our 
determination  to  make  this  service  the  most  ef- 
ficient to  be  found  in  Canada. 

Respectfully  yours. 

THE  RITCHIE  CO.,  LIMITED. 


Letter  sent  to  a  select  list  of  good  pay  customers  by  The 
Bitchie  Co.  Ltd.,  Belleville,  announcing  practically  a  cash 
system  which  is  adhered  to  to-day. 
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Holding  Both  Bargain  and  Quality  Trade 


THE  ARTICLE  which 

appeared  in  the  last  is- 
sue of  The  Review  of 
the  problem  "Do  bar- 
g  a  i  n  sales  preclude 
quality  business?"  has 
created  quite  a  wide 
degree  of     interest.     A 

number  of  communications  have  been  received  since, 
dealing  with  this  vital  problem  from'  various  stand- 
points. 

One  correspondent,  a  merchant  doing  a  $125,000 
business,  writes  in  as  follows : 

"Your  article  dealing  with  the  effect  of  bargain 
sales  interested  me  because  I  have  had  quite  an  ex- 
perience in  the  matter.  About  ten  years  ago,  I  first 
started  to  run  bargain  sales  in  real  earnest.  I  was 
loth  to  begin  it  because  I  had  a  splendid  connection 
with  what  you  have  termed  the  quality  trade.  Our 
dressmaking  and  millinery  departments  catered  to 
the  best  people  in  town  and  we  sold  a  lot  of  expen- 
sive goods  and  novelties.  Tt  appealed  to  me  at  the 
time  that  to  start  rush  sales  and  bargains  was  likely 
to  hurt  my  connection  with  the  best  trade.  How- 
ever, there  was  nothing  else  to  do,  I  found.  My  over- 
head expenses  had  been  increasing  by  leaps  and 
bounds — salaries  and  rent  had  gone  far  beyond  what 
I  had  been  paying  before.  Competition  was  so  keen 
that  it  was  impossible  to  advance  prices  sufficiently 
to  cover  the  increase  in  cost  of  doing  business.  There 
was  only  one  thing  to  do.  I  had  to  increase  mi/  tarn- 
over.  To  do  this,  it  was  necessary  to  get  the  crowds 
coming  and  to  get  them  to  buying  novelties  and  new 
lines.  There  was  only  one  way  to  do  this  and  that 
was  by  advertising  price  inducements.  Once  started. 
I  soon  won  the  reputation  for  offering  bargains  and 


Offering  leaders  to  bring  crowd  does  not 
necessarily  drive  away  high-class  trade 
if  the  service  of  the  store  is  not  allowed 
to  suffer  thereby — Bargains  are  deemed 
necessary  for  increasing  the  demand. 


I  had  the  crowds  com- 
ing all  right. 

"Perhaps,  I  overdid 
the  bargain  idea.  I  gen- 
erally had  several  deal- 
ers for  each  da}7  and 
this  meant  a  continual 
rush  and  much  confus- 
ion. Where  I  made  my  chief  mistake  was  in  giving 
over  the  whole  store  more  or  less  to  the  bargain  sales. 
I  would  sometimes  have  sales  going  on  in  several  de- 
partments at  once  and  this  meant  that  the  crowds 
of  bargain-hunters  were  all  over  the  store. 

"Well,  my  turnover  increased  very  rapidly,  but 
(he  profit  that  the  business  made  was  smaller.  The 
margin  on  the  lines  which  I  sold  the  most  of  was 
very  small  and  I  found  that  I  ivas  losing  a  large 
part  of  my  trade  of  the  better  class.  Some  of  my 
best  customers  were  dropping  off  and  going  to  op- 
position stores.  They  complained  that  our  store  had 
lost  dignity,  that  the  service  had  fallen  off  and  that 
the  continual  crowding  and  pushing  of  the  bargain- 
seekers  made  it  an  objectionable  store  to  shop  in. 
"I  thus  found  myself  in  a  worse  position  than 
before.  After  giving  the  subject  much  careful  study, 
I  came  to  the  conclusion  that  it  should  be  possible 
to  hold  quality  trade  and  still  secure  a  bigger  turn- 
over by  catering  to  the  popular  trade.  I  mapped  out 
a  policy  which  seemed  to  me  capable  of  effecting 
this.  The  first  step  was  to  regulate  the  bargain  sales. 
Sales  wTere  barred  out  of  the  regular  departments  as 
far  as  possible.  When  a  certain  line  was  being  offer- 
ed at  a  price  which  made  it  certain  that  there  would 
be  a  big  demand,  the  goods  were  taken  to  tables  or 
circles  near  an  entrance.  This  localized  the  disturb- 
(Continued  on  page  16) 


Keeping  the  bargain  sales  in  one  part  of  store  without   affecting   other   departments   is   the   problem. 
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Two  Sides  to  Proposed  Bulk  Sales  Act 


Secretary  of  Retail  Merchants'  Asso- 
ciation and  Member  of  Parliament  Who 
Introduced  the  Measure  Express  Their 
Views — Would  It  Be  a  Hardship  to  the 
Honest   Trader? — Nature   of  the   Bill. 


ONTARIO      RETAIL 

merchants    are    greatly 

interested  in,  and  divid- 
ed  in   opinion   on,   the 

question     of     a     Bulk 

Sales     Act.      Whether 

this  would  work  to  the 

detriment   or   otherwise 

of  the  honest  trader  who  wants  to  sell  his  business  is 
the  problem  to  be  solved.  Some  hold  to  the  opinion 
that  a  Bulk  Sales  Act,  such  as  that  thrown  out  of  the 
Ontario  Legislature  recently  is  obnoxious  in  any 
form,  whereas  other  think  that  such  an  act  would 
not  injure  an  honest  seller  and  would  ameliorate 
those  conditions  in  a  town,  which  now  follow  the 
absconding  of  a  dishonest  man  who  sells  his  business 
and  disappears,  leaving  creditors  unpaid.  Herewith 
are  two  opinions.  One  is  that  of  the  Secretary  of 
the  Retail  Merchants'  Association,  the  other  that 
of  the  Member  of  Parliament  who  framed  the  bill, 
each  widely  divergent. 
A.  C.  McMaster,  Esq., 
Solicitor, 

The  Credit  Men's  Asociation, 
Toronto. 
Dear  Sir: — In  response  to  my  promise  to  place 
in  writing  our  objections  to  Bill  No.  169,  "An  Act 
Respecting  the  Purchase,  Sale  and  Transfer  of 
Stocks  of  Goods  in  Bulk,"  we  desire  to  say  that  we 
deem  it  better  to  deal  with  the  general  effect  that  the 
Bill,  as  at  present  drafted,  will  have  upon  the  retail 
trade  rather  than  take  it  up  clause  by  clause.  The 
motive  for  the  bill  seems  to  be  an  endeavor  to  at- 
tempt to  secure  through  legislation  some  means  to 
prevent  retail  merchants  who  have  creditors,  from 
selling  out  their  businesses,  or  dealing  with  the 
equity  that  they  have  in  their  businesses,  without  the 
consent  of  any  or  all  of  their  creditors,  to  whom  they 
may  owe  more  than  fifty  dollars. 

In  the  first  place,  we  claim  that  the  proposed 
legislation  is  inconsistent,  inasmuch  as  it  discrim- 
inates between  the  actions  and  the  intentions  of  the 
large  retail  creditors,  and  the  small,  ones,  and  it  en- 
deavors to  fasten  a  law  with  regard  to  the  disposition 
of  merchandise,  oh  one  class,  and  it  allows  other 
classes  to  dispose  of  their  property  as  they  may 
deem  proper.    In  this  sense  it  is  class  legislation. 

The  basis  of  all  credit  for  centuries  and  for  all 
times  to  come  is  character,  and  this  proposed  legis- 
lation seems  to  be  an  endeavor  to  overlook  or  neglect 
the  character  of  the  debtor,  and  by  means  of  legis- 
lation it  proposes  to  make  all  men  honest. 

Tn  a  recent  statement  made  by  L  P.  Morgan  be- 
fore the  Pujo  inquiry,  he  said.  "I  know  lots  of  men 
— business  men,  too — who  can  borrow  any  amount, 
whose  credit  is  unquestioned,  because  people  believe 
in    the    man.      "T    have    known    a    man    to    come 


into  my  office  and  have 
given  bim  a  cheque  for 
a  million  dollars  when 
I  knew  he  had  not  a 
cent  in  the  world.  Com- 
mercial credits  are  bas- 
ed on  the  possession  of 
money  or  property,  or 
character:  The  first  thing  is  character.  A  man  I  do 
not  trust  would  not  get  money  from  me  on  all  the 
bonds  in  Christendom.  I  think  that  is  the  funda- 
mental basis  of  business." 

The  object  of  this  Bill  seems  therefore  to  be,  to 
take  chances  on  character,  when  goods  are  being  sold, 
and  credit  obtained;  but  to  take  no  chances  on  char- 
acter when  the  goods  which  were  sold  on  credit  and 
based  on  character  are  to  be  sold  in  "Bulk." 

All  honest  retail  merchants  are  in  full  sympathy 
with  any  movement  that  will  prevent  fraud  and  de- 
ception, but  this  Bill  assumes  that  all  retail  merchants 
are  dishonest,  and  if  it  is  made  law  it  will  place  a 
tax,  in  the  way  of  a  trustee's  commission,  on  every 
one  thousand  honest  retail  men,  in  order  to  set  a 
trap  to  endeavor  to  catch  one  thief. 

As  to  how  fraudulent  sales  have  taken  place 
among  the  retail  trade  we  are  not  prepared  to  say, 
but  we  know  of  very  many  cities  and  towns  where 
nothing  of  the  sort  has  occurred  for  over  twenty- 
five  years.  If  the  evil  is  increasing,  the  cause  may 
lie  with  the  wholesalers  and  manufacturers  giving 
credit  where  credit  should  not  be  given. 

On  the  other  hand,  if  the  evil  of  fraudulent  sell- 
ing, with  the  intent  to  defraud  creditors,  is  increas- 
ing, it  certainly  does  not  reflect  on  the  ability  of  the 
administrators  of  our  Criminal  Law,  and  we  do  not 
think  that  anyone  can  charge  them  with  being  neg- 
lectful of  their  duty. 

The  whole  measure — judging  it  from  our  view- 
point, is  lop-sided,  and  it  has  been  framed  with  per- 
haps good  intentions,  but  with  a  sad  lack  of  know- 
ledge of  the  conditions  of  the  retail  trade..  Accord- 
ing to  its  provisions,  it  would  be  a  criminal  act,  for 
any  retail  merchant  who  had  creditors,  to  sell  his 
entire  stock  out,  in  one  sale,  without  their  consent; 
but  to  sell  it  out  in  piece-meal  and  in  individual  ar- 
ticles, and  at  bargain  sales,  and  demoralize  the  retail 
prices  in  a  community,  it  would  be  perfectly  legal. 
Then,  again,  if  this  Bill  becomes  law,  and  the 
wholesalers  feel  that  they  are  safe  under  it — and  we 
think  they  will  not  be  as  safe  as  they  think — it  will 
be  the  means  of  producing  an  army  of  wholesalers 
and  jobbers,  and  greatly  stimulating  the  extension 
of  indiscriminate  credit,  and  price-cutting  and  price 
demoralization  will  be  worse  than  ever,  to  the  detri- 
ment of  the  legitimate,  honest  retail  trade,  many  of 
whom  are  struggling  hard  to  pay  their  wholesale  ac- 
counts. 
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Another  strong  objection  we  have  to  the  Bill  is 
that  it  will  prevent  an  honest  retail  merchant  who 
has  creditors,  selling  his  business  to  any  advantage 
to  himself.  Through  sickness  or  other  cause  a  merch- 
ant may  advertise  his  business  for  sale  and  his  equity 
may  be  forty  per  cent.,  the  other  sixty  per  cent,  he 
may  owe  to  his  creditors.  A  purchaser  under  the 
proposed  Act  may  lead  him  on  with  the  promise  to 
buy  until  he  received  a  list  of  his  creditors,  and  hav- 
ing this  in  his  possession,  he  would  immediately  have 
a  club  whereby  if  he  so  desired  he  could  force  the 
merchant  to  come  to  his  terms  and  the  result  may 
be  the  wiping  out  entirely  of  the  equity,  as  well  as 
the  good-will,  and  perhaps  a  valuable  lease  of  the 
property. 

We  feel  certain  that  the  intention  of  the  promot- 
ers of  this  Bill  is  to  endeavor  to  overcome  an  evil  in 
the  trade,  but  as  the  Bill  is  now  drafted  the  remedy 
is  worse  than  the  disease,  and  we  would  again  strong- 
ly urge  that  a  committee  from  all  those  who  are  in- 
terested in  this  Bill  get  together  and  endeavor  to  pre- 
pare a  measure  that  will  be  satisfactory  to  all. 

Speaking  for  our  Association  we  will  be  pleased 
to  do  our  part  on  such  a  committee,  and  we  hope  thai 
you  will  ask  that  the  Bill  be  withdrawn  this  session, 
otherwise  we  shall  strongly  oppose  it. 
Remaining, 

On  behalf  of  your  Executive  Board, 
Yours  truly, 

E.   M.   Trowern,   Secretary. 

OPINION  OF  THE  FRAMER. 

The  following  letter  is  from  W.  D.  McPherson, 
M.P.P.,  who  drew  up  the  bill: 

''Although  the  Act  consists  of  a  considerable 
number  of  sections,  yet  practically  the  sections  which 
are  the  keynote  to  the  Act  are  Nos.  3,  4  and  5. 

Section  3  requires  that  the  intending  purchaser 
shall,  before  closing  the  purchase,  receive  from  the 
intending  seller  a  statement  in  writing  containing 
the  name  and  address  of  each  of  the  seller's  creditors 
exceeding  $50.00,  and  which  statement  is  to  con- 
tain the  amount  for  which  the  seller  is  indebted  to 
the  creditor. 

"Section  4  provides  that  if  the  intending  purchas- 
er fails  to  obtain  the  statement  before  completing 
the  sale  then  the  sale  shall  be  deemed  void  as  against 
the  creditors  of  the  seller. 

"Section  5  provides  that  the  intending  purchaser 
shall  pay  the  purchase  money  or  sufficient  thereof 
to  satisfy  the  claims  of  the  seller,  (or  if  the  sale  is 
not  for  cash,  then  shall  deliver  his  note  or  security 
therefor)  into  the  hands  of  the  trustee  for  distribu- 
tion among  the  creditors  of  the  seller  and  the  same 
shall  be  distributed  as  provided  by  the  Act.  The 
person  who  is  to  be  the  trustee  may  be  either  the 
sheriff  of  the  county  or  district  in  which 
the  stock  is  located  at  the  time  of  the  sale,  or  any 
trust  company  carrying  on  business  in  Ontario;  or 
any  person  appointed  by  the  seller  with  the  consent 


in  writing  of  the  creditors  representing  fifty  per  cent, 
in  value  of  his  creditors. 

"The  Bulk  Sales  Act  would  relieve  the  purchaser 
from  all  responsibility  of  seeing  to  the  payment  of 
the  creditors  of  the  seller,  and  would  also  relieve  the 
seller  from  all  responsibility  which  would  be  under- 
taken by  the  trustee,  and  the  Bill  expressly  provides 
that  the  trustee's  charges  are  to  be  paid  by  the  credi- 
tors and  not  by  the  debtor. 

No  argument  has  ever  been  adduced  from  any 
quarter,  to  show  that  the  Bill  would  create  a  hard- 
ship to  a  dealer  who  either  wanted  to  purchase  or 
sell  goods.  Most  of  the  opposition  to  the  Act,  I  am 
satisfied,  has  come  from  persons  who  did  not  fully 
understand  its  provisions. 

"If  there  should  be  any  further  information  you 
desire,  I  shall  be  pleased  to  hear  from  you. 
"Yours  sincerely, 

"Wm.  D.  McPherson." 


Holding  Both  Bargain  and  Holiday  Trade 

(Continued  from  page  14) 

ance  as  it  were  and  kept  the  regular  departments  free 
from  confusion  to  a  great  extent. 

Gradually  the  front  of  the  store  near  the  left- 
hand  entrance  became  recognized  as  the  place  where 
the  bargain  lines  were  offered.  I  found  that  placing 
leaders  on  sales  brought  people  into  the  store  who 
bought  other  goods  at  regular  juices  and  thus  boost- 
ed our  turnover  to  the  point  where  we  could  handle 
our  greatly  increased  overhead  expense  and  still  show 
a  profit. 

"But  the  one  thing  that  I  strove  to  do  above  all 
else  was  to  make  it  so  that  the  quality  trade  had  to 
come.  I  put  it  to  my  buyers  plainly  that  they  must 
place  their  departments  on  the  highest  standard  pos- 
sible for  a  business  of  our  size.  We  gave  such  careful 
attention  to  values  that  our  stock,  I  believe,  was  the 
best  in  the  locality.  I  gave  a  good  deal  of  my  time 
to  the  problem  of  increasing  the  efficiency  of  my 
staff.  I  saw  every  applicant  and  made  my  selections 
very  carefully.  The  one  quality  that  I  tried  to  drill 
into  my  staff  was  courtesy  above  everything  else. 
And,  finally,  I  was  fortunate  enough  to  secure  the 
sen  ices  of  a  splendid  dressmaker  and  a  head  milliner 
wlio  knew  her  business  thoroughly.  The  'quality' 
trade  came  back  and  to-day  I  am  doing  more  of  that 
class  than  ever  before. 

"My  opinion,  to  sum  it  up,  is  that  the  holding  of 
bargain  sales  will  not  preclude  quality  business  if 
you  do  not  let  them  interfere  with  the  service  of  the 
store.  Keep  your  service  efficient  and  your  stocks 
up  to  the  quality  standard,  and  you  can  retain  the 
high-class  trade." 

@ 


Belleville,   Ont. — Wm.   Mcintosh    has    assumed 
control  of  the  dry  goods  business  of  Wims  &  Co. 
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MAIL  ORDER  SERVICE 


When  you  send  a  mail  order 
you  are  usually  in  a  hurry  for  the 
goods.  You  want  what  you  order 
and  you  want  it  right  away. 

That  is  why  our  Mail- Order 
Department  is  organized  as  a  dis- 
tinctly separate  feature  of  our 
business  and  mail  orders  are 
filled  the  day  they  are  received. 

When  you  buy  from  us  we  give 
you  service  of  the  sort  that  makes 
fast  friends.  You  are  insured  the 
intelligent  and  immediate  hand- 
ling of  every  order. 

Mail- Order  buying  is  conven- 
ient— and  it  saves  both  your  time 
and  money. 

It  will  pay  you  to  adopt  it  more 
fully. 

Try  our  one-day  service. 


The  W.  R.  Brock  Company   (Limited) 

Montreal 
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The  Season's  Two  Style  Successes  Were  First 

Offered  in 

LADIES'  HOME  JOURNAL  PATTERNS 

The  Balkan  Dress  and  the  Draped  Skirt,  the  season's  style  suc- 
cesses, were  first  offered  in  Ladies'  Home  Journal  Patterns. 
And  to-day,  agents  for  Ladies'  Home  Journal  Patterns  are  show- 
ing the  largest  and  best  variety  of  patterns  of  these  popular  styles. 
The  agents  for  Ladies'  Home  Journal  Patterns  are  also  the  only 
pattern  agents  who  can  show  new  pattern  styles  EVERY  WEEK. 

If  you  want  to  see  five  weeks  of  Advance  Weekly  Styles,  write 

Ladies'  Home  Journal  Patterns  ^z—za^      615  West  43rd  St.,  New  York 
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Tariff  Influence  on  Wool 
THERE  SEEMS  little  doubt  that,  if  the  free  wool 
provision  is  put  into  effect  in  the  United  States,  it 
will  have  a  marked  influence  on  the  Canadian  wool 
market.  The  United  States  has  been  the  largest 
foreign  buyer  of  Canadian  wool,  even  under  the  tariff 
and  it  is,  therefore,  quite  presumable  that,  if  the 
duty  removed,  it  is  practically  certain  that  the  ex- 
wool  would  be  very  largely  increased. 

Statistics  bear  this  out  in  a  marked  degree.  Dur- 
ing 1896  Canada  exported  3,851,432  pounds  of  wool 
to  the  United  States  and  in  the  following  year  this 
total  was  increased  to  7,499,949,  this  really  remark- 
able advance  being  due  to  the  fact  that  wool  .went 
free  into  the  United  States  during  that  year.  Since 
that  time  a  12-cent  tariff  has  been  imposed  and  the 
export  of  Canadian  wool  has  fallen  off.  Last  year 
the  total  of  export  was  442,654  pounds.  With  the 
duty  removed,  it  is  practically  certain  that  the  ex- 
ports will  bound  back  again  to  the  high  level  which 
pertained  when  wool  went  into  Uncle  Sam's  land  free 
before. 

The  expectation  held  in  this  country  is  that  there 
will  be  a  shortage  here  and  consequently  higher 
prices  in  domestic  and  foreign  wools  owing  to  the 
removal  of  the  U.  S.  tariff.  It  is  known  for  a  fact 
that  some  Canadian  wool  men  are  holding  large 
quantities  with  a  view  to  marketing  on  the  other 
side  as  soon  as  the  new  tariff  law  becomes  operative. 
For  the  same  reason,  American  buyers  have  been 
holding  off,  awaiting  the  removal  of  the  duty  and 
the  consequent  lower  prices.  Under  all  circum- 
stances, it  does  not  seem  rash  or  beyond  the  facts 
to  predict  that  there  will  be  an  advance  until  the 
market  has  been  supplied,  when  matters  will  adjust 
themselves  again  to  the  normal  level. 
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New  Styles  at  the  Races 

THE  GROWING  importance  of  the  large  Canadian 
cities  as  style  centres  was  demonstrated  at  the  0.  J.  C. 
race  meet  at  Toronto  which  opened  on  May  24.  The 
costumes  seen  on  the  grounds  throughout  the  meet 


were  quite  as  advanced  as  could  be  found  in  any  of 
the  larger  capitals  of  the  world,  at  the  same  time 
indicating  that  the  Canadian  woman  keeps  in  the 
forefront  of  fashion  and  does  not  wait  for  styles  to 
become  thoroughly  developed  elsewhere  before  tak- 
ing them  up.  The  illustrated  report  of  fashions  at 
the  races  which  appears  in  this  issue,  will  be  of  par- 
ticular interest  on  this  account.  It  is  generally  an- 
ticipated that  "something  new  will  be  brought  out 
at  the  races"  and  in  this  respect  no  disappointment 
was  experienced  this  year,  the  meet  being  peculiarly 
prolific  of  new  ideas  and  "fads." 
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Getting  at  the  Net  Profit 
SIMMERED  down  to  rock  bottom,  the  most  im- 
portant duty  of  the  dealer  is  to  keep  in  touch  with 
his  net  yearly  profit. 

To  do  this  he  must  know  his  yearly  expenses  and 
yearly  volume  of  business.  He  must  know  on  the 
one  hand  his  cost  of  rent,  light,  fuel,  salaries  of  em- 
ployees, horses,  wagons  and  upkeep  of  same,  insur- 
ance, advertising  and  sundry  expenses,  and  on  the 
other  the  gross  amount  of  business  done,  gross  per- 
centage of  profits  and  gross  profits.  By  deducting 
total  expenses  from  gross  profits,  the  all  important 
figure  looms  up. 

The  aim  of  every  dealer  is  to  have  the  net  profits 
as  large  as  possible.  To  do  this,  the  greatest  possible 
business  must  be  done  at  the  least  expense.  How  can 
this  result  be  brought  about  unless  he  knows  his 
exact  expenses,  his  cost,  his  exact  sales  and  the  value 
of  the  goods  in  stock  at  the  beginning  and  end  of  the 
year?  This  is  the  information  every  dealer  should 
be  assured  of  at  the  end  of  every  fiscal  year  of  the 
business.  To  get  this,  requires  but  four  things  — 
an  expense  book,  a  cost  book,  a  sales  book  (or  their 
equivalents)  and  an  inventory. 

If  the  expenses  are  known ;  if  invoice  cost  is 
known ;  if  total  sales  are  known,  and  if  the  quantity 
of  goods  in  stock  at  beginning  and  end  of  the  year 
are  known,  how  easy  it  is  to  know  the  net  profit. 
Everv  dealer's  business  instinct  demands  this  knowl- 
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edge  and  those  who  haven't  got  it  are  running  count- 
er to  what  their  business  instinct  calls  for. 

© 


The  Holiday  Question 

MERCHANTS  will  soon  be  facing  the  holiday  prob- 
lem again.  It  is  well  to  deal  with  it  early  so  that 
confusion  later  can  be  reduced  to  a  minimum.  A 
schedide  should  be  drawn  up,  setting  the  date  when 
each  member  of  the  staff,  entitled  to  a  holiday,  is 
to  secure  same.  It  is  then  possible  to  so  plan  the 
work  that  the  absence  of  any  member  on  his  holidays 
will  interfere  to  the  smallest  extent  with  store  rou- 
tine. 

In  arranging  the  schedule,  don't  forget  to  put 
down  a  couple  of  weeks  at  least  for  that  hard  worked 
and  frequently  overlooked  individual,  the  proprietor. 
Some  merchants  will  work  year  in  and  year  out  with- 
out a  holiday,  chained  to  the  premises  by  the  belief 
that  the  business  could  not  get  along  without  them. 
This  obsession  is  more  or  less  common  among  mem- 
bers of  the  retail  trades.  But  let  a  slave  to  the  no- 
holiday  rule  break  away  once  and  he  soon  finds 
that  the  store  can  generally  manage  to  get  along 
without  him  for  a  few  weeks;  and,  further,  that  the 
renewed  vigor  and  enthusiasm  which  he  brings 
back  to  the  business  after  his  holiday  more  than 
makes  up  for  backwardness  which  has  developed  in 
his  absence.     Think  it  over. 


A  Stores  Reputation 

SOME  TIME  ago  the  owner  and  the  active  head  of 
one  of  the  largest  departmental  stores  in  America  was 
asked  how  he  had  built  up  his  business.  His  answer 
was:      "By  building  up  the  reputation  of  my  store." 

A  wise  answer,  indeed,  for  a  store's  reputation 
covers  every  phase  of  merchandising  effort.  It  is 
through  the  efforts  that  it  makes  to  get  business 
and  to  hold  it  after  it  has  been  secured  that  a  store 
makes  its  reputation.  A  good  reputation  is  equal 
to  the  assurance  of  increasing  patronage  and  sure 
growth ;  a  bad  one  spells  ultimate  failure  unless  steps 
are  taken  to  rectify  it. 

The  general  policy  of  a  store  with  regard  to  re- 
turned goods,  breakages,  omissions  and  collections 
goes  a  long  way  in  forming  the  public  estimate.  If 
courtesy,  willingness  to  oblige  and  business-like 
promptness  and  exactitude  are  shown,  people  form  a 
favorable  opinion.  They  decide  that  they  like  to 
deal  there  and  they  comment  on  the  store  favorably. 
Ranking  fully  as  important  is  the  kind  of  service 
given.  If  the  salesmen  are  efficient,  courteous  and 
obliging,  the  store  can  depend  upon  holding  cus- 
tomers and  winning  new  ones.  A  rude  or  lazy  clerk 
can  do  a  great  deal  toward  undermining  the  reputa- 
tion of  a  store,  a  reputation  which  may  have  taken 
many  years  to  build  up. 


The  man  who  writes  the  advertising  copy  also  has 
it  in  his  hands  to  make  or  mar  in  no  small  degree  the 
reputation  of  the  firm  he  is  employed  with.  If  he 
introduces  into  the  matter  that  he  places  before  the 
public  palpable  exaggerations  and  claims  which  the 
store  cannot  back  up,  he  puts  people  in  a  skeptical 
frame.  Advertising  matter  should  be  strictly  based 
on  facts.  Any  claim  or  offer  made  should  be  backed 
up  to  the  letter. 

There  are  many  other  ways  in  which  a  store's 
reputation  can  be  affected  by  every  day  operations. 
Everything  undertaken  should,  therefore,  be  judged 
on  the  basis  of  how  it  will  make  the  store  appear  in 
the  eyes  of  that  ever  watchful  body,  the  public. 
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The  Passing  View 

Here's  a  good  recipe  for  salesmanship:  Equal 
parts  of  tact  and  aggressiveness,  a  little  argument, 
and  a  dash  of  ginger.  Mix  well  together  and  serve 
hot. 

*     *     * 

When  all  advertising  has  been  elevated  to  the 
standard  where  all  statements  can  be  accepted  as  ab- 
solute facts,  the  results  from  advertising  will  be 
multiplied  several  times  over. 


Too  many  mistake  volubility  for  good  salesman- 
ship.  Between  talkativeness  and  taciturnity  there 
is  a  happy  medium,  to  attain  which  is  to  reach  a 
stage  where  greatest  success  is  assured. 


Although  the  retailer  has  no  reason  to  work  over 
the  business  outlook,  the  number  of  failures  gives 
a  hint  to  tread  the  path  of  business  caution. 


If  Caesar  really  wrote  that  famous  message,  "I 
came,  I  saw,  I  conquered,'  he  must  have  had  the 
makings  in  him  of  a  great  advertising  man  or  card- 
writer.  He  summed  up  a  chapter  of  history  in  six 
words — or  three  words  in  the  Latin. 


An  ad.  in  the  newspaper  is  worth  two  circulars 
in  the  waste  basket  of  the  prospective  customer. 


Here's  a  good  rule  for  an  ad.  writer.  Write  what 
von  have  to  say,  then  go  through  it  and  cut  out  all 
parts  which  are  not  absolutely  necessary.  Then 
strike  out  every  word  which  can  be  dispensed  with. 
By  this  time,  the  copy  will  be  terse,  right  to  the  hand, 
and  forceful. 
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10,000  Business  Men  Will  Gather  Here 

This  is  a  picture  of  the  spacious  Fifth  Regiment  Armory  in  Baltimore.     The  sessions 
of  the  ninth 

Annual  Convention  of  the 
Associated  Advertising  Clubs 


of  America  will  be  held  here  June  8  to 
13,  1913.  Delegates  from  one  hundred 
and  thirty  five  American  and  Canadian 
Clubs,  and  thousands  of  other  advertis- 
ing- and  business  men  will  be  present. 
Great  Britain,  Germany  and  other  Euro- 
pean countries  will  also  send  strong 
delegations. 

The  meetings  will  be  addressed  by  the 
most  forceful  and  interesting  speakers 
among  the  successful  advertising  buy- 
ers of  the  country — men  who  have  suc- 
cessfully conducted  epoch  making  cam- 
paigns. Open  departmental  and  other 
special  sessions  will  be  devoted  to  the 
problems  of  the  various  branches  and 
phases  of  the  great  business  of  advertis- 
ing. Here  every  man  will  have  an 
opportunity  to  say  his  say,  and  those 
■who  have  solved  the  perplexing  prob- 
lems of  modern  publicity  and  merchan- 
dising will  tell  their  audiences  how  they 
did  it. 


In  addition  to  these  business  meet- 
ings, nearly  every  pulpit  in  Baltimore 
will  be  occupied  on  Sunday,  June  8th, 
by  prominent  advertising  men,  who  will 
tell  how  closely  advertising  is  linked 
with  the  religious  and  social  progress  of 
our  time. 

The  evenings  will  be  devoted  to  a 
series  of  unique  entertainments  to  which 
all  delegates  and  guests  will  be  invited, 
and  throughout  the  whole  convention, 
Baltimore  will  more  than  maintain  her 
enviable  reputation  for  warm,  generous, 
open-handed    hospitality. 

You  do  not  need  to  be  an  advertising 
club  member  in  order  to  be  welcomed 
at  this  c6nvention — all  business  men  are 
invited.  If  you  cannot  come  yourself, 
send  your  advertising  or  sales  manager. 
Make  your  plans  now — write  to  the  ad- 
dress below  for  the  full  program  of  the 
convention,    hotel    accommodations,    etc. 


Associated  Advertising  Clubs  of  America 

Convention  Bureau 

1   North  Calvert  Street 
Baltimore,    Md. 
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Medici  Modes  Now  Featured  in  Neckwear 


THE  MEDICI  frill 
that  was  turned  down 
six  months  or  so  ago  is 
now  again  appearing 
and  is  forming  the 
neckwear  novelty  of  the 
present  season.  Not  on- 
ly are  dainty  and  be- 
coming neckpieces  formed  of  filmy  Malines  and  shad- 
ow laces,  and  lightly  boned  so  that  they  encircle  the 
throat  in  a  most  becoming  manner,  good,  but  the 
Medici  frill  is  attached  to  the  guimpe,  this  combin- 
ing one  of  the  most  popular  items  in  neckwear  with 
the  latest  and  newest  fashion  feature.  For  the 
guimpe  at  the  present  moment  is  forming  the  back- 
bone of  the  neckwear  business.  The  Medici  frill  is 
formed  of  pleated  Malines  shadow  or  net  lace,  or  of 
fine  net  only  and  is  attach- 
ed to  the  guimpe  finishing 
with  a  cascade  effect  of  the 
pleating  which  finishes  the 
front  of  the  guimpe.  These 
guimpes  thus  decorated 
can  be  worn  either  as  a 
waist  finish  or  under  the 
coat  of  the  suit  to  be  re- 
moved also  when  the  coat 
is  taken  off.  A  little  light 
boning  is  placed  at  the 
back  and  this  can  be  bent 
at  will  to  suit  individual 
requirements,  but  the  col- 
lar part  as  smartly  worn 
is  so  arranged  as  to  stand 
away  from  the  neck.  This 
is  the  way  in  which  these 
guimpes  will  appear  when 
worn  with  the  suit  in  the 
early  fall  days. 

Guimpes  of  this  class 
also  effect  a  wonderful 
transformati  on  when 
worn  with  a  plain  tailored 
waist  or  dress.  The  ad- 
vantage of  the  guimpe 
lies  in  the  smooth  fit  that 
is  given  to  the  frill   and 


Guimpes  with  the  Medici  frill  attached 
the  latest  neckwear  novelty — the  new- 
est ruffs  and  collars  are  on  the  Medici 
order — Epaulette  guhnpe  promises  to 
take  well  —  British  business  reported. 


Stamped   voile    or    crepe    waist 


Hanibly  Wilson 


to  the  fact  that  it  can- 
not get  out  of  position 
as  a  neckpiece  that  is 
only  pinned  on  is  apt  to 
do.  Some  guimpes  have 
an  epaulette  collar  of 
lace  attached  below  the 
collar  as  well  as  the 
Medici  frill  and  there  are  also  double  frills  the  one 
standing  up  and  the  other  lying  fiat. 

While  talking  of  guimpes,  mention  should  be 
made  of  the  epaulette  guimpe  with  the  guimpe 
elaborated  into  a  pleated  vestee.  In  short,  it  would 
seem  as  though  the  fall  season  was  to  develop  largely 
along  the  line  of  guimpes  with  novelty  collar  attach- 
ments. 

The  new  Medici  collar  is  high  in  the  back  and 
has  wing  tabs  opening  at 
the  throat  and  is  finished 
with  revers  of  pleated 
lace  and  net.  Also  carry- 
ing out  the  Medici  idea 
are  the  frills  of  pleated 
Malines  that  form  a  ruff 
that  graduates  to  nothing 
to  fit  into  the  V-shaped 
opening  in,  that  appears 
in  the  majority  of  dresses 
and  suits.  Fichus  are 
very  popular  in  New  York 
but  save  for  the  high-class 
trade  are  not  regarded  as 
a  big  item  on  this  market. 
The  Marie  Antoinette 
type  always  appears  when 
fichus  are  worn.  But 
epaulette  collars  of  lace 
and  net  with  fichu  ends 
are  decidedly  the  develop- 
ment most  practical  and 
best  in  keeping  with  the 
present  modes. 

Some  Medici  collars 
are  of  pleated  chiffon 
mounted  on  bands  of  soft 
satin  folded,  and  finished 
with  a  tailored    bow  or  a 


embroidery.      Shown    by 


DRESS    ACCESSORIES 


Dry  Goods  Review 


BRIGHTEN  UP 

Your  Stock 


Add  a  few  lines  of  our  new,  Fashionable  Veilings 
in  the  season's  popular  colors,  or  a  few  of  our 
catchy  lines  of  Dress  Trimmings,  Hair  Orna- 
ments, Frillings,  etc. 

See  our  Fall  Samples 


We  are  the  only  manufacturers  of  Silk 
Ribbons  in  Canada.  Buy  direct  from 
the  makers  and  increase  your  profit. 


SILKS 

Silk  Fabrics,  Silk  Threads, 
Silk    Ribbons,   Silk   Cords 


We  invite  the  critical  inspection  of  our  Fall  range 
of  samples  when  our  representative  calls.  Our 
values  are  unexcelled.  Silks  in  different  qualities 
suitable  for  all  trades. 

STAMPED  EMBROIDERED 
LINENS 

Our  latest  1913  catalog  will  be  supplied  to  the 
trade  only,  on  application. 

BELDING  PAUL 
CORTICELLI,  limited 

Silk  Manufacturers 
Mills:   Montreal,   St.    John's,   Coaticook,   P.Q. 


Montreal 
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Salesrooms: 

Toronto  Winnipeg 

and  Sydney,  Australia. 


Vancouver 
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decoration  of  made  flowers  or,  newer  still,  of  satin 
apples,  or  berries  in  brilliant  shades. 

Never  has  summer  neckwear  been  so  dainty  or  so 
sheer  as  it  is  this  season.  Crepe  de  chine  and  cotton 
crepe  neckpieces  are  very  much  worn  and  form  a 
fashion  that  promises  to  continue  over  for  another 
season.  There  is  no  limit  to  the  range  of  pretty 
collars  showing  though  the  epanlette  and  the  round 
collar  are  tbe  best  sellers.  The  range  of  materials  in 
which  they  are  produced  is  as  wide  as  that  of  shapes 
for  besides  crepe  sheer  lawns,  batistes,  organdie  chif- 
fon and  voile  are  used  in  the  better  class  neckwear. 
as  well  as  brocaded  flower  printed  eponges,  and  in 
silks  plain  and  brocaded  crepes  and  satins. 

Just  at  present  white  and  soft  light  colors  are 
supreme  but  for  Fall  and  Winter  a  big  color  season 
is  expected.  High  colors  are  greatly  favored  in 
Paris  at  the  present  time  and  such  effects  as  Roman 
stripes.  Dresden.  Jouy,  and  the  much  talked  of 
Martine  patterns  are  all  in  high  favor. 
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Pushing  Drape  Veilings 

White  veiling^  for  Summer  wear — 
Veilings  in  high  colors  a  possibility 
for  Fall. 

There  has  been  a  firmer  tone  to  the  veiling  busi- 
ness for  some  time  now  and  manufacturers  are  care- 
fully fostering  the  interest  taken  in  veilings  by  the 
free  production  of  novelties  and  desirable  staple  pat- 
terns. Patterns  are  particularly  becoming  and,  while 
neat  small  designs  lead,  there  is  plenty  of  choice 
for  the  woman  with  larger  features  who  looks  best 
in  a  veil  with  a  larger,  bolder  type  of  design.  Con- 
ventional leaf  forms  are  the  latest  and  these  designs 
are  particularly  well  liked. 

The  drape  veil  is  back  again  for  onting  wear  and 
there  is  quite  a  possibility  of  its  being  very  mnch 
worn  when  the  proper  season  arrives.  The  latest  drape 
veil  has  a  ribbon  or  a  narrow  velvet  run  through 
the  length  and,  by  drawing  the  ribbons  and  tying 
the  ends  in  a  bow  at  the  back,  an  easily  adjusted 
fullness  can  be  obtained  and  yet  the  veil  is  loose 
enough  to  give  coolness  and  comfort. 

A  new  idea  in  veil  patterns  is  the  frame  veil. 
The  pattern  is  so  arranged  that  it  frames  the  face 
leaving  a  plain  net  centre  with  both  ends  figured. 
The  veiling  with  one  half  of  the  mesh  patterned 
and  the  rest  plain  is  also  a  new  idea. 

The  washing  veiling  is  also  new  but  makes  its 
appeal  because  of  the  practical  nature  of  the  idea. 
On  the  Canadian  market  as  yet  no  great  develop- 
ment in  favor  of  high  colors  has  as  yet  taken  place 
save  that  purples  and  a  few  taupe  veils  have  been 
selling.  In  New  York  the  sale  of  high  colors  has 
been  a  feature  of  the  late  spring  selling.  Saxe  and 
Mandarin  blues,  Nell  rose,  grass  green,  yellow  tan, 


purple,  taupe,  navy  and  various  shades  of  brown  as 
well  as  flesh  and  black  and  white  have  all  been  selling 
both  in  mesh  and  made  veils  that  could  be  draped 
over  the  hat. 
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Fashion  Favors   Light  Laces 

Marines,  Cliantilly,  Alencon,  Bo- 
hemian, and  net  laces  nsed  on  the 
latest  model  gowns  —  Colored 
embroidered  net  laees  showing  for 
Fall. 

The  outlook  for  laces  is  improving,  for  the  lat- 
est fashion  reports  from  Paris  indicate  that  the  lat- 
est models  are  very  much  trimmed  with  such  laces 
as  Malines.  Chantilly.  Alencon,  Bohemian  and  light 
net  laces.  These  laces  are  used  in  the  form  of  draper- 
ies and  deep  flounces,  while  edgings  five  and  six 
inches  wide  are  much  used  in  the  form  of  pleatings 
and  ruffles.  There  is  a  wide  vogue  for  both  plain  and 
spoted  nets  and  net  and  lace  is  often  combined.  Nets 
are  taking  the  place  of  lace  to  a  large  extent  for 
yokes  and  waist  finishes.  Shadow  laces  are  being 
largely  taken  up  by  the  makers  of  high  class  waists 
and  the  shadow  lace  waist  promises  to  be  a  leader  in 
fall  fashions.  Owing  to  the  very  sheer  nature  of  the 
waist  as  now  worn,  net  under-waists,  practically  un- 
trimmed,  are  being  introduced. 

Fall  collections  so  far  to  hand  feature  colored 
laces.  Oriental  patterns  in  rich  colors,  and  also 
pastel  colors  on  both  white  and  black  nets  are  freely 
shown  in  embroidered  flouncings;  allovers  and  band 
trimmings. 

The  use  of  Venise  at  the  present  moment  seems 
to  be  largely  confined  to  cuffs  and  collars,  and  Cluny 
is  selling  only  to  the  lower  priced  trade. 


Petrolea,  Out. — R.  Sterrett  Co.  are  opening  a 
clothing  store  in  Listowel. 

*  *     * 

Sudbury.  Out. — The  clothing  store  of  Washburn 

&  Co.  has  been  purchased  by  H.  C.  Washburn  and 

D'Arcy  Regan  who  will  conduct  it  under  the  old 

firm  name. 

,  *     *     * 

Halifax,  N.  S. — The  death  occurred  here  of  J. 
C.  McMahon,  head  of  the  dry  goods  fir  mof  Mc- 
Mahon  Bros.,  Limited. 

Ottawa,  Out. — The  Dominion  House  Furnishing 
Co.  are  completing  extensive  additions  and  altera- 
tions to  their  store  at  the  corner  of  Bank  and  Glouces- 
ter streets.  , 

*  *     * 

Vancouver,  B.  C.  —  Cunningham  and  McLean, 
men's  furnishers,  have  moved  into  their  new  store. 
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Hanbsome 

Jjaboto  TLattti 


The  above  cut  illustrates  a  range 
of  widths  in  one  of  our  handsome 
Shadow  laces.  Our  assortment  of 
Shadow  laces  is  very  extensive,  the 
patterns  are  particularly  attract- 
ive. 

CAN  BE  DELIVERED 
IMMEDIA  TEL  Y 

^os&  &  £s>tutfmamt,  %imm 

Efje  BreSS  accessories  l^ouse 
12  £tt.  Helen  g>t.,  Jfflontreal 


Which  is  Which  ? 


Only  an  expert  can  tell  the  differ- 
ence between  a  real  gem  and  an  imi- 
tation. 

Ribbons  may  look  alike  but  there 
is  a  vast  difference  in  their  wearing- 
qualities  and  their  style  values. 
You  might  not  notice  it  but  your 
customers  would  soon  find  it  out. 

Protect  Your  Trade 

by   buying   reliable   RIBBONS   from 

"The  Ribbon  Specialists" 

We  cannot  afford  to  jeopardize  our 
business   by   selling   "imitations." 

Wide  Satin  Ribbons  for  Sashes  are 
very  strong;  also  Velvet  Ribbons  in 
2,  3  and  4  inch  wide,   satin   back. 

WALTER  H.  BARRY  &  CO. 

MONTREAL 


Winnipeg    Branch  :  — 
222  McDermott  Ave. 


RELIABLE 
IBBONS 
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From  the 
Range  of 
Import 
Samples  for 
January 
Delivery 


This  collection,  the  largest 
and  most  select  we  have  ever 
shown,  containing  Novelties 
from  every  Embroidery  and 
Lace  Market  of  note  in  the 
world — will  be  in  our  represen- 
tatives' hands  June  I. 


Hanley,  MacKay,  Chisholm  Co. 

LIMITED 

139  ALBERT  STREET 

Winnipeg,     Man. 


SILKS 


WEAVING, 
KNITTING 


EMBROIDERY 


J.  MAYGROVE  &  CO.,  Limited 

MANUFACTURERS  OF 

Italian,     China    and    Japan    Trams,    Organzines    and 
Sewings,  Tussahs,   Floches,    Flosses,  Spuns,    Twists. 

Machine     Sewing     Silks, 

Embroidery  Silks  Flosses, 

and   Lace  Silks. 

MILLS— ABBEY  MILLS,  ST.  ALBANS,  ENG. 

WAREHOUSES— 51-52    ALDERSGATE    ST. 

LONDON,  ENG. 


ARTIFICIAL 

SILK 

for 

WEAVING, 
KNITTING 


EMBROIDERY 
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Chiffon  and  Crystaline  Drape 

VEILS  AND  SCARFS 

for  Automobiling,  Boating,  Driving,  Seashore  Wear 
and  Cool  Evening  Wraps 

You  will  find  a  beautiful  assortment  of  plain  and  fancy  materials 
in  various  patterns  in  our  line  of  these  goods  which  will  please  your 
customers. 

Most  every  woman  takes  a  veil  with  her  on  every  Summer  trip. 
Get  some  of  this  business.  Write  us  for  our  assortment  on 
approval.    Sent  prepaid. 


76  Bay  Street 


Jtobeltp  import  Company 

The  Lace  and  Veiling  House  of  Canada 


TORONTO 


&mm 


E8Ss®Sc®ii:»'ii.'-*>v  '■:■'  'ftj"*si®Si®Sis 


EWNY'S 

KID 
GLOVES 


give  more  real  satisfaction  to 
the    square     inch    than     any 
V    -         other  line  of  kid  gloves    on 
the  market  to-day. 

Quality  counts  in  the  Glove  depart- 
ment and  Pewny's  Gloves  will  hold 
the  trade  for  you. 

All  shades,  all  lengths,  and  every 
pair  guaranteed. 

$6.50  to  $30.00  per  dozen. 

Mail     orders     receive         a^oe  ma^ 

prompt  attention. 

Greenshields 

Limited 
MONTREAL 

Sole  Canadian  Agents. 


a                  .    .            r> 

' 

LOC 

Like 
fo 

FAIR 

)KS    GOOD,    MAKES    GOOD 
AND    KEEPS    GOOD 

its    Sister   line,    SPHERE    SUSPENDERS 
r  ladies,  quality   of  materials   has  gained 

for  it  a  world-wide  reputation. 

Both  are  fitted  with  the  famous  'grip 

that   grips   and  never   slips.' 

Don't    lose   the    chance   of   good 

business,   Mr.   Dealer. 

E  BROS.  &  CO.,  Limited,  Leicester,  Eng. 
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Fancy  Parasols 


in 


Clearing  Lots 


Write  for  particulars 
or  sample  lot. 


The  Irving  Umbrella  Co. 

LIMITED 

Manufacturers 

79-83    Wellington    Street  West,  TORONTO 


ESTABLISHED   1849 


BRADSTREET'S 

Offices   Throughout  the   Civilized   World 


OFFICES  IN  CANADA: 

Calgary,   Alta.  Ottawa,   Ont.  Montreal,  Que. 

Edmonton,  Alta.         St.  John  N.  B,  Quebec,  Que. 

Halifax,  N.S.  Vancouver,  B.   C.       Toronto,  Ont. 

London.  Ont.  Victoria,  B.  C.  Winnipeg,  Man. 

Hamilton,    Ont. 

Reputation  gained  by  long  years  of  vigorous, 
conscientious   and   successful    work. 

THOMAS  C.  IRVING,  w='nMCTar 


TORONTO,  CANADA 


PEARSONS'  BASKET  FACTORY,  NOTTINGHAM 

ENG. 

92  Years  Experience 


PATENTED 

HARD-WEAR 

PROTECTORS. 

THOUSANDS  IN  USE 
IN  ALL  COUNTRIES 


WATER   PROOF 

INDESTRUCTIBLE 
BEST  VALUE 

OBTAINABLE 


AGENTS 

WANTED 

EVERYWHERE 

Do  you  care  to  add  an  up- 
to-date  service  to  your 
store  for  which  your  cus- 
tomers have  heen  waiting 
a  long  time?  We  need  one 
merchant  in  your  town  to 
take  orders  for 

Accordion  Plaitings 

Hemstitching 

Plaited  Skirts 

Covered  Buttons 

With  the  increasing  de- 
mand hy  'Dame  Fashion' 
for  plaitings,  you  are  as- 
sured constant    orders. 

Write  at  once  for  the  ex- 
clusive agency  for  your 
town ;  display  card  and 
prices. 


TORONTO   DRESS  PLAITING  CO. 

600  Yonge    Street,   Toronto,  Ont. 
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ILLUSTRATEDrCATALOGUE  FREE 


Not   an  Enterprise 
for    the    "Quitter" 

"If  there  is  one  enterprise  on  earth," 
says  John  Wanamaker,  "that  a  'quitter' 
should  leave  severely  alone,  it  is  adver- 
tising. To  make  a  success  of  advertising 
one  must  be  prepared  to  stick  like  a  barn- 
acle on  a  boat 's  bottom. 

"He  must  know  before  he  begins  it  that 
he  must  spend  money — lots  of  it. 

' '  Somebody  must  tell  him  that  he  cannot 
hope  to  reap  results  commensurate  with  his 
expenditure  early  in  the  game. 

"Advertising  does  not  jerk;  it  pulls.  It 
begins  very  gently  at  first,  but  the  pull 
is  steady.  It  increases  day  by  day  and 
year  by  year,  until  it  exerts  an  irresistible 
power. ' ' 
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Take  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


ART    OF    DISPLAY 


The  Work  Ahead  of  the  Display  Manager 


HOUSEFUR  N I  S  H  - 

INGS  will  command  a 
share  of  the  display 
man's  attention  around 
the  middle  of  July.  Or- 
dinarily this  depart- 
ment would  be  a  dull 
one  at  this  season  of  the 

year.  People  are  not  as  a  usual  thing  interested  in 
the  question  of  new  carpets  or  curtains  in  the  middle 
of  the  season  and,  unless  special  efforts  were  made 
to  arouse  interest,  the  amount  of  business  done  in  the 
department  would  be  small  indeed.  In  order  to 
stir  up  interest,  advantage  has  to  be  taken  of  several 
seasonable  developments. 

The  fact  that  camping  season  is  on  in  full  swing 
can  be  used  to  good  advantage  in  swinging  interest 
around  to  the  lines  required  for  comfort  in  living 
close  to  nature.  Summer  furniture  is  also  needed  for 
verandahs  and  summer  homes.  A  well  conducted 
campaign  to  induce  interest  in  these  lines  can  be 
made  to  create  activity  in  a  department  which  would 
otherwise  be  strictly  dull. 

Necessarily  the  holding  of  housefnrnishing  sales 
at  this  time  has  a  double  object — the  clearing  out 
of  all  odds  and  ends  of  stocks  and  lines  which  it  is 
not  desired  to  carry  over.  Patterns  are  likely  to  be 
"out"  when  the  active  Fall  season  swings  around  and 
must  be  sold  or  they  are  likely  to  become  a  total  loss ; 
and  the  July  sale  presents  a  good  opportunity  to  get 
them  out  of  stock. 

ARRANGING   THE   DISPLAYS. 

The  arranging  of  attention  compelling  windows 
is  a  very  salient  feature  of  the  campaign.  Display 
managers  will  find  that,  to  get  best  results,  it  is  nec- 
essary to  use  rugs  and  odd  lengths  of  stock,  if  it  is 
desired  to  show  any  assortment  in  the  window;  and, 
of  course,  this  is  advisable  at  this  particular  season. 
The  displays  can  be  brightened  up  by  using  certain 
varieties  of  ornaments,  particularly  those  of  an 
Oriental  turn,  such  as  brass  lamps,  urns  and  fern 
pots.  The  use  of  summer  hangings  for  the  back- 
ground will  be  found  effective  in  a  double  sense;  it 
will  finish  off  the  window  and  also  create  a  demand 
for  the  hangings  thus  shown. 

Good  use  can  be  made  also  of  verandah  and  sum- 
mer cottage  furniture  for  display  purposes.    In  plan- 


The  next  few  weeks  will  see  the  cam- 
paign in  housefurnishings  start  — 
Display  men  have  splendid  opportunity 
for  windows  in  featuring  goods  for 
Summer  campers  —  Some  suggestions. 


ning  windows  of  this 
nature  it  is  not  difficult 
to  evolve  realistic  ef- 
fects. Reproductions  of 
camp  scenes  can  be  ar- 
ranged without  much 
difficulty.  Some  display 
men  have  introduced 
forest  backgrounds,  running  streams,  waterfalls  and 
similar  natural  phenomena  with  a  rare  degree  of 
realistic  detail.  The  work  involved  in  such  displays 
was  heavy  but  the  expense  was  much  lighter  than 
for  displays  of  more  orthodox  order. 

VACATION    DISPLAYS. 

Attention  will  also  be  paid  shortly  to  the  pre- 
paration of  vacation  windows.  The  annual  flitting 
to  summer  home  and  seaside  resort  has  begun.  A 
vacation  trip  means  much  preparation  and  many 
purchases.  The  display  man  anticipates  this  de- 
mand by  showing  attractive  windows  of  wash  goods, 
blouses,  hosiery,  gloves,  belts,  laces,  neckwear,  sun- 
shades, whitewear,  bathing  suits  and  the  many  other 
linos  which  members  of  the  fair  sex  need  when 
starting  out  on  a  summer  vacation.  Sweater  coats 
are  a  very  necessary  item  of  summer  outing  apparel 
and  a  display  of  suitable  lines  will  be  found  pro- 
ductive  of  direct  results. 


Affiliation  Suggested 

Secretary  of  N.A.W.T.  wants  the  C.W. 
T.A.  to  become  part  of  that  body  — 
Matter  will  be  discussed  at  convention. 

The  following  letter  has  been  received  by  Secre- 
tary Maude,  of  the  C.W. T.A.  from  the  secretary  of 
the  N.  A.  W.  T.  of  America.  The  matter  will  pro- 
bably be  brought  up  for  discussion  at  the  Annual 
C.  W.  T.  A.  Convention  in  August. 

"How  shall  we  increase  the  membership  in  Win- 
dow Trimming  Associations?  For  the  best  interest 
of  the  display  managers  and  window  trimmers,  for 
the  most  good  to  themselves  and  a  larger  number  of 
window  trimmers. 

"A  larger  membership  and  more  Associations  are 
(Continued  on  page  32) 


30 


THE    ART    OF    DISPLAY 


Dry  Goods  Review 


Get  A  Move 
On  You 


STOMB  FRONTS 


Here's  a  typical  example  of  the  result  of  installing  a 
KAWNEER  STORE  FRONT.  For  a  nominal  cost 
this  Merchant  stepped  from  where  he  started  in  busi- 
ness 54  years  ago  to  a  modern  1913  Store — simply  by 
installing  a  KAWNEER  FRONT.  Their  letter  to  us 
states  that  they  had  been  in  business  54  years  without 
a  good  Front — and  they  now 
realize  the  business  actually 
lost  on  this  account — their 
new  Front  has  re-founded 
the  entire  establishment — and  at  a  nominal  cost. 

SHOW  EVERY  LINE— EVERY  DAY. 
Such  Fronts  as  these  enable  you  to  show  every  line 
— every  day.  You  know  what  that  means.  There  is 
a  number  of  lines  on  your  shelves  that  could  be  easily 
and  quickly  moved  if  you  could  only  show  them — if 
people  could  only  see  them.  Here  is  the  surest  way 
to  move  your  entire  stock. 


KAWNEER    FRONTS    ARE    PERMANENT. 

Take  these  KAWNEER  FRONTS  for  example.  They 
are  made  of  solid,  resilient  copper  (of  a  beautiful 
statuary  copper  finish).  Appeldoorn's  will  never  spend 
one  cent  more  on  their  Front — no  paint — no  broken 
glass — no  leakages — always  a  bright,  attractive  adver- 
tising and  selling  force. 

, , .  .  ,  "^  *=  stori  mures  ^ 

We've      printed      a      book, 

''Boosting  Business  No.  21,"  which  shows  many  pho- 
tographs and  drawings  of  modern,  business-pulling 
Store  Fronts.  We  have  been  compiling  information 
for  more  than  seven  years.  Profit  by  our  experience 
— the  experience  of  a  multitude  of  Merchants.  Just 
drop  a  card  to-day  for  "Boosting  Business  No.  21" — 
it  won't  obligate  you — you  won't  have  to  buy  now. 
We  will  show  the   facts — then  you   decide. 


KAWNEER  MANUFACTURING  COMPANY 

Francis  J.  Plym,  President 

78  DUCHESS  STREET  -  -  TORONTO,  CANADA 

Branches  throughout   the   Dominion 


or  ribbon,  lace 
o  r  embroidery. 
We  send  It  on 
approval.  FREE 
of  all  expense  to 
you,  for  com- 
parison with  any 
device  which  you  may  be  using,  or  so  that  you  may  satisfy 
yourself  whether  this  sort  of  thing  may  be  satisfactorily 
done.  Our  machines  are  used  in  over  20,000  stores.  Lei 
us  show  you. 

A  larger  illustration   and   particulars  sent   on    request. 
THE    A.    E.    PUTNAM    CO..    Mfrs.,   WASHINGTON,    IOWA 


SaaIcme?  carriers 

SAVE  TIME  &  MONEY 


Quirk  Change  Means  Pleased  Customers 

Our  guarantee :— We  will  lnital  a 
system  of  our  carrier!  in  your  store. 
After  10  days'  test,  if  they  have  no* 
proved  their  superiority  to  all 
other  makes  of  store  service,  we 
will  remove  the  equipment  without 
cost  to  you.  It  will  pay  you  to  in- 
vestigate our  modem  improved 
PNEUMATIC  DESPATCH 
TUBES  AND  ELECTRIC  CABLE 
CASH     CARRIERS. 


CATALOG  FREE 


The  Gipe-Hazard  Store  Service  Co.,  Ltd. 


99    ONTARIO   STREET  TORONTO.  ONT 

EUROPEAN  OFFICE  :ill  tlOLBORH  LONDON  C.C.  INC. 


Manufacturers  Forms 

The  ready-made  garment  manu- 
facturing trades  of  Canada  are  ad- 
vised that  our  models  for  the  Fall 
and  Winter  of  1913-14  are  now 
ready  for  delivery. 

A  handsomely  illustrated  folder 
showing  the  style  changes  in  our 
patent  forms  will  be  sent  upon 
application. 

J.    R.    PALMENBERG'S    SONS 

Established  1852 

710  Broadway,  New  York 

Factory :    89  and  91  West  3rd  St.,  New  York. 


Boston  Salesroom 
30  Kingston  St.     110  Bedford  St. 


Baltimore  Salesroom 
10  &  12  Hopkins  Place 
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Inaugural  Displays  in  New  Store 


Opening  display  in  the  new  store  of  J.  F.  Cairns,  Saskatoon. 


A  well  designed   display   shown  at   opening  of  J.  F.  Cairns'  store. 
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WAXWORK 

THE  D.  &  P.  BRAND 

We  take  a  great  pride  in  our  wax  work  and 
spare  no  expense  in  bringing  it  up  to  a  point 
of  efficiency  second  to  none. 

The  D.  and  P.  Wax  Figures  are  the  life  of  any 
window,  bringing  out  in  a  most  natural  man- 
ner any  gown  or  fabric  displayed  on  them. 

Our  new  catalog  illustrates  profusely  the 
extent  of  our  range,  from  the  wax  bust  for 
blouse  displaying  to  the  full  figure. 

D.  and  P.  prices  are  right. 

The  beauty  of  contour  and  life-like  expression 
of  the  D.  and  P.  Wax  Heads  are  portrayed  in 
the  above  number,  K.29. 


L 


Dale   and  Pearsall,    106  Front  Street  East,    Toronto 


^Manufacturers  of  High  Class  Forms  and  Figures 


LAMSON 


OII1C6  lOli/  Lamson  Carriers  have  met  every  demand  of 
advancing  requirements  of  modern  store  service  until  to-day 
they  are  found  indispensable  in  more  than  eighty  thousand 
American  Stores,  ranging"  from  the  three-clerk  shop  up  the 
line,  to  the  world's  most  celebrated  and  palatial  establish- 
ments, from  Dawson  to  Mexico  City,  from  New  York  to 
Manilla. 

ASK  YOUR  NEIGHBOR. 

Wire,  Cable,  Tube  and  Belt  Cash  and  Parcel  Carriers. 
THE  LAMSON  COMPANY,  BOSTON,  U.S.A. 

^—  SERVICE—^ 


Have  you  a  New  Way  Store 
The  New  Way  Crystal  Wardrobe 
is  the  modern  device  for  displaying 
ladies'  outer  garments.  Made  by 
Grand  Rapids  Show  Case  Company 
(Grand  Rapids,  Michigan)  --and  adopt- 
ed by  the  foremost  merchants  of 
Canada  and  the  States. 

Show  Rooms  and  Factories: 
New  York  Grand  Rapids  Chicago 

"T   'Boston  Portland 
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A  handsome  June  bride  display  by  Bristol  &  Co.,  Belleville. 


The  Work  Ahead  of  The  Display  Manager 

(Continued  from  page  30) 
needed.       In  unity  there  is  strength,  therefore,  the 
most  good  can  come  from  more  Associations  like  you 
have  formed. 

"I  wish  to  bring  this  matter  before  the  National 
Association  at  the  next  convention  in  August,  and  I 
want  your  opinion,  and  if  agreeable,  your  endorse- 
ment of  my  proposition  and  your  willingness  to  co- 
operate with  us  and  link  your  association  with  the 
National  Association  at  the  1913  convention. 

"Upon  the  initative  of  the  Canadian  Window 
Trimmers,  a  resolution  was  adopted,  permitting  the 
window  trimmers  of  Canada  and  the  different  states 
or  sections,  to  organize  branch  associations.  But 
nothing  was  done  to  bring  these  associations  into 
connection  with  the  National  Association. 


"My  proposition  is  to  have  local  associations  pay 
a  fee  of  $5.00  for  a  charter  and  pay  a  per  capita  tax 
of  50c  on  each  member  the  first  of  January  and  the 
first  of  July,  each  year,  to  be  forwarded  to  the  sec- 
retary of  local  associations.  Each  member  of  a 
local  association  thus  affiliated  to  be  a  full  member 
with  all  the  rights  and  privileges  of  the  National 
Association,  without  any  further  payment  of  dues  to 
the  National  Association.  To  be  privileged  to  vote 
hold  office,  enter  contests  and  have  the  benefits  of  the 
employment  bureau,  etc. 

"I  also  propose  changing  the  membership  fee  to 
the  National  Association  to  $5.00  and  making  the 
yearly  dues,  $3.00. 

"You  can  readily  see  by  making  these  changes, 
it  will  induce  local  associations  in  every  city  and  at  a 
less  cost  to  individual  members.  I  trust  you  will 
endorse  these  propositions  or  offer  better  suggestions. 

"Let  me  have  your  opinion  at  an  early  date." 
Respectfully  yours, 

P.  W.  Hunsicker,  Secy. 


Montreal.  Que.  J.  Prank  Riepert,  dry  goods  im- 
porter and  manufacturers'  agent,  Montreal,  died  May 
20th  after  an  illness  of  less  than  twenty-four  hours. 
Death  is  attributed  to  heart  failure.  Mr.  Riepert 
was  well-known  in  the  trade  and  had  many  friends. 
He  was  in  his  fifty-fifth  year.  He  was  a  prominent 
Mason  and  was  also  identified  with  the  Montreal  A. 
A.  A.,  the  Caledonia  Curling  Club  and  other  sport- 
ing organizations.  A  widow,  one  son  and  one  daugh- 
ter survive. 
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The  Taylor  Made  Rack  System 

Improves  your  store,  keeps  each  garment  on   an  individual  hanger,   saves  time  and    worry,  and    each 
garment  in   saleable  condition.     Mail  orders  promptly  filled. 


MEN'S  SUIT  RACKS   5  FT.  HIGH,  FOR  LADIES'  GARMENTS  AND  OVERCOATS  6  FT.   HIGH 


MADE  OF  OXIDIZED  STEEL  TUBING 

6  feet  long.  6  posts  -  -  -  $13.00 

8  feet  long,   6  posts  -  -  -  $14.00 

10  feet  long,  6  posts  -  -  -  $15.00 


POLISHED  STEEL  TUBING 

6   feet  long;   6!posts  ... 

8  feet  long,   6   posts  ... 

10  feet  long,  6  posts  ... 


$10.50 
$11.50 
$12.50 


5  or  6  feet  high,  same  price. 


No.   54.   Combination    Suit   Hanger 

With    Wire   Attachment   to   Prevent   the 

Trousers   from   Slipping 

$10.00   per   100. 

All   Hangers    packed    in    100  crates. 


No.    321.    Combination    Snit    Hanger. 
With  inserted  bar,  per  100 $5.00 


No.    74   B.    Combination    Suit    Hanger. 
$15.00  per   100. 
No.    "8.    Same   as   above,   with   Wire  Attach- 
ment  as    No.   54.       $16.50    per    100. 

This   Hanger   has   rounded   neck   to   fit    the 
coat  collar,  with  concave  shoulders. 

THE  TAYLOR  MANUFACTURING  COMPANY 

82  Queen  North  HAMILTON,  CANADA 
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A  suggestion  for  a  background  for  displays  of  summer  and  outing  goods.  The  details  of  construction  hardly 
require  explanation,  as  the  drawing  is  self-explanatory.  After  the  framework  has  been  constructed, 
branches  of  trees  and  foliage  are  attached. 


Suggestion   for   smart  and  stocky   display   of   dress   accessories  for  Victoria  Day.     A  neat  arrangement  which 
gets  results  for  the  departments  represented.     Courtesy  Stanley  Mills  &  Co.,  Ltd.,  Hamilton,  by  W.  C.  Simons 
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Every  Ambitious  Merchant 


SHOULD 
READ 

SALES 
PLANS 


A  collection  of 
three  hundred 
and  thirty-three 
successful  ways 
of  getting  busi- 
ness, including  a 
great  variety  of 
practical  plans 
that  have  '  been 
used  by  retail 
merchants  to 
advertise  and 
sell  goods. 


PRICL  $2.50 

Sent  postpaid  only  on  receipt  of  price. 
TECHNICAL     BOOK     DEPARTMENT 

MacLEAN   PUBLISHING   CO. 

143-149  UNIVERSITY  AVENUE    ::   TORONTO 


Order  a 
4lAAby  mail  to-day 


PROGRESS 

IS  THE  ORDER 
OF    THE   DAY 

1913  Models  Are 
Winners 

See  the  new  Tilting 
Form,  perfectly  adjust- 
able to  any  pose.  The 
lines  and  proportions 
are  guaranteed  to  con- 
form to  the  season's 
style.  Best  quality  of 
material  only  used.  Fit- 
ted with  a  clever  device 
which  allows  this  form 
to  be  tilted  to  various 
angles. 

No.  41AA,  as  cut,  $7.50 
Same,     without     Flesh 
Colored  Bust,  $6.75. 
Same,   without   Tilting 
Device,  $5.75. 

Sizes,  34  to  38. 
Show  your  garments  on 
up-to-date  fixtures. 

Everything    in    Wax,    Papier    Mache 
and  Metal  for  display. 

A.  S.  RICHARDSON  &  CO. 

99:Ontario  Street.     TORONTO 


STORE 


FRONTS 


Fine  Feathers — Fine  Birds 

Your    Store    Front     Indicates    to    the    Passers 
Very  Much  What  They  Expect  to  Find  Inside 

It  is  true  that  fine  feathers  do  not  always  make  fine  birds;  it  is  also  true  that  fine  store  fronts  do 

not  always  indicate  what  is  behind  them. 

Alas,  how  often  though  do  we  judge  one  another  by  the  outside  appearance,  how  often  do  we  judge 

a  place  of  business  by  its  front.     The  general  public   take     your  store  front  as  an   indication   of 

the  progressiveness  of  your  store. 

One   of   our   many  styles   of   "Easy   Set"   metal  store   fronts   will   meet   your   requirements.     Will 

you  look  into  our  proposition?     It  presents  an   opportunity   that   will   increase   your   prosperity   as 

surely  as  the  sun  will  rise  to-morrow. 

"Consolidated"    stands    for    everything    that    is  good  in  the  glass  and  store  front  industry. 

WRITE   NOW  FOR  PARTICULARS. 

The  Consolidated  Plate  Glass  Company 

of  Canada,  Limited 

TORONTO 
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Fall  Promises  to   be   a  Big  Silk  Season 


THE  TRADE  is  fully 
convinced  of  command- 
ing position  of  silk  ma- 
terials for  the  coming 
Fall.  It  is  a  case  of  silk 
materials  being  fash- 
ionable, and  not  just 
one  weave  alone  that  is 

wanted.  Therefore  the  orders  placed  cover  a  wide 
range  of  fabrics  and  practically  every  well-known 
silk  material  is  represented  save  taffeta,  which,  how- 
ever, is  reported  to  be  favored  in  Paris  at  the  present 
time. 

The  financial  situation  has  tended  to  make  buy- 
ers careful  and,  therefore,  the  orders  placed  are  on 
a  moderate  scale,  but  with  the  field  of  buying  cover- 
ing so  many  materials  and  when  it  is  remembered 
that  silks  have  so  wide  a  use,  and  that  not  only  the 
retail  and  the  jobbing  trade  as  well  as  the  millinery 
trade,  and  the  makers  of  novelty  articles  as  well 
as  the  numerous  branches  of  the  cutting  up  trade  are 
all  in  want  of  silk  materials  for  the  coming  Fall 
season,  it  will  be  seen  that  the  orders  placed  in  the 
aggregate  total  to  a  large  amount.  Prices  on  some 
lines  of  silk  materials  have  had  to  be  increased  and 
there  is  a  general  hardening  in  tone  throughout  the 
market. 

At  this  early  date  little  but  staple  business  has 
been  placed.  This  busi- 
ness is  confined  largely  to 
piece-dyed  fabrics  in  solid 
colors.  First  place  is  giv- 
en to  crepe  materials  both 
plain  and  brocaded.  Crepe 
de  chine  is  still  in  short 
supply  and  promises  to  be 
as  much  wanted  for  the 
Fall  season  as  at  the  pres- 
ent time  and  is  ordered 
out  in  street,  novelty  and 
evening  shades  and  in 
both  plain  and  brocaded 
material.  From  a  yard- 
age point  of  view  satins 
lead  and  it  is  the  soft 
drapy  kinds  that  are  sell- 
ing.   The  high  class  trade 


Orders  placed,  covers  a  wide  range  of 
fabrics — Crepes  lead,  and  soft  satins 
are  the  leading  silks — Trimming  silks 
in  vivid  Oriental  patterns  are  taking- 
place  of  more  glaring  designs. 


still  favors  charmeuse 
as  this  material  is  the 
ideal  for  the  develop- 
ment of  the  styles  of 
the  moment.  Following 
on  from  charmeuse  the 
trade  that  demands  a 
cheaper  fabric  is  buy- 
ing such  makes  as  Libertys,  paillettes,  satin  de  chines 
and  messalines,  the  last  named  makes  being  very 
much  en-evidence  for  foundation  linings  and  other 
utility  purposes.  Brocaded  weaves  in  soft  satins  are 
very  much  to  the  fore  and  are  selling  freely.  Cord 
effects  are  selling,  the  new  cords  being  of  the  velour 
order  chiefly  in  two-tone  effects. 

In  the  novelty  end  buyers  are  placing  orders  for 
matelasses,  and  moires  are  expected  to  sell. 

Trimming  silks  in  soft  yet  vivid  Oriental  pat- 
terns and  colorings  particularly  in  Persian  patterns 
are  selling  freely  and  these  silks  are  taking  the  place 
of  the  cruder  more  glaring  Balkan  designs. 

Very  much  newer  are  the  new  Dresden  silks. 
These  silks  show  the  small  floral  patterns  of  this 
class  but  the  coloring  is  in  the  soft  yet  vivid  tones 
of  the  new  art  patterns. 

The  return  of  Habutai  has  opened  the  way  for 
the  showing  of  other  washing  Japanese  weaves. 
When  Habutai  was  so  much  worn  a  few  years  ago 


Samples  of  new  flannels  which  are  selling  well. 
38 
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Mclntyre's 

The   Specialty    House    of    Canada 


TREFOUSSE  KID  GLOVES 
ROUILLON  KID  GLOVES 

Crown^Glove  Co.'s,  Cape  and  Mocca 

Gloves. 

Fabric  Gloves  of  every  description. 

Special  value  in  Silk  Gloves. 

UNDERWEAR 
HOSIERY  and  HALF  HOSE 

in  Silk,  Lisle  and  Cotton 

The  most  complete  stock  in  the  Dom- 
inion. 
Special  attention  given  to  letter  orders. 

Mclntyre  Son  &  Co.,  Limited 

MONTREAL  and  WINNIPEG 

OFFICES  IN 
Halifax  Ottawa  Toronto  Calgary  Hamilton 

Quebec  Peterboro  London  Vancouver 

European  Offices:      Manchester  Paris  Chemnitz 
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Kaiki — pronounced  ki-kee — was  worn.  This  silk 
has  a  heavy  cord  running  through  it  and  was  a  very 
popular  seller  as  it  gave  splendid  service  and  both 
white  and  colors  washed  exceedingly  well.  This 
silk  is  again  on  the  market  and  should  be  again  a 
good  selling  fabric  for  waists  and  for  children's 
wear. 

@ 

Novelty  Sale  Dress  Goods 

The  better  trade  calling  for  materi- 
als that  drape  perfectly — Bedfords, 
coteles  and  Ottomans  indicated  for 
popular  priced  trade  —  Buyers 
interested  in  wool  brocades. 

FOR  THE  general  trade  Bedford  cords  have  sold  so 
well  this  Spring  that  buyers  are  encouraged  in  plac- 
ing orders  for  cord  fabrics  for  Fall  and  Bedfords, 
coteles  and  Ottomans  are  all  indicated  strongly  for 
Fall  selling.  Many  novelty  cloths  are  showing,  but 
they  have  not  superseded  serge  and  smooth,  rough 
and  diagonal  serges  will  all  be  wanted.  The  wool 
brocades  promise  to  be  the  high  novelty  and  bro- 
caded eponges,  cords,  serges,  and  poplins  are  being 
selected  in  a  variety  of  patterns.  Much  is  being 
made  of  the  idea  of  a  two-fabric  garment,  the  coat  of 
the  brocade  and  the  skirt  of  plain  material. 

For  Summer  trade  eponges  and  ratines  have 
been  the  favored  materials.  That  is  in  cotton  goods, 
for  they  were  totally  unobtainable  in  wool  good*. 
This  condition  means  that  ratines  an  d  eponges  will 
be  ordered  out  both  in  plain  and  in  novelty  cloths  in 
quantity  for  Fall  selling. 

Stripes  and  brocaded  patterns  in  ratine  yarns  are 
also  extensively  used  to  decorate  other  materials. 

For  the  general  trade  the  drapery  effects  which 
now  dominate  are  more  similated  than  real  and, 
therefore,  such  materials  as  above  indicated  are  the 
ones  generally  selling.  The  increased  use  of  drap- 
ery effects  means  that  soft  materials  will  have  the  call 
with  the  better  trade  and.  therefore,  soft  finished 
wool  velours  in  cut  stripes  and  brocaded  patterns  are 
being  brought  out,  These  velours  come  in  wide  and 
narrow  stripes,  and  in  diagonal  effects  that  are  most 
beautiful  in  their  velvety  softness.  Moreover  the 
colors  are  rich  in  tone  and  the  color  list  is  more  ex- 
tended than  for  many  seasons  past.  The  new  rich 
blues  in  Saxe  and  in  greenish  tones  are  strong,  and 
there  are  many  lovely  shades  of  brown.  Green  after 
a  long  rest  is  again  fashionable  in  the  deep  purple 
and  bottle  tones.  Caramel  is  a  novelty  color,  and 
mole,  mahogany,  and  terra-cotta  are  new  and  fash- 
ionable shades. 


Velour  de  laine  is  lighter  in  weight  than  cut 
velours  but  has  much  the  same  texture  and  finish  and 
both  these  fabrics  are  being  brought  out  in  dress 
weight  and  in  weights  heavy  enough  for  coating 
purposes. 

For  strictly  dress  purposes  wool  and  silk  and 
wool  poplins  are  selling,  and  following  the  lead  of 
silk  crepes  wool,  silk  and  wool,  and  mohair  and  wor- 
sted crepes  are  expected  to  do  well.  The  novelty  ma- 
terial is  wool  charmeuse.  This  material  closely  re- 
sembles a  chiffon  broadcloth,  only  it  is  softer  and 
more  souple  and  drapes  better.  This  fabric  is  lovely 
in  high  colors  and  will  be  used  for  dresses  and  lor 
handsome  fancy  suits. 

@ 


Development  of  the  Sash 

Millinery  modes  favor  ribbons — 
Introduction  of  lace  gown  will  also 
help  sale  of  ribbons. 

While  it  is  much  too  early  to  tell  how  ribbons 
will  be  used  in  the  millinery  field  for  Fall,  there  is 
every  indication  that  ribbons  will  play  an  import- 
ant part  and  that  there  is  a  good  ribbon  season  ahead. 
Also  orders  placed  form  a  very  safe  indication  that 
buyers  share  this  view  fully. 

The  introduction  of  the  lace  gown  is  also  going 
to  help  the  sale  of  ribbons,  for  a  vivid  note  of  color 
is  imperative  and  the  way  in  which  it  is  introduced 
as  a  rule  is  by  means  of  a  ribbon  sash,  but  the  sash 
is  by  no  means  confined  to  the  lace  dress  and  it  looks 
as  though  sashes  were  to  be  a  strong  feature  in  the 
coining  season,  for  dresses  of  satin  in  black  or  deep 
colors  finished  with  wide  sashes  in  Oriental,  and  the 
new  Dresden  patterns  which  are  Dresden  only  in 
design  but  are  colored  in  the  now  fashionable  vivid 
shades,  form  one  of  the  latest  of  the  season's  fashion 
developments.  Some  of  these  new  floral  ribbons 
are  very  vivid  and  in  accordance  with  the  decrees 
of  the  new  school  of  art  show  blue  apples,  violet 
daisies,  green  flowers  and  yellow  and  blue  foliage. 

Metal  brocades  are  also  showing.  These  new 
sashes  are  in  the  extreme  mode  wound  around  the 
hips  and  waist  and  knotted  low  on  the  left  side. 
Some  models  seem  to  indicate  that  a  sash  at  the  knee 
under  the  fashionable  lace  draperies  is  a  mode  that 
may  show  some  strength. 


Amherst,  N.  S. — Hillcoat  and  Chapman's  cloth- 
ing store  was  broken  into  by  burglars  who  secured 
$60  from  the  till  and  took  several  suits  of  clothes 
as  well. 
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A    PERFECT    WOVEN 
WASH  FLANNEL— 
has  the  wearing  qual- 
ities of  fine  wool. 

UNLIKE  WOOL— 

will    not    scratch      or 
shrink. 

Made  in    a    large    and 
attractive    range    of 
vU        designs  and  colors. 

^    Dominion 
Textile  Co. 

LIMITED 

MONTREAL 
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The 


Finish 


for  Lustre,  Alpaca,  or  Mohair  Twills. 


C*  REAT  attention  has  been  given  to  producing  a 
^"^  Black  Dye  and  Finish  on  Lustre,  Alpaca  and 
Mohair  Twills  better  than  anything  previously  obtained, 
and  after  extensive  experimenting  over  a  long  period 
the  result  it  that  the  "  P.N.C."  Finish  has  no  equal  in 
the  market.  Its  special  points  are  great  brilliancy, 
clearness  of  dye,  fastness  to  rubbing  with  a  greater 
permanency  to  the  Tailor's  Iron  than  has  ever  been 
previously  attained. 

The  fast  black  has  also  the  great  advantage  of  being 
perspiration  proof. 

NO  GUARANTEE  WITHOUT  STAMPS. 

facsimiles  of  which  are  reproduced  at  side. 

PATTERNS   showing  FINISH    and    full    particulars 

.  .   .  from  .  .  . 


oA^ H  °«^ 


(Selvedee 
Stamp) 


The  Bradford  Dyers'  Association,  Limited 


39Well  St. .BRADFORD 
128  and   129  Cheap- 
side.    LONDON  /*>J»1 


"How  do  you  spell  SHOWERPROOF?  "         "C-R-A-V-E-N-E-T-T-E,  of  course!  " 


DUST- 
PROOF 

AS 

WELL 

AS 

SHOWER- 
PROOF 


if£$ap&/ie&!eJ  SHOWERPROOFS 


The  "CRAVENETTE"  CO.  LTD.,  affix 
their  stamp  only  to  such  goods  as  are  suit- 
able   in    quality    for    showerproof    purposes. 


1 


Therefore       this     stamp      i  s     a     guarantee, 
not     only     of     showerproof    properties,     but 
g  also  of  the  quality  of  the  material. 


Facsimile  of  Stamp 

IN  CASE  OF  ANY  DIFFICULTY,  PLEASE  WHITE  TO 

BRADFORD,  YORKSHIRE 

Showcards  or  Booklet!  if  desired  ma;  be  had  by  applying  through  the  Wholesale  Importing  House 


TO  BE  OBTAINED  FROM  THE  PRINCIPAL  IMPORTER 

THE  CRAVENETTE  CO.,  LIMITED, 


42 


DRESS    GOODS 


Dry  Goods  Review 


r 


"  Lochtite      Finish 


(Regd.) 


For  ALL  WOOL  AN<D  UNION  SHIRTINGS. 


A  FINISH  applied  to  aU  Wool 
and  Union  Shirtings  wLich  so 
locks  the  fibres  of  the  fabrics  as 
to  make  them 

UNSHRINKABLE. 

THIS  FINISH  UNDOUBTEDLY 
SUPPLIES  A  LONG  FELT  WANT. 

No  Guarantee  without 
the  Stamps,  facsimiles 
of  which  are  reproduced 
at  side. 


J^fa^VafiA  (Wr) 


_<■  /Stamp  on  end\ 
'  '  \      of  piece      / 


Fabrics  dyed  and  finished  by  the  branches  of  the  B.D.  A.  are  sold  by  leading  merchants  throughout  the  world. 
PA  TTERNS  shoving  FINISHES  and  full  particulars  from 

The  Bradford  Dyers'  Association,  Limited,  ,5-iSia2a.uK: 


Lumena  Dye  &  Finish 


(Regd.) 

For  ARTIFICIAL  SILKS 

THIS  is  the  highest  development  that  has  been  attained  in  the 
dyeing  and  finishing  of  Artificial  Silks,  and   goods   so   treated 
can  be  thoroughly  recommended  for  Blouses  and  Dresses. 
The  fabrics  drape  gracefully,  are  brighter  than  silk,  and  are  durable 
in  wear. 

Goods  dyed  and  finished  by  this  process  were  awarded  a  Grand  Prix  at  the  Brus- 
sels Exhibition,  and  received  the  special  congratulations  of  the  jury. 


Facsimile  of  Stamp  at  trie   ena  of  trie 
piece,  without  whicn  it  is  not  genuine. 


"/LOJ/MIEMM " 


bradford  oveps-  association 
Limited 


.J 


"N 


An  attractive  Showcard,  for  Window  and  Counter  Display  can  be  obtained  from  the 
leading  importers.  The  Card  is  beautifully  printed  in  colors,  and  measures  18  inches 
deep  by  13%  inches  wide.     (Reference  No.  SK  21.) 
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GRAND 
PRIX 

FRANCO-BRITISH 
EXHIBITION.  1908 


GRAND 
PRIX 

TURIN 
EXHIBITI0N.I9II. 


IT  IS  ESSENTIAL 


WHEN     BUYING     YOUR     COSTUME 

VELVETEENS 

THAT  YOU  SHOULD  MAKE  SURE 
THEY  ARE  IN  GUARANTEED  FAST- 
TO-RUBBING  DYES. 

ALWAYS  INSIST  ON  GETTING 

WORRALL'S 

FAST  DYES 


THE  DISCOVERY  OF  THESE  DYES  IS  THE 
RESULT  OF  YEARS  OF  EXPERIMENT, 
AND  HAS  GIVEN  TO  VELVET  QUITE  A 
NEW  VALUE  FOR  COSTUMES  &  GOWNS. 


IT    WAS    FOR    THE    EXCELLENCE    OF    THESE    VELVETEENS,    FOR    COSTUME    PURPOSES, 
THAT  THE 

GRAND    PRIX    WAS    AWARDED 

TO    J.  &J.  M.    WORRALL    LTD.,    BOTH    AT    THE    FRANCO-BRITISH    EXHIBITION  IN  1908, 
AND  AT  TURIN  IN  1911. 


"X" 


GRAND 
PRIX 

FRANCO-BRITISH 
EXHIBITION,  1908 


GRAND 
PRIX 

TURIN 
EXHIBITI0N.I9II. 
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Autumn   Dress   Fabrics 

Indicate  a  Splendid  Season 


From  all  points  of  view  we  offer  you  exceptional  service. 

Our  variety  of  fabrics  affords  you  the  opportunity  to  secure 
salable  and  profitable  lines  suitable  for  your  community. 


A  MONG  the  big  selling  lines  are: — Bedfords,  Whipcords, 
■*-  *-  Velour  Cotele,  Crepe  de  Venise,  Diagonal  Cheviots, 
Freise  Cheviots,  Freise  Boucle,  Jacquard  Cheviots. 

We  earnestly  advise  orders  when  our  traveller  calls,  as 
manufacturing  conditions  mean  our  early  shipments 
must  be  used  for  our  advance  orders,  and  delay  means 
late  delivery  and  higher  prices. 


Priestleys,  Dress  Goods 

are  shown  in  the  latest  weaves. 
These  fabrics  are  the  standard  by  which  others  are  judged. 

DRESS  GOODS    DEPARTMENT 


Greenshields     Limited,     Montreal 


Sole  Agents  for  Priestleys'  Dress  Fabrics 
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Popularity  Increasing   Immensely 


Copyright. 


This  is  Your 
Protection 


PATENTED 


"^W.SJ***** 


An  Exact  Reproduction  of  Hand  Made  Lace 

Manufactured  solely  by  Birkin  &  Co.,  Nottingham,  England 

Also  Manufacturers  of  High  Class  Washing   Valenciennes 
and  Exclusive  Novelties  in  Dress  Laces,  Allover  Nets,  Etc. 

Canadian  Agent :  A.  B.  FISHER 

400  Empire  Building,  64  Wellington  Street  West,  TORONTO 


The  most  perfect  re- 
production of  Hand- 
made Goods.  Un- 
equalled  for 
"  Strength,  Beauty, 
and  Value." 


LACE 

CURTAINS 

AND  NETS 


Pronounced  by  ex- 
perts "  The  Aristoc- 
racy of  Window  De- 
coration." 


N.B. — Our  Mr.  A.  J.  Burrows  from  Nottingham  visits  the  Canadian  retail  trade  twice  a 
year  and  a  communication  from  you  will  ensure  a  call. 

Sole  Manufacturers  : 

T.  I.  BIRKIN  &  CO.,  Broadway,  NOTTINGHAM,  ENGLAND 
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KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

Montreal  and   Toronto 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR     :    :    :    : 

Cbc  Dry  Goods  Review 

FOR   YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates 


SHOW  WINDOW 
BACKGROUNDS 


This  Book  Will  Help   Trim 
Your  Show  Windows 

"Show    Window    Backgrounds" 

By   GEO.  J.  COWAN 

Vice-President  of  the  Koester  School  of 
Window  Trimming 

This  is  the  most  useful  window  trimming  book 
ever  published  and  sells  at  only  $1.70  postpaid ; 
a  price  that  makes  it  posible  for  every  window 
trimmer  and  merchant  to  possess  it. 

Every  background  design  is  drawn  in  such  a 
way  that  anyone  can  follow  out  the  idea  the  same 
as  a  carpenter  does  his  work  from  blue  prints. 
Every  detail  is  fully  illustrated  and  fully  de- 
scribed with  complete  text  matter. 

The  first  half  of  the  book  has  the  windows 
arranged  in  the  order  in  which  they  should  be 
installed,  thus  being  a  yearly  window  trimming 
program. 

The  following  partial  list  of  contents  will  give 

you  a  clear  idea  of  what  a  valuable  book  this  is : 

New  Year's  Windows.  Period       Decorations       in 
White   Goods   Windows.  backgrounds,    showing 

St.  Valentine's  Day  Windows.       examples  of 

Spring    Opening    Windows.  Greek,  Moorish, 

Easter  Windows.  Roman,  Italian, 

Summer   Windows.  Gothic,  French, 

Horse    Show    Windows.  German,         Empire, 

Fall  Opening  Windows.  Japanese,       Colonial, 

Carnival  Windows.  Egyptian,       Mission,  etc. 

Hallowe'en   Windows.  Sale  Windows, 

Thanksgiving  Windows  Bas   Relief  Backgrounds. 

Christmas  Windows.  Stencil    Backgrounds. 

and  a  great  variety  of  general  and  special  backgrounds, 
making  up  a  total  of  over  150  background  designs,  with 
a  great  number  of  small  detail  drawings.  Many  of  the 
drawings   are  in   colors. 

It  has  taken  over  ten  years'  continuous  work 

to  make  the  drawings  in  this  book  and  over  25 

years'   experience   in   every    phase    of    window 

trimming  to  equip  the  editor  with  the  practical 

knowledge  necessary  to  prepare  a  volume  of  this 

kind. 

This  book  is  7  x  10  inches  in  size,  strongly 

bound  in  de  luxe  silk  cover  with  handsome 

art  design.    Over  250  pages  and  about  200 

illustrations.     Sent  prepaid  only  on  receipt 

of  $1.70. 

The   MacLean  Publishing  Company,   Ltd. 

Montreal         -         Toronto         -       Winnipeg       -       Vancouver 

Book   Department' 
143-149  University  Avenue,  -  TORONTO 
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Novelties  Being  Shown  in  Trimmed  Sailors 


THERE  IS  an  unusual 
amount  of  novelty  to 
interest  the  milliner  in- 
tent upon  prolonging 
the  selling  season  this 
year.  Indeed,  it  may 
be  said  that  matter-  are 
shaping  towards  a  sea- 
son of  Summer  hats.  The  fad  of  the  moment  is  seen 
in  the  adaptation  of  French  sailor  shapes.  The  regu- 
lation English  sailor  is  shown  trimmed  with  wide 
moire  ribbon  a  drape  of  which  passes  carelessly 
around  the  crown  and  finishes  under  the  high  loops 
of  a  large  aeroplane  how  at  the  hack.  A  inure  novel 
mode  of  trimming  applied  to  a  sailor  built  upon  less 
severe  lines  consists  of  a  row  of  cherries  placed  in 
fringe  fashion  around  the  crown  which  is  encircled 
with  a  wide  velvet  ribbon  with  bow  and  streamers 
placed  at  the  back.  A  sailor  hat  trimmed  with  para- 
dise seems  somewhat   out  of  place,  but   there  is  no 


Sailors  flower  and  ribbon  trimmed  — 
Dressy  models  have  velvet  crowns  and 
transparent  brims — Ribbon  trimming 
used  —  No  combination  too  eccentric. 


combination  too  ec- 
centric for  the  smart 
milliner.  The  hat  men- 
tioned was  an  imported 
model  and  had  a  wide 
brim  with  a  rolling 
edge.  The  .trimming 
consisted  of  a  velvet 
band  with  a  flat  bow  at  the  side  on  which  were 
mounted  five  sprays  of  paradise.  The  Cubist  sailor  is 
made  of  Milan  straw  and  has  a  false  square  crown 
of  velvet  over  which  the  regular  crown  appears  and 
there  i-  either  a  fiat  ribbon  bow  at  the  back  or  a  high 
looped  bow  at  the  side. 

Cherries  and  black  ribbon  velvet  form  a  very 
popular  trimming  for  Summer  sailors.  The  Eng- 
lish sailor  with  the  high  crown  and  medium  narrow 
brim  is  very  much  liked  and  is  well  worn  in  high 
colored  as  well  as  in  white  Milan  and  hemp  straws. 
A  very  smart  sailor  seen  at     the     Woodbine  luice 


Mushroom  shape  of  deep  blue  tagel.  The  crown 
and  facing  is  of  deep  green  velvet,  and  the 
net  pleating  of  apple  green.  Large  muslin  and 
velvet  roses  in  pink  cover  crown. 


Hat    of    crepe    over    satin     with     velvet     facing 
Bunch  of  magnificent  ostrich  plumes. 


MILLINERY  Dry    Goods   Review 


This  TRADE  MARK  T«^    ~~m   Wfml  Guarantees  Highest  Quality 


REGD.  TRADE  MARK 


JOHN    HEATHCOAT    &    CO. 

13  Ironmonger  Lane  .*.  LONDON,  ENGLAND 

Factories  at  Tiverton,   Exeter  and  Cullompton 

Patentees  of  the  first   Lace    and    Net    Machine  in   1808 

The  oldest  Net  Manufacturers  in  the  World 

Of       1^"     Illusions,  Veilings,  Toscas,  Dewdrop  Nets,  Brussels 
OlJ-iIV    Nets,    Tucked  Nets,    Dress    Nets,    Alencon  Nets. 

Also  Fine  Cotton  Nets 
Makers  of  the  Famous  Heathcoat  Waterproof  Maline. 

A.  B.  FISHER,  64  Wellington  St.  West,  Toronto 


STOCK  CARRIED 
BY 


SOLE  CANADIAN  REPRESENTATIVE 


THE"STAR"MAKL 

STUART        ^        SONS  &  CO. 

Old    Change       ^JfelEj^        London,  England 

Manufacturers  of  English  l  ^ff~~  Wool  Velour,  Felts,  Etc.,  Etc. 

—        ilryir ■ — ■ — !  — 

LATEST  FASHIONS  IN 

LADIES',  GIRLS*  AND    CHILDREN'S    HATS,    MILLINERY    MODELS,     FEATHERS,     FLOWERS, 
EVENING  ORNAMENTS,  RIBBONS  AND  ALL  MILLINERY  ARTICLES. 

INSPECTION     INVITED  FACTORIES— LONDON,  DUNSTABLE,  LUTON 


-    -  THINK  IT  OVER  -    - 

The  advertisements  appearing  in  this  paper  each  issue  are  there  be- 
cause it  pays  the  advertiser  and  for  no  other  reason. 

Is  it  not  about  time  you  investigated  this  proposition,  and  not  let  the 
other  fellow  do  all  the  talking  to  the  man  you  should  be  selling? 

You  can  talk  across  Canada  in  full  page  space  to  live  dry  goods  deal- 
ers for  $25  an  issue  if  you  contract  for  twenty-four  insertions.  Worth 
while,  isn't  it? 
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Meeting  was  of  bright  green  hemp  trimmed  with  a 
green  velvet  ribbon  band  ending  at  the  back  under 
a  flat  bow  with  streamers,  while  in  front  was  a  large 
plaque  made  of  lily-of-the-valley  edged  with  the 
green  leaves.  This  hat  was  much  more  striking  than 
a  more  rolling  sailor  shape  of  bright  blue  Milan 
which  was  banded  with  moire  ribbon  and  had  a 
huge  flat  bow  of  the  same  in  which  clustered  a  bright 
red  rose  and  its  foliage. 

The  latest  idea  in  large  picturesque  shapes  is  to 
make  the  crown  of  the  hat  velvet.  These  crowns 
are  either  of  the  familiar  bowl  shape  or  are  square 
bent  shapes.  The  brim  is  of  Malines  or  Chant  illy 
and  is  disposed  in  pleated  or  ruffled  flounces  bound 
with  satin.  This  is  the  newest  form  of  the  black  hat, 
for  this  season  when  bright  shades  are  so  much  worn 
the  black  hat  is  all  black.  Similar  models  are  shown 
in  all  white  with  the  crown  of  satin  or  moire  instead 
of  velvet  and  brown  crowns  have  the  brim  of  sul- 
phur yellow. 

There  are  any  number  of  these  transparent  hats 
shown  and  carrying  out  this  idea  also  comes  the  hat 
of  crin  or  Neopolitan.  The  majority  of  these  hats 
come  in  mushroom  and  poke  shapes.  Milan  is  a 
popular  straw  and  comes  in  colors  this  year  as  well 
as  white.  A  charming  Milan  Empire  poke  seen  was 
in  pale  rose  pink.  It  was  lined  with  moire  in  the 
same  shade  and  at  the  back  was  placed  a  huge  wired 
bow  of  pink  moire  giving  the  broad  effect,  On  the 
edge  of  the  brim  at  the  side  of  the  front  was  a  cluster 
of  pink  rose-buds  and  blue  forget>me-nots. 


What  Paris  is  Showing 

Large  and  medium  hat  for  Sum- 
mer wear — Newest  lingeries  are  in 
sailor  shape,  and  are  lavishly  trim- 
med with  flowers  in  brilliant  shades 
.  — Paradise,  aigrette  and  ostrich 
used    to    trim    expensive    models. 

The  influence  of  Poiret  is  shown  in  the  develop- 
ment favoring  medium  and  large  hats.  When  prac- 
tically all  the  leading  milliners  were  featuring  small 
models  Poiret  alone  was  showing  the  large  hat.  When 
Madame  Paquin  showed  the  much  talked  of  gowns 
made  from  the  designs  of  the  artist  Bahst  the  hats 
to  go  with  them  were  large.  Since  that  day  the  vogue 
of  the  big  hat  has  been  growing  and  each  race  meet 
and  event  that  brings  fashionable  women  together 
shows  that  the  cult  of  the  large  hat  is  growing.  Lin- 
gerie hats  that  follow  closely  the  lines  of  the  sailor 
are  Paris'  latest  achievement  and  many  of  them  are 
veritable  flower  gardens.  Moreover  the  most  bril- 
liant colors  are  pressed  into  service.  Flowers  have 
come  into  their  own  this  season  and  are  more  worn 
than  they  have  been  for  the  past  four  or  five  years. 


One  thing  that  has  helped  the  vogue  of  flowers 
is  the  enormous  prices  asked  for  high  grade  plumage. 
Where  price  is  not  considered  paradise  and  aigrette 
are  still  the  favorite  hat  trimming  of  the  woman  of 
fashion.  Goura  is  shown,  but  the  true  Parisienne 
does  not  favor  this  feather.  Ostrich  feathers  and 
fancies  have  a  great  vogue  and  milliners  say  that 
they  will  be  just  as  popular  for  trimming  the  early 
Fall  hat.  Ooque  is  coming  to  the  front  again  and  the 
price  has  gone  up  during  the  past  few  weeks.  Eagle 
or  condor  quills  are  very  much  used  on  smart  tail- 
ored millinery,  and  are  selling  in  all  the  bright  new 
colors. 


Bright  Colors  Shown 

Tailored  costumes  and  evening 
gowns  at  Montreal  house  show  the 
vogue  of  colors — Lady  Langelier 
attends. 

Montreal,  May  20. 

One  of  the  most  striking  features  of  the  gowns 
worn  at  the  fourteenth  annual  horse  show  held  at  the 
Arena,  Montreal,  was  the  prevalence  of  color.  Chif- 
fons, satins,  crepes  and  cloths  were  all  of  the  bright- 
est hue. 

To  many  who  attend  the  horse  shows,  the  horses 
are  a  secondary  consideration,  gowns  command  first 
attention.  On  this  occasion  the  costumes  seemed  to 
be  more  varied  than  usual,  both  as  regards  color  and 
design. 

The  attendance  was  very  large  at  all  the  perform- 
ances. Tailored  costumes  were  the  most  favored  for 
the  afternoon  shows,  while  in  the  evening  dinner 
gowns  were  worn  partially  covered,  in  most  cases, 
with  gorgeous  evening  wraps.  Figured  silks,  etc., 
many  of  them  with  large  and  striking  patterns,  were 
largely  used. 

It  would  be  difficult  to  say  what  colors  were  the 
most  popular  as  the  color  scheme  seemed  to  run  the 
whole  gamut  of  the  shade  card. 

Quite  a  number  of  the  gowns  were  in  blue  shades, 
from  pale  tints  to  purples.  Greys  and  rose  shades 
were  also  popular  as  well  as  old  gold  and  delicate  yel- 
lows. 

The  show  this  year  was  not  graced  by  royalty  as 
it  was  a  year  ago,  but  Lady  Langelier,  wife  of  the 
lieutenant-governor  of  Quebec,  was  present  on  sev- 
eral occasions.  She  wore  a  gown  of  grey  charmeuse, 
trimmed  with  violet,  and  white  hat  trimmed  in  tiny 
roses. 

Hats  were,  of  course,  the  rule,  and  a  few  veils 
were  worr  The  hats  were  small  and  were  made  to 
harmonize  with  the  gowns. 

The  wraps  were  mostly  of  "cut-away"  design,  lib- 
erally draped.     They  were  loose  and  roomy,  except 
where  caught  in  by  the  fastening  to  fit  snugly  about 
the  skirt. 
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Summer  Business  Delayed  for  Various  Reasons 


JUST  ABOUT  t  h  e 
most  needed  thing  for 
the  benefit  of  the  gar- 
ment business  at  -pre- 
sent is  a  few  days  of 
bright  warm  weather  to 
emphasize  the  necessity 
for  providing  for  Sum- 
mer needs.  For  practically  all  Summer  business  is 
yet  to  come.  Money  conditions  are  making  the 
trade  cautious,  but  in  spite  of  all  Canada  is  abun- 
dantly prosperous,  too  much  so  to  necessitate  any 
doing  without  needed  articles  of  dress.  Apart  from 
money  conditions  what  has  hurt'  Summer  business 
so  far  is  the  chilly  nature  of  the  weather  and  the 
remembrance  of  the  cold  summer  experienced  last 
year.  Not  only  is  the  merchant  buying  carefully  be- 
cause the  credit  man  is  obdurate,  but  he  has  his  ex- 
perience of  last  year  in  mind,  and  the  bare  possibility 
of  just  another  season  occurring,  combined  with  the 
present  financial  conditions,  is  giving  that  proverbial 
chill  to  the  buyers  pedal  extremities  that  results  in 
very  small  orders,  or  no  orders  at  all. 

Just  a  few  warm  days  would  work  a  great  change 
for  it  would  send  customers  into  the  stores  to  supply 
insistent  present  needs.  This  would  mean  that  or- 
ders would  flow  in  to  the  manufacturers,  and  the  bet- 
ter feeling  would  not  only  help  present  conditions, 
but  it  would  work  out  to  the  benefit  of  the  man  on 
the  road  with  garments  for  the  Fall  season. 

One  proof,  if  any  was  necessary  that  there  is 
money  yet  in  the  land  for  reasonable  needs,  is  that 
the  present  money  stringency  has  proved  no  check 
upon  the  development  in  favor  of  better  priced  gar- 
ments the  best  demand  comes  for  the  better  grade. 
Women  have  found  that  it  pays  to  pay  more  when 
the  result  is  that  they  obtain  for  the  advance  much 
better  style  and  material. 

Manufacturers  are  making  every  effort  to  im- 
prove their  product  along  these  lines  and  The 
Review  would  earnestly  advise  buyers  to  look  over 
the  sample  lines  offered  by  the  Canadian  manufac- 
turers. There  are  many  new  men  coming  into  the 
business,  and  many  of  the  older  manufacturers 
have  enlarged  their  plants  and  improved  their  pro- 
duct. Therefore,  the  Fall  garment  line  is  larger 
and  better  as  a  whole,  and  buyers  should  be  able  to 


Few  days  of  warm  weather  would 
improve  business — Cold  weather  re- 
tards summer  business — Conservatism 
has  resulted  from  many  conditions  — 
People  show  tendency  to  buy  best, 
however. 


procure  much  more 
than  ever  before  of  their 
high  class  merchandise 
in  the  home  market.  It 
is  good  policy  to  encour- 
age the  home  maker, 
particularly  when  he  is 
more  strenuously  than 
ever  endeavoring  to  obtain  the  right  styles  and  the 
very  latest  novelty  materials.  When  goods  are 
bought  in  the  home  market  they  carry  many  advan- 
tages, such  as  being  able  to  fill  in  wanted  sizes  easily, 
and  to  sort  up  at  frequent  intervals  with  newer  novel- 
ties. There  is  no  need  to  instruct  buyers  so  the 
manufacturers  say  as  least  about  making  returns, 
but  if  for  any  reason  a  return  has  to  be  arranged  the 
buyer  can  make  better  terms  with  the  home  than 
with  the  foreign  manufacturer. 
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Summer   Suit    Novelties 

These  suits  form  a  marked  devia- 
tion from  the  regular  tailored  line 
— Cretonne  vests  and  trimmings  a 
new  feature  —  Eton  and  bolero 
models  with  the  coat  and  skirt  in 
contrast  shown. 

Now  that  dresses  have  become  so  popular  it  is 
only  natural  that  the  woman  who  can  afford  to  be 
different  wishes  to  have  a  suit  and  during  the  past 
week  The  Review  has  seen  a  few  imported  models  of 
this  class.  While  it  is  not  claimed  that  suits  of  this 
class  will  have  an  extensive  vogue  they  form  an  indi- 
cation of  how  very  general  is  the  acceptance  of  the 
novelty  suit  for  all  the  new  models  form  a  very 
marked  departure  from  the  regulation  plain  tailored 
suit.  The  new  suits  are  developed  in  cotton  eponge 
or  linen  and  many  of  them  have  smart  little  vests 
of  cretonne  or  of  ratine  brocade.  Many  of  these  suits 
have  the^  skirt  made  of  white  linen  or  eponge,  while 
the  coat  is  of  brocaded  eponge.  Sometimes  the  skirt 
is  of  striped  material  and  the  coat  is  of  plain  color 
with  waistcoat  and  collar  and  cuffs  of  the  stripe. 
More  on  the  dress  order,  but  in  two  pieces  are  the 
skirts  of  cotton  crepe  with  a  smart  little  coatee  of 
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Evening  gowns  will  be  wanted  early. 
This  model  shows  how  materials 
are  combined.  It  is  of  yellow 
crepe  de  chine,  with  a  simulated 
under  petticoat  of  satin  in  pale 
blue  and  touches  of  the  same  on 
the  sleeves,  and  at  the  waist  and 
girdle  to  match.  The  corsage  is 
surplice,  back  and  front,  opening 
over  a  vest  of  chiffon,  with  the 
opening  outlined  with  a  frill  of 
shadow  lace.  The  new  style  tunic 
finishes  with  a  frill  of  shadow  lace 
below  one  of  net. 


the  skirt.  Many  of  the  suits  have  somewhat  the 
effect  of  a  coat  dress,  the  difference  being  that  the 
suit  is  in  two  pieces,  while  the  dress  is  one  piece. 
Skirts  are  two-piece  and  are  narrow  running  from 
1%  to  2^  yards.  A  slot  seam  down  the  middle  of 
the  front  is  a  new  feature  that  is  well  liked. 


Children's  Coats  Selling 

Fashionable  cloths  lend  themselves 
to  the  making  up  of  attractive 
models  —  Business  in  children's 
wear  has  become  a  prominent  fea- 
ture. 

Buyers  generally  are  interested  in  children's  lines 
as  this  is  a  department  that  continues  to  grow.  In- 
deed in  many  stores  almost  as  much  space  is  being 


"Militia"  overcoat  in  khaki  cloth 
made  with  two  side  pleats  from 
shoulder  line  to  waist  line,  half 
belt  shaped  at  back,  side  vents, 
lined  throughout  with  scarlet  flan- 
nel and  the  gilt  buttons  set  in 
militia  fashion  on  the  front.  This 
has  a  self  Prussian  collar.  Shown 
by  W.  E.  Sanford  Mfg.  Co. 


crepe  in  Futurist  or  Jouy  pattern.  These  coais  are 
cut  in  bolero  fashion  in  front  and  have  long  tails 
reaching  to  the  bend  of  the  knee  at  the  back  and 
starting  from  well  under  the  arm. 

Sometimes  the  coat  is  finished  like  an  Eton  at  the 
back  and  the  tail  piece  forms  a  kind  of  tunic  over 


given  to  children's  wear — that  is  including  misses' — 
as  is  devoted  to  the  garments  worn  by  their  mothers 
and  elder  sisters. 

Children's  coat  lines  are  out  on  the  road  and 
orders  are  beginning  to  come  in  freely.     With  the 
(Continued  on  page  62) 
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Write  to-day  jor  samples  of  our 

Balkan  and  Middy 

WAISTS 


The  accompanying  illustrations 
represent  three  of  our  new  Bal- 
kan and  Middy  styles.  They  are 
real  trade-pullers  and  form  strong 
links  in  the  chain  of  attractive 
values  that  binds  the  Allen  line 
and  the  Canadian  ready-to-wear 
trade  closely  together. 

Drop  a  postal  to-day  asking  us 
to  submit  samples  of  these  for 
your  inspection.  Send  them 
back  if  they  do  not  meet  with 
your  approval.  Write  also  for 
our  samples  of  bathing  suits. 


Allen  Manufacturing  Co. 

Limited 


Long  Distance  Phone 
ADELAIDE  966 


103-5-7  Simcoe  St. 


Toronto 


j5 

Jxeute 
Ilk 

WB 

Cm 

Wm       MADE     IN 

Weak 
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Early  Fall  suit  of  Persian  blue  cut  velour,  showing  the  accepted  cut-away 
lines  of  the  new  suit  coat — quite  short  in  front  and  rounding  gracefully 
to  a  point  at  the  back.  The  buttons  are  in  the  new  military  bomb 
shape,  and  are  of  brass. 
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Egyptine  Underskirts 
are  Guaranteed 


W 


E  make  Egyptines  of  a  material 
which  we  import  specially  for 
underskirts. 


Every  yard,  is  guaranteed  to  us  by  the 
makers.  We  in  turn,  guarantee  every 
skirt  to  you. 

You  can  sell  Egyptines  with  the  dis- 
tinct understanding  that  the  skirts  will 
neither  split  nor  cut — nor  crack. 

The  material  is  the  best  quality  Egyp- 
tian cotton.  This  cotton  works  up  like 
silk. 

Egyptines  have  the  appearance,  the 
weight  and  the  peculiar  rustle  of  fine 
taffeta  silk.  They  retail  at  less  than 
half  and  last  much  longer. 

The  quality  makes  many  sales,  and 
there  is  a  handsome  margin  of  profit  to 
the  retailer.  Ask  your  wholesaler  for 
prices  and  samples. 

Note — The  genuine  Egyptine 
is  guaranteed  all  down  the 
line  with  this  guarantee  label 
on  the  skirt  band. 

Make  sure  of  the  label: 


*GypT\^ 


Wt^nadim?%m&lfctf%:: 


t/n*7U\£a£ 
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Light  Laces  Play  a  Part  in  Summer  Modes 


Leading  dressmakers  using  Chantilly, 
Bohemian  and  Malines  laces  extensive- 
ly on  Summer  gowns — Lace  combined 
with  net  and  lace  draperies  the  new 
feature  —  The  gayest  of  colors  shown. 


THE    GROWING 

prominence  of  lace  is 
one  of  the  most  notable 
features  of  the  fashions 
at  the  present  time.  Ac- 
cording to  all  accounts 
the  leading  model  hous- 
es are  preparing  to  use 

lace  more  extensively  than  for  some  time  and  laces 
will  certainly  play  a  more  important  part  in  the 
modes  of  the  present  summer  than  they  did  a  year 
ago.  At  the  Longchamps  races  the  use  of  lace  was 
much  remarked.  White  lace  tunics  were  worn  and 
skirts  flounced  with  Chantilly  were  a  new  feature. 
Callot  Soeurs  is  one  of  the  leading  houses  to  feature 
lace.  This  house  is  using  wide  flouncings  of  black 
and  of  white  Chantilly,  and  also  wide  Bohemian 
lace  in  black,  and  Malines  laces  also.  A  new  Callot 
model  that  attracted  attention,  had  a  foundation 
skirt  of  white  tulle  which  had  a  deep  flounce  of 
white  Chantilly  lace.  Above  this  flounce  was  an- 
other of  the  same,  lace  beginning  at  the  waist  line 
and  growing  gradually  deeper  until  it  became  knee 
length  at  the  back.  The  waist  was  entirely  of  lace 
and  net,  the  opening  at  the  back  being  outlined  with 
wide  pleated  frills  finishing  in  front  with  a  bouquet 
of  artificial  flowers  in  soft  shades.  Another  feature 
of  the  Callot  gowns  is  the  combining  of  black  and 
white  laces,  the  use  of  black  lace  for  draperies  and 
the  embroidering  of  the  same  with  metallic  threads. 
Beer  is  also  advocating  lace  but,  instead  of  using 
black  or  white,  he  is  favoring  all  shades  of  cream 
down  to  deep  butter  shades,  and  many  of  Cheruit's 
latest  gowns  show  the  use  of  wide  flouncings  of  Mal- 
ines and  Chantilly  and  also  the  use  of  embroidered 
net  or  Oriental  laces,  but  more  for  draperies  than 
flounces. 

Premet  is  using  wide  lace  flounces  for  evening 
cloaks  and  is  trimming  them  with  broad  bands  of 
metallic  lace.  These  wraps  are  intended  for  wearing 
over  summer  gowns. 

Of  late  much  plain  net  has  been  used  for  the  cor- 
sage of  the  dress  and  everything  points  to  a  tremend- 
ous vogue  for  net  for  this  and  for  other  purposes. 
There  is  no  doubt  about  the  net  gown  for  summer 
wear  either  of  plain  or  dotted  net.  Madame  Paquin 
is  featuring  both  dotted  nets  and  dotted  laces.  Dot- 
ted Alencon  is  much  used  for  the  upstanding  frills 
that  finish  the  neck  of  the  gown  and  for  the  pleated 
sleeve  frills  that  are  so  immensely  fashionable.  An- 
other idea  that  is  new  is  the  embroidering  of  fine 
laces  with  beads  and  the  edging  of  them  with  a  bead 
fringe. 

Now  that  summer  is  coming,  more  white  is  ap- 
pearing, but  it  is  not  white  alone  that  is  to  be  worn. 
Tt  is  to  be  combined  and  trimmed  with  one  or  more 


of  the  high  colors  that 
Paris  is  now  revelling 
in. 

For  quite  a  long 
period  black  and  white 
in  combination  and  a 
restricted  selection  of 
the  duller  middle  tones 
have  been  chosen,  but  now  the  reaction  has  come 
and  the  gayest  of  colors  reign  supreme. 

This  season  it  is  a  feast  of  color,  glaring  and 
bold.  Red  shades  are  very  much  favored  such  as 
cherry,  vermilion,  brick,  carmine,  blood  reds,  beet 
and  Bordeaux  shades.  Other  much  worn  colors  are 
brilliant  light  blue,  emerald  and  Empire  green, 
violets  in  vivid  shades,  and  orange,  lemon  gold,  and 
amber. 

The  wool  suitings  most  seen  this  Spring  are  gab- 
ardine, coarse  and  fine  wale  serges,  and  cote-de- 
cheval.  In  silks  the  prominent  weaves  are  charmeuse, 
liberty  satin,  moire  and  brocades.  Significant,  too, 
is  the  appearance  of  velvet  at  this  period  of  the  year 
for  it  indicates  its  prominence  in  the  coming  Fall, 
season.  Velvet  is  used  to  trim  many  hats,  the  ma- 
jority seen  showing  the  brim  of  tulle  with  the  crown 
of  velvet.  Chiffon  velvet  mantles  appeared  in  many 
high  colors  at  the  Lonchamps  meeting  on  the  18th. 
Another  new  idea  strongly  featured  was  the  wearing 
of  vivid  colored  Oriental  sashes  as  a  finish  to  black 
satin  desses. 

Another  idea  that  has  caught  the  popular  taste 
is  the  vest  or  waist  coat  that  is  appearing  on  so  many 
of  the  fancy  suits.  Waistcoats  were  introduced  earlier 
on  in  the  season  but  it  is  only  now  that  the  dress- 
making houses  are  bringing  them  out  so  strongly. 
Madame  Paquin  is  particularly  fond  of  this  feature, 
and  she  must  be  credited  with  the  bringing  out  of 
a  large  number  of  successful  models.  Fancy  flow- 
ered linens  and  cretonnes  are  most  used  by  this  house 
while  Cheruit  favor  bright  hued  striped  silks.  Now 
that  these  two  houses  have  scored  a  success  with  fancy 
waistcoats  the  idea  has  been  widely  copied  and  Rom- 
an striped,  and  flowered  Jouy  and  Pompadour  silks 
are  used,  as  well  as  the  Rodier  novelty  eponges  print- 
ed in  high  colored  floral  patterns.  The  variety  of 
patterns  and  fabrics  used  for  waistcoats  is  large  but 
nothing  is  prettier  than  those  of  colored  linen  trim- 
med with  narrow  pleated  frills  of  the  same. 

In  keeping  with  the  extravagant  tastes  of  the 
day  the  coat  is  often  lined  with  the  same  rich  silk 
of  which  the  vest  is  made.  This  forms  an  indication 
for  the  future  and  it  is  certain  that  very  bright  color- 
ed linings  often  printed  in  bold  patterns  will  be  used 
in  the  coming  Fall.  The  very  latest  idea  is  to  make 
use  of  the  Martine  patterns  for  this  purpose. 

It  is  said  that  some  of  the  model  houses  are  in- 
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With  the   VCCXWCV&CV    Label 


Showerproof  Coats 

These  coats  are  made  of  wool  materials  which  have 
been  Kenreign  rainproofed,  positively  the  most  satis- 
factory process  for  making  the  cloth  rain-repellent 
without  the  use  of  rubber.  This  process  not  only 
improves  the  appearance  and  finish,  but  it  adds 
greatly  to  the  wearing  qualities  of  the  cloth. 


Slip-on  Raincoats 

Every  yard  of  cloth  used  in  Kenreign  Coats  is  carefully  treated. 
Pure  Para  Rubber  is  milled,  properly  compounded,  and  applied  to 
the  cloth.  It  is  then  correctly  vulcanized  and  subjected  to  severe 
tests  for  permanent  waterproof  qualities. 

A  Kenreign  Waterproof  will  not  fall  apart;  the  rubber  will  not 
soften  nor  will  it  grow  hard  and  stiff,  making  the  garment  useless. 
You  are  protected  from  these  defects  by  the  Kenreign  label. 


Kenreign  Showerproof  and  Slip-on  Coats  are  made  in  all  suitable  shades  and  styles  for  men  and  women. 


New  Chicago  Salesrooms: 
Congress  and  Franklin  Streets 


C.  Kenyon  Company 

Fifth  Avenue  Building 

23d  Street  and  Fifth  Avenue,     New  York 
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Boston: 
501   Washington    Street 
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Feick    Dresses    Have 
Exclusive  Style    Features 

One  of  the  foundation  stones  on  which 
the  success  of  "Feick"  Brand  Dresses 
is  built  is  the  exclusiveness  of  their 
styles.     Originated    by 
our  own  expert  design- 
ers and  made   of  high- 
grade      mater- 
ials,    these 
dresses   appeal 
to  women  who 
love  something- 
out  of  the  ord- 
inary. 

The  Fall,  1913, 
range  of 

FEICK 
DRESSES 

which  is  now 
ready  for  your 
inspection,  con- 
tains many  new 
creations.  I  f 
you  have  not  al- 
ready stocked 
our  dainty  gar- 
ments, send  in 
a  sample  order 

and  see  how  quickly  these  stylish 
dresses  sell. 

Our  Representative  will  be  calling  on 
you  with  a  full  assortment.  Be  sure 
to  see  them. 


THE  FEICK 

MANUFACTURING  CO. 
BERLIN     -:-     ONTARIO 


tending  to  drop  brocades  after  the  present  season,  but 
against  this  fact,  if  true,  are  the  large  orders 
for  the  Fall  already  placed.  Also  the  fact  that  the 
sample  collection  put  out  by  Claude  Freres  for  Aut- 
umn a  year  from  now  contains  a  large  representa- 
tion of  brocaded  poplins,  crepes  and  silks.  At  Long- 
champs  new  models  in  brocaded  crepes  and  brocaded 
silks  were  numerous,  and  one  model  of  white  bro- 
caded crepe  with  a  tunic  of  black  brocaded  mar- 
quisette attracted  much  attention.  Another  novelty 
was  a  blue  plaided  marquisette  on  a  black  ground  us- 
ed to  veil  a  gown  of  black  charmeuse. 

Moire  is  a  silk  that  is  increasing  in  favor,  and  to 
prove  this,  it  may  be  stated  that  some  of  the  best 
dressed  women  in  Paris  are  wearing  moire  gowns 
that  have  been  made  up  in  the  leading  Paris  dress- 
making houses.  Madame  Paquin  is  using  turquoise 
moire  for  evening  gowns,  while  Cheruit  uses  moire 
for  suits  alone  and  in  such  colors  as  navy,  ruby  and 
black.  Moire  epingle  in  changeable  emerald  and 
black  is  a  lovely  color  effect  favored  by  Callot  in  this 
material. 

Two  novelties  that  will  undoubtedly  pass  over  to 
your  side  of  the  Atlantic  are  the  Japanese  collar  and 
the  Japanese  gown.  This  Japanese  style  Premet 
claims  to  have  launched,  the  idea  for  them  having 
been  taken  from  old  Japanese  sketches  and  etchings. 
The  most  striking  feature  straight  up-standing  col- 
lar and  the  sash  tied  with  a  large  flat  bow  at  the 
back. 

Ratine  printed  in  a  cretonne  pattern  was  used  for 
a  very  new  robe,  and  another  ratine  robe  has  a  sash 
of  blue  ratine  placed  as  low  down  as  the  knee  while 
an  extra  pretty  robe  was  of  white  ratine  witb  a  print- 
ed rose  pattern  and  with  trimming  of  Nell  rose  satin. 

Very  elaborate  two-piece  matinees  were  developed 
in  crepe  voile,  crepe  de  chine  and  shadow  lace.  Pink 
is  the  most  worn  color,  both  shrimp  pink,  and  rose 
pink  being  prominent.  Pale  blue  is  also  good  and 
pale  yellow,  apricot  and  mauve  are  other  colors  used. 
Negligees  are  trimmed  with  chiffon  rose  buds  and 
with  colored  satin  ribbons.  Many  models  are  made 
in  Empire  style  and  are  made  of  chiffon  cloth  or 
crepe  chiffon. 

Another  garment  where  sheerness  and  transpar- 
ency is  the  dominating  factor,  and  one  that  is  bring- 
ing it  back  into  fashion's  favor,  is  the  lingerie  blouse. 
The  new  lingerie  is  no  longer  made  of  lawns  and 
linens.  Cotton  voile,  cotton  crepes,  crepe  de  chine, 
crepe  chiffon,  shadow  lace  and  fine  nets  are  the  ma- 
terials now  employed.  The  lingerie  blouse  of  the 
present  season  is  a  simple  garment  and  is  not  made 
expensive  by  being  smothered  with  hand-made  laces 
and  hand-work.  Many  blouses  have  the  yoke  across 
the  back  and  extending  over  the  shoulder  as  far  as 
the  dropped  part  goes.  Gatherings  and  tucks  are 
used  and  the  blouse  is  decidedly  fuller  and  blouses 
more.  Another  feature  that  will  be  welcomed  is  the 
(Continued  on  page  62) 
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Fall  Attire  for  Juniors 


The  tiny  infants,  the  little  tots,  the  school  children 
and  the  womanly  misses  are  all  well  represented 
in  the  Home  &  Watts  Fall  range  of  dresses.  Our 
styles  and  values  have  no  equal  in  the  trade.  They 
are  distinctly  in  a  class  of  their  own. 

Send  for  samples  of  the  IT.  &  W.  Gingham  dresses 
for  present  delivery. 

HOME  &  WATTS,  Limited 

19  DUNCAN   STREET,  TORONTO 


The  Largest 
Exclusive 
Coat  House 
in   Canada 


Our  Fall  Range  #/Coat 
Styles  will  make  selling  easy 

WE  MAKE  NOTHING  BUT  COATS 
-BUT    EVERYTHING    IN    COATS 


The  National  coat  is  well  known  throughout  the  trade  for  its  exclusive  style  and 
superior  quality  of  fabric  and  workmanship,  whether  it  is  the  linen  motor  coat  or 
the  highest  price  sealette. 

Our  Fall  and  Winter  19.13-14  range  of  coats  is  fully  up  to  our  high-placed  standard 
in  every  way.  In  fact,  we  have  increased  this  season's  showing  very  materially, 
making  it  even  more  interesting  than  ever. 

When  our  representative  calls,  let  him  show  you  the  entire  range.  Our  values  will 
double  your  interest  in  the  line.     Don't  miss  it. 

Send  for  samples  of  our  Motor  and  Rain 
Coats  for  immediate  delivery 

The  National  Rubber  Co.  of  Canada 

MONTREAL 
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Novelty  Features  Are  Seen  in  the  Fall  Suit— 

Interest  centers  in  novelty  suits  —  Cut-away  and  Russian 
blouses  are  the  newest  styles — Expensive  suits  are  being 
largely  sold,  the  trend  being  distinctly  against  the  plain 
tailored  suit — The  average  length  of  the  suit  coat  36  to  38 
inches. 


MERCHANTS  generally 
have  done  well  with  suits 
this  Spring.  Careful  buy- 
ing was  the  rule,  and, 
therefore,  stocks  were  not 
unduly  large,  and  the  sea- 
son has  been  such  as  to 
help  the  suit  section. 
Right  up  to  date  the  wea- 
ther, save  for  one  short 
spell,  has  not  been  warm 
enough  to  take  customer's 
attention  off  suits.  This 
means  that  price  cutting 
is  only  now  being  resort- 
ed to  and  that  merchants 
will  enter  on  the  Fall  sea- 
son with  clean  stocks. 

The  big  feature  par- 
ticularly with  the  city 
trade  has  been  the  number 
of  more  expensive  suits 
sold.  This  is  explained  by 
the  character  of  the  mer- 
chandise, for  fashion  is 
set  at  present  dead  against 
the  plain  tailored  suit. 
Suits  selling  for  $25  to 
$35  have  been  the  big  sell- 
ers this  Spring.  This  ten- 
dency is  even  more  strong;-  B7a^loth    «   s^ge 

J  v  »    velvet   or   silk  collar. 

ly  developed  in  the  Fall 

models,   and  novelty,   not 

only  as  regards  materials, 

but  as  regards  both  style  and  trimmings,  will  have 

full  sway. 

At  the  Toledo  Convention  no  definite  length  was 
purposely  set.  This  was  done  to  give  full  scope  to 
the  designer's  skill,  but  the  suit  coats  as  a  rule  were 
about  36  to  38  inches  long.  Practically  every  model 
shown  was  cut-away,  and  the  Mandarin  sleeves  were 
the  latest  style  indication.  These  sleeves  were  com- 
bined with  Russian  blouse  effects  belted  well  below 
the  waistline.  As  a  rule,  if  the  model  were  Moused 
in  front,  the  back  was  straight-cut.  If  the  back 
were  gathered  in  or  belted  or  sashed,  the  front  was 
straight-cut.  Novelty  cutting  was  a  big  feature.. 
Though  fancy  velvets  in  Persian  or  Indian  colors 
and  patterns  were  used  in  somewhat  limited  touches 


Bedford  cord  or  mix- 
ture  with   fur   collar. 


Bedford  cord  coat 
with  brocade  silk 
collar. 


Plush  or  broadcloth, 
fur  trimmed.  New 
back  ornament  or 
cord  and  velvet  rib- 
bon. 


the  real  novelty  in  trimmings  is  the  use  of  fur 
plushes.  Fur  is  used  on  very  handsome  garments, 
but  fur  plush  as  a  rule  takes  it  place.  Braid  too  is 
another  revival  and  both  soutache  and  braids  show- 
ing high  color  are  used.  All  black  braids  come  in 
openwork  patterns  that  can  be  placed  over  a  band  of 
bright  velvet  or  satin.  Frogs  of  braid  passementerie 
or  made  of  rouleaux  of  the  material  of  the  suit  are 
very  much  used.  Coats  either  button  up  high  or 
have  convertible  collars,  also  some  extreme  models 
show  stiffened  Medici  collars. 

Skirts  are  narrow  and  many  models  have  the 

modified  slit.     The  peg-top  skirt  fuller  at  the  knee 

is  an  approved  model  and  the  more  extreme  skirts 

are  very  much  draped.     Modified  drapery  consist* 
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Dresses  for  Fall  Are  Also  Showing  Novelties 

Street  dresses  are  proving  a  big  feature — Crepe  de  chine  is 
very  much  in  evidence — Designers  are  trying  to  put  drapery 
effects  in  newer  models — Slender  outline  is  being  carefully 
preserved,  however — Set-in  sleeve  is  still  prevailing. 


Velvet   or  broadcloth 

Bedford     cord     with 

Bedford      cord      coat 

Velvet  or  serge  with 

with    brocade    lapels. 

velvet  collar  and  new 

with      velvet      collar 

brocade    velvet    satin 

A    new    idea    in    suit 

back. 

and    cuffs.      Round 

sash. 

skirts. 

cord     pocket     orna- 
ments. 

of  pleats  and  tucks  that  give  drapery  suggestion  and 
just  break  the  severe  straight  line. 

DRESSES    A    STRONG    FEATURE. 

Dresses  are  now  one  of  the  strongest  features  in 
the  garment  line,  for  a  gown  for  practically  every 
occasion  can  now  be  purchased  ready  made.  This 
means  that  there  is  a  very  wide  variety  of  materials 
and  styles  featured  in  the  Fall  line.  Manufacturers 
are  trying  to  get  away  from  serges,  but  are  experi- 
encing considerable  difficulty  in  finding  a  suitable 
material  to  take  its  place.  Poplin  is  used  and  Bed- 
fords  and  coteles  are  used  to  give  variety  to  the  line 
of  simple  street  dresses.  Coat  dresses  are  a  very 
strong  feature  with  vests  of  printed  and  "tamped 
ratine  or  printed  silk.    With  silk  in  such  pronounc- 


ed favor  dresses  in  silk 
materials  figure  promin- 
ently in  all  lines.  Messa- 
line  and  paillette  are  used 
for  popular  priced  dresses, 
but  in  better  lines  the  first 
place  is  taken  by  crepe-de- 
chine,  crepe  meteor  and 
novelty  crepes.  Dresses 
may  be  either  plain  or 
brocaded  or  smarter  still, 
may  be  developed  in  a 
combination  of  the  two. 
Designers  are  trying  out 
drapery  effects  in  the  new- 
er models.  Skirts  are  still 
narrow,  but  the  introduc- 
tion of  draped  features 
makes  them  wider  around 
the  knee.  Nevertheless 
the  slender  outline  is  care- 
fully preserved.  The  set- 
in  sleeve  still  prevails;  the 
tendency  is  to  exaggera- 
tedly prolong  the  shoulder 
line  and  to  increase  the 
size  of  the  arm-hole. 
Sleeves  are  full  length  on 
the  more  practical  models 
but  elbow  or  shorter  when 
the  gown  is  for  dressy 
wear.  Here  too  there  is  a 
tendency  to  revert  to  the 
old  kimona  cut. 


Novelty  Hip  Length  Coats 

Black  and  white  checks  and  flan- 
nels, eponges  and  wide  Wale  serges 
in  high  color  the  leaders — Buyers 
interested  in  the  short  silk  coat. 

Sports  coats  in  hip  length  models  are  being  or- 
dered for  Summer  wear.  These  coats  are  particu- 
larly good  in  black  and  white  checks,  and  the  lar- 
ger the  check  the  smarter  the  coat  seems  to  be  the 
rule.  Rough  serges,  eponge  and  flannel  coats  in 
cherry,  rose,  saxe,  China  blue,  hunter's  green  and  all 
yellow  and  light  tan  shades  are  excellent  sellers.  The 
more  expensive  coats  are  lined  throughout  either  with 
matching  silk  or  with  satins  printed  in  Cubist  and 
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Futurist  colors  and  designs.  Straight  cut  coats  with 
Raglan  shoulders  or  low  set-in  sleeves,  Norfolk  coats 
and  coats  cut  in  the  Bulgarian  blouse  style  predom- 
inate. The  majority  of  models  have  the  low  wide 
belt. 


No.  1 


No.  2 


New  Balkan  or  Poiret  middy,  the  latest  phase  of  the  middy 
blouse.  These  blouses  are  developed  either  in  white  or 
colored  linen,  and  are  worn  with  a  matching  or  con- 
trasting linen  skirt. 

Norfolk   middy   of   China   silk  with   the   collar   and  cuffs   in 
Saxe  blue. 


The  new  hip  length  coat  is  allowing  the  manu- 
facturer to  put  coats  of  moire,  bengaline,  and  bro- 
cade on  the  market  at  prices  well  within  the  reach  of 
the  majority  of  women.  These  coats  are  on  the 
Mandarin  order  and  are  gathered  into  a  shaped  band 
or  flounce  that  rounds  up  in  front.  Another  good 
style  in  silk  coats  is  the  blouse  model  with  the  cut- 
away peplum.  These  coats  are  lined  with  bright  col- 
ored or  with  printed  satin  and  this  satin  forms  the 
revers  and  the  trimming  at  the  cuffs. 


Light  Laces  Play  a  Part  in  Summer  Modes 

(Continued  from  page  56) 

return  of  the  kimona  cut  waist.  Many  of  the  new 
blouses  have  baggy  kimona  sleeves,  some  of  them 
with  the  arm-hole  reaching  nearly  to  the  waist-line. 
Over  this  underblouse  is  slipped  a  sleeveless  bolero 
of  chiffon  and  lace  or  of  shadow  lace  made  full  on 
the  shoulders  and  front  and  rounding  up  at  the  sides 
where  it  is  caught  into  the  belt  with  the  rest  of  the 
waist.  Very  fine  Malines  lace  is  used  to  trim  blouses 
of  this  kind. 

Plain  white  washing  net,  and  plain  filet  net  are 
used  in  making  simple  models  in  waists.  Many  of 
these  models  are  made  kimona  fashion  and  have  the 
sleeves  full  and  drawn  in  to  the  arm  with  a  ribbon, 
leaving  a  frill  of  the  net  to  finish  the  sleeve.  Many 
of  these  waists  are  lined  with  shadow  lace  with  a  rib- 
bon drawn  through  it,  giving  a  bolero  effect.  Blouses 
are  trimmed  with  shadow  lace,  Malines  laces,  and 
Venise  and  also  with  crochet  and  rhinestone  buttons. 

In  keeping  with  the  rules  of  lingerie  and  blouses 
and  making  a  particular  appeal  to  the  June  bride, 
is  the  showing  of  household  linens.  The  high  novel- 
ty in  fancy  linens  is  Chinese  embroidery ;  that  is,  the 
patterns  chosen  are  typically  Chinese  and  are  worked 
out  in  heavy  embroidery  on  a  linen  that  has  a  natur- 
ally high  luster.  Lovely  luncheon  sets  come  with 
the  large  circular  cloth  with  the  various  sized  doileys 
that  go  to  make  up  the  set.  Cluny  is  always  a  favor- 
ite, both  because  of  its  beauty  and  of  its  excellent 
wearing  qualities.  But  Cluny  to  please  must  come  in 
some  new  form,  one  of  the  best  of  which  shows  square 
medallions  set  all  round  the  cloth  in  place  of  the 
usual  edge  and  with  smaller  medallions  finishing  the 
doileys.  The  centre  of  this  set  is  decorated  with  stars 
of  eyelet  work.  Never  out  of  date  and  thoroughly 
practical  for  all  occasions  is  the  luncheon  set  of  cloth 
doileys  and  napkins  with  the  hand-scalloped  edge 
and  with  each  piece  worked  with  the  owner's  mono- 
gram. Empire  designs  are  favored  in  damask  and 
satin-striped  bordered  and  hemstitched  cloths  with 
an  Empire  wreath  in  the  corners  form  one  of  the  best 
designs.  Empire  wreaths  or  simple  scrolls  form  the 
borders  to  the  best  liked  towels. 

® 


Children's  Coats  Selling. 

(  Continued  from  page  52) 
very  high  attractiveness  of  this  line  this  year,  due 
to  the  many  handsome  cloths  available,  there  is  no 
wonder  about  sales  being  large.  Rough  soft  weaves 
predominate,  but  the  fact  that  these  cloths  are  not  so 
heavy  as  they  look  specially  fit  them  for  children's 
wear.  Also  the  fact  that  there  is  more  color  included 
in  the  Fall  range  means  much  in  favor  of  heavy  sell- 
ing. Heavy  diagonals,  Bedford  cords,  rough  serges, 
curl  cloths  and  chincillas  are  all  used  and  for  the 
smaller  girl  plain  and  novelty  velvets,  corduroys  and 
plushes  are  being  made  into  smart  little  coats. 
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Invitation  to 


Buyers  Visiting  Paris  (France) 

When  in  Paris  you  are  invited  to  visit  the  buying  offices  of 

ELIE  WEILL  &  CO. 

117-119  Faubourg  Poissoniere 

where  you  will  be  posted  about  the  latest  creations  in  Ladies'  Ready-to- 
wear  of  all  descriptions,  Millinery  and  Dress  Goods. 

Elie  Weill  &  Co.,  being  the  largest  buyers  of  Models  in  France,  will 
bring  you  into  touch  with  all  houses  of  importance. 

For  your  convenience  when  in  London,  Elie  Weill  &  Co.  have  estab- 
lished a  branch  office  at  3  Argyll  Street  (near  Regent  and  Oxford  Sts.) 
under  the  supervision  of  Mr.  James  Rickard,  whose  services  are  at  your 
disposal. 

If  you  desire  further  information  before  your  departure,  communi- 
cate with 

SPERLING  &  LEA 

34  Herald  Building,  -  -  Montreal 

Canadian  Agents 


Merchants   and   Buyers 

get  the  habit  of  reading  the  advertise- 
ments each  issue.  They  contain 
valuable  information  about  goods 
you  should  know  about. 

Clerks 

get  familiar  with  the  selling  points  of 
the  goods  you  have  in  stock.  Many 
good  selling  arguments  are  found  in 
the  advertisements  in  the  "Review" 
each  issue. 
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Dress  at  Ontario  Jockey  Club's  May  Meeting 


JUDGING  FROM  last 
week's  sartorial  display 
at  the  Spring  Meeting 
of  the  Ontario  Jockey 
Club  at  the  Woodbine, 
Toronto,  this  race  meet- 
ing holds  the  palm  as  a 


fashion  event  in  Can- 
ada. Indeed  it  ranks  high  as  a  dress  event  for  visi- 
tors from  the  States  and  England  were  astonished  at 
the  smartness  and  style  of  the  gowns  worn.  Indeed 
descriptions  of  the  gowns  worn  read  like  an  account 
of  the  dress  parade  at  Longchamps  or  of  the  gowns 
on  the  lawn  of  Royal  Ascot.  Beautiful  weather  per- 
mitted the  gowning  to  be  displayed  to  the  richest 
perfection. 

"Like  a  flock  of  tropical  birds,"  was  an  apt  com- 
parison made,  and  after  witnessing  such  a  wonder- 
ful color  display,  no  doubt  can  exist  as  to  the  stand- 
ing and  acceptance  of  brilliant  colors.  That  color 
reigns  supreme  and  that  this  fact  is  accepted  by  the 
best  dressed  Canadian  women  is  unquestioned. 
Therefore  it  is  certain  that  the  reign  of  bright  colors 
will  not  close  with  the  present  Spring  season,  but 
will  continue,  not  only  through  the  present  Fall,  but 
will  markedly  influence  styles  for  Spring,  1914. 
Colors  are  brilliant  and  all  the  colors  of  the  rainbow 
were  here  assembled,  and  the  most  remarkable  trib- 


The  May  races  take  a  leading  position 
as  a  big  dress  event — The  gowns  worn 
were  wonderfully  smart,  and  the  colors 
very  brilliant  —  "A  flock  of  tropical 
birds"  is  phrase  best  suited  to  describe 
the  gathering. 


ute  to  the  art  of  the 
modern  dyers  lies  in  the 
fact  that  these  rich  col- 
ors seen  in  bright  sun- 
light do  not  clash  nor 
do  they  look  crude  or 
garish.  In  this  fact  it 
would  seem  lies  much 


l  2  3 

1.  Draped  satin  gown.  The  skirt  is  split  up  to  the  knee  in  front  and  the 
drapery  is  caught  under  bands  of  trimming,  each  finished  with  a 
tassel.  Tassels  also  trim  the  sleeves.  2.  Draped  knee  length  coat  of 
brocaded  charmeuse  with  Mandarin  sleeves.  3.  Gown  of  brocaded  crepe 
and  satin.     Tulle  neck  ruche  and  fancy  sailor  with  satin  crown. 


of  the  secret  of  the  quick  acceptance  that  has  been  ac- 
corded to  bright  colors,  and  this  fact  will  also  mark- 
edly prolong  the  life  of  the  fashion. 

Red  is  such  a  vivid  color  that  it  always  stands 
out  strongly.  Red  was  much  in  evidence  and  a  new 
shade  much  the  color  of  a  pink  tomato  with  a  hint 
of  purple  was  much  worn.  This  color  was  selected 
for  the  whole  gown  and  was  also  combined  with 
black  and  dark  blue.  Mauve  and  blue,  purple  and 
gold  were  pretty  tame  color  combinations  when  such 
colors  as  Emerald,  bright  yellow  and  orange  are  be- 
fore the  eye.  One  gown  that  spelled  Paris  was  of 
yellow  satin,  trimmed  with  black,  while  the  hat,  that 
was  worn  with  it  was  of  mauve  massed  with  bright 
pink  roses.  Another  gorgeous  gown  was  of  cloth  of 
gold  over  which  was  worn  a  cloak  of  purple  brocaded 
satin. 

ROSE    WAS    MUCH    WORN. 

Searching  discriminatingly  for  the  leading  color 
one  finds  rose  and  salmon  pink  are  very  much  worn, 
combined  with  white  and  the  wo- 
man who  does  not  affect  the  bright 
colors  can  be  smartly  dressed  in 
such  neutral  tones  as  beige,  fawn, 
taupe  and  tete  de  negre.  Such 
colors,  it  must  be  confessed,  are 
in  the  minority  and  gowns  of  red, 
green,  and  the  new  mustard  shade 
and  such  combinations  as  mauve 
and  blue,  purple  and  cerise,  green 
and  yellow  are  the  ones  consider- 
ed smart. 


MUCH  BROCADE  WAS  WORN. 

Crepe,  charmeuse,  and  soft  sat- 
ins were  everywhere  and  much 
brocade  was  worn.  Gowns  were 
very  much  draped.  Often  the 
drapery  was  of  chiffon  or  net 
which  was  either  beaded  or  em- 
broidered. A  particularly  lovely 
gown  of  this  kind  was  of  mauve 
satin,  draped  with  grey  chiffon 
gold  embroidered,  while  a  gown 
of  sapphire  blue  had  over  draper- 
ies of  black  net  embroidered  and 
beaded  with  gold.  One  of  the 
prettiest  gowns  was     of     emerald 
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green  crepe  de  chine  made  in  Russian  blouse  style 
with  the  collar  of  shadow  lace.  The  hat  worn  with 
this  gown  was  one  of  the  new  sailors  with  the  crown 
of  velvet  and  the  brim  of  tulle.  The  trimming  was 
a  band  of  green  velvet  with  flat  bow  at  the  back  and 
long  streamers  with  a  cluster  of  buttercups  set.  square- 
ly in  front.  The  most  remarked  gown  was  of  white 
crepe  with  a  bias  drapery  of  printed  crepe  patterned 


or  a  panel  filled  in,  there  were  plenty  of  women  who 
displayed  both  stocking  and  shoe  in  exactly  match- 
ing hose  and  black  pumps  with  handsome  buckle 
often  set  with  rhinestones. 

Suits  were,  as  a  rule,  on  the  Russian  or  the  low 
belted  blouse  order  and  skirts  were  very  much  drap- 
ed and  very  tight  around  the  feet. 

Many  wonderful  draped  coats  or  mantles  were 


1  2  3  4  5  (i 

1.  Poiret  or  Balkan  blouse  suit  of  two-tone  Bedford  cord.  Large  drooping  hat  with  crown  covered  with 
crepe,  and  under-brim  faced  with  shadow  lace.  Epaulette  collar  of  crepe  de  chine,  with  pleated  revers  of 
the  same.  2.  Suit  of  plain  and  brocaded  satin  with  collar  of  Oriental  embroidery.  The  skirt  is  very  much 
draped,  and  the  coat  very  much  cut  away.  3.  The  elaborately  draped  skirt  of  this  gown  is  of  charmeuse, 
and  the  brocaded  coat  is  belted  ajd  cut  short  in  front,  with  tails  at  the  back  and  full  sleeve  gathered  in 
above  the  elbowT.  Around  the  neck  is  a  pleated  tulle  collar,  and  the  hat  worn  is  one  of  the  new  sailor  shapes 
with  two-tone  ostrich  quill  posed  at  the  back  and  cluster  of  berries  in  front.  4.  Hat  with  velvet  crown  and 
transparent  tulle  brim  trimmed  with  ribbon  and  flowers.  5.  Fancy  suit  of  silk  crepe  trimmed  with  brocade. 
The  coat  is  one  of  the  new  bloused  models,  and  the  skirt  shows  the  new  front  drapery  effect.  6.  Another 
version  of  the  Poiret  blouse  suit.  This  suit  is  of  wool  ratine  with  collar  and  folded  band  or  belt  of  satin. 
The  hat  has  a  full  draped  crown  of  velvet  with  large  flat  bow  at  the  back.  The  brim  is  of  straw  massed  on 
one  side  with  a  cluster  of  mixed  flowers.     Note  the  small  hand  bag  and  the  vanity  case   carried. 


in  sprawly  flowers  in  pink,  blue  and  yellow  outlined 
with  black. 

The  skirt  of  striped  and  coat  of  plain  was  very 
much  worn  both  in  cotton  and  silk  materials.  Very 
beautiful  was  a  blue  and  white  striped  satin  with  the 
coat  of  white  satin,  and  the  white  hat  trimmed  with 
blue  ribbon  and  pink  roses.  Several  linen  suits  were 
seen  with  the  coat  of  color  and  the  skirt  of  white 
and  white  ratine  and  embroidered  voile  or  crepe 
skirts  were  completed  with  blouse  coats  of  brocaded 
ratine. 

SKIRTS  SLASHED   TO   KNEE. 

Many  skirts  were  slashed  to  the  knee  and,  though 
in  the  majority  of  cases  a  contrasting  satin  petticoat 


worn,  one  of  the  most  gorgeous  being  of  black  and 
silver  brocade.  Others  were  developed  in  rich  bro- 
caded charmeuse.  Brocaded  velvet  was  also  often 
chosen  and,  in  this  material,  shades  of  purple  rang- 
ing from  Royal  to  soft  mauve  were  highly  favored. 

The  younger  women  adopted  the  new  knee 
length  coat  but  longer  wraps  were  more  in  evidence 
and,  as  a  rule,  the  sleeve  was  cut  in  one  with  the  coat 
in  the  new  Mandarin  style. 

Pleated  tulle  ruffs  were  very  much  worn  and  so 
were  the  new  Medici  frills.  Medici  collars,  wired  so 
as  to  stand  well  away  from  the  neck,  are  evidently 
to  be  accepted  as  they  were  seen  both  in  lace,  net,  and 
in  the  material  of  the  gown. 
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Sweater  Coats  for  Fall  Will  Be  Conservative 


THE  OUTLOOK  for 
a  good  sweater  coat 
trade  in  the  Fall  is 
very  bright.  Manu- 
facturers state  that  the 
cool  weather  which  has 
prevailed  so  far  this 
Spring  has  been  a  help 

to  business.  Retailers  have  felt  a  larger  demand 
than  usual  at  this  time  of  year.  Trade  should  con- 
tinue brisk  for  some  time  still  as  the  sweater  coat 
is  an  essential  part  of  the  Summer  vacation  outfit. 
The  girl  who  is  going  to  a  Summer  resort  will  find 
plenty  of  use  for  a  warm  coat  and  this  brings  a 
brisk  demand  during  the  early  Summer  months. 

Although  it  is  too  early  as  yet  to  speak  of  Fall 
sweater  coat  styles  with  any  degree  of  assurance, 
there  is  no  reason  to  expect  any  radical  departures 
or  innovations.  This  is  the  opinion  held  by  many 
leading  manufacturers.  They  contend  that  the 
sweater  coat  has  become  more  or  less  of  a  staple  arti- 
cle, which  does  not  vary  to  any  extent,  no  matter 
to  what  extremes  the  world  of  fashion  may  he  going 
in  other  respects.  There  has  been  an  impression  in 
some  quarters  that  the  cut  of  ladies'  sweater  coats 
might  be  made  to  conform  with  the  present  vogue 
in  fabric  coats.  The  cut  away  front,  which  is  so 
strong  in  coats  at  the  present  time,  may  be  seen  in 
some  sweater  coat  models  but  would  not  be  safe 
to  predict  any  extended  vogue. 

As  a  matter  of  fact,  the  cut  away  coat  was 
brought  out  by  the  knit  goods  manufacturers  some 
seasons  ago.  It  may  thus  be  said  to  have  preceded 
the  cut-away  fabric  coat  style  if  it  did  not  supply 
the  inspiration  of  the  present  fashion.  The  idea 
was  not  developed  to  any  great  extent  although  the 
coats  found  favor  to  some  extent.  It  may  be  that, 
with  the  sweeping  endorsation  of  the  world  of 
fashion,  there  will  be  more  sweater  coats  seen  this 
Fall  of  three-quarter  length  and  with  the  cut-away 
front.  It  is  safe  to  assert,  however,  that  the  general 
trend  will  be  toward  the  staple  lengths  and  styles. 

One  manufacturer  stated  to  The  Review:  "I 
expect  that  we  will  have  a  few  "freak"  styles  to  tone 
in  with  the  latest  fashions  in  feminine  attire.  These 
will  be  put  out,  however,  for  the  sole  purpose  of  sat- 
isfying  the   class  of  people   who   want   something 


It  is  not  anticipated  that  present  fash- 
ions in  feminine  attire  will  influence 
knit  goods  to  any  extent — Some  "freak- 
ish" styles  may  be  shown,  but  they  will 
not  be  generally  taken  up. 


freakish  and  out  of  the 
ordinary.  We  do  not 
anticipate  that  there 
will  be  a  very  general 
showing  of  these  styles 
ior  that  they  will  eiv 
counter  anything  like 
general  demand." 
The  same  applies  to  the  question  of  color.  At 
the  present  time,  fashion  dictates  the  use  of  shades 
of  glaring  nature.  Balkan  influences  brought  about 
a  revival  of  bright  colors  and  the  public  took  the 
idea  up  with  such  avidity  that  dress  became  unusu- 
ally and  almost  startlingly  gay.  A  transitory  stage 
has  now  developed,  the  post  impressionistic  influ- 
ence gradually  taking  the  place  of  the  Balkan  but 
the  general  color  scheme  is,  if  anything,  a  little  more 
bright  and  daring  than  before. 

It  is  not  anticipated,  however,  that  there  will  be 
a  reflection  of  this  vogue  in  sweater  coats.  Quiet 
shades  still  prevail  and  bright  combinations  are 
not  likely  to  be  introduced  to  any  extent,  Manu- 
facturers state  that  the  public  are  adverse  to  wearing 
anything  particularly  noticeable  or  daring  in  the 
sweater  coat  line.  The  blazer  coat  was  taken  up 
strongly  but  the  brighter  combinations  have  not 
yet  established  a  permanent  hold. 

Manufacturers  are  busy  at  the  present  time  and 
report  that  orders  have  been  placed  in  good  volume. 
Some  complaints,  however,  are  heard  on  the  .score 
of  collections.  That  money  is  scarce  in  most  sec- 
tions of  the  country  is  evident  and  the  manufactur- 
ers are  showing  some  concern. 


Dress  at  Ontario  Jockey  Club's  Meeting 

(Continued  from  page  66) 

Though  many  flower-trimmed  hats  were  worn,  it 
must  be  confessed  that  the  really  smart  millinery 
was  massed  with  feathers  and  sweeping  aigrette, 
lovely  graceful  paradise,  and  rich  ostrich  mounts 
were  rivaled  only  by  the  huge  ribbon  bows  as  a  hat 
decoration. 

Several  helmet  and  military  shapes  were  worn 
having  the  chin  strap  of  folded  ribbon  or  velvet. 
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Standards   for   Silk  Manufacturers  Urged 


AT  THE  annual  con- 
vention of  the  National 
Association  of  Hosiery 
and  Underwear  Manu- 
facturers held  at  Phila- 
delphia, an  able  paper 
on  "Suggestions  for 
Silk  Knitters"  was  giv- 
en by  H.  F.  Hofer.  He  said  in  part:  To  know  the 
actual  condition  of  silk  is  the  one  of  the  reasons  for 
testing  silk.  The  first  reason  is  to  know  the  true  con- 
dition of  the  silk  in  order  to  be  posted  where  or  for 
what  purpose  best  to  apply  such  silk,  the  other  rea- 
son is  to  ascertain  those  facts  necessary  to  enable  the 
proper  checking  up  of  the  bill  for  value  received. 

Whenever  the  tests  are  made  for  the  latter  pur- 
pose, it  is  self-evident  that  an  understanding  with 
regard  to  the  expected  value  or  quality  must  be  un- 
derlying the  transaction.  With  the  arriving  at 
standards  along  the  lines  as  referred  to  in  my  last 
year's  address  and  which  are  having  due  attention  in 
official  quarters  at  this  time,  standards  must  and  will 
come  and  will  prove  a  blessing  in  more  than  one  di- 
rection. There  will  be  direct  1  enefit  derived  from 
the  establishing  of  the  standards,  but  the  indirect 
benefits  will  even  be  greater. 

In  order  to  substantiate  this  my  belief,  I  will 
begin  by  saying  that,  according  to  my  opinion,  there 
are  to-day  altogether  too  many  different  grades  on 
the  market,  the  number  of  which  will  probably  be 
decreased  with  the  establishing  of  standards. 

EXAMPLES    WITH    JAPANESE   SILK. 

Inasmuch  as  the  hosiery  and  underwear  manu- 
facturers are  mostly  using  Japan  silks  in  their  manu- 
facture, I  shall  exemplify  with  Japan  silks. 

We  know  this  origin  of  silk  under  at  least  ten  dif- 
ferent grades,  from  so-called  Grand  Double  Extra 
down  to  the  grade  of  so-called  No.  IV2.  For  sim- 
plicity's sake  we  might  call  these  different  qualities 
by  the  number,  from  number  1  up  to  10,  with  the 
assumption  No.  10  to  be  the  best,  number  1  to  be  the 
lowest. 

From  the  standpoint  of  basic  stock,  that  means 
the  quality  of  the  cocoons,  I  believe  it  would  be  hard 
to  distinguish  more  than,  say,  four  different  grades 
and  therefore  all  the  other  grades  are  a  consequence 
of  workmanship.  We  may  have  little  control  over 
the  basic  quality  of  the  stock  and  therefore  we  are 
bound  to  recognize  the  various  qualities  of  basic  stock 
as  a  necessity.  Where  workmanship  is  concerned, 
however,  there  is  no  doubt  but  that  if  the  control  at 
our  disposition  was  exercised  properly  we  could  do 
away  with  all  those  grades  which  are  created  as  a 
consequence  of  workmanship. 

Two  filatures  may  use  cocoons  of  identical  qua- 
lity with  regard  to  the  basic  stock.     The  one  might 


Address  by  manufacturers  at  annual 
convention  of  American  Hosiery  and 
Underwear  Men — The  question  of  qual- 
ity in  silks — Value     in  quality  silks. 


spend  say  20  cents  more 
for  workmanship  per 
pound  than  the  other 
and  thereby  produce  a 
different  silk  from  that 
of  the  other.  The  one 
silk  might  come  to 
this  market  as  grade 
whereas  the  other  might  have  to  be 
grade  No.     7.      Perhaps     the     mill     or 


No.    10, 
sold     as 

filature  turning  out  the  product  of  grade  10  is  of 
more  modern  equipment  than  the  other,  or  has  at  its 
disposition  a  better  trained  force  of  help  being  there- 
by enabled  to  turn  out  a  better  product  than  the 
other,  but  in  most  instances  there  is  a  different  rea- 
son responsible  for  the  different  grade. 

Many  a  consumer  buys  a  low  grade  silk,  not  be- 
cause a  high  grade  silk  would  not  be  better  suitable 
for  the  respective  purpose,  but  because  the  buyer  in 
question  expects  to  derive  a  saving  from  the  lower 
grade  silk  on  account  of  the  apparent  lower  price. 
Quality  means  value,  therefore  the  higher  the  qua- 
lity the  higher  the  value  and  vice  versa. 
Consequently,  it  appears  appropriate  to  ask 
what  is  it  good  for  to  buy  an  inferior 
grade  if  such  inferior  grade  means  inferior 
value  in  the  same  or  even  greater  proportion? 
I  personally  am  inclined  to  believe  that  an  inferior 
grade  does  not  only  represent  so  much  inferior  value 
as  the  price  difference  as  a  rule  might  lead  to  believe. 
I  believe  the  difference  is  greater  than  that  and  it  is 
natural  that  such  be  the  case. 

A  fifteen-hundred  dollar  automobile  may  seat  as 
many  passengers  as  a  three-thousand  dollar  one,  may 
run  50,000  miles  with  as  little  trouble  as  the  latter 
one  and  may  make  the  trip  from  Philadelphia  to 
New  York  in  as  good  time  as  the  latter  one  and  if 
the  owner  of  the  fifteen-hundred  dollar  car  does  not 
care  for  the  additional  comfort  which  the  three-thou- 
sand dollar  car  might  afford,  compared  with  the 
cheaper  one  and  if  he  does  not  care  for  any  fancy 
trimming  which  might  be  part  of  the  value  to  the 
high-priced  car,  then  the  owner  of  the  fifteen-hund- 
red dollar  car  has  a  perfect  right  to  claim  to  be  deriv- 
ing as  much  benefit  from  his  fifteen-hundred  dollar 
car  as  his  neighbor  might  derive  from  the  three-thou- 
sand dollar  one. 

TRIMMING  NEVER  AN  ASSET. 

But  his  theory,  gentlemen,  does  not  hold  good  in 
the  silk  business.  Trimming  can  never  be  an  asset. 
Whenever  the  word  "trimming"  is  used  or  brought 
in  connection  with  raw  silk  it  means  a  deed  or  an  ac- 
tion, but  not  a  substance.  No  other  value  than  ser- 
vice can  be  gotten  out  of  raw  silk,  service  constitutes 
the  only  value.  When  we  buy  a  four-dollar  priced 
silk  we  expect  four  dollars'  worth  of  service  out  of  it, 
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The  Newest  Sweater  Coats 


Pictured  above  are  the  newest 
styles  of  Pen-Angle  Sweater  Coats. 
But  the  picture  does  not  do  jus- 
tice to  the  beauty  and  smartness 
of  these  garments.  The  straps 
on  these  coats  are  not  sewn  on, 
but  are  a  part  of  the  garment, 
the  coat  thus  being  a  knit-to-form 
fabric  throughout. 

These  coats  are  all  new  designs 
and  can  be  had  in  various  colors 
and  many  fabrics.  Our  Sweater 
Department  is  in  shape  to  take 
care  of  extensive  orders  for  im- 
mediate  delivery. 


Commencing  with  the 
first  figure  on  the  left  we 
have  a  Semi-Norfolk  Coat 
with  a  Shawl  collar.  Made 
in  gray,  brown,  red,  slate 
and  white  in  various 
fabrics. 

Second  figure  illustrates 
same  design  with  Mili- 
tary collar. 

The  third,  or  centre  fig- 
ure, is  a  long  coat,  stand- 
ard 46  inch  length,  with 
a  long  Shawl  collar,  and 
braid  trimming.  The  fab- 
ric is  a  new  brushed  ma- 
terial called  "Woolnap. " 

The  fourth  is  a  Full  Nor- 
folk Coat  with  a  V  neck. 
The  fifth  is  another  view 
of  the  same  garment. 


PENMANS  LIMITED 


PARIS, 

Underwear 


Hosiery 


CANADA 

Sweaters 
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but  when  we  expect  a  3%  dollar  priced  silk  to  do  the 
same  service,  we  may  possibly  get  3%  dollars'  worth 
of  value  out  of  it  at  the  best,  but  in  most  instances 
we  will  get  less  than  that.  This,  to  prove  or  this  my 
belief  to  substantiate  is  the  main  object  of  my  task 
to-day. 

One  manufacturer  may  produce  a  silk  hose  to  be 
sold  for  one  dollar  a  pair,  whereas  another  might  pro- 
duce a  grade  to  be  sold  for  two  dollars.  In  appear- 
ance the  two  grades  might  be  very  little  different,  but 
certainly  the  difference  in  price  is  less  of  a  puzzle  to 
the  respective  manufacturers  than  to  the  respective 
consumers.  The  amount  of  money  spent  for  labor 
might  be  little  more  for  the  two-dollar  pair  than  for 
tbe  one-dollar  one,  but  not  necessarily. 

Let  us  suppose  the  labor  cost  was  the  same  and 
let  us  suppose  it  is  50  cents  per  pair.  The  one-doilar 
hose  would  consequently  represent  50  cents'  worth  of 
labor  and  50  cents'  worth  of  material.  Tbe  two-dol- 
lar one  would  represent  50  cents'  worth  of  labor  and 
one  dollar  and  fifty  cents'  worth  of  material.  From 
this  would  result  that  the  two-dollar  hose  represents 
a  higher  value  than  the  one-dollar  one,  because  one 
dollar  and  fifty  cents'  worth  of  material  or  service 
out  of  investment  of  two  dollars  is  a  better  proposi- 
tion than  fifty  cents'  worth  of  material  or  service  out 
of  an  investment  of  one  dollai. 

WASTE  FROM  IMPROPER  HANDLING. 

Every  depreciation  of  any  material  through  im- 
proper handling  or  manufacturing  brings  about  a 
waste  of  value  and  the  consumer  wittingly  or  unwit- 
tingly, pays  for  such  waste.  The  one-dollar  hose 
manufacturer  makes  up  this  grade  of  fabric,  not  be- 
cause he  objects  to  the  making  up  of  a  two-dollar 
priced  one.  He  makes  up  the  one-dollar  priced  one 
from  a  business  standpoint  pure  and  simple.  He  fol- 
lows the  course  of  least  resistance.  He  produces  that 
which  the  public  cares  to  buy  and  pay  for,  and,  as  a 
consequence,  the  buyer  receives  as  much  as  the  price 
allows  the  manufacturer  to  put  into  the  goods.  The 
manufacturer  probably  realizes  that  there  is  some 
waste  in  the  one-dollar  priced  hose  compared  with  the 
two-dollar  priced  one,  but  what  does  he  care  so  long 
as  he  is  not  the  one  to  suffer  by  it. 

But,  then,  every  story  has  its  two  sides.  The 
manufacturer  cannot  be  a  producer  without  being  a 
consumer  at  the  same  time.  He  may  be  producing 
silk  stockings,  and  if  be  is,  he  is  consuming  raw  silk. 
If  the  consumer  is  supposed  to  look  out  for  himself 
to  get  best  value  for  the  money  expended,  and  if  it  is 
his  business  to  make  sure  that  he  is  not  paying  for 
that  unnecessary  waste  alluded  to  in  the  one-dollar 
hose  as  compared  with  the  two-dollar  one,  then  the 
hosiery  manufacturer  must  apply  the  same  logic 
from  the  standpoint  of  consumer  of  raw  silk  as  the 
wearer  of  his  fabric  must  apply  from  the  standpoint 
of  consumer  of  the  silk  hose. 

Therefore,  if  one  reeler  can  produce  a  quality  of 


silk  known  as  No.  10,  whereas  another  one  put  out  of 
the  same  basic  stock  only  obtains  a  quality  No.  7,  is 
not  perhaps  the  latter  following  the  course  of  least 
resistance?  Is  he  not  perhaps  making  up  the  lower 
quality  because  he  knows  the  consumer  which  is  the 
silk  manufacturer  will  more  readily  buy  a  silk  at  say 
$3.75  than  at  say  $4.  And  if  such  is  the  case  should 
we  not  then  suspect  of  paying  for  a  waste  the  same 
as  the  consumer  of  the  one-dollar-priced  hose  is  pay- 
ing as  compared  with  the  two-dollar-priced  one? 

SUCCESS  DEPENDS  UPON  EFFICIENCY. 

To  a  great  extent  success  in  manufacturing  de- 
pends upon  efficiency  in  production.  Certainly  the 
better  the  material  with  which  we  feed  our  machin- 
ery the  better  the  chances  for  efficiency  in  production. 
In  most  instances  the  higher  initial  cost  for  the  raw 
material  is  counterbalanced  by  the  higher  produc- 
tion. 

Referring  to  our  example  of  the  two  grades,  raw 
silk  Nos.  10  and  7,  let  us  suppose  that  the  difference 
in  price  between  the  two  had  been  such  that  the  ap- 
parent cost  for  the  respective  fabric  would  show  to 
be  even,  I  still  believe  that  there  is  a  difference  in 
favor  of  the  better  grade  even  if  we  shoidd  not  be 
able  to  detect  this  fact  at  once;  1,025  pounds  of  good 
silk  might  return  as  much  merchandise  as  1,050 
pounds  of  poor  silk.  From  this  result  that  the  low- 
grade  silk  has  caused  25  pounds  more  waste  than  the 
high-grade  one,  this  waste,  as  assumed  before,  has 
been  taken  care  of  by  the  difference  in  price.  But 
now  comes  the  question,  did  we  really  get  fully  paid 
for  that  excessive  waste?  It  is  my  conviction  that  the 
manufacturing  of  the  last  25  pounds  of  the  1,050 
pounds  has  cost  as  much  as  the  very  first  25  pounds 
of  the  quantity  in  question.  The  more  we  have  to 
expend  for  labor  the  higher  the  ultimate  cost.  In 
the  example  in  question  we  have  spent  labor  on  25 
pounds  more  than  would  be  necessary  under  other 
conditions,  and  inasmuch  as  that  cost  of  labor  must 
be  added  to  the  selling  price  it  results  that  we  have 
either  paid  a  higher  price  for  the  material  in  ques- 
tion than  the  figure  might  lead  us  to  believe,  or  then 
we  have  obtained  less  service  from  the  silk  in  ques- 
tion than  we  figured  to  be  the  case.  Both  cases  mean 
the  same  tiling,  reduced  value  for  which  the  con- 
sumer has  necessarily  to  stand  the  consequences. 

THE  EVENNESS  OF  THREAD. 

For  the  hosiery  and  underwear  manufacturer 
evenness  of  the  thread  is  first  and  last  consideration, 
and  while  elasticity  and  strength  for  all  those  pur- 
poses where  the  silk  is  to  be  tin  weighted  is  a  desir- 
able asset,  still  the  lack  in  efficiency  in  these  respects 
is  not  as  disappointing  as  the  lack  of  efficiency  in 
evenness. 

Unevenness  of  silk  is  depreciating  the  value  more 
than  any  other  imperfection  from  a  general  stand- 
point, because  it  is  detrimental  in  two  different  di- 
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IMPERIAL  BRAND  PURE  WOOL 

UNDERWEAR 


Ask  your  wholesaler  to  show  you  the  full  Fall  range  of  Imperial  Brand  Pure  Wool 

Underwear. 

After  a  third  of  a  century  of  manufacturing  wool  underwear  for  the  Canadian  men,  we 

feel  in  a  position  to  state  that  we  know  what  they  want.     We  also  make  the  statement 

without  fear  of  contradiction  that  Imperial  Brand  Wool  Underwear  contains  more  real 

value  for  the  merchant  than  any  other  line  on   the  market.     It   has  the   quality,   the 

reasonable  price  and  gives  real  comfort,  because  the  fit  and  finish  are  there. 

We  are  specialists  in  Men's  Natural  Wool,  Men's  Elastic  Knit,    Men's    High    Grade 

Imperial,  Men's  Double  Thread  Balbriggan. 

Send  to  your  wholesaler  for  samples  of  both  your  present  and  Fall  Wool  Underwear  for 

trade,  and  Balbriggan  for  Summer  selling. 

KINGSTON  HOSIERY  CO. 

Established  1880 

Kingston  -  Ontario 


Ladies',  Misses'  and  Children's  Underwear 

For  Fall  1913 


Before  placing  your  order  for  Fall  goods  kindly  await  the  call  of  our 
representative,  who  will  be  able  to  show  you  many  improvements  in 
our  well  known  brands,  viz: 


BCC/S  T£f>EO 


in  Womens',  Misses',  Children's  and  Infants'  Vests,  Drawers  and  Combinations. 

MANUFACTURED  ONLY  BY 

S.  Lennard  &  Sons,  Dundas,  Ont. 

Sole   Selling   Agents 

RICHARD  L.  BAKER  CO.,  100  Wellington  St.  W.,  Toronto,  Ont. 
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rections.  First  off  this  imperfecton  (unevenness) 
when  entering  the  goods,  is  depreciating  the  value  of 
the  goods  on  account  of  the  poor  appearance  of  the 
goods.  This  we  may  term  indirect  waste.  But  un- 
evenness  of  the  thread  is  also  responsible  for  most 
of  the  direct  waste  made  in  all  the  various  operations 
of  manufacturing,  especially  in  the  throwing. 

The  greatest  part  of  all  the  raw  silk  used  in  the 
knitting  business  is  silk  of  the  size  of  the  13-15  de- 
niers, with  a  mathematical  average  of  14  deniers.  If 
that  silk  was  of  so  even  construction  that  the  thread 
would  at  no  place  be  finer  nor  coarser  than  14  de- 
niers, the  waste  in  the  throwing  would  probably  am- 
ount to  about  one-tenth  part  of  what  it  actually  am- 
ounts to.  Such  waste  would  then  be  made  up  of  but 
those  short  clippings  after  the  making  of  a  knot 
wherever  it  would  become  necessary  to  tie  the  thread 
of  one  skein  or  spool  on  to  the  other;  since  there 
would  naturally  be  no  breaks  of  the  threads  any- 
where. But,  unfortunately,  silk  is  not  of  such  even 
construction.  On  the  contrary,  such,  silk  of  average 
14  deniers  may  in  certain  places  be  as  heavy  a?  20 
deniers  and  as  fine  as  10  or  even  8  deniers.  Those 
fine  ends  become  so  fine  at  places  that  the  thin 
threads  cannot  hold  the  weight  of  the  skeins  and 
swifts  or  the  spools  and  therefore  break.  Whenever 
such  breaks  occur  it  will  be  necessary  to  remove  all 
those  fine  portions  which  at  times  may  amount  to 
hundreds  of  yards.  The  more  uneven  the  silk  is  the 
more  often  do  these  breaks  occur,  and  the  waste 
originating  from  this  source  may  amount  to  one,  two, 
three  or  even  more  per  cent.,  whereas  the  unavoidable 
waste  or  legitimate  waste  might  not  have  amounted 
to  more  than  a  small  fraction  of  one  per  cent.  Tak- 
ing into  consideration  that  the  waste  caused  by  the 
unevenness  of  the  thread  naturally  consists  of  but  the 
finest  part  of  the  silk  in  question,  we  will  at  once 
understand  that  if  the  waste  in  weight  should  have 
proved  to  be,  say  three  per  cent.,  the  wa^te  in  length 
would  naturally  be  more  than  that.  If  the  average 
of  the  size,  as  said  before,  was  14  deniers  and  the  3 
per  cent,  of  waste  in  weight  was  composed  on  an  aver- 
age of  10  deniers,  then  we  would  come  to  the  con- 
clusion that  while  the  waste  in  weight  was  3  per  cent., 
the  waste  in  length  was  considerably  more.  One 
hundred  pounds  of  14  deniers  equals  32,000,000 
yards.  Three  pounds  of  waste  of  10  deniers  equals 
1,369,500  yards,  being  4.28  per  cent,  waste  in  length. 

PROMOTING  EVEN  PRODUCTION. 

Inasmuch  as  the  manufacturer  is  in  the  first 
place  manufacturing  with  length  and  not  with 
weight,  he  is  naturally  more  interested  in  length  than 
in  weight. 

The  knit  goods  manufacturer,  therefore,  has  a 
particular  interest  in  the  possible  improvement  of  the 
silk  with  regard  to  its  evenness,  and  it  is  an  easy  mat- 
ter for  him  to  contribute  toward  bringing  this  about, 
He  must  discriminate.     He  must  look  for  the  best 


silk  in  this  particular  direction.  He  must  make  it  a 
part  of  his  contract  to  stipulate  what  he  considers  an 
acceptable  silk  for  his  purpose.  He  must  be  guided 
by  a  standard.  By  this  he  is  doing  away  with  all 
speculation  or  gambling  with  regard  to  the  quality. 
He  will  necessarily  recognize  the  advantages  of  high- 
grade  silk.  He  will  not  deceive  himself.  He  will 
know  how  to  economize  by  doing  away  with  that  un- 
necessary or  invisible  waste.  When  paying  the  price 
for  a  high-grade  silk  and  refusing  to  accept  any  sub- 
stitution at  a  lower  figure  he  will  naturally  create  an 
interest  on  the  part  of  the  producer  to  produce  the 
best  possible  silk  at  an  equitable  remuneration,  con- 
trary to  his  present  interest  in  producing  a  low- 
grade  silk  at  a  falsely  attractive  figure. 

The  establishing  of  standards  will  reduce  the 
number  of  qualities  or  grades.  Every  reduction  in 
the  number  of  grades  will  mean  an  increase  in  the 
efficiency  of  output  and  returns. 


Good  Repeats  Anticipated 

Skirts  in  washing  materials  have 
sold  well — Linen,  eponge,  reps,  and 
piques  are  the  selling  materials. 

Manufacturers  have  done  well  with  washing 
skirts  and  good  repeats  are  expected.  The  best  sellers 
are  cords,  piques,  eponges  and  linens  in  white  and 
natural  shades.  As  these  skirts  are  intended  for  out- 
ing wear  those  cut  on  simple  lines  are  preferred. 
Those  cut  so  that  they  button  up  either  the  front  or 
side  are  best  liked  as  they  open  out  flat  to  launder. 
A  very  few  models  have  drapery  suggestions  and 
some  have  the  gores  rounded  at  the  side  of  the 
front.  Others  are  slashed  a  few  inches  at  each  side 
and  buttoned  over  with  buttons  and  loops  which 
can  be  opened  or  closed  at  the  fancy  of  the  wearer. 
These  skirts  are  cut  on  narrow  lines  and  the  waist- 
band mounted  on  a  narrow  belt  is  more  usual  than 
just  the  high  waistline.  Sometimes  the  high  waist- 
line cut  is  given  in  front  and  the  belt  goes  across  the 
back  with  the  centre  of  the  back  marked  by  a  buckle 
of  pearl  or  of  the  material.  Many  skirts  show  the 
fullness  put  into  the  back  with  gathers  or  tiny  pleats. 
Manufacturers  report  a  growing  business  in  skirts 
made  of  better  materials.  In  New  York  skirts  of 
moire,  bengaline  and  charmeuse  are  selling,  but  on 
the  Canadian  market  mixtures,  serges,  coteles  and 
Bedford  cords  are  the  sellers.  A  good  quality  of 
men's  coating  serge  is  a  staple  seller  with  one  firm. 
Skirts  made  from  this  material  of  necessity  are  high 
priced,  but  the  garment  is  handsome  and  gives  per- 
fect satisfaction. 
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^4  stocking  for  every   need  in   this 
quality   quintette  —  satisfactory  lines 


because  "The  Wear  is  There 


>> 


Hosiery  for  Men,    JVomen  and  Children 

"  Eclipse  Rib  "         "  Excelsior  "         "  Paragon  " 
"Italian  Silk"  "Gauze  Silk" 

YOUR  WHOLESALE  CAN  SUPPLY  YOU 

Thomson  Knitting  Company,  Manufacturers,  London,  Ontario 

SELLING  AGENTS:— 
W.  R.  Begg,  20  Wellington  Street  West,  Toronto,  Ontario;  Stuart  M.  Campbell,  400  Hammond  Building,  Winnipeg,  Manitoba 

J.  Dudgeon  &  Co.,  26  Victoria  Square,  Montreal. 


Our  Ladies'  Department 
Offers  Values  and  Styles 

Worthy  of  Bearing  this  Label 

HENTPA 

[THE  WEAR  IS  THERE! 

V  KNIT  V> 

This  label  stands  for  the  highest  point  of  proficiency  in  the 

making  of  Knitted  Garments. 

It  speaks  not  only  for  the  high  quality  of  workmanship  and 

materials,  but  also  for  the  style  and  fit.     "Bentro  Knit"  Coats 

are  ready  for  Fall.     The  range  promises  to  be  exceedingly 

popular. 

SEND  FOR  SAMPLES 

The  Williams,  Trow  Knitting  Co. 

Limited 

STRATFORD  -  -  ONTARIO 

Agents 

J.  M.  ROBERTSON  &  COMPANY.  70  Bay  Street,  Toronto 

GEO.  A.  HARRIS.    120  King  Street,  Winnipeg 
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THE  ABSOLUTE  RELIABILITY 
of  JAY  Underwear  places  you  in 
an  unassailable  position  with  your 
customers.  The  above  mark  upon 
the  garment  is  your,  and  their, 
guarantee  that  in  fit,  fabric,  warmth 
and  durability,  JAY  Underwear  is 
perfect.  The  makers  undertake  to 
replace  any  garments  which  may 
shrink  in  washing. 

Make  enquiries  of  the  Wholesale 
Agents: — 

I.  &  R.  Morley,   -   G.  Brettle  &  Co., 

LONDON.  ENG. 

England's  Best 


Jaeger  Pure  Wool 


COAT  SWEATERS 


FOR 


SUMMER  SPORTS 


THE  AUSTRALIAN  CRICKET  TEAM  now  touring 

Canada  and  the  States  wear  Jaeger  Pure  Wool  Sweaters — they 
recognize  the  style  and  quality  which  give  satisfaction. 

Our   range    includes    Sweaters  and    Coat  Sweaters   for  every 
kind    of    outdoor    sports. 
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Cricket  Sweater 

Comfort  and  Protection  from  Chill 

SYSTEM 


Dr.  JAEGER'S 

Head  Office  and  Warehouse 


SANITARY      CVCTCIVVI      COMPANY, 
WOOLLEN      O  I  O  I  HilVI      LIMITED. 

243  BLEURY  STREET,  MONTREAL 
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flosiery 


There's   Money   In  Hosiery — 

Especially  the  PEN-ANGLE  Seamless  Kind 

YOU  should  handle  Pen-Angle  Full-Fashioned  Seamless  Hosiery  for  Men,  Women  and  Chil- 
dren, the  only  kind  made  in  Canada  that  is  actually  knit  to  form  and  so  fashioned  in  the  knitting 
that  it  will  neither  shrink  nor  stretch. 

Made  of  the  finest  quality  Cotton,  Lisle,  Cashmere  and   Silk. 

YOU'LL  get  YOUR  full  share  of  Hosiery  Profits  if  you  stock- 
up    your    shelves   with    the   Pen-Angle    Seamless    Kind. 


PENMANS  LIMITED,  Paris,  Canada 


HOSIERY 


SWEATERS 


UNDERWEAR 


AAAAAAA&&&&AAAAAAAAAAAAAA 
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REGISTERED. 


ALL   UNDER   THE  PROTECTION 
of  the  "SUNSHINE"  TRADE  MARK 


Buster  DroWN) 


Z7he 


REvSoLVElD  ' 
that  it  1j  the 
stocking  makes 
the  boy"  that  is 
when  its  apvster 
Brown  .Stocking 

Duster  Brown 


Registered 


qro"*../r 


THE  children's  hosiery 
business  in  your  town 
is  very  much  "worth  while." 

The  average  active  boy  or 
girl  will  wear  out  more  pairs 
of  hose  in  a  season  than  the 
parents  will  in  two. 

You  often  have  heard  the 
remark  "it's  just  awful  the 
amount  of  money  it  takes 
to  keep  those  children  in 
stockings." 


CHIPMAN   HOLTON    KNITTING    CO.,    Limited 


HEAD  OFFICE  : 
HAMILTON,    CANADA 

MILLS  AT 
HAMILTON  -  WELLAND 
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ROCK  RIB 

REGISTERED 

Strong  as  Gibraltar 

1  x  1  Rib 


HERCULES  RIB 

REGISTERED 

The  Limit  of  Strength 

2  x  1  Rib 


PRINCESS  RIB 

REGISTERED 

MADE  TO   FIT 

AND   r  I  I    TO  WEAR 


REGISTERED. 


MAKE  up  your  mind  to 
have  this  business  for 
your  store.  Sell  only  lines 
of  children's  hosiery  that 
you  know  to  be  dependable 
and  will  stand  the  wear  and 
tear,  the  use  and  abuse  this 
class  of  hosiery  is  put  to. 

If  there's  any  of  these 
brands  you  do  not  handle 
let  your  wholesale  house 
send  you  a  trial  assortment. 
Do  it  now,  while  stocks  are 
unbroken,  and  ensure  your 
order  being  sent  complete. 

MADE  BY  THE  LARG- 
EST MANUFACTUR- 
ERS OF    RIB   HOSIERY 
IN  CANADA. 


TORONTO 


SOLE  SELLING  AGENTS 

E.  H.  WALSH  &  CO. 

MONTREAL  WINNIPEG 


RESIDENT  AGENTS 


ST  JOHN,  N.  B. 


VANCOUVER,  B.  C. 
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VANGUARD  Knitting  Wools 


Established  I        1752. 


*«»ST6** 


Scotch 

Fingerings, 

Vanguard, 

15'8,  12's, 

Fine. 

Hosiery 

Yarns, 

&c,  &c. 


Soft 

Knittings, 
B,  Imperial, 
Soft  Spun, 
Vanguard, 
Fine. 

J       0>2  and  00 
Worsteds, 

&c,  &c. 


THOMAS  BURNLEY  &  SONS,  Limited 

Manufacturers   of  Scotch   Fingering  and  Knitting   Wools. 

GOMERSAL    MILLS,   nr.    LEEDS,   ENGLAND. 


Handsome 
Silk  Woven 

LABELS 


The  general  public 
favor  the  store  that  is 
not  afraid  to  own  up 
to  the  sale  of  its 
clothing. 

The  label  shows  con- 
fidence in  your 
goods,  and  is  a  mark 
of  distinction — a  real 
live  advertisement 
for  you. 

W  rite  for  our 
samples  and  prices. 

Colonial  Weaving 
Company,  Limited 
PETERBORO',  ONT. 


THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Gomlort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had   from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 
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Ask  Your  Wholesaler  or  Importer  for 


— the  colored  hosiery  that  combines  silk's  beauty 
with  cotton's  durability.  There's  extra  profit 
and  prestige  for  the  buyers  who  pioneer  this  new 
and  beautiful  line  of  imported  hosiery. 

"Hermsdizing"  is  the  latest — and  possibly  the 
greatest — -achievement  of  the  laboratory  that 
produced  the  stainless,  washproof  and  pure 
black  dye  for  cotton  hosiery.  Hosiery  buyers 
and  hosiery  wearers  the  world  over  know 


Works: 

CHEMNITZ, 

SAXONY 


The  Name  That  Sells  the  Stocking 


American  Bureau  : 

325  West  39th  Street, 

NEW  YORK 


Further   information,  advertising  cuts,  etc.,  may  be  had  by  addressing  American  Bureau    of  Louis   Hermsdorf, 

235  West  39th  Street,  New  York  City. 


When  buying  Hosiery 
ask  for 

HAWLEYS 
"HYGIENIC  BLACK 

There  is  no  better 
Dye  in  the  World. 

Every  Pair 

Warranted  Fast 
to  Washing,  Hard  Wear 
and  Perspiration. 

Works  -  Hinckley,  England. 


*9 
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REPEATS 

We  are  ready  to  fill  Repeat  Orders  in  "HARVEY  BRAND" 
Summer  Knitted  Underwear  in  Elastic  Swiss  Ribbed  for  Ladies 
and  Children. 

Also  the  new  "AIRYWEAR"  Underwear,  the  lightest  and  most 
perfectly  ventilated  underwear  ever  made.  500  pores  to  the 
square  inch.  Try  it.  You  will  be  surprised  at  the  increase  in 
your  sales.  Soid  oniy  to  the  retail  tmde_ 

Harvey  Knitting  Company,  Woodstock,  Ont. 


DOMINION   BRAND 
PureWorsted  Coats 

Dominion      Brand      Sweater 
Coats    are    built    to    satisfy 
your  best  trade.    Made  in  the 
most  up-to-date  styles,  these 
garments  instantly  appeal  to 
the  fancy  of  your  customers. 
And  the  materials  built 
into   Burritt    Garments 
receive  the  same  care- 
ful    attention    as    the 
styles — for      Dominion 
Brand  Coats  are  made 
of    only    pure    worsted 
yarns,    not    one   pound 
of  cotton  being  used. 
Our       representatives 
are    now    on    the    road 
with  the  Fall  and  Win- 
ter,    1913,     range.      It 
will  certainly  pay  you 
to  see  them. 

A.  BURRITT  &  COMPANY 

DOMINION  MILLS 

MITCHELL         -:-  -:-         ONTARIO 


"HEALTH  BRAND" 

A  name  that  means  some- 
thing to  you  and  your 
customers. 


Health  Bran 
Underwear 


satisfies  the  most  exacting  wearer 
and.  yields  you  a  good  profit. 

In  Pure  Wool,  Wool  and  Cotton 
Mixture,  and  Cotton.  All  sizes  for 
Men,  Women  and  Children. 


How  is  your  stock  NOW? 


Greenshields  Limited 

Montreal 


TWO    CENTS    PER    WORD 

You   can   talk    across   the    continent    for   two    cents  per    word   with   a    WANT    AD.    in  this  paper. 
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\\  7E  frequently  have 
*  *  requests  from 
Merchants  asking  if 
they  can  secure  cuts 
shown  in  the  Editorial 
section  of  "The  Re- 
view." 

These  cuts  can  be  se- 
cured at  less  than  actual 
cost  if  applied  for  im- 
mediately after  each 
issue  to 

Engraving  Dept. 
DRY    GOODS    REVIEW 

Toronto 


HOSIERY  and 
TEXTILE  * 

BINDER 

ACME  NO.  30 


A  simple,  in- 
expensive, foot 
power  machine 
for  attaching 
tickets  to  hos- 
iery, under- 
wear,  or  for 
any  kind  of 
ticketing  o  r 
swatch  bind- 
ing. 

It    uses   a   fine, 
wire    pointed 
staple.  Will  not 
injure    the    fin- 
est fabric.  Sta- 
ple can  be  eas- 
i  1  y       removed 
from    garment. 
Holds   250  sta- 
ples and  is  eas- 
ily and  quickly 
loaded.   Staples 
packed      on 
tin        cores, 
10.000      sta- 
ples     to     a 
box,         in 
three  sizes: 

No.  30,  %  in. 

*£  Walter  Williams  &  Co. 


Write  for 
samples  aud 
prices. 


525  ST.  PAUL  ST.,  MONTREAL 

and 

20  WELLINGTON  ST.  W.,  TORONTO 


Worn  by  the 
Best  People 

Sold  t&  the 
Best  Dealers. 


Manufacturers      of    Turnbull's     high- 
class     Ribbed    Underwear    for   Ladies 
and  Children,   Turnbull's  "M"  Band 
for   Infants,    and    •'CEETEE"  Shak 
Knit  Sweater  Coats. 


tezmmsmmmmmymmmm. 


Textile    Soaps 

A  SPECIALTY 

THIRTY-FIVE  years' experience  in  the 
manufacture  of  textile  soap  in  England 
and  in  Canada. 

Send  for  Samples  and  Prices 

LONDON   SOAP   CO. 

(A.  G.  Phillips,  Prop.) 

LONDON,  -  ONTARIO 
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Constructive  Criticism  of  an  Advertisement 


IT  IS  probably  true 
that  no  piece  of  adver- 
tising copy  was  ever 
prepared  in  which  no 
fault  could  be  found.  It 
is  not  difficult,  there- 
fore, to  pose  as  an  ad. 
critic.  The  construc- 
tive part  is  infinitely  more  difficult  than  the  destruc- 
tive role  when  it  comes  to  advertising — and  in  every- 
thing else  for  that  matter.  Nevertheless,  it  is 
through  criticism  that  the  ad.  writer  can  find  the 
faults  in  his  work  and  avoid  similar  mistakes;  so 
that  constructive  criticism  becomes  both  valuable  and 
necessary. 

On  the  opposite  page  is  shown  an  advertisement 
selected  from  a  number  of  dry  goods  ads.,  for  pur- 
poses of  analysis  and  reconstruction.  It  was  not 
selected  because  of  any  particular  faults ;  on  the  con- 
trary, it  was  one  of  the  best  of  the  lot.  It  was  out 
of  the  ordinary  run,  however,  being  modeled  on  lines 
which  are  to  an  extent  unique  and  it  presents  an  op- 
ening for  a  discussion  on  a  number  of  important 
points. 

To  begin  with,  the  ad.  in  question  has  very  many 
good  points  and  it  is  undeniably  striking.  The  un- 
usual shape  for  one  thing,  made  it  stand  out  most 
markedly  from  the  advertising  matter  which  sur- 
rounded it.  The  lay-out  is  practically  the  only  feas- 
ible one  in  an  ad.  of  such  proportions.  The  ad. 
writer  had  prepared  his  copy  carefully.  What  faults 
are  to  be  found  are  largely  typographical. 

A  suggested  rearrangement  is  also  shown. 

It  will  be  noted  that  in  the  reconstructed  ad.  the 
heavy  border  has  been  replaced  by  a  double  line 
border  and  the  inner  panel  around  the  type  matter 
has  been  discarded.  The  result  is  a  noteworthy  gain 
in  white  space.  The  matter  "stands  out"  with  double 
prominence.  Few  ad.  writers  appreciate  the  full 
value  of  white  space.  It  has  become  an  obsession 
with  many,  in  fact,  to  get  as  much  matter  into  an 
ad.  as  possible,  filling  every  corner  and  crowding 
type  on  type  until  the  eye  rebels  at  the  task  of  read- 
ing. The  original  ad.,  in  this  instance,  had  been 
admirably  planned  to  give  a  spacious  margin,  but 
the  use  of  the  unusually  heavy  border  and  the  in- 
troduction of  the  inner  panel  defeated  the  pur- 
pose. 

The  next  point  is  the  change  in  the  heading  at 
the  top  and  the  firm  name  at  the  bottom.  The  ad. 
as  it  stood  was  indeterminate  at  top  and  bottom, 
bulky  in  the  centre.  The  opening  announcement, 
as  a  result,  was  far  from  prominent,  failing  utterly  to 
arrest  the  eye;  while  the  firm  name    had    literally 


How  an  ad.  could  be  improved — The 
importance  of  sufficient  white  space — 
Heading  and  firm  name  should  be  given 
plenty  of  prominence  —  Featuring 
leaders. 


"retired  into  innocuous 
desuetude."  Beneath 
the  heavily  balanced 
body  of  the  ad.  the  firm 
name  appeared  t  o 
shrink  from  publicity. 
This  fault  has  been 
remedied  in  the  recon- 
structed ad.  The  heading  has  been  played  up  in 
stronger  type  and  the  introductory  matter  has  been 
set  in  18  point  instead  of  the  10  point  in  which 
it  originally  appeared.  The  result  is  an  infinitely 
better  balance  throughout  the  ad.  and  a  gain  in 
strength  where  it  was  most  needed. 

One  other  change  of  some  significance  is  in  the 
panels  introduced.  The  idea  here  was  to  pick  out 
one  line  in  each  department  and  feature  it  as  a 
leader.  This  has  been  done  by  putting  the  quota- 
tion in  a  panel  beneath  each  list,  thereby  making  it 
distinct  and  prominent. 

A  change  also  was  made  in  the  prices,  the  figures 
being  changed  from  black  to  light  face.  As  they 
stood,  the  prices  dwarfed  the  names  of  the  articles 
offered,  a  development  far  from  desirable. 


Parcel  Goods  Properly 

ONE  OF  the  first  lessons  for  the  new  clerk  in  the 
store  is  the  proper  parcelling  of  goods.  No  one 
wants  to  carry  an  ill-arranged  parcel  along  the  street. 
The  particular  customer,  too,  will  often  judge  the 
dealer  by  the  sort  of  parcel  he  delivers. 

Hundreds  of  customers  scarcely  ever  see  the  in- 
terior of  the  stores  at  which  they  deal.  They  do 
their  shopping  by  phone.  They  have  no  way  to 
tell  the  character  of  the  store  or  of  the  dealer,  but 
through  the  deliveryman  and  the  parcels.  If  a 
poorly  wrapped  and  poorly  tied  parcel  is  thrown 
inside  the  door,  a  feeling  of  distrust  toward  the  mer- 
chant naturally  arises.  If  the  same  carelessness  con- 
tinues to  be  shown,  the  dissatisfaction  will  gradually 
grow  until  the  climax  is  capped  by  some  glaring  case.. 
The  loss  of  the  customer  is  the  inevitable  result. 

The  proper  wrapping  of  parcels  may  seem  to  be  an 
insignificant  thing,  but  if  carelessness  in  this  regard 
loses  but  one  customer  a  year,  it  means  a  consider- 
able loss. 

ft 

A  point  to  be  borne  in  mind  is  that  it  is  import- 
ant to  win  the  trade  of  the  bride  at  the  outset.  The 
bride  of  to-day  is  the  steady  customer  of  to-morrow, 
not  only  in  housefurnishings  but  in  every  depart- 
ment of  the  store. 
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A  Specially  Planned 

Ready-to-wear  Week 

This  it  r«»dy-to-wt«r  wtelc  »t  tie  big  stote*/i*  w« 
arc  (UvutiOK  oWr  tuciat  «!«••  to  a  displ<>  <(  »H  Wsi»»  of 
rt%dy-to-w«ar  garments,  ««c  boib  windows,  the-rhq*  >.•»«»«, 
and  tb« ledn !*»■  XUples  af'wbtu  new  in  Drusct,  S>«u, 
U ad«rwt«j  ol  «11  lundi ,  is  t«<jt  rrtr yt b  i or  in  IJiB-.Gne  J 
retdy-ta-wev. 

New    Blouses 

Nevtr  li»v«  »e  been  «M<  to 
show  ftacb  attractive;  values  in 
all  kincjaof  wonens  wash  blous- 
es, fK-  aijpiys  aim  to  clean  out 
thfe»  line  every  season  in  order 
to  stow  netting  but  new  foods. 

Prist  Btbntea  '79c,    I  OO. 

Gtufiiiam  and  Cbambrty 
BW«**     1.25  »i>d  l.SO 

White  Blouaes  1  28  ISO, 
1  75  2-O0,  2  SO 

R<t  BJohj.vs  in  Cream  and 
flack  3.SO,  3  9Q  4.  SO, 
550 


Dresses  of  ail  Kinds 

From  tbc  fiUin  brioieoxerat*  cf  i.ij 
to  the  finer  str«M  dies^M  (no  (wo  alike) 
uc  hire  a  stWendid  nnce  to  stow  yiu. 

Print  house  DreticE      01  2*  1  SO 

Frner  House  Druse;  9225,  2  SO. 
3.00. 

Pj.ttv  Street  Dres&er  in  ^'btte  and 
color**  U  SO  400.  4  25  5  00 
6  00,  7.00. 


Underwear  of  all  Kinds 

Cor«<^  Covers  at  30c,  40c, 
50rf  6oc,  65c,  85c. 

drawers  at  35c,  40C.  45c 
7-Se- 

Combination/  at  50c  and 
75  cents. 

Underskirts  at  i.oo,  1.2s 
i-So,  f/,a<f. 

Night  Gowus  at  t.oo,  1  25, 
»-S»»  1-75,  2-oo. 

Vcsti^  short,  sleeveless  or 
loop;  sleeves  15c,  20c,  25c, 
and  35  eents. 

Childrens    Aprons   and    Dresses 

Childrens  Print  Overall  Aprons     50  cents 
Childrens  White  Overall  Aprons     40  cents. 
Childrens  White  Dresses     90c,   1.00,  1.35,  x  50.  1  7s. 
Childrens  Colored  Print  Dresses  1.00,  1.25.  1.50,  1  75 

Boys  blouses  and   wash   suits 

Boys  Print  Blouses         40c  65c  75c 
Boys  Wash  Suits         1  00,  1  ?5,  i.5o. 
Boj's  Seoul  Suits         2.00 


A  Specially  Planned 

Ready-to-Wear 

Week 


THIS  is  ready-to-wear  week  at  the  big 
store  and  we  are  devoting  our  entire 
store  to  a  display  oi  all  kinds  of  ready-to- 
weargarments.  See  both  windows, the  show 
cases,  and  the  ledge  for  samples  of  what's 
new  in  Dresses,  Blouses,  Underwear  of  all 
kinds,  in  fact  everything  in  the  line  of 
read  v-to- wear. 


NEW 
BLOUSES 


Never  have  we  been  able  to  a\o«  socb 
attractive  values  1b  nil  kinds  of  wo- 
men «  wash  blouse  v  we  always  aim  to 
clean  out  this  line  every  5**5011  In  order 
to    in. -a  nothing  but  new  goods. 


HI01 


lili^lm 


and   1.50 
Uli.le    Minuses 
.'50 

N'H    RloUBM    in 
kflO,   4  50,  5.511. 


■1  75e,  100 

1    <  'li.itnbrav     ftlousee,     12'- 

icb.  1.26,    150,    1.75,    2.00, 
in   'Van  and   Bla.-k,  3.50. 


A  Ready-to-Wear  Week 
BLOUSE  SPECIAL 


(description) 


$1.98 


DRESSES 

of  all  £m</s 

jui  the  plain  house  dresses  of  1  25  to  ib«  flotr 
!  dresses  (no  two  alike),  w«  have  a  inlendld 
:  to  show  you. 

Hod*    louses,  $125.  15p,  175 

House  Dresses.  $2-25,  230,  3  00 
v   Street   Dresses  in  while  and   colored.   f3  60. 
4  25,  S.0O,  0.00,  7  00. 


An  Unprecedented  Value 
In   Pretty  Street  Dresses 


(description) 


$5.00 


UNDERWEAR 


all  styles 


.  5o<-,  crx*, 


Uruntr*  at   35c,  40e.  46c,  76c. 

Combinations   at    50c   and    75c. 

I  n.lerskirts  at  $100.  125.  150.  2  25 

Night     Oowns     at     *1.00,    125,    1.50, 

1  75,  2.00. 

V  <-ets,  ehorl.  sleeveless  or  Ion?  Series, 

IJc  20c.  35c.  and  V>r. 


Short  Sleeve  Vests 

(description)  lQ(t 


Children's  Aprons  and  Dresses 

('htldrci  -   Pnnt    n  -rail    Apronv  50  rertU 

lluidi"  ttlnt*  rKeral)   Apron*.  40  pent" 

OlMr-:  >   *Vh»tf    DrtSSM    !IOc.    100,    125    I  Sit,   17" 

i  hildreii  i  Colored  Hnnl   Dreams*,  M  00,   I  -*5    1  50,  1  7.) 

Boys'  Blouses  and  Wash  Suits 

Bop '  Pnnt  Blouse..  4uV.  06*.  75x 
Bov*'  U>9b  Suits,  *J  OH.  125,  150 
Ror^'  Seoul   Boita,  ft  00 

Mclntyre  and  Castel! 

(ADDRESS) 
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HOUSEFURNISHINGS 


The  June  Bride's  Trade 

An  effort  should  be  made  to  push  sales 
in  housefurnishings  at  this  season — The 
importance  of  this  part  of  a  home's 
equipment. 

The  present  season  is  an  active  one  in  the  house- 
furnishing  department,  June  sees  the  consumma- 
tion of  a  great  many  of  the  conspiracies  of  that 
arch-conspirator,  Dan  Cupid.  With  so  many  young 
couples  starting  out  for  their  journey  on  what 
humorists  call  the  perilous  sea  of  matrimony,  it 
follows  that  there  is  a  big  demand  for  everything 
needed  in  the  furnishing  of  a  house. 

The  brides  can  be  expected  to  show  an  unusual 
degree  of  interest  in  the  "furnishings"  of  the  first 
home — the  rugs,  the  drapes  and  the  curtains.  The 
appearance  of  a  home  is  very  largely  determined  by 
the  nature  of  the  curtains,  rugs  and  kindred  "ac- 


fsfejigg 


An  illustration  of  the  latest  methods  of  draping  and 
furnishing  an  apartment. 

cessories."  They  can  make  or  mar  a  room.  Per- 
sonal taste  is  most  noticeably  reflected  in  the  selec- 
tion of  material  and  the  method  of  placing.  It 
follows,  therefore,  that  the  bride  is  likely  to  take 
a  most  marked  interest  in  this  part  of  the  furnish- 
ing of  her  home. 

The  housefurnishings  department  should  be 
featured  prominently  at  the  present  time.  Window 
displays,  advertising  and  the  best  efforts  of  an  effi- 
cient sales  staff  should  be  enlisted  to  win  interest 
in  the  department. 


FOR  1914 


T\f  E  now  have  ready 
our  entire  new 
line  of 


When  we  assert  that 
our  line  for  the  com- 
ing season  is  the 


"Best  Ever 


99 


we  are  firmly  con- 
vinced that  it  shows  a 
marked  advance  over 
all  past  successes. 

/~\UR  salesmen  start  selling  the 
^^  new  line  West  of  the  Great 
Lakes  on  June  16th,  and  in  Ontario, 
the  Province  of  Quebec  and  the 
Maritime  Provinces  on  July  7th. 

//  is  a  line  specially  adapt- 
ed for  the   requirements  of 
the  general  merchant 


Stauntons  Limited 

Wall  Paper  Manufacturers 
941    YONGE    STREET,   TORONTO 
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Every  Careful  Housewife  in  Your  Town  is  Eager  to  Buy 

J-M  ASBESTOS  Table  Covers  and  Mats 

The  thrifty,  intelligent  housewives  of  your  community 
are  waiting — yes,  waiting — for  you  to  show  them  J-M 
Asbestos  Table  Covers  and  Mats. 

And  that's  all  you  have  to  do — just  show  them.  They 
sell  on  sight.  For  all  careful  housekeepers  know  the 
wisdom  of  protecting  their  valuable  polished  table-tops 
from  hot  dishes  and  accidents. 

Big,  quick,  easy  profits  await  you.    Why  not  get  them  ? 
You  can't  possibly  make  a  mistake  putting  a  few  J-M 
Asbestos  Table  Covers  and  Mats  into  your  house-fur- 
nishing stock.     They'll  go  like  hot  cakes  once  the  wide-awake  women  of  your  city  find  out  you 
have  them. 

Our  Asbestos  comes  from  our  own  mines,  therefore  we  can  quote  you  much  lower  prices  than 
other  houses  that  have  not  these  facilities.  We  can  furnish  you  a  greater  assortment  of  Asbestos 
Table  Covers  and  Mats  than  any  other  concern.  You  need  not  carry  a  large  stock — our  Branch 
house  in  your  section  will  do  that  for  you  and  ship  you  promptly  as  you  need  the  goods. 

We  have  a  special  proposition  that  will  interest  you.    Write  our  nearest  Branch 

TO-DAY  for  particulars. 

The    Canadian    H.    W.   Johns-Manville   Co.,  Limited 


Manufacturers  of  Asbestos 
and  Magnesia  Products. 


Asbestos  Roofings,  Packings, 
Electrical  Supplies,  etc. 


TORONTO 


MONTREAL 


WINNIPEG 


VANCOUVER 


1386 


Manufacturers  and 
Jobbers 


Should  bear  in  mind  this  import- 
ant fact,  if  they  desire  to 
approach  the  retailer  who  him- 
self practices  and  believes  in 
advertising,  it  is  obvious  that  an 
appeal  to  him  through  advertis- 
ing in  "The  Review"  (the  paper 
he  reads)  would  most  likely 
meet  with  greater  success  than 
any  other  method. 


FANCY  GOODS,  NOTIONS  AND  TOYS 


Notions  a  Profitable  Line  for  the  Merchant 


Special   attention   to   this   department 
pays   the   smaller   retailer  —  Summer 
novelties  in  bags — Buttons  a  quick  sell- 
line  —  Ball   buttons   the   novelty. 


ing 


IN  MANY    stores  one 
way  of  keeping  up  the 
store's   takings    during 
the     between     season's 
period  is  to  offer  extra 
inducements  in  the  no- 
tion and  smallwares  de- 
partment.    This  is  tak- 
ing the  line  of  the  least  resistance,  for  women  are 
always  open  to  buy  goods  of  this  class  when   the 
price  is  tempting  as  the  articles  sold  are  in  constant 
use. 

There  is  a  good  profit  made  on  notions  and  their 
sale  is  very  profitable  and  even  if  the  amount  of  the 
individual  sale  is  small,  the  week's  total  made  by  the 
department,  if  it  is  properly  looked  after,  should  be  a 
large  one. 

Well  assorted  stocks,  and  careful  and  constant 
sorting  up  is  needed  if  this  department  is  to  obtain 
the  right  reputation  and  do  a  proper  and  profitable 
business.  Nothing  turns  customers  away  more 
quickly  than  to  be  told  that  some  small  article  in 
general  use  is  not  in  stock  when  wanted. 

This  is  the  one  department  where  the  merchant 
should  have  no  competition  to  face  from  outside 
sources,  as  it  is  an  undispu table  fact  that  women 
would  much  rather  select  such  articles  as  needles 
and  pins  at  home  and  not  incur  the  trouble,  ex- 
pense and  risk  of  writing  to  the  large  city  stores  for 
these  items. 

If  she  does  send  away  for  such  articles  it  is  be- 
cause the  assortment  offered  in  the  home  store?  is  not 
reliable  and  not  varied  enough,  and  because  the 
stores  do  not  carry  the  known  standard  staples,  but 
substitute  articles  of  inferior  quality  for  them. 
When  notions  are  purchased,  it  is  as  a  rule  to  fill 
some  need,  and  if  a  woman  can  obtain  reasonable 
satisfaction  at  home  she  is  not  going  to  take  the 
trouble  of  writing  away  for  goods  that  she  will  have 
to  wait  several  days  for. 

A  first  class  notion  department  is  one  of  the  best 
investments  a  small  store  can  make,  and  this  de- 
partment is  one  in  which  the  small  store  can  carry 
as  good  an  assortment  as  its  larger  rival.  Goods  can 
be  bought  in  quantities  large  enough  to  obtain  spe- 
cial price  concessions  as  the  element  of  fashion  is 
not  prominent,   and,  therefore,   the  stock  is  staple 


and  does  not  depreciate, 
but  is  constantly  in  de- 
mand and  sells  with- 
out depreciation. 

Notions  are  easy  to 
sell,  and  the  help  need 
not  be  expensive,  as  it 
is  more  a  case  of  check- 
ing small  items  than  of  making  sales.  At  the  same 
time  it  is  this  littleness  in  size  and  price  that  is  the 
backbone  of  the  notion  department  for  it  is  easier 
to  sell  ten  items  at  ten  rents  than  one  at  one  dollar, 
and  yet  the  aggregate  profit  on  the  ten  items  is  far 
in  excess  of  the  profit  of  the  one. 

What  applies  to  notions  applies  more  or  less  to 
fancy  goods.  It  is  the  well  assorted  stock,  the  stock 
that  is  kept  clean  and  up  to  date,  that  brings  the 
business  and  makes  the  profitable  return. 

The  tide  of  fashion  has  turned  in  favor  of  fancy 
bags.  Leather  bags  are  worn,  but  they  are  of  the 
envelope  variety  and  are  small  in  size  and  are  of 
flat  design  so  that  they  correspond  with  the  de- 
sire for  the  slender  figure.  Pin  seal  is  a  favored  lea- 
ther, but  crepe  grain  cross-grain,  Morocco  and  ante- 
lope are  all  used.  In  keeping  with  the  prevailing 
taste  for  color,  these  bags  come  in  such  shades  as 
cerise,  Callot  blue.  Paddy  green,  champagne,  tan, 
taupe  and  grey. 

Besides  being  fitted  with  a  change  purse,  each 
bag  has  card  case,  mirror  and  vanity  box.  The  flaps 
as  a  rule  are  metal  edged  and  the  handle  is  formed 
of  a  leather  strap.  The  latest  bag  novelty  is  the 
white  kid  bag  embroidered  in  Bulgarian  designs 
and  colors.  These  bags  have  gilt  frames  and  are 
lined  with  moire  in  such  colors  as  Royal,  Saxe,  Nell 
rose,  Paddy  green  or  brass.  For  smart  occasions, 
beaded  bags,  either  with  a  metal  frame  or  in  the 
round  shape  gathered  in  at  the  bottom  and  finished 
with  a  tassel  while  the  top  is  drawn  together  with  a 
cord  are  the  most  frequently  met  with  shapes.  Pat- 
terns are  decidedly  early  Victorian  and  are  chiefly 
floral  designs  on  solid  bead  grounds  of  either  black 
or  white  crystal  beads. 

Moire  is  coming  into  favor  for  bags.     The  bags 
are  small  and  the  material  is  gathered  into  a  fancy 
metal  frame  and  often  the  bottom  of  the  bag  has 
the  addition  of  a  beaded  fringe. 
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No.  390 


35-37-39 
West  36th 
Street  NEW  YORK 

Originators  of  the  liveliest  line 
of  Infant  Novelties  in  the 
country. 

If  you  want  New  Ideas — Quick 
Sellers — at  Popular  Prices 

VISIT  OUR  SHOW  ROOMS 

A  Sample  assortment  of  $25, 
$50  or  $100  will  prove  to  you 
that  Rite''CradleTime"Nov- 
elties  are  best. 


,fc-~-~"' 


No.  458 


No.  2309 


No.  996 


No.  393 


No.    968 
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In  art  needlework  the  summer  novelty  is  the 
use  of  Bulgarian  patterns  developed  in  such  colors  as 
strong  green,  Persian  bine,  vivid  red,  and  orange 
outlined  with  black.  Patterns  in  these  colors  are 
showing  for  shirt  waists,  but  it  must  be  confessed 
that  these  goods  sell  slowly  as  they  do  not  appeal  to 
the  Canadian  taste.  Collar  and  cuff  sets  stamped 
upon  natural  colored  linen  or  white  poplin  in  Bul- 
garian colors  are  selling  well,  and  the  runners  tea- 
cloths,  centre  pieces  and  cushions  are  selling  as  a 
novelty. 

Buttons  are  a  quick  selling  line  at  the  present 
time,  as  they  form  the  smartest  of  trimming  garni- 
tures this  season.  Many  bright  colored  buttons  are 
selling,  but  the  big  demand  for  Summer  wear  is 
for  white  buttons.  Ball  buttons  made  of  ivory,  cellu- 
loid, or  galalith  are  in  high  favor,  the  sizes  wanted 
ranging  from  the  size  of  a  large  marble  to  that  of  a 
pea  being  the  best  sellers.  The  same  shape  in 
French  pearl  is  also  very  fashionable,  but  the  sup- 
ply is  not  equal  to  the  demand.  Crochet  buttons  in 
all  sizes  are  good  and  there  is  a  very  fair  demand 
for  crystal  buttons  not  only  in  white,  but  in  colors. 
Rhinestones  are  popular,  and  where  price  is  not  pro- 
hibitive, pearl  buttons  sell  freely. 

For  all  dress  occasions,  the  flashing  Rhinestone 
bandeaux  are  in  evidence.  The  newest  bandeaux  are 
of  white  metal  and  are  set  in  tiara  effect  and  a  fur- 
ther adornment  is  the  marabout  aigrette.  Just  the 
single  aigrette  stands  straight  up  in  front  in  Eastern 
fashion  or  it  is  worn  jutting  out  at  an  extremely 
acute  angle  at  the  side.  Some  of  the  new  bandeaux 
seen  in  Paris  remind  one  of  an  Indian's  feather  head- 
dress, for  the  feathers  stand  up  straight  all  across  the 
front  of  the  head.  This  style  is  too  extreme  for  Can- 
adian taste,  but  is  mentioned  to  show  how  very  fash- 
ionable the  bandeaux  and  aigrette  is  at  the  present 
time. 

Summer  selling  in  the  art  needle  work  depart- 
ment is  confined  largely  to  stamped  goods,  that  is  to 
articles  of  wearing  apparel  that  can  be  decorated  with 
hand-worked  embroidery  patterns  that  are  effective, 
and  which  do  not  require  too  much  effort  to  work 
them. 


1/nycosE 

RP '         EMI....... .._— v_ 

Ask  (or 
Catalogue 

KRAU T HEIMER  &  CO.,  \06SDONn.dEPNGc.e- 


BEAUTY!   QUALITY!    CLEANLINESS 


Naiad 

Dress 

Shields 


A  GOOD  SUMMER  SELLER 

The  fact  that  the  Naiad  is 
thoroughly  hygienic,  being 
easily  and  quickly  sterilized  by 
immersing  in  boiling  water  for 
a  few  seconds  only,  makes  it 
the  most  desirable  shield  for 
summer  wear.  See  that  you 
keep  well  stocked. 

" Naiad"  sounds  the  high- 
est  note    of   Progress   in 
Dress  Shields." 
Every  pair  guaranteed. 
Samples  free. 

Wrinch,  McLaren 

&  Company 


Sole  Canadian  Manufacturers 
77  Wellington  St.  W.  TORONTO 
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Mesh  Bags 

In  German  Silver. 

Unbreakable  and  Ring  Mesh. 

ALL  SIZES. 


In  a  large    variety  of  Engraved,  Cut 
Out    and    Engine    Turned    Frames. 

At  Absolutely  the  Lowest  Prices. 


Samples  on  Request — Quick  Deliveries 


Hibbert  &  Jaslow 


H.&J. 


401  Broadway 
NEW  YORK 


207  St.  James  St. 
MONTREAL 


Latest    Novelties 

in  Cloak  and  Suit  Trimmings, 
viz  :  —  SILK  FROGS  with 
plush  and  fur  effects,  also  with 
Bulgarian  effects.  BELTS 
and  GIRDLES. 


BRAIDS,  CORDS,  FRINGES, 

LADIES'  NECKWEAR, 

FRILLINGS. 

The 

MOULTON    MFG.    CO., 

Limited  -  -  MONTREAL 


• 


Your  Opportunity! 

Take  Advantage  Of  It! 


THE  MacLean  Publishing  Company  are  continually 
offering-  their  local  representatives  better  and  more 
substantial  opportunities. 
Have  you  ever  stopped  to  consider  these?    They  offer : 
i    An  excellent  training  in  Salesmanship. 

2.  To  live  men,   one  dollar  per   hour   for  every 

hour  of  their  spare  time. 

3.  Promotion  to  the  regular  circulation    staff  of 

the  MacLean  Publishing  Company. 

The  MacLean  circulation  organization  is  the  largest 
organization  of  its  kind  in  Canada.  It  is  composed  of  the 
highest  priced  circulation  men  in  Canada— the  best  sales- 
men of  the  country,  many  of  whom  got  their  first  training 
while  acting  as  local  representatives. 

Persons  acting  in  this  capacity  come  in  contact  with 
the  best  men  in  Canada.  A  greater  experience  could 
not    be   wished   for. 

If  you  want  to  be  a  100  point  salesman,  if  you  want 
to  train  so  as  to  be  qualified  for  bigger  positions  later, 
write  us  to-day  ! 


MacLean  Publishing  Co.,  Ltd. 

143-149  University  Ave.  Toronto 
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Write  for  Circular.  Correspondence   Solicited. 

Philadelphia,  U.  S.  A. 

NEW  YORK  SALESROOM :     683  and  685  Broadway 
WESTERN  CANADA:     WILLIAMS  &  MILLER,  Calgary,  Alta. 
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Buyers'    Guide 


FOUNTAIN    AIR    BRUSH 

Model  A    Price  S20.00    " 

The  Standard  Air   Brush  of  the  World 

Show-Card    Writers    and    Window-Trimmers 
cannot  afford  to  be  without  one. 

Send  for  Catalogue  C-79. 

Thayer  &  Chandler,  Chicago 


/^VNE    inch    space    in    this 

Department    will  cost 

you  $25  for   12    insertions. 


TOYS 


of     the     below  -  named 
type   are   the   manufac- 
ture   of 
Bine  Bros.,  Nuremburg 
SEE    THEM    AT 
381   FOURTH  AVENUE 
New  York. 
The   Bing's    Miniature    Railway    System 
Mechanical  as  well  as  Electrical  Iron 
Engines 
Stations,   Signals   and   Lamps 

Patent   Walking   Animals 
Plush  and  Felt  Toys — Mechanical  Boats 
Automobiles — Steam   Engines 
Attachments — Enamel  Kitchen  &  Dinner 

Sets 
Enamel   Taa  &  Coffee   Sets — Wash  Sets 
Moving   Picture   Machines — Post   Card 

Projectors 
Magic   Lanterns. 


ATERSON 

UMIT40 

The  Wholesale  Millinery  end  Fancy  Dry  Beedt 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  E8PECIAL  HOBBY 


LARGEST  MANUFACTURERS 

Artificial  Flowers.  Plants  and  Vine*,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Rushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicago.  HI. 


Condensed  Advertisements 


AGENCIES   WANTED 

ENGLISH  FIRM  OF  MANUFACTURERS  OP 
Hair,  Hair  Goods,  Hair  Nets,  as  used  by  high- 
class  hair-dressers  and  stores,  desire  to  ar- 
range a  Canadian  agency  on  commission  with 
established  sound  house  who  has  a  good  con- 
nection in  the  trade  for  Toronto,  Montreal  and 
district.  Arrangement  for  stock  to  be  kept  in 
Canada  would  be  made.  For  further  particu- 
lars, write  to  Box  97,  Dry  Goods  Review,  88 
Fleet   Street,   Loudon,  England. 

WELL  KNOWN  AGENT  IN  MANCHESTER, 
buying  for  New  York,  wants  Canadian  buying 
agency — all  classes  textiles: — Canada,  c|o  Ash- 
burner's  Agency,  Market  Street,  Manchester, 
England. 


FOR  SALE 


MISCELLANEOUS 


FRESH,  CLEAN.  STOCK  OF  SHOES  AND 
Men's  Clotning  and  Furnishings  in  growing 
village  of  Courtright  on  St.  Clair  River.  Write 
J.  T.  Locke,  The  Ark,  Corunna,  Out.,  for  in- 
formation. 

FOR  SALE— CLEAN  STOCK  OF  GENERAL 
dry  goods;  cash  business,  doing  $70,000  yearly, 
net  profits  $45,000  in  six  years.  Good  live 
manufacturing  town  in  one  of  the  finest  agri- 
cultural districts.  Address  Box  7,  Dry  Goods 
Review. 

OPPORTUNITY  IS  NOW  OFFERED  TO 
purchase  the  stock  and  goodwill  of  G.  L. 
MacKay,  Limited,  ladies'  costumers,  Regina. 
Excellent  stand,  and  one  of  the  best  equipped 
stores  in  the  West.  Good  lease  and  reasonable 
rent.  Apply  to  G.  L.  MacKay,  Ltd.,  405  Yonge 
St..  Toronto. 


TURNER'S  NATURAL  COTTON  BOLLS  FOR 
decorations  and  souvenirs  are  unexcelled. 
Write  for  booklet  and  reduced  prices.  Samples 
postpaid,  dozen,  40c;  half  dozen,  20c;  2  for  10c. 
.Tames  H.  Turner,  The  Cotton  Boll  Man,  Car- 
rolllon,  Georgia,  U.S.A. 


ORDERS  WANTED 

WANTED— ORDERS  FOR  FINEST  HAND 
made  Irish  Crochet  Laces,  Insertions,  Picot- 
edges,  Beadings,  Motifs,  Collars,  Yokes. 
D'Oyles,  etc.  M.  Hughes,  Scotch  Street  Bridge, 
Armagh,  Ireland. 


HINTS   TO   BUYERS 

From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


INDEPENDENT  CLOAK  CO. 
BUILD  NEW  FACTORY. 

Between  Spadina  and  Bathurst  St., 
is  in  a  fair  way  towards  becoming'  the 
leading  garment  manufacturing  sec- 
tion of  Toronto.  During  the  past 
two  years  many  handsome  modern 
fireproof  buildings  with  all  the  latest 
modern  improvements  have  been 
erected  by  different  firms.  The  latest 
addition  is  the  large  six-storey  brick 
and  stone  factory  erected  by  the  In- 
dependent Cloak  Co.,  at  579  to  585, 
Richmond  St.  West,  on  the  corner  of 


Bathurst  St.  just  below  Queen.  This 
factory  has  every  modern  conveni- 
ence and  appliance  needful  in  the 
garment  manufacturing  business — 
large  airy,  well-lighted  factory  and 
cutting  rooms,  and  spacious  show- 
rooms and  offices  afford  every  facility 
for  the  transacting  of  business  in  a 
comfortable  and  expeditious  manner. 


DOMINION   TEXTILE   ANNUAL 
MEETING. 

Montreal,  Que. — The  Dominion 
Textile  Co.,  Ltd.,  held  their  eighth 
annual  meeting,  May  26th,  when  the 
report  of  the  directors  gave  the  re- 
sults of  the  operation  of  the  busi- 
ness of  the  company  for  the  year 
ended  March  31st,  1913.  President 
('.  B.  Gordon,  presided. 
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The  financial  statement  showed 
the  profits  for  the  year  to  have  been 
$1,230,705.92.  To  these  profits  have 
been  added  the  dividends  received 
from  the  Dominion  Cotton  Mills  Co., 
Limited,  and  the  Merchants'  Cotton 
Co.,  amounting  to  $120,424.  in  all 
$1,351,129.92,  and  after  paying  in- 
terest on  bonds,  preferred  and  com- 
mon dividends,  and  rental  of  the  Do- 
minion, Merchants  and  Mount  Royal 
Mills,  there  is  left  a  surplus  of  $149,- 
723.26,  making  the  total  at  credit  of 
profit  and  loss  account  on  the  31st 
March,  1913,  $779,958.92. 

This  was  considered  by  the  direc- 
tors a  very  satisfactory  showing, 
when  taking  into  consideration  the 
high  price  paid  for  raw  cotton  and 
the    steady    advance     in    wages     and 
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general  expenses.  The  company  is 
now  paying  out  in  mill  wages  the 
sum  of  $350,000  per  annum  over 
that  paid  three  years  ago,  although 
the  working  hours  have  been  con- 
siderably reduced. 

Sales  for  the  year  amounted  to 
$9,824,101.56,  compared  with  $9,038,- 
463.64  last  year,  an  increase  of 
$785,637.92. 

The  company  has  in  operation 
10,237  looms,  459,786  spindles,  and 
employs  7,500  hands. 

During  the  past  year  a  new  mill 
lias  been  erected  at  Magog,  adjoin- 
ing the  present  Cotton  Mill,  which 
contains  an  additional  500  looms. 
This  addition  to  the  plant  is  required 
for  manufacturing  grey  cloths  for 
use  in  the  print  works,  owing  to  the 
increased  demand  they  are  now  re- 
ceiving for  their  printed  goods.  The 
power  to  operate  the  machinery  in 
this  new  addition  is  being  supplied  by 
the  electric  power  plant  erected  re- 
cently and  owned  by  the  town  of 
Magog. 

At  the  Mount  Roval  Mill  an  addi- 


tional 300  looms  have  been  erected 
during  the  past  year,  and  they  now 
have  a  total  of  1,800  looms  in  full 
operation  at  that  mill. 

An  extension  to  the  St.  Anne's 
Mill,  Montreal,  is  now  being  con- 
structed, which,  when  completed, 
will  increase  by  50  per  cent,  the  out- 
put of  that  mill. 

It  was  reported  that  all  the  shares 
of  the  Merchants  Cotton  Company 
had  now  been  turned  in  and  a  deed 
of  mortgage  and  hypothec  registered 
against  the  property  and  plant  in 
favor  of  the  Royal  Trust  Company, 
trustee,  making  the  "B"  bonds  of 
the  company  a  first  mortgage  bond. 

The  report  was  adopted  and  the 
board  of  directors,  which  consists  of 
nine  members,  were  re-elected  as 
follows:— C.  B.  Gordon,  H.  S.  Holt, 
Hon.  Robert  Mackay,  J.  P.  Black,  D. 
Morrice,  G.  A.  Grier,  John  Baillie. 
C.  R.  Hosmer,  Capt.  D.  C.  Newton. 

At  the  special  general  meeting  of 
shareholders,  held  immediately  after 
the  annual  meeting,  a  by-law  was 
confirmed     nnd     ratified     fixing      the 


number  of  the  members  on  the  board 
of  directorate  at  nine. 


DIVIDEND  DECLARED. 

The  first  annual  meeting  of  the 
Harvey  Knitting  Co.,  Limited,  was 
held  at  the  head  office  in  Woodstock, 
recently.  The  company  made  an  ex- 
cellent showing  for  the  first  year's 
business.  A  dividend  of  7  per  cent, 
was  declared  on  the  preferred  stock 
to  the  end  of  March  31,  and  will  be 
payable  June  10. 

To  maintain  the  output  and  add 
additional  machinery,  preferred 
shares  are  being  offered  the  share- 
holders in  proportion  of  one  share 
for  every  two  held.  The  following 
directors  were  re-elected : — E.  W. 
Nesbitt,  M.P.;  K.  W.  Harvey,  Win. 
Barrowclough,  Woodstock;  John 
Campbell,  St.  Thomas;  Stanley  Mills, 
Hamilton ;  T.  B.  Esoott,  London ;  E. 
B.    Thompson,    Toronto. 


J.  and  G.  Garments  Co.,  have  re- 
moved from  177.  Bathurst  St.,  to 
551,  Queen,  W. 
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WE  WANT  A  MAN 
Do  You  Measure  Up? 


m  "The  Review"  is  anxious  to  secure,  for  the  Editorial 
jj  Department,  a  practical  dry  goods  man  who  understands 
the  business  both  from  the  selling  and  buying  end,  and 
has  had  experience  in  the  management  and  advertising  of  a 
retail  dry  goods  establishment.  Experience  in  men's  wear 
is  also  desirable.  We  have  a  good  opening  for  the  right 
man  and  the  position  offers  splendid  prospects. 


m  None  but  an  Al  man  will  be  considered,  as  "  The 
j]  Review"  has  a  reputation  for  authentic  and  authorita- 
tive information  which  must  be  maintained.  If  you  are  the 
man,  write  today,  addressed  to  the  Editor,  stating  your 
qualifications,  age,  experience,  and  salary  expected. 


DRY  GOODS   REVIEW 

Publication     Office:      143-149     University     Ave.,     Toronto. 
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The  name  that  stands  for 
quality,  satisfaction,  quick 
turnover  and  good  profit. 


Dress  Shields  Chart 


Helps  saleswomen  to  sell 
and  customers  to  buy. 


\ 


It  is  free  to  dealers  who  sell  Kleiner? s  Dress  Shields. 


I.  B.  Kleinert  Rubber  Co. 

Toronto,   Canada 
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The  Terms  of  the  New  Parcels  Post  Measure 


THE  ANNOUNCE- 
MENT that  a  Parcels 
Post  measure  had  been 
introduced  in  the 
House  of  Commons  and 
been  carried  came  as  a 
surprise  to  the  commer- 
cial interests  of  Can- 
ada. A  few  days  previous  to  the  introduction  of 
the  measure,  a  dispatch  had  been  sent  out  from 
Ottawa  and  published  broadcast  that  there  was  every 
likelihood  of  the  matter  being  left  over  until  next 
session.  However,  the  fact  that  the  federal  powers 
intended  to  act  was  demonstrated  when  the  Post- 
master General,  Hon.  Mr.  Pelletier,  introduced  the 
bill  in  the  House.  Considerable  discussion  ensued, 
the  measure  finally  being  carried. 

The  terms  of  the  new  act  were  briefly  explained 
in  last  week's  issue.  It  is  impossible  as  yet  to  ex- 
plain all  details  as  the  Government  was  not  in  a 
position  to  give  out  explicit  information.  Rates 
have  not  yet  been  decided.  The  only  information 
available  is  contained  in  the  address  of  the  Postmas- 
ter-General in  introducing  the  measure  before  the 
House.  His  speech  accordingly  is  reproduced  in 
full:— 

Mr.  Pelletier. — The  subject  matter  of  this  legisla- 
tion has  been  under  the  consideration  of  the  Post 
Office  Department  for  quite  a  long 
time.  My  officers,  as  well  as  my- 
self, have  devoted  a  good  deal  of 
time  and  attention  to  it,  having  in 
view  the  idea  that  the  time  had 
come  for  Canada  to  follow  the  ex- 
ample of  nearly  all  civilized  coun- 
tries and  to  have  a  regular  system 
of  parcel  post.  The  bill  now  be- 
fore the  House  is  the  result  of  that 
work ;  it  is  short,  and  speaks  for  it- 
self. We  have  now  on  the  statute 
book  legislation  which  has  been 
there  for  some  time,  and  which  re- 
lates co  parcel  post ;  this  legislation 
is  to  be  found  in  the  Post  Office 
Act,  section  74,  I  wish  to  read  this 
section  in  order  to  show  the  com- 
mittee that  the  bill  which  is  now 
under  consideration  does  not  con- 
tain any  provisions  exceeding  the 
powers  which  are  now  vested  in 
the  Postmaster-General  of  Canada. 

The  Postmaster-General  may  es- 
tablish and  maintain  a  parcel  post 
within  Canada,  and  may  arrange 
with  the  Government  of  the  United 
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Kingdom,  any  British 
possession,  or  any  for- 
eign country,  for  the 
reciprocal  receipt, 
transmission  and  deliv- 
ery of  parcels;  and 
closed  parcels,  other 
than  letters,  and  not 
containing  letters,  may  be  sent  by  such  parcel  post, 
and  when  so  sent  shall  be  liable  to  such  charges  for 
conveyance  and  to  such  regulations  as  the  Postmas- 
ter-General, from  time  to  time,  sees  fit  to  make. 

The  Postmaster-General,  therefore,  now  has  un- 
der the  law  the  right  to  fix  those  rates.  The  bill 
provides  that  the  weight  of  the  parcel  shall  not  ex- 
ceed eleven  pounds  which  is  the  postal  union  weight, 
and  that  it  shall  not  be  greater  in  size  than  seventy- 
two  inches  in  length  and  girth  combined.  The 
fourth  section  provides  that  all  charges  for  the  con- 
veyance of  parcel  post  must  be  prepaid  in  postage 
stamps.    Section  5  says: 

The  rates  of  postage  applicable  to  post  parcels 
shall  be  determined  by  the  Postmaster-General,  and 
all  powers  which  the  Postmaster-General  now  has 
with  regard  to  mail  matter  are  hereby  vested  in  him 
for  the  parcel  post  system. 

This,  as  will  be  seen  is  practically  a  re-enactment 
of  the  provisions  to  be  found  in  section  74  of  the 


A  map  showing  how  the  local  zone  system  will  work.    The  zone  around  Ottawa  is 
here  shown.    A  special  rate  would  apply  to  all  places  within  the  circle. 
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present  Post  Office  Act.  The  bill  moreover  provides 
for  the  appointment  of  two  supervisors  or  inspectors, 
who  will  have  to  help  us  to  put  the  law  into  oper- 
ation. In  the  last  section  of  the  bill  we  have  pro- 
vided that  the  Act  shall  come  into  force  on  a  day 
to  be  fixed  by  proclamation  of  the  Governor  in 
Council.  This  is  on  the  lines  of  the  legislation 
adopted  by  the  United  States,  wherein  they  declared 
that  the  law  should  come  into  force  at  a  late  period ; 
as  a  matter  of  fact  it.  came  into  force  on  the  first  day 
of  January  of  the  present  year. 

We  have  tried  to  follow  what  we  have  considered 
to  be  the  best  features  of  the  United  States  system. 
Other  features  of  that  system,  while  I  shall  not  say 
that  they  are  bad,  have  not  been  adopted,  for  obvious 
reasons.  We  are  going  to  adopt  the  zone  system, 
but  not  on  the  same  lines  as  the  system  at  present  in 
vogue  in  the  United  States.  In  order  to  be  well 
understood,  let  me  state  in  a  few  words  how  the  zone 
system  is  working  in  the  United  States.  There  they 
have  eight  postal  zones,  although  we  may  say  that 
they  really  have  nine.  What  I  would  call  the  ninth 
zone  is  their  rural  mail  system,  to  which  a  special 
parcel  post  rate  applies.  We  have  been  unable  to 
adopt  this  principle,  because  our  rural  system  is  not 
sufficiently  complete.  Their  zones  have  been  fixed 
as  follows:  The  first  zone  includes  all  territory  with- 
in such  quadrangle  in  conjunction  with  every  con- 
tiguous quadrangle,  representing  an  area  having  a 
mean  radial  distance  of  approximately  fifty  miles 
from  the  centre  of  any  given  unit  of  area.  The 
following  six  zones  are  determined  under  a  some- 
what similar  plan,  each  one  increasing  in  distance 
from  the  centre  of  a  given  unit  of  area,  and  extend- 
ing outward  150,  300.  600,  1.000,  1,400  and  1,800 
miles,  the  eighth  zone  including  all  units  of  area 
outside  of  the  seventh.  Instead  of  using  townships 
and  counties  as  units  of  starting  points,  it  was  de- 
cided to  divide  the  whole  country  into  block  of 
units,  each  block  being  half  a  degree  of  longitude 
east  and  west.  There  are  3,500  of  these  units  in  the^ 
country.  This  is  an  admirable  but  a  most  compli- 
cated system  which  necessitates  a  great  deal  of  know- 
ledge and  a  great  deal  of  work  in  the  part  of  local 
postmasters,  in  order  to  ascertain  what  rate  shall  be 
charged  for  this,  that  or  the  other  parecl. 

We  have  thought  it  much  more  convenient  to 
adopt  the  zone  system  on  an  absolutely  different 
footing.  Instead  of  taking  any  place  in  the  country, 
as  a  point  around  which  a  certain  line  shall  be 
drawn  to  form  a  zone,  we  are  going  to  call  the  prov- 
inces the  zones,  with  the  exception  of  the  three  Mari- 
time provinces,  which  will  be  for  the  purposes  of 
this  parcel  post  system,  one  province  or  one  zone. 
The  other  provinces  of  Confederation  will  each  form 
one  zone.  This,  I  think,  will  appeal  to  the  commit- 
tee as  being  much  more  workable  and  much  more 
easily  understood  than  the  complicated  zone  system 


of  the  United  States.  We  intend  to  have  a  local 
zone,  somewhat  similar  to  the  rural  mail  zone  of  the 
United  States,  but  not  on  the  same  principle.  We 
intend  having  a  twenty-mile  zone  irrespective  of 
provincial  boundaries.  For  instance,  Ottawa  and 
Hull  will  have  a  right  to  enjoy  the  rate  for  that 
local  zone  irrespective  of  whether  the  mail  matter  is 
posted  in  one  province  or  the  other.  That  will  be 
the  first  zone,  and  it  will  be  given  a  cheap  rate.  This 
is  done  in  order  to  give  the  legitimate  dealers  and 
country  merchants  who  have  a  right  to  send  parcel 
post  to  their  customers  at  a  lower  rate  than  people 
farther  away,  such  as  Eaton's,  of  Toronto,  and  other 
big  departmental  stores  all  over  the  country.  I  met 
a  deputation  of  the  Retail  Merchants'  Association 
who  came  here  in  order  to  oppose  this  measure  and 
to  try  to  persuade  me  that  we  should  not  go  on  with 
it.  After  discussing  the  matter  and  explaining  dif- 
ferent points,  they  went  away  saying  that  not  only 
had  they  no  more  objection,  but  that  they  were  sat- 
isfied with  this  bill.  This  is  the  only  exception  in 
which  provincial  boundaries  will  not  be  considered. 
Outside  of  that,  there  will  be  a  rate  within  the  prov- 
ince, but  outside  of  the  twenty  miles.  The  third 
zone  will  be  outside  of  the  province,  and  so  on  until 
we  have  reached  all  the  provinces.  When  we  have 
attained  a  certain  limit,  the  province  of  destination 
will  not  be  counted  as  a  province  for  the  purpose 
of  this  bill. 

It  must  be  understood  that  the  Post  Office  De- 
partment does  not  intend  to  operate  the  parcel  post 
system  at  a  loss.  I  want  to  have  it  distinctly  under- 
stood that  we  intend  to  run  it  on  business  principles. 
I  am  sure  that  we  can  do  that  with  cheap  rates,  and 
at  the  same  time  have  the  system  self-sustaining.  If 
I  am  not  disappointed.  I  think  we  may  proclaim  this 
law  for  the  first  of  January,  1914,  maybe  before. 
There  are  a  great  many  obstacles  which  we  have 
tried  to  meet,  and  which  I  think  we  have  met,  but 
there  are  some  in  the  way.  We  have  to  consider 
the  position  of  our  mail  carriers,  who  now  receive  a 
certain  remuneration  for  their  work,  and  possibly, 
if  the  mail  matter  which  is  given  them  for  trans- 
portation is  very  much  increased,  we  may  expect  to 
be  told  that  the  former  rates  have  ceased  to  be  fair 
and  reasonable,  and  we  may  have  to  increase  them. 

Another  objection  in  the  way  is  that  many  of 
our  rural  mail  boxes  are  going  to  be  too  small  for 
parcel  post.  This  is  a  big  obstacle.  We  have  con- 
sidered what  we  would  have  to  do  in  that  respect, 
and,  of  course,  there  are  several  things  to  be  thought 
of.  The  farmer  who  has  a  box  might  be  disappoint- 
ed if  he  had  to  purchase  a  bigger  box.  We  shall 
have  to  devise  some  means  to  meet  that  situation. 

Mr.  Proulx. — The  department  might  do  as  they 
do  with  registered  letters — put  a  notice  in  the  box 
that  there  is  a  parcel. 


DRY    GOODS    REVIEW 


Mr.  Pelletier. — We  have  thought  of  that.  Some- 
body has  suggested  that  the  farmer  who  wants  to 
keep  his  box  as  it  is,  and  for  which  he  has  paid, 
should  himself  put  a  wooden  box  or  something 
near  the  other  box,  where  the  parcels  might  be  de- 
posited. At  all  events,  we  will  see  what  can  be  done 
about  it.  I  was  very  much  afraid  that  our  space  in 
the  post  offices  of  the  country  would  not  be  sufficient. 
Judging  by  the  experience  of  the  United  States,  we 
have  come  to  the  conclusion  that  there  is  no  great 
obstacle  there,  because  even  where  there  is  very 
heavy  parcel  post  matter  at  different  points,  it  is 
found  that  the  parcels  come  and  go  so  quickly  that 
the  space  required  is  quite  moderate.  In  certain 
localities,  however,  the  question  of  this  space  will 
be  a  very  important  one,  which  we  will  have  to  deal 
with  between  this  and  the  time  the  bill  comes  into 
force. 

Another  important  feature  is  the  arrangement 
that  we  shall  have  to  make  with  the  railway  com- 
panies for  the  transportation  of  our  parcels.  There 
is  now  between  the  Post  Office  Department  and  the 
different  railway  companies  a  good  deal  of  discus- 
sion. I  shall  not  say  friction,  about  the  amount 
which  the  railway  companies  now  receive  for  the 
transportation  of  the  mails.  I  may  say  that  the 
quantity  of  mail  matter  which  is  being  taken  care 
of  by  the  different  railway  companies  has  increased 
enormously.  This  is  due  not  so  much  to  the  in- 
crease in  the  number  of  letters  as  to  the  increase  in 
the  volumes  called  newspapers  which  are  published. 
We  have  sometimes  been  obliged  to  have  special  cars 
added  in  order  to  take  care  of  that  part  of  the  mail 
matter.  Our  friends,  the  owners  of  the  newspapers, 
are  enjoying  a  rate  which  I  think  we  can  not  call  a 
rate,  because  it  is  only  a  nominal  price,  one-quarter 
of  a  cent.  It  is  only  in  Canada  that  such  a  rate  ex- 
ists. We  shall  try  to  deal  with  this  question  at  the 
same  time  that  we  make  arrangements  with  the  rail- 
way companies  for  the  parcel  post.  We  may  be  aide 
to  come  to  a  satisfactory  conclusion  on  the  two  points. 
At  one  time,  these  difficulties  seemed  insuperable — 
these  and  others  which  we  have  settled,  and  to  which 
1  did  not  refer.  Those  which  have  not  been  settled 
will  have  to  be  met  and  dealt  with,  because  Canada 
is  bound  to  have  parcel  post.  Many  suggestions 
have  been  made  to  me,  and  some  people  have  been 
very  insistent  that  we  should  have  a  flat  rate  for  the 
parcel  post.  I  must  say  that  I  am  absolutely  op- 
posed to  that,  I  believe  it  is  of  absolutely  no  use  to 
try  it. 

I  am  now  going  to  give  the  House  a  few  reasons 
which  I  think  will  appeal  to  everyone  as  business- 
like. In  the  first  place,  it  is  necessary,  in  order  to 
protect  the  country  merchants  from  being  swamped 
by  departmental  stores  and  big  city  concerns,  that 
a  route  of  certain  mileage  and  special  rate  should  be 
granted    from    the    different    towns    and    villages 


throughout  the  country.  It  is,  therefore,  proposed 
to  give  a  specially  low  rate  for  a  radius  of  twenty 
miles  all  around  said  towns  or  villages,  so  that  goods 
may  be  sent  from  the  rural  or  town  merchants  to 
their  customers  in  the  surrounding  country.  This 
rate  will  be  low  so  as  to  make  it  impossible  for  it  to 
be  applicable  for  all  points  within  any  one  province, 
let  alone  on  anything  passing  from  province  to 
province  throughout  the  Dominion.  Therefore, 
this  alone  will  necessitate  two  distinct  rates,  which 
fact  makes  against  the  granting  of  a  flat  rate. 

The  argument  has  been  advanced  that  inasmuch 
as  Great  Britain  and  other  European  countries  have 
a  flat  rate,  Canada  should  have  the  same  thing,  but 
the  different  conditions  existing  in  Canada  as  com- 
pared with  England  and  other  European  countries 
must  be  pointed  out.  The  British  Isles  have  an  area 
of  121,390  square  miles,  as  opposed  to  an  area  in  the 
province  of  Ontario  alone  of  260,862  square  miles, 
and  as  opposed  to  the  Dominion  of  Canada  in  its 
entirety  of  3,907,000  square  miles,  and  in  this  small 
space,  less  than  half  the  area  of  the  province  of  On- 
tario, there  is  a  population  of  44,000,000  of  people, 
as  compared  with  2,500,000  in  the  province  of  On- 
tario, or  rpughly  speaking,  a  population  of  7.200,- 
1)00  in  the  whole  Dominion.  The  conditions  are. 
therefore,  entirely  different.  In  England  you  have 
thickly  congested  rural  districts,  large  towns  even- 
few  miles,  and  tremendous  cities;  in  Canada  you 
have  a  population  of  less  than  8,000,000  spread  over 
a  vast  area,  with  few  cities  or  large  towns,  and  with 
vast  spaces  that  must  he  traversed  where  no  popula- 
tion exists.  The  conditions  in  England  and  other 
European  countries  are  absolutely  favorable  to  cheap 
parcel  post,  whereas  in  Canada,  owing  to  small  pop- 
ulation, vast  distances  and  other  reasons  already 
pointed  out.  the  conditions  at  the  present  time  are 
the  least  favorable  for  parcel  post  that  could  possibly 
occur.  The  United  States,  where  physical  condi- 
tions, area.  etc..  are  similar  to  those  of  Canada,  pres- 
ent a  much  more  favorable  ground  on  which  to  make 
comparisons,  and  the  United  States  now,  when  it  has 
a  population  of  90,000,000  of  people,  an  immense 
postal  revenue  an  enormous  number  of  large  towns 
and  thickly  populated  rural  districts,  in  granting 
this  boon  to  the  people  has  found  it  necesary  to  adopt 
the  zone  system.  If  the  Cnited  States  with  its  im- 
mense population  and  revenue  and  favorable  condi- 
tion- could  not  afford  to  give  a  flat  rate,  it  would  cer- 
tainly be  much  more  impossible  in  Canada,  where 
the  population  is  only  about  one-twelfth  that  of  the 
United  States  and  the  revenue  only  about  one-twen- 
tieth, to  do  other  than  the  United  States  has  done. 
As  a  matter  of  fact,  the  system  which  is  now  being  in- 
troduced in  Canada  gives  a  flat  rate  within  the  con- 
fines of  each  province  in  the  Dominion.  In  other 
words,  we  are  giving,  as  compared  with  that  in  which 
England,  a  flat  rate  in  an  area  twice  as  great  as  Brit- 
ain gives  parcel  post,  and  where  all  the  conditions 
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as   regards   population,   cost   of   transportation   and 
labor  are  much  less  favorable  than  in  Britain. 

An  argument  that  is  very  often  used  in  favor  of 
a  flat  rate  is  that  letters  are  carried  from  the  Atlantic 
to  the  Pacific  at  the  same  rate  as  is  charged  for  one 
mile,  and  that  if  it  is  possible  to  carry  letters  at  a 
two-cent  rate  from  coast  to  coast,  it  would  be  quite 
possible  to  carry  parcels  at  a  similar  flat  rate,  and  at 
a  much  lower  charge  than  is  now  made.  In  consid- 
ering this  argument  it  must  be  taken  into  consider- 
ation that  the  price  paid  for  the  carriage  of  letters 
even  at  the  two-cent  rate,  is  much  greater  per  pound 
than  the  price  paid  on  parcels,  and  to  give  a  flat  rate 
on  parcels  it  would  be  necesary  to  have  a  minimum 
charge  much  higher  than  the  public  would  be  pre- 
pared to  pay  and  much  higher  than  the  charges 
which  it  is  intended  to  make.  Moreover,  the  Post- 
master-General has  the  exclusive  monopoly  of  send- 
ing letters,  and,  therefore,  gets  the  carriage  of  them 
all ;  in  other  words,  gets  the  long  as  well  as  the  short 
haul.  But  this  would  not  be  true  regarding  parcels, 
as  he  has  in  no  sense  the  exclusive  monopoly  of  send- 
ing parcels,  so  that  the  result  would  be,  if  a  flat  rate 
were  fixed,  that  it  would  be  quite  possible  for  public 
carriers  other  than  the  post  office  to  get  the  short  and 
profitable  haul  by  reducing  the  charges  on  special 
distances.  It  might  also  be  observed  that  the  express 
companies  that  have  carried  on  business  similar  to 
parcel  post  for  a  great  many  years  have  never  adopt- 
ed the  flat  rate  system,  which  they  would  certainly 
have  done  if  they  had  found  it  to  their  advantage 
from  a  business  standpoint. 

Australia  has  two  rates — one  for  each  State  or 
province,  and  the  other  for  the  rest  of  the  Common- 
wealth. The  lowest  rate  is  12  cents  or  6d  for  the  first 
pound,  and  6  cents  or  3d  for  each  additional  pound, 
within  each  State.  The  interstate  rate,  or  the  rate 
outside  of  the  province  or  State  in  which  a  parcel  is 
posted,  is  16  cents  or  8d  for  the  first  pound,  and  12 
cents  or  6d  for  each  additional  pound.  These  rates 
are  much  higher  than  those  which  we  propose  to 
charge,  and  there  is  a  further  limitation  in  the  Aus- 
tralian parcel  post,  in  that  no  parcel  which  exceeds 
3  pounds  in  weight  will  be  accepted  for  transmis- 
sion to  any  point  in  the  Commonwealth  not  served 
by  railway,  coach  or  steamboat.  No  such  restrictions 
will  exist  in  Canada,  but  any  parcel  posted  at  any 
point  in  Canada  will  be  transmitted  to  any  other 
point  where  there  is  communication  of  any  kind 
whatsoever.  In  considering  parcel  post  from  an 
Australian  standpoint,  moreover,  it  must  be  remem- 
bered that  practically  they  have  settlement  only 
about  one  hundred  and  fifty  miles  from  the  coast  in 
extreme  cases,  that  large  portions  of  their  country  are 
unsettled  and  unpopulated,  and  that  the  towns  along 
the  coast  are  served  by  water  rather  than  by  rail  or 
long  land  routes,  which  makes  possible  in  Australia 
a  very  much  cheaper  handling  of  parcels  than  would 


be  possible  in  Canada.  The  calculation  made  by  the 
English  statistician,  Mulhall,  some  few  years  ago  in 
regard  to  the  comparative  cost  of  land  and  sea  service 
showed  the  cost  on  the  sea  to  be  about  one-twenty- 
ninth  of  that  for  railway  service. 

The  express  companies  make  their  charges  not  on 
a  fixed  principle  throughout  the  whole  country,  but 
on  exigency  to  suit  conditions,  where  there  is  com- 
petition making  a  lower  rate,  and  where  there  is  no 
competition  making  a  much  higher  rate.  This  is  an 
elasticity  which  a  Government  department,  such  as 
the  post  office  is,  cannot  easily  indulge  in.  To  illus- 
trate this  elasticity  in  which  the  express  companies 
indulge  in  making  their  rates,  the  rate  between  Mon- 
treal and  Toronto  is  one  dollar  a  hundred,  and  be- 
tween Montreal  and  Kingston,  which  lies  half-way 
between  the  two  cities,  it  is  the  same.  Between  Mon- 
treal and  Pembroke,  which  is  100  miles  shorter,  the 
rate  is  25  cents  a  hundred  higher.  Similarly,  while 
the  rate  between  Montreal  and  Quebec  is  75  cents  a 
hundred,  the  rate  between  Montreal  and  Three 
Rivers,  which  lies  half-way  between,  is  also  75  cents. 

The  only  countries  that  can  possibly  be  compared 
with  Canada,  owing  to  similar  physical  conditions 
and  vast  distances,  are  the  United  States,  Australia 
and  Russia,  and  in  all  these  countries  the  zone  sys- 
tem has  been  adopted,  after  careful  consideration. 
South  Africa,  which  is  similar  in  proportions  and 
physical  features,  has  the  merchandise  rate  of  one 
cent  an  ounce,  the  same  as  in  Canada,  at  the  present 
time.  , 

In  order  to  give  a  flat  rate,  a  high  minimum 
charge  would  be  required,  and  as  the  major  portion 
of  all  parcels  are  sent  to  places  within  the  confines  of 
the  province  in  which  they  originate,  in  order  to  give 
a  comparatively  low  rate  to  a  few  people  at  a  great 
distance,  the  interests  of  the  people  who  are  by  all 
odds  the  greatest  in  numbers  where  the  short  haul 
would  take  place,  would  have  to  be  materially  sacri- 
ficed. 

The  last  point  to  which  I  am  going  to  refer  is 
this:  What  are  the  rates  going  to  be?  That  has  not 
been  definitely  arranged.  We  shall  arrange  it  in  the 
simplest  and  most  intelligent  way  possible.  We  ex- 
pect that  five  or  six  lines  placed  in  the  hands  of  the 
local  postmaster  will  explain  to  him  the  whole  situa- 
tion. We  cannot  think  of  giving  this  boon  to  the 
people  of  Canada  for  nothing,  or  practically  nothing; 
it  has  to  be  self-sustaining.  I  have  here  comparative 
statements  which  have  been  very  carefully  prepared 
in  the  department,  and  which  show  the  rates  now 
charged  by  the  express  companies  in  the  United 
States  and  in  Australia,  and  the  present  rates  upon 
our  fourth-class  mail  matter,  which  is  the  one  ap- 
proaching parcel  post.  This  is  a  very  long,  tabulated 
statement,  and  I  do  not  propose  to  take  up  the  time 
of  the  House  at  this  late  period  of  the  session  by 
reading  it. 


A  More  Optimistic  Feeling  Now  General 


THE  PAST  two  weeks 
have  not  brought  out 
any  new  developments 
in  the  business  situ- 
ation except  the  in- 
creased activity  provid- 
ed by  the  advent  of 
warmer  weather.     It 

was  the  lack  of  seasonable  warmth  which  had  been 
operating  to  keep  business  dull.  Consequently,  the 
first  signs  of  real  Summer  brought  about  an  imme- 
diate improvement. 

The  change  was  particularly  noteworthy  in  the 
Western  provinces.  Retailers  felt  a  perceptible 
change  and  Summer  lines  began  to  move  briskly. 
Naturally,  the  increased  activity  was  soon  felt  in 
corresponding  degree  by  the  wholesalers  and  manu- 
facturers. 

There  is  no  dodging  the  fact  that  business  has 
been  dull  in  some  respects  in  parts  of  the  West  but 
the  outlook  certainly  is  not  as  black  as  some  have 
been  inclined  to  paint  it.  Dry  Goods  Review  re- 
ceived a  letter  from  a  prominent  retail  merchant 
in  one  of  the  larger  Western  cities  the  other  day,  in 
which  he  said,  in  part:  "We  hear  it  said  that  busi- 
ness in  the  West  is  bad  but  it  has  not  been  so  with  us. 
Up  to  the  present  we  have  shown  from  20  to  30  per 
cent,  increase  in  all  departments  over  the  same  period 
last  year."  This  merchant  completed  a  large  addition 
to  his  store  last  year  and,  with  his  increased  facilities, 
might  have  been  expected  to  feel  some  of  the  effects 
of  trade  dullness,  if  such  dullness  existed. 

Manufacturers  are  now  inclined  to  regard  the 
situation  in  a  much  more  cheerful  light.  Collections 
are  reported  to  have  improved  very  much.  With  the 
betterment  of  demand,  following  on  the  heels  of  im- 
proved weather  conditions,  retailers  are  finding  less 
difficulty  in  meeting  their  bills.  This  is  indeed  a 
hopeful  sign  and  evi- 
dence of  a  general  im- 


provement    in     condi- 
tions. 

As  has  been  outlin- 
ed before,  demand  for 
high-priced  goods  and 
novelties  which  might 
be  classed  as  luxuries 
has  retained  the  same 
ratio  to  demand  for  the 
staples  and  necessities 
as  is  usually  maintain- 
ed. In  other  words, 
there  has  been  no  evi- 
dence of  a  falling  off  in 
the  demand  for  these 
lines.      It    cannot     be, 


The  warm  weather  has  brought  the 
expected  increase  in  business  —  Dry 
goods  stores  are  now  feeling  heavy 
demand — Collections  are  reported  to 
have  improved  considerably  recently. 


therefore,  that  people 
are  beginning  to  "re- 
trench." 

BASIC      CONDITIONS 
HEALTHY. 


A  HUNDRED  YEARS  OF  PEACE. 

British  Lion:  I  say,  Jonathan,  we  haven't  had  a 
fight  for   a  hundred   years! 

American  Eagle:  Bully  for  both  of  us,  John!  Lets 
have  a  centenary!  By  the  bye,  mighty  sorry  to  lose 
Bryce!  — From  the  Saturday  Westminster. 


Under    the    caption 
"Basic    conditions    are 
healthy,"  The  Financial  Post  says: 

"In  so  far  as  the  business  outlook  is  concerned 
the  very  best  thing,  that  could  happen,  is  happening. 
There  is  a  decided  tendency  to  limit  expenditure  on 
capital  account  and  to  live  and  conduct  business  on 
a  more  economical  basis.  During  the  week  investi- 
gations carried  on  by  The  Post  have  brought  to  light 
a  further  tendency  on  the  part  of  the  public  to  dis- 
pense with  luxuries. 

"A  contraction  of  credit  is  following  some  undue 
expansion.  Its  ultimate  effects  will  be  very  salutary 
from  a  business  standpoint  inasmuch  as  it  will  leave 
business  generally  on  a  much  sounder  basis.  This 
contraction  is  being  effected  without  undue  hardship 
and  with  a  business  mortality  not  very  serious. 

"Though  complants  of  tight  money  are  very 
general,  and  as  at  last  week,  more  pronounced  in  the 
West,  reports  from  industries  continue  to  be  of  a  very 
hopeful  character.  Even  in  the  West  the  jobbers 
report  collections  as  being  somewhat  better  and  they 
are  not  very  much  below  normal  in  the  Maritime 
provinces.  Some  building  operations  are  being  held 
up  for  lack  of  money,  but  it  is  astonishing  that  so 
much  building  is  going  ahead  and  in  volume  it  will 
equal  that  of  last  year.  It  seems  to  be  quite  apparent 
that  some  building  permits  have  been  taken  out  in 
the  hope  that  money  would  be  available  and  it  has 
not  been  available.  But  the  permits  taken  out  last 
year  are  being  implemented  to  a  very  great  extent 
during  the  present  Summer.  Building  sup- 
ply men  state  that  busi- 
ness with  them  is  satis- 
factory. 

"With  factories, 
tradesmen,  railways  and 
shipping  as  busy  at  the 
present  time  as  they 
were  last  year  there 
does  not  seem  to  be  very 
much  ground  for  tak- 
ing a  pessimistic  view  of 
the  future.  So  long, 
however,  as  money  re- 
mains as  high-prcied 
and  tight  as  it  is  to-day 
there  will  not  be  very 
much  available  for  capi- 
Continued  on  page  7. 


Early  Closing   Movement  Gaining  Ground 


THE  EARLY  closing 
movement  is  gaining 
marked  headway 
among  the  larger  stores 
in  Canada.  During  the 
first  few  weeks,  two  of 
Toronto's  largest  de- 
partmental stores  have 

made  announcements  of  curtailment  in  their  hours 
which  created  general  surprise,  to  put  it  mildly.  The 
T.  Eaton  Co.  have  announced  that,  during  the  Sum- 
mer months,  the  store  will  open  at  8.30  a.m.  and 
close  at  5  p.m.,  the  usual  Saturday  half  holiday  be- 
ing allowed.  During  the  other  months  of  the  year, 
the  store  will  open  at  9  a.m.  and  close  at  5.30  p.m. 
The  Saturday  half-holiday  is  being  extended  into 
September. 

The  Murray-Kay  Co.,  who  have  been  opening 
their  store  at  8.30  for  some  years,  announce  that  dur- 
ing the  Summer  months,  they  will  open  at  9  a.m. 
and  close  at  5.30  p.m. 

When  stores  of  such  size  can  afford  to  curtail  the 
time  that  they  are  open  to  the  public,  it  is  indeed 
strange  that  the  smaller  stores  in  so  many  cases  have 
not  done  the  same.  There  are  still  thousands  of  dry 
goods  stores  in  Canada  which  open  at  8  o'clock  in 
the  morning  and  close  anywhere  from  9  to  11  o'clock 
at  night,  these  rigorous  hours  being  maintained 
through  the  sweltering  Summer  heat  as  well  as  dur- 
ing the  Winter  months.  The  small  dealer  who  sticks 
to  the  old  hours  will  say:  "It  is  all  very  well  for  a 
big  store  like  Eaton's  to  close  early.  They  can  afford 
to  do  so.  I  can't."  Judging  from  an  unbiassed 
standpoint,  one  would  be  inclined  to  say  that  the 
shoe  is  on  the  other  foot.  The  small  dealer  could 
more  readily  afford  to  close  his  store  early  than  the 
big  store  where  sales  run  well  up  into  the  tens  of 
thousands  every  hour  of  the  day. 

The  one  reason  why  so  many  dealers  hold  back 
from  making  any  change  in  their  store  hours  is  that 
they  cannot  get  all  their  competitors  to  take  it  with 
them.  If  one  store  remains  open,  the  rest  will  feel 
impelled  to  do  so  by  the  fear  that  the  one  store  will 
get  all  the  late  trade  and  thus  win  customers  away 
from  them.  There  may  be  exceptional  cases  where 
this  would  be  the  result.  It  is  doubtful,  however,  if 
a  merchant  ever  loses  anything  in  the  long  run  when 
he  makes  this  step,  whether  his  competitors  follow 
his  lead  or  not.  On  the  contrary,  he  reaps  substan- 
tial benefits  unless  it  so  happens  that  peculiar  cir- 
cumstances are  leagued  against  him. 

In  the  first  place,  the  public  appreciate  the  cour- 
age and  humane  qualities  of  the  merchant  who  takes 
this  step.  They  consider  that  he  has  put  the  wel- 
fare of  his  employees  before  the  desire  for  personal 
gain.     In  tthe  second  place,  the  employees  give  bet- 


during 


Striking  announcement  of  new  hours 
made  by  T.  Eaton  Co.  and  Murray-Kay 
Co.,  of  Toronto — Early  closing  does  not 
entail  loss  of  business — Some  note- 
worthy instances  are   explained    here. 


the 
are  at 


ter  service 
hours  that  they 
work. 

Heffe  is  a  case  in 
point.  Some  few  years 
ago,  a  department 
store  in  one  of  the 
larger  cities  of  Ontario 
considered  the  problem  of  closing  at  6  o'clock  on 
Saturday  evenings.  Figures  were  gone  into  and  it 
was  found  that  the  step  would  be  a  radical  one.  In 
one  department,  it  was  found  that  the  amount  of 
business  done  after  six  o'clock  on  Saturday  nights 
was  nearly  30  per  cent,  of  the  total  week's  business. 
"We  will  lose  the  most  of  that,"  said  one  of  the  exe- 
cutive officers,  who  was  inclined  to  be  skeptical. 
"Still,  we'll  take  the  chance,"  said  the  general  man- 
ager. 

The  change  was  made  and  not  from  the  very 
first  was  there  any  loss  in  the  business  done.  In  the 
department  where  Saturday  evening  sales  had  been 
so  heavy,  the  total  kept  up  and  scrutiny  of  the  sales 
records  showed  that  the  amount  of  business  done  on 
Mondays,  previously  a  very  dull  day,  had  been 
doubled.  The  rest  of  the  business  formerly  secured 
on  Saturday  evenings  was  won  back  through  increas- 
es on  all  the  other  days  of  the  week.  The  store  has 
closed  at  -6  on  Saturdays  ever  since. 

Another  instance  comes  to  mind  which  relates  to 
the  step  taken  by  a  dry  goods  merchant  doing  busi- 
ness in  a  small  town.  He  had  been  in  the  custom 
of  staying  open  until  10  o'clock  every  evening,  a  cus- 
tom shared  by  all  the  other  dealers  in  town.  Finally, 
he  became  tired  of  the  ceaseless  drudgery  entailed 
by  the  late  hours  and  decided  to  close  at  7  o'clock 
thereafter.  He  canvassed  the  other  dealers  with  the 
idea  of  making  it  general  but  met  with  no  success. 
Undeterred  by  this,  he  closed  his  store  at  the  earlier 
hour  and  permitted  his  competitors  to  stay  open  and 
wait  for  the  late  trade.  His  business  did  not  suffer 
one  iota;  in  fact,  it  has  experienced  a  healthy 
growth  ever  since.  He  is  thus  able  to  enjoy  his 
evenings.  The  competing  stores  still  remain  open 
every  evening  without  gaining  anything  by  sc 
doing. 
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A  More  Optimistic  Feeling    Now  G 

(Continued  from  page  6.) 
tal  expenditure.  The  action  of  the  government  in  pe- 
ing  liperal  with  subsidies  for  railroad  companies 
should  have  a  good  effect.  That  policy  will  relieve  the 
business  mind  of  any  fears  as  to  the  continuance  of 
railroad  construction  during  the  coming  Summer.  As 
it  is  there  may  be  some  delay  in  proceeding  with  the 
construction  of  branch  lines  for  which  provincial 
guarantees  have  been  offered  but  on  the  main  lines 
7 


Progressive  Retailing  Methods 


Dollar  Day  in  Chatham 

Chatham,  Ont. — The  merchants  of  Chatham,  in 
co-operation  with  the  members  of  a  leading  fratern- 
al society,  featured  a  "Dollar  Day"  as  a  means  of 
booming  business  on  Saturday,  May  24. 

Following  the  decision  to  close  the  stores  of  the 
city  and  formally  observe  Victoria  Day  on  the  en- 
suing Monday.  May  26,  arrangements  were  made 
with  a  view  to  advertising  the  fact  that  business 
would  be  carried  on  as  usual  on  the  Saturday.  The 
fraternal  society  undertook  to  arrange  for  a  celebra- 
tion program,  including  plenty  of  athletic  sports, 
band  music,  and  other  items.  The  merchants  on 
their  part  agreed  to  advertise  special  Dollar  Bargains 
for  the  holiday. 

Chatham's  Dollar  Day  was  largely  advertised, 
both  in  the  local  papers  and  by  other  means,  and 
this,  in  conjunction  with  the  holiday  rates  on  the 
various  railroads,  drew  a  large  crowd  to  the  city. 
Practically  all  the  leading  merchants  featured  Dol- 
lar Bargains  in  their  Friday  night  advertising  and 
in  their  Saturday  window  displays. 

The  consensus  of  opinion -among  the  merchant,? 
appears  to  be  that  from  a  business  point  of  view  the 
experiment  was  a  success,  not  merely  benefiting 
them  individually,  but  helping  to  advertise  Chatham 
as  a  trading  centre.  "It  was  one  of  the  best  days  we 
have  had  yet,"  stated  Trudell  &  Tobey,  dealers  in 
men's  furnishings;  and  Wm,  Gordon,  drygoodsman, 
stated,  "We  found  it  a  good  thing  for  our  store  in 
particular  on  Saturday." 


-@- 


A  Practical  Display 

A  simple  window  to  exhibit  shamrock  linen  ap- 
peared this  week  in  L.  Matthews  store  in  Port 
Arthur.  The  central  figure  is  a  spinning  wheel  of 
the  type  used  in  olden  times  to  spin  linen  thread.  It 
is  run  bv  an  electric  motor  in  the  basement  and  at 
one  end  is  bunch  of  carded  flax  the  material  from 
which  the  thread  was  spun. 

Around  this  are  draped  linen  goods,  table  cloths, 
napkins,  tray  cloths,  and  other  articles  each  sur- 
mounted by  a  green  shamrock  leaf.  The  color 
scheme  of  the  window  is  white  and  green  and  the 
background  and  bottom  is  formed  of  emerald  green 
felt,  while  above  are  flags  of  great  Britain. 


The  window  was  decorated  by  J.  A.  McGregor 
and  is  attracting  a  good  deal  of  attention  and  has 
resulted  in  several  sales  of  linen  goods. 


A  House-Furnishing  Sale 
This  is  the  season  of  year  when  a  brisk  cam- 
paign should  be  conducted  in  the  housefurnishings 
department  for  the  sale  of  camp  and  Summer  cottage 
supplies.  E.  B.  Crompton  and  Co.,  of  Brantford, 
are  taking  full  advantage  of  the  opportunity  and 
are  conducting  a  special  sale  of  suitable  lines.     The 


VERANDAH 
FURNITURE .' 
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HAMMOCKS  and 
MATTINGS 


FURNISHINGS  for  the  Verandah  or 
Summer  Cottage ! 


Warm  weather  is  here, 
anil  with  it  comes  that  lire- 
aititible  impulse  to  get  nut 
into  the  fVcsh  air.  The  ver- 
andah will  be  the  cen're  of 
attraction  for  the  next  lew 
months,  ant)  it  is  necessary 
to  have  it  fitteil  up  attrac- 
tively and  comfortably.  We 
are  showing  a  host  of 
tilings  for  the  verandah  and 
Summer  cottage,  and,  as 
usual,  prices  will  lie  found 
to  be  1110*1  atl  ractiw. 


Verandah  Chairs, 

Tables, 

Hammocks, 

Swing  Couches, 

Mats, 

Matting, 

Split  Bamboo 

Screens, 
Awning  Duck 


Lawn  and  Verandah  Chairs 
and  Kockers,  with  doublo 
rattan  seat,  wide  arms,  hard 
maple  frame,  aud  varnish 
finish  Keg.  i>.; 
Sale  price 

Rockers  and  (.'hairs,  with 
9eat  and  back  of  double  rattan, 
comfortably  sliaped  with  wide 
arms  These  are  finished  in 
pretty  Forest  (ireen,  and  are 
very  strong,  worth 
4  (Hi.    Sale  price.  . 


1.98 


2.98 


Swingiug  Couch,  with  frame,  chains,  and 
canopv  lop,  covered  with  heavy  |  Q  A  A 
duck.      Trice,  complete 1  O.UU 

tm,yF,r."ndC"uch: 16.00 

Couch,  with  .swing  Chains,  4  4  A  A 
only |    I.OU 

Japanese    4td  Chiua   Mattings,    full    36  in 
wide,    plaiD  and  reversible       These    are    pretty 
and    1  uex pensive    floor    coverings,     and    a    big 
van«y  of  designs  and  colors  to  choose     AA 
from.      13  He  to 0  t/C 

Veraodah  Rugs  of  ever>  good  and  artistic 
kind,  Mourzouk,  Fibre  and  Matting  Squares  in 
art  and  Oriental  designs.      Special  prices. 


Bamboo  and  "  Sncura  "  Veranda 
in  nil  sues  and  colors.  These  are  prct 
and  come  in  rtxea  4  ft.  x  M  ft  mid 
11  x  H.      Priced  at  ion 

HAMMOCKS  -W*  carry  a 
assortment  of  (hem  in  alt  the  liew 
colors  and  designs      Priced  r  2^  to   . 

Cocoa  Mattings  of  very  fine  fibre, 
in.  wide,  and  priced  at,  per  yard.  49c 
59c,  and 

Japanese  Mats,  pretty  designs,  iu  ■ 
9x9.,  9x10,9x11,  93c  to    


h   ShaJes. 
t>  designs. 

7.50 

er>     large 

7.50 

27  to  ifi 

65c 


E.  B.  Crompton  &  Co. 


Atwau*  Reliable  Merchandise 


Try  us  tor  Verandah  Furnishings 


DRY    GOODS    REVIEW 


reproduction  of  one  of  their  advertisements  gives  an 
idea  of  the  prominence  which  is  being  given  to  the 
housefurnishings  department  and  of  the  wide  var- 
iety of  lines  carried. 


Strong    Selling    Talks    from    Dry 
Goods    Ads. 


Murray-Kay    Jubilee 

Toronto,  Ont. — The  diamond  jubilee  of  the 
Murray-Kay  store,  which  is  now  announced,  recalls 
to  Torontonians  of  the  present  day  memories  of  the 
time  when  Toronto  was  little  more  than  a  village. 
The  W.  A.  Murray  Co.  store  was  established  in  1853, 
followed  in  a  few  years  by  the  John  Kay  &  Son  Co. 

These  King  Street  houses  grew  side  by  side  and 
prospered  with  the  prosperity  of  the  city.  They 
were  founded  when  hoop  skirts  and  long  trains  were 
the  fashions  everywhere,  and  the  proposal  to  limit 
skirts  to  the  ankles  was  regarded  with  horror  and 
dismay  by  ladies  of  fashion.  The  Murray  store  has 
occupied,  from  the  beginning,  the  same  site  on  King 
Street  East,  just  east  of  Yonge.  In  1910  the  Murray 
and  Kay  stores  were  merged,  and  the  results  since 
have  been  extremely  satisfactory. 


Bonus  to  Early  Customers 

Calgary,  Alta, — Starting  on  June  4,  Robinsons' 
Limited  held  a  big  sale  of  white  goods  and  white 
wear  of  every  sort.  The  event  Avas  advertised  very 
liberally  but,  to  increase  the  interest  the  following 
offer  was  advertised: — 

We  will  give  free  to  the  first  twenty  cus- 
tomers Thursday  morning  purchasing 
$2.50  worth  of  merchandise. 

ONE  DOLLAR'S  WORTH  OF  GOODS 

FOR  NOTHING. 
Choice  of  anything  in  the  store,  to  the  value 
of  one  dollar.  In  making  your  purchase 
to  the  amount  of  $2.50  you  are  not  limited 
to  any  particular  line,  you  can  buy  any- 
thing, goods  advertised  at  these  sale  prices, 
or  anything  in  the  store,  as  long  as  your 
purchase  amounts  to  $2.50  and  you  are 
within  the  first  twenty  customers — 
You  Are  Entitled  to  One  Dollar's  Worth  of 
any  Goods  in  this  Store  FREE 


-®- 


Give  Magazines  Free 

Portage  La  Prairie,  Man. — Browns  Limited,  are 
giving  away  copies  free  of  a  magazine  on  "Good 
Dressing"  to  all  women  who  will  visit  their  pattern 

counters. 


We  won't  go  into  lengthy  details  regarding  the 
whys  and  wherefores  of  the  big  reductions  in  the 
face  of  the  great  demand  there  is  bound  to  be  for 
them.  We  have  a  good  legitimate  reason  behind  it 
all,  for  this  lot  is  composed  principally  of  broken 
lines.  And  we  don't  mind  telling  you  though  that 
this  is  the  lowest  price  dainty  lace  insertions  have 
sold  for  in  six  months. 

Generous  buying  will  show  wisdom  on  the  part 

of  all  those  who  attend,  and  early  to-day. — Hudson's 

Bay  Co.,  Calgary. 

*     *     * 

It's  beautiful  to  the  eyes  to  see  the  soft  Summer 
millinery  that  we  have  here  for  the  dressy  woman. 
The  graceful  drooping  shapes  as  well  as  the  smaller 
attractive  style  cannot  but  hold  your  attention  for 
some  time.  Every  new  feature  in  the  way  of  trim- 
ming has  been  carefully  carried  out  by  the  deft  hand 
of  the  artistic  designers  in  our  own  work  room.  Es- 
pecially Saturday  will  be  shown  some  of  the  very 
newest  effects.  Prices  in  this  assortment  are  within 
keeping  of  every  purse,  ranging  from  $5.00  'to 
$30.00.— Acme  Co.,  Edmonton. 


And  we  have  no  hesitancy  in  stating  that  we 
have  never  been  more  confident  of  a  generous  res- 
ponse to  our  advertising  than  we  are  in  this  instance, 
and  why  we  feel  so  will  be  patent  to  every  one  who 
visits  our  store.  Not  only  are  the  displays  of  a  com- 
prehensive nature  and  variety  that  assures  satisfac- 
tory selection,  but  new  Summer  merchandise  will  be 
offered  at  prices  that  are  unequalled  for  lowness.  It 
is  the  sale  of  the  season  for  money  saving;  and  that, 
too.  without  sacrificing  your  own  ideas  of  suitability 
to  mere  price  economy.  Thousands  of  dollars'  worth 
of  seasonable  merchandise,  bought  for  its  desirability 
and  for  as  little  as  ready  cash  will  buy,  will  be  on 
sale.  Smallness  of  profits,  reliability  of  goods,  popu- 
larity of  prices,  money  back  if  you  want  it — these 
principle^  which  we  apply  are  the  keynote  to  our 
success  in  making  our  sales  so  attractive. — Pryce- 
Jones,  Calgary. 

#     *     * 

Ribbons  fly  from  the  coachman's  whip,  confetti 
strews  the  doorstep — June  has  come  dancing  on  to 
the  stage,  hand  in  hand  with  Hymen.  And  the 
practical  upshot  is  that  a  great  many  people  wonder 
what  they  shall  choose  by  way  of  wedding  presents. 
Let  us  offer  a  few  suggestions,  then — a  few  sugges- 
tions anent  some  charming  little  gifts  in  sterling 
silver  that  are  to  be  found  in  the  showcases  along  the 
northeast  wall  on  the  Main  Floor.  Any  of  the  fol- 
lowing pieces  would  serve  delightfully  in  this 
capacity. — T.  Eaton  Co.,  Toronto. 
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Welfare  Work  in  Canadian  Stores 

The  importance  of  drawing  employer  and  employee  to- 
gether is  being  recognized — Greater  efficiency  is  secured 
by  increased  co-operation — Shorter  hours  serve  as  a  dis- 
tinct aid  to  increased  efficiency — Large  stores  are  short- 
ening hours. 

In  these  days  of  keen  competition  store  service  is  what  often  represents  the  difference  between  suc- 
cess in  retailing  and  fiat  failure.  The  store  itself  has  been  improved  by  the  providing  of  various 
conveniences  for  customers,  and  now  that  this  work  has  gone,  as  far  as  good  policy  dictates,  the  ten- 
dency is  towards  working  more  seriously  than  ever  with  the  employees.  Welfare  work  is  being  un- 
dertaken by  all  the  more  ambitious  stores,  and  the  change  is  in  favor  of  better  treatment  rather  than 
increased  exactions. 

This  does  not  mean  that  efficiency  no  longer  counts,  but  that  an  even  higher  plane  of  service  is 
looked  for,  but  the  requisite  discipline  is  maintained  and  the  increased  efficiency  is  brought  about  by 
the  increased  interest  the  store  takes  in  the  employee,  and  the  extra  pains  taken  to  promote  his  or 
her  comfort.  Also  instead  of  reprimands,  fines,  etc.,  the  staff  is  instructed  and  interested  in  the 
business. 

The  modern  store  management  is  striving  to  produce  as  well  as  to  retain  capable  and  trustworthy 
help,  and  the  new  truth  that  is  being  preached  is  that  this  problem  is  one  that  cannot  be  overcome 
by  the  mere  offering  of  more  dollars  and  cents.  No  chain  is  stronger  than  its  weakest  link,  and 
that,  therefore,  the  personnel  of  the  sales  force  which  forms  the  connection  between  the  manage- 
ment and  the  store's  customers  is  most  important.  No  matter  how  good  the  buyer  is,  how  sound  his 
judgment,  or  how  good  the  values  he  offers;  no  matter  how  attractive  the  advertising,  or  how  clev- 
erly the  window  and  interior  display  are  arranged,  it  is  the  sales  force  that  completes  the  circle  and 
finally  clinches  the  business.  Also  it  depends  largely  upon  the  sales  force  as  to  whether  all  the  ef- 
forts made  by  buyers,  trimmers  and  other  sections  bear  fruit  or  are  finally  wasted.  The  sales  force 
can  be  truly  said  to  represent  the  store  to  the  buying  public  for  they  alone  meet  customers  face  to 
face,  and  every  dollar  taken  by  the  store  passes  through  their  hands. 

Customers  usually  judge  the  store  by  the  selling  force,  other  points  being  equal,  and,  if  their  ser- 
vices, are  not  satisfactory  in  most  cases,  the  store  gets  the  blame,  and  no  doubt  there  is  a  strong  ele- 
ment of  blame  in  not  placing  it,  for  the  management  is  responsible  for  the  stores  policy  and  atmos- 
phere. Merchants  who  are  up-to-date  are  striving  by  various  means  to  advance  the  status  of  the  sell- 
ing force — not  in  the  old  way  by  means  of  fines  and  reprimands,  but  by  making  conditions  under 
which  the  work  is  done  less  irksome  and  by  giving  instruction  that  tends  to  arouse  intelligent  inter- 
est in  the  business.  In  short  the  new  way  is  to  show  more  consideration  for  the  comfort  of  em- 
ployees, and  by  making  them  feel  their  responsibility  as  business  getters.  Instead  of  keeping  the 
relationship  between  the  management  and  the  help  as  distant  and  as  remote  as  possible,  there  is  now 
substituted  a  feeling  that  there  is  a  community  of  interest,  and  a  joy  in  doing  good  work,  and  a 
pride  in  the  store  that  puts  the  relationship  between  the  help  and  the  management  on  a  different 
plane. 

If  help  and  encouragement  is  given,  it  is  only  human  nature  to  respond  and  when  once  the  merch- 
ant wins  the  good-will  and  loyalty  of  his  employees  he  has  made  a  big  stride  towards  winning  the 
good-will  of  his  customers.  The  kindly  interest  which  he  manifests  in  the  welfare  of  those  who  serve 
him  will  be  widely  advertised,  and  will  bring  prestige  and  trade,  due  to  the  increased  loyalty  shown 
to  himself  and  his  store.  Moreover,  employees  under  such  treatment  will  develop  that  needful  en- 
thusiasm without  which  nothing  great  is  ever  accomplished,  and  which  forms  the  backbone  of 
every  successful  business. 

The  T.  Eaton  store  has  always  been  a  pioneer  in  welfare  work  most  conspicuously  so  in  the  matter 
of  shortening  working  hours.  Some  time  ago  during  the  lifetime  of  the  founder  of  the  firm,  the 
late  T.  Eaton,  the  custom  of  closing  at  5  o'clock  all  the  year  round  and  also  at  noon  on  Saturday 
during  the  summer  months  was  commenced.  Beginning  with  the  present  month — June  comes  a 
further  shortening  of  working  hours.  During  the  Summer  months  the  store  will  open  at  8.30  a.m. 
instead  of  8  a.m.,  and  will  close  a  5t  p.m.,  except  on  Saturday  when  the  store  will  close  sharp  at 
1  o'clock.  All  the  rest  of  the  year  the  store  will  open  at  9  a.m.,  closing  at  5.30  in  the  afternoon. 
These  changes  are  strictly  in  accord  with  the  oft-expressed  policy  of  the  late  Timothy  Eaton,  wTho 
was  consistently  opposed  to  long  hours,  as  he  believed  that  they  impaired  the  efficiency  of  the 
selling  force.  Mr.  Eaton  in  his  early  days  spent  a  number  of  years  behind  the  counter  at  a  time 
when  the  working  day  was  much  longer  than  at  present  and  from  personal  experience  he  was  con- 
vinced that  no  clerk  could  be  at  his  best  for  so  many  hours  at  a  time,  and  that  the  store  as  well  as 
the  clerk  gained  by  the  more  efficient  service  given  when  the  hours  were  shortened. 
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The  New  Parcels  Post  Measure 

WITH  THE  introduction  of  the  Parcels  Post  meas- 
ure in  the  House  of  Commons  by  the  Postmaster- 
General,  all  uncertainty  vanishes.  Canada  is  to  have 
a  parcels  post  and  that,  in  all  probability,  by  the  end 
of  the  year.  The  fact  that  there  was  practically  no 
opposition  in  the  Commons  presages  the  rapid  pro- 
gress of  the  measure,  and  its  ultimate  adoption. 

In  this  issue  is  given  the  address  of  the  Postmas- 
ter-General in  full.  It  contains  the  most  complete 
information  available  about  the  measure.  Mr.  Pelle- 
tier  expressed  himself  as  extremely  anxious  to  safe- 
guard in  every  way  the  interests  of  the  retail  mer- 
chants, and  certainly  this  desire  is  manifested  in  the 
framing  of  the  bill.  Whether  or  not  the  clauses  pro- 
vided for  this  purpose  will  prove  effective  time  alone 
will  tell. 

It  is  impossible  to  give  a  definite  opinion  on  the 
measure  until  more  explicit  information  is  obtain- 
able. The  purpose,  briefly  expressed,  is  to  make  each 
province  a  zone  over  which  a  certain  flat  rate  will 
apply.  Thus  it  will  be  possible  to  send  a  parcel  from 
Toronto  to  Fort  William  at  as  cheap  a  rate  as  from 
Toronto  to  Hamilton.  This  may  seem  at  first  glance 
to  be  the  most  striking  form  of  discrimination  in 
favor  of  the  mail  order  houses;  and  that  is  exactly 
what  it  would  prove  to  be  if  further  provision  were 
not  made.  The  protecting  clause  is  found  in  the 
provision  to  form  local  zones  over  which  a  cheaper 
rate  will  apply.  The  local  zone  will  include  all  the 
territory  within  a  radius  of  20  miles  of  any  post  office. 
As  20  miles  is  as  far  as  the  average  retailer  can  ever 
expect  to  ship  goods,  he  is  thus  given  an  advantage 
over  the  mail  order  houses  in  catering  to  the  trade 
in  his  own  vicinity.  It  thus  works  out  that  the  mail 
order  houses  will  be  able  to  ship  all  over  the  province 
at  a  flat  rate,  but  will  come  into  conflict  everywhere 
with  a  lower  rate  employed  by  retail  merchants. 


On  the  face  of  it,  one  concludes  that  the  local 
dealer  has  been  provided  with  an  ample  buckler  to 
protect  him  from  the  attacks  of  the  catalogue  house. 
It  all  depends,  however,  on  how  much  difference 
there  will  be  between  the  flat  rate  for  the  provincial 
zone  and  the  rate  applying  in  the  local  zone.  If  the 
difference  is  small,  the  mail  order  house  will  be  in  a 
splendid  position  to  increase  their  inroads.  Two 
references  in  the  speech  of  the  Postmaster-General 
are  accepted,  however,  as  indicative  of  an  intention 
to  make  the  difference  a  telling  one.  He  announces 
that  the  rate  applying  over  the  local  zone  will  be  a 
cheap  one.  Again,  he  states  that  it  is  intended  to 
make  the  system  self-supporting.  Putting  the  two 
statements  together,  it  may  reasonably  be  assured 
that  the  Government  contemplate  making  the  pro- 
vincial flat  rate  sufficiently  high  to  carry  the  expense 
of  maintenance  and  operation. 

It  means,  however,  that  the  retailer  will  have  to 
show  increased  initiative  and  enterprise.  Although 
no  hint  as  to  the  actual  rates  has  been  given  out,  it 
is  probably  safe  to  assume  that  the  mail  order  houses 
will  be  able  to  deliver  goods  in  most  parts  of  the 
province  at  a  cheaper  rate  than  now  applies.  Thus 
they  will  have  an  advantage  unless  the  retailers  take 
full  advantage  of  the  local  zone  provision.  The  retail- 
ers must  fight  the  catalogue  house  by  going  out  after 
business  more  aggressively  and  utilizing  Parcels  Post, 
and  not  sit  down  passively  expecting  the  new  meas- 
ure to  protect  them. 

@ 

Brisker  Tone  to  Business 

IT  IS  NOT  yet  possible  to  look  at  the  difficulties  at- 
tending the  money  stringency  in  the  light  of  dangers 
which  have  been  safely  passed.  Nevertheless,  the 
business  situation  is  improving  every  day.  Here  is 
an  instance  which  is  significant.    A  dry  goods  mer- 
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chant  wrote  The  Review  asking  for  information 
as  to  where  a  certain  article  could  be  secured.  The 
names  of  the  two  manufacturers  who  put  the  ar- 
ticle on  the  market  were  supplied.  Now  the  retailer 
writes   to   The   Review:      "We   got    in    touch   with 

-  and .    The  former  is  sold  up  and 

the  latter  cannot  deliver  until  Fall." 

Business  cann<  t  lie  so  had  when  manufacturers 
are  thus  crowded  with  orders.  This  does  not  apply, 
of  course,  to  all  lines,  but  there  is  a  brisk  tone  in  all 
branches  of  the  trade  now. 


Gaining  Increased  Efficiency 

EARLY  CLOSING  is  gaining  ground.     This  fact  is 

convincingly  established  by  the  hours  under  which 

the  largest  departmental  stores  in  Canada  are  now 

operating. 

It  is  gratifying  to  note  that  the  mercantile  body 
is  becoming  convinced  that  it  pays  to  remain  open 
within  reasonable  bounds  only.  The  trend  noted, 
however,  goes  deeper  than  a  mere  desire  to  fix  shorter 
hours.  It-  shows  a  desire  to  establish  a  closer  bond 
between  employer  and  employee,  to  make  the  rela- 
tionship clo.-er  for  mutual  benefit.  Shorter  hours 
are  not  being  established  from  a  purely  philanthropic 
standpoint,  but  as  a  straight  matter  of  good  busi- 
ness. It  pays  the  employer  because  he  gets  better 
service  from  his  sales  force  during  the  hours  that  they 
are  engaged.  Long  hours  do  not  tend  toward  a  high 
standard  of  efficiency  in  the  staff. 

In  other  respects  this  same  tendency  is  to  be 
noted — a  drawing  together  of  employer  and  employ- 
ed actuated  by  a  mutual  desire  for  the  improvement 
of  conditions.  The  employee  is  evincing  desire  to 
become  more  efficient;  the  employer  is  helping  him 
by  giving  every  opportunity  for  improvement.  It 
is  significant  that  increased  staff  efficiency  is  not  now 
sought  by  rigid  supervision  and  espionage,  but  by 
the  amelioration  of  conditions  and  the  improvement 
of  opportunities  for  advancement. 


-®- 


Value  of  Display  Space 

AN  ARTICLE  in  this  issue,  describing  the  new  hat 
store  of  L.  J.  Applegath  and  Sons,  Toronto,  raises  an 
interesting  question.  What  is  the  relative  value  of 
window  display  space  to  the  store  space?  Having 
but  a  narrow  frontage,  the  firm  in  question  ran  their 
windows  back  a  considerable  distance,  making  an 


extremely  deep  entrance.  In  fact,  the  space  thus 
used  was  more  than  half  the  space  left  for  the  store 
itself.  The  proportion  here  is  very  extreme  but  it 
is  said  to  have  worked  out  splendidly. 

Merchants  are  becoming  more  firmly  convinced 
all  the  time  of  the  value  of  window  publicity  and  the 
construction  of  this  store  is  a  striking  evidence  of  the 
fact. 


The  Passing  View 

Carelessness  is  nearly  always  the  most  expensive 
item  on  the  cost  sheets. 

*    *    * 

Every  store  loses  thousands  of  dollars  annually 
because  clerks  do  not  know  the  stock. 


From  9  o'clock  to  5  is  a  short  day.  But  it  is 
long  enough  for  the  maintenance  of  complete  effi- 
ciency in  the  staff. 

*    *    * 

Colors  for  Fall  and  Winter  millinery  will  be  clear 
and  vivid.  This  was  to  be  expected  after  the  pre- 
valence of  brilliant  colors  all  Spring  and  Summer. 


Tango  promises  to  be  a  popular  color  this  Fall 
for  millinery.  In  reality  tango  has  been  very  popu- 
lar for  some  time  with  the  class  who  enjoy  the  mod- 
ern acrobatic  variety  of  dancing. 


The  co-operative  movement  continues  to  grow 
in  the  Old  Country.  There  is  one  way  to  prevent  it 
from  getting  a  strong  foothold  in  this  country.  Keep 
the  retail  service  thoroughly  efficient  and  maintain 

prices  on  a  fair  basis. 

*    *    * 

Merchants  who  wait  for  customers  to  turn  up  are 
about  as  likely  to  reach  the  happy  stage  of  independ- 
ent affluence  as  Wilkins  Micawber,  who  spent  the  best 
part  of  his  life  staving  off  creditors  and  borrowing 
from  friends,  while  he  waited  for  "something  to  turn 
up."    The  merchant  must  go  to  the  customer. 


-@- 


Wingham,  Out. — Kerr  and  Bird  have  dissolved 
partnership,  Mr.  Bird  retiring.  Mr.  Kerr  is  taking 
in  his  son  as  a  partner  and  the  new  firm  name  will 
1  e  Kerr  and  Son. 
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The  Displayman's  Part  in  Half-Holiday  Sales 


IT  HAS  become  cus- 
tomary among  stores 
which  give  the  Half- 
holiday  <luring  the 
summer  months  to 
hold  a  special  sale  on 
the  morning  of  the  hol- 
iday.    The  object  is  to 

make  the  morning's  business  sufficiently  brisk  to 
offset  the  loss  of  the  afternoon.  These  sales  are 
variously  styled  "half  holiday  sales,"  "merry  half 
day  sales."  "holiday  sales"  and  so  on. 

That  they  have  been  successful  in  creating  a 
brisk  morning's  trade  is  the  testimony  of  many 
merchants  who  have  tried  them.  That  they  are 
not  absolutely  essential,  however,  is  established  by 
the  fact  that  a  great  many  merchants  who  allow 
the  half  holiday  keep  their  week's  turnover  up  to 
the  mark  without  resorting  to  sales. 

It  is  just  a  question  if  it  is  advisable  to  attempt 
a  special  sale  for  this  purpose.  As  a  general  rule 
(he  store  has  plenty  of  special  and  bargain  sales 
anyway  and  to  add  an  additional  one  each  week  is 
to  make  the  week  one  long  succession  of  sales.  In 
order  to  offer  sufficiently  attractive  values  to  make 
the  sales  a  success  it  is  necessary  to  buy  especially 
for  them  and  this  means  the  distribution  of  a  great 
amount  of  merchandise  of  a  more  or  less  cheap 
description.  AVhether  this  has  a  detrimental  effect 
on  sales  of  the  regular  stock  is  a  broad  question 
which  cannot  be  entered  into  here.  Views  differ 
very  radically  on  this  point  and  it  is,  therefore,  a 
question  which  will  never  probably  be  settled  one 
way  or  the  other. 

In  stores  where  half-holiday  sales  are  held,  the 
onus  of  making  them  a  success  devolves  on  the  pub- 
licity men — the  window  trimmer  and  the  ad.  writer. 
The  sales  are  an  innovation,  something  for  which 
the  public  has  not  been  prepared.  It  is  only 
through  the  medium  of  the  store  windows  and  the 
newspaper  columns  that  interest  can  be  stirred  up. 
In  an  event  of  this  kind,  the  onus  rests  probably 
more  on  the  display  man  rather  than  on  the  ad. 
writer.  People  can  be  convinced  more  surely 
through  their  ocular  sense.  A  woman  is  more 
likely  to  wend  her  way  downtown  on  a  hot  summer 
morning  to  secure  something  she  has  seen  than  if 


Is  it  advisable  to  hold  sales  on  morning 
before  half -holiday? — Displays  adver- 
tising these  sales  should  be  stocky,  and 
leaders  should  be  featured — Methods  of 
properly  advertising  half  holiday  sales. 


she  has  merely  read 
about  it.  And  so  the 
success  of  these  sales  is 
strictly  "up  to"  the  in- 
genious person  -\vh° 
has  charge  of  the  win- 
dow display  work  . 
If  the  half -holiday 
comes  on  a  Wednesday,  the  work  of  putting  in  the 
sale  trims  commences  on  Monday,  so  that  the  dis- 
plays will  be  on  view  all  day  Tuesday.  As  the  sales 
are  not  confined  to  any  one  line  but  are  supposed 
to  embrace  all  departments,  it  is  generally  found 
necessary  to  give  over  all  the  windows  to  display 
trims  for  the  two  days,  Tuesday  and  Wednesday. 
This,  by  the  way.  is  one  of  the  chief  objections  to 
the  holiday  of  such  sales  from  the  standpoint  of  the 
display  man.  It  takes  up  more  space  than  he  feels 
he  can  afford  to  devote  for  the  purpose.  For  the 
time  being  all  regular  departmental  displays  have 
to  be  given  up.  In  addition,  the  store  takes  on  a 
distinctly  "bargain"  appearance  for  the  time  that 
the  displays  are  left  in  the  windows;  and  the  repu- 
tation of  the  establishment  does  not  gain  anything 
as  a  result. 

It  is  customary  to  show  a  selection  of  goods  from 
each  department,  some  being  put  on  at  especially 
attractive  prices  to  serve  as  leaders.  It  follows,  there- 
fore, that  the  displays  must  as  a  general  rule  Vie 
made  quite  stocky,  depending  upon  the  values  offer- 
ed and  the  wideness  of  the  assortment  shown  to 
attract  public  attention.  It  is  particularly  necessary 
to  show  a  variety  of  goods,  priced  at  figures  a  good 
notch  below  the  prices  at  which  they  usually  sell. 
The  public  has  been  pretty  thoroughly  educated  in 
the  matter  of  values  and  it  is  necessary  to  do  more 
than  advertise  the  showing  as  bargain  lots;  the 
values  offered  must  bear  out  the  word  "bargains" 
affixed  to  them.  To  do  this,  it  is  generally  found 
necessary  to  buy  job  lots  or  to  carefully  sift  over 
the  stock  to  find  odd  sizes  and  left  overs  which  could 
be  offered  at  the  reduced  prices. 

The  nature  of  the  sale  simplifies  the  work  of  the 
window  trimmer.  To  attempt  anything  elaborate 
in  the  way  of  setting  or  background  would  be  not 
only  strictly  unnecessary  but  a  rather  ridiculous 
waste  of  energy  and  ideas.     Arrange  a  good  selec- 
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A  handsome  June  bride  display  arranged  by  J.  Eonan  display  manager,  with  Smallman  &  Ingram,  London. 

tion  in  neat  order,  taking  care  to  show  each  article  of  the  public  and  insure  a  big  rush  of  buyers  the 

to  advantage.    Price  each  article  in  plain  figures  and  following  morning. 

feature  the  object  of  the  sale  conspicuously.     This  the  card  man's  part. 

done  and  the  windows  will  have  just  the  qualities  Price  is  the  one  big  feature  of  all  half-holiday 

required  to  "get  them  across" — to  win  the  attention  (Continued  on  page  20.) 


One  of  the  most  attractive  window  displays  seen  in  Ottawa  during  Horse  Show  week  was  shown  by  Bryson 
Graham  &  Co.,  Ltd.  The  above  picture  shows  a  panel  effect  window.  The  color  scheme  was  red  and 
green,  and  the  scenes  in  the  background  were  hand-painted.  The  maypole  design  in  the  center  was  made 
to  revolve.  At  the  bottom  a  revolving  table  displayed  dolls  and  toys  to  attract  the  young  people. 
Fred  Ashfield,  the  window  trimmer  for  Bryson  Graham,  Ltd.,  designed  this  window  display. 
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LAMSON 


Economy 


Efficiency 


Lamson   Carriers   improve  your  service   by  comraouseuse 

centralization   and   equal   distribution    of  labor. 

They  cut  out  lost  motion,  reduce  the  payroll,  speed   up 

the  work  and  ensure  correct  records. 

They    double-check    every    sale,    whether    it    be    "cash." 

"charge."  or  "C  O.  D."  Ask  Your  Neighbor! 

Wire,   Cable,   Tube  and  Belt,   Cash   and  Parcel  Carriers. 
The    Lamson    Company,  Boston,  U.S.A. 

^=  SERVICE™^ 


Store  Management-Complete 


16  Full-Pate 
Illustrations 


272  Fagea 
Bound  in  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  BOOK 

BY 

FRANK 
FARRINGTON 

A  Companion  Book  to 

Retail  Advertising 
Complete 

$1.00  POSTPAID 

"Store  Management- 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
but  the  largest  profit 
may  be  realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample: 

CHAPTER  V.-THE 
STORE  POLICY-What  it 
should  be  to  hold  trade. 
The  money-back  plan. 
Taking  back  goods. 
Meeting  cut  rates. 
Selling  remnants.  De- 
livering goods.  Sub- 
stitution Handling 
telephone  calls. 
Courtesy.  Rebating 
railroad  fare.  Courtesy 
to  customers. 

JUST  PUBLISHED 


Stnd  us  $1 .00.    Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  MacLean  Publishing  Co. 

TORONTO 


Is  it  nothing  to  you 
that  the  people  pass  by  ? 

instead  of  entering 

Think  a  moment.  Go  outside  your 
store  now.  Look  at  your  shop  front. 
It  should  be  your  best  advertisement 
for  attracting  customers  into  the  store 
—But  is  it? 

Are  you  satisfied  with  it?  Does  it  do  you 
justice?  Does  it  show  off  your  merchandise 
and  emphasize  the  good  service  to  be  obtain- 
ed inside  your  store? 

If  it  doesn't,  then  write  us.  We'll  tell  you 
how  to  improve  it. 

We  undertake  to  demonstrate  to  you 
that  the  famous  "Easy  Set  System" 
of  store  front  construction  will  more 
than  pay  for  itself  in  the  increased 
trade  it  will  bring  to  your  store. 

An  "Easy  Set  System"  in  your  store  front 
will  place  your  store  so  far  ahead  of  those 
that  surround  it  that  people  will  just  natur- 
ally drift  in,  because  of  its  sheer  inviting 
appearance. 

Get  posted  upon  this  System  now.  You'll 
say  it's  one  of  the  wisest  moves  you  ever 
made. 

Write  for  particulars  to-day 


Consolidated  Plate  Glass  Co. 

of  Canada,  Limited 
241  Spadina  Ave.,  Toronto 
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The  Midsummer  Work  of  the  Display  Man 


THE      MIDSUMMER 

months  serve  as  a  test 
of  a  display  man's  met- 
tle. He  has  many  dis- 
c  o  u  r  a  g  i  n  g  circum- 
stances to  contend  with 
during  this  period.  In 
the    first    place,    he    is 

"playing  to  small  houses.''  A  great  many  people 
are  away  on  their  holiday-  and  those  who  remain 
are  affected  more  or  less  by  midsummer  lassitude. 
When  the  weather  is  very  warm,  the  number  of 
people  in  the  streets  thins  down  perceptibly  and 
the  most  elaborate  of  window  trims  will  sometimes 
receive  but  scant  attention.  In  the  second 
place,  there  are  no  lines  in  particular  de- 
mand which  the  display  man  can  "play 
up."  Whatever  interest  the  public  takes 
in  his  work  will  be  won  through  the 
sheer  merit  of  the  displays  he  is  putting 
forth.  If  a  window  trimmer  can  continue 
right  through  the  summer  months  to  at- 
tract wide  attention  and  draw  business, 
he  is  "making  good"  in  the  strictest  sen  3 
of  the  word. 

Display-  will  naturally  be  constitut- 
ed for  the  most  part  of  strictly  summer 
lines  such  as  summer  dresses,  parasols, 
light  laces,  gauzy  underwear  and  wash 
goods.  It  will  be  found  that  good  de- 
mand will  follow  a  display  of  the  lines 
of  goods  needed  for  camping  ami  sum- 
mer holidays.  Under  this  heading  would 
come  sweater  coats,  for  the  "kit"  of  the 


He  will  find  it  expedient  to  change  his 
displays  more    frequently    and    avoid 
any  attempts  at  elaborate  settings  and 
backgrounds — A  decidedly  difficult  sea- 
soning for  display  is  now  commencing. 


not  include  one  of 
these  warm  and  ser- 
viceable articles.  The 
same  applies  to  blazers, 
Norfolks  and  scarfs 
which  can  be  made  ex- 
tremely brisk  sellers. 
One  of  the  chief  ob- 
jects at  this  season  is  to  clear  up  departments  and 
gel  all  stock  sold  which  it  is  not  desirable  to  carry 
over.  Thus  many  of  the  late  June,  July  and  Aug- 
ust trims  will  be  devoted  to  the  task  of  clearing  out 
all  all  accumulations  of  Summer  lines.  For  this 
reason,  the  windows  will  for  the  most  part  be  occu- 


summer  girl   is   not   complete  if  it   does 


A  dress  goods  window  shown  by  A.  Bristol  &  Sou,  Pioton. 
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Dress  yoods  window  trimmed  by  M.  Garden,  display  manager  with 
A.  Bristol  &  Son,  Pic-ton. 


pied  by  stocky  trims,  featuring  price  re- 
ductions as  the  big  sales  factor.  It  follows 
that  the  display  manager  will  find  it  ad- 
visable to  change  his  windows  more  fre- 
quently—  once  a  day,  probably — and  de- 
pend on  the  frequency  of  change  for  re- 
sults instead  of  devoting  his  time  to  the 
production  of  elaborate  and  showy  trims. 
Merit  in  displays  will  consist  largely, 
therefore,  of  the  ability  to  arrange  show- 
ings of  more  or  less  miscellaneous  assort- 
ments to  the  best  advantage.  To  intro- 
duce a  sufficiently  large  assortment  to 
draw  the  maximum  amount  of  interest 
and  at  the  same  time  avoid  all  appear- 
ance of  jumbling  is  the  most  difficult 
problem.  The  goods  on  display  must  be 
so  arranged  that,  without  destroying  the 
identity  of  any  single  article,  the  whole 
will  blend  into  one  harmonious  display. 
(Continued  on  page  20) 
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ARREST 

THE  ATTEMTIOn  OF  EVERY  MADWOMAN  AMD  CHILD 

THAT  PA5SES  YOUR  OTORE. 


Very  few  sales  are  made  in  any  Store  without 
going  through  the  step  of  "attraction."  It 
doesn't  make  any  difference  what  your  business 
may  be,  you  must  keep  up  the  interest  in  your 
Store. 

Here's  a  photograph  of  the  W.  H.  Zinn  Co. 
Store.  We  also  have  photographs  of  the  old 
Front  and  the  difference  between  the  old  and 
the  new  Fronts  is  really  remarkable — they  have 
actually  placed  their  Store  in  a  different  sphere 
by  installing  a  KAWNEER  STORE  FRONT. 
We  will  be  glad  to  send  you  a  photograph  of 
their  old  Store,  so  that  you  may  see  what  the 
possibilities  are,  if  you  will  send  a  card  for  it. 
This  Front  is  laid  out  for  the  Zinn  Store — and 
none  other.  It  is  an  individual  KAWNEER 
STORE  FRONT— made  to  fit  this  business. 
With  this  KAWNEER  FRONT  they  now 
show  practically  every  line,  every  day. 

Kawneer  Store  Fronts  Give  Your  Interior 
Fixtures  a  Chance  to  Work 

Last  summer  a  Merchant  in 
a  small  Iowa  town  installed 
new  show  cases,  cabinets, 
lighting  fixtures,  etc.,  and 
wonderfully  improved  the 
inside  of  -his  Store.  Once  a 
shopper  was  inside  a  sale  was 
the  ultimate  result — but,  he  immediately  found 
that  his  inside  furnishings  were  entirely  de- 
pendent upon  his  ability  to  pull  the  people 
through  the  door — they  were  dependent  upon 
his  Store  Front.  After  investigation  he  in- 
stalled a  KAWNEER  STORE  FRONT— now 
his  inside  fixtures  and  his  KAWNEER  STORE 
FRONT  work  hand-in-hand  to  sell — and  they 
are  selling  —  his  business  has  made  a 
big  jump. 

Kawneer  is  Not  a  Novelty— It's  a  Per- 
manent Salesman 

A  copper  or  bronze  sign  lasts  in- 
definitely— just    so    with    a 
KAWNEER     STORE 
FRONT.       We     make 
them  in  solid  copper, 
brass,      bronze      or 
^     aluminum    and 
|»x      finish  them  al- 
most   any 


liikiUd^iiLjii 


way  you  desire.  Think  what  a  permanent 
Store  Front  would  mean  to  you — on  the  sunny 
side  of  the  balance  sheet.  No  repair  bills — no 
paint — no  carpenters  to  putter  around  every 
now  and  then — and  KAWNEER  is  built  to 
protect  the  glass. 

Store  Front  Types 

During  the  last  seven  years  thousands  of  Mer- 
chants have  remodeled  their  old  Fronts  or  built 
new  Store  buildings,  and  we  have  worked  with 
a  big  percentage  of  them  laying  out  the  Fronts 
and  taking  care  of  the  installation  of  them. 
Naturally  we  have  absorbed  a  good  deal  of 
knowledge  about  Merchants'  actual  require- 
ments. We  don't  simply  operate  in  one  locality 
— the  KAWNEER  organization  covers  the  en- 
tire country,  from  coast  to  coast.  This  allows 
KAWNEER  service — this  organization  is  for 
you — to  help  you  to  get  the  most  for  your  Store 
Front  money. 

"Boosting  Business  No.  21" 

When  you  send  for  the  pho- 
tograph of  the  old  Zinn  Front 
(so  you  can  see  the  wonder- 
ful change),  we  will  send 
with  it  "Boosting  Business 
No.  21."  This  is  a  book  on  Store  Fronts  com- 
piled expressly  for  Merchants— contains  draw- 
ings and  photographs  of  the  busiest,  big  and 
little  Store  Fronts  in  the  country.  Just  drop 
a  card  to  us  to-day — no  obligation — you  won  t 
have  to  buy  now — let  us  show  you  what  we  have 
done  for  other  Merchants,  under  the  same  con- 
ditions, and  what  we  can  do  for  you — then  you 
decide. 


Kawneer  Manufacturing 
Company 

Francis  J.  Plym,  President 

78  Duchess  St.  Toronto,  Canada 


BRANCHES  THROUGHOUT  THE  DOMINION 
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The  Valance  as  a  Part  of  Window  Equipment 


THE  VALUE  of  the 
window  valance  should 
not  be  underestimated. 
It  is  an  essential  part  of 
the  window  equipment 
and  adds  very  consider- 
ably to  the  attractive- 
ness of  the  store.  It  con- 
tributes more  than  any  other  single  detail  can  pos- 
sibly do  to  give  the  store  an  air  of  exclusiveness. 

At  the  same  time,  the  valance  is  no  mean  factor 
in  the  production  of  attractive  displays. 
It  helps  the  window  trimmer  to  give  his 
display  a  finished  and  artistic  appear- 
ance. Placed  at  the  top  and  front  of  the 
window  and  directly  against  the  glass  it 
not  only  "tones  up"  the  general  appear- 
ance but,  like  charity,  "it  covers  a  mul- 
titude of  sins."  It  can  be  used  to  hide 
from  view  the  details  of  the  light  reflect- 
ors or  to  screen  the  ceiling  of  the  win- 
dow and,  perhaps,  some  necessary  de- 
tails of  the  construction  of  the  display. 

A  contemporary  sums  up  the  advan- 
tages of  the  valance  in  the  following 
terms:  "Use  of  the  valance  in  the  show 
window  is  a  type  of  decoration  well  suit- 
ed for  all  classes  of  stores.  It  not  only  is 
a  decorative  feature,  but  it  gives  the  win- 
dow and  the  entire  store  front  a  tone  of 
refinement  and  exclusiveness  that  is  difficult  to  be 
obtained  in  any  other  way.  In  the  exclusive  millin- 
ery, ready-to-wear,  jewelry,  furniture,  ladies'  and 
men's  furnishings  shops,  the  valance  in  the  windows 
and  doors  plays  a  very  important  part  in  the  decora- 


It  adds  to  the  appearance  of  the  store 
and  gives  an  air  of  exclusiveness  not  to 
be  obtained  in  any  other  way — Valances 
can  be  secured  at  a  small  expense  — 
They  serve  to  conceal  defects  in  display. 


tion  of  the  store  front." 
It  is  necessary,     of 
course,  to  use  the  same 
pattern  in  all  windows, 
so  that  in  time  the  val- 
ance becomes    a  recog- 
nized    feature    of    the 
store.     This     effect     is 
added  to  when  the  store  monogram  is  woven  into  the 
pattern.    Crests  or  firm  initials  can  also  be  introduc- 
ed effectively   in  this  way. 


Valance  design  prepared  by  Eeview  artist. 

Various  materials  are  used  in  valances,  some  of 
the  more  expensive  varieties  being  in  silks  and  satins. 
The  material  most  commonly  used,  however,  is  lin- 
en,  which   makes  a  serviceable  background.     The 
designs  are  cut  out  of  some  such  material  as  broad- 
cloth, poplin  or    sateen    and    are    ap- 
-         pliqued.     By  covering  the  edges  with 
cord  or  embroidered  braid,  a  finished 
appearance  is  given.     Some    form    of 
fringe  or  tassel  is  used  to  finish  off  the 
valances  along  the  lower  edge. 

It  follows  that  the  valance  is  not  an 
expensive  accessory.  It  can  be  taken 
down  and  cleaned  when  necessary  and 
thus  does  not  require  to  be  renewed  fre- 
quently. In  view  of  the  value  obtained, 
the  valance  should  be  a  part  of  the  win- 
dow equipment  of  every  store. 


Valance  design  prepared  by  Eeview  artist. 


New  Liskeard,  Ont. — Mr.  Hickling 
has  bought  out  his  partner  in  the  gen- 
eral dry  goods  and  furnishings  store  of 
Capling  and  Hickling  and  will  continue 
the  business  himself. 
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The  Taylor  Made  Rack  System 

Improves  your  store,  keeps  each   garment  on  an  individual  hanger,   saves  time  and    worry,  and    each 
garment  in  saleable  condition.     Mail  orders  promptly  filled. 


MEN'S  SUIT  RACKS   5  FT.  HIGH,  FOR  LADIES'  GARMENTS  AND  OVERCOATS  6  FT.  HIGH 


MADE  OF  OXIDIZED  STEEL  TUBING 
6  feet  long,   6  posts  ... 

8  feet  long,   6  posts  ... 

10  feet  long,  6   posts  ... 


POLISHED  STEEL  TUBING 
$13.00  6  feet  long;  6'posts  -  -  -  $10.50 

$14.00  8  feet  long.   6   posts  -  -  -  $11.50 

$15.00        10  feet  long,   6   posts  •  ■  -  $12.50 

5  or  6  feet  hish.  same  price. 


No.   54.   Combination   Suit   Hanger 

With    Wire   Attachment   to    Prevent   the 

Trousers  from   Slipping 

$10.00   per   100. 

All    Hangers    packed    in    100   crates. 


No.   321.    Combination    Suit    Hanger. 

With  inserted   bar,  per  100 $5.00 


No.    74   B.    Combination    Suit    Hanger. 
$15.00  per  100. 
No.    78.    Same   as   above,   with   Wire  Attach- 
ment   as    No.   54.       $16.50   per    100. 

This   Hanger   has   rounded   neck   to   fit    the 
coat  collar,  with  concave  shoulders. 

THE  TAYLOR  MANUFACTURING  COMPANY 
82  Queen  North  HAMILTON,  CANADA 
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SCHICK'S 

ALL  STEEL  BALING  PRESS 

Fire  Risk  DECREASED  by  using  a  Steel  Baler 

The  ideal  Baler  for  waste  paper,  rags,  straw,  excelsior,  etc. 

Makes  'bale  weighing  150  lbs.,  measuring  18x20x33.     Floor  space  requires  2y2   ft. 

Write  for  Catalogue  A,  prices  and  discounts. 

They  are  an  absolute  fire  protection  and  reduce  your   insurance. 

They    are    cheaper   than    others    when    considering    quality   and   efficiency. 

A  Baling  Press  pays  for  itself  in  a  short  time. 

DAVENPORT  MFG.  CO.,  DAVENS25; IOWA 


Display  Man's    Part    in  Half-Holiday  Sales 

(Continued  from  page  14.) 

sales.  Therefore,  the  card  writer's  services  must  be 
brought  into  requisition  to  make  the  publicity  meas- 
ures complete  and  effective.  It  is  not  only  necessary 
to  have  a  good  selection  of  cards  for  the  windows 
but  a  neat  assortment  should  be  shown  throughout 
the  store.  Seeing  some  such  phrase  as  "Wednesday 
half-holiday.  Special  sales  every  Wednesday  morn- 
ing," staring  at  them  from  every  department  of  the, 
store,  people  will  soon  come  to  a  realization  of  the 
fact  that  all  Wednesday  shopping  must  be  done  in 
the  morning  and  further  that  Wednesday  morning, 


on  account  of  the  special  values  offered,  is  a  par- 
ticularly good  time  for  shopping. 

© 

The  Midsummer  Work  of  the  Display  Man 

(Continued  from  page  16.) 
In  order  to  facilitate  the  rapid  changing  of  win- 
dows, it  will  be  found  necessary  to  use  the  same 
background  for  the  most  part  or  to  utilize  the  pan- 
eled back  of  the  window.  This  will  not  be 
in  any  sense  of  the  word  a  drawback,  as  the 
stocky  window  is  frequently  better  without  any- 
thing elaborate  in  the  shape  of  background  or  set- 
ting. The  interest  must  not  be  drawn  away  from 
the  goods  themselves. 


All  About  Our  New  Bust  Forms 


Write  for  our  new 
130-page    catalog 


The  D.  and  P.  range  of  bust  or  blouse 
forms  for  Fall  is  unequalled  for  variety, 
style   and  value. 

We  are  showing  everything  from  the 
plainest  jersey  covered  form  to  the  one 
with  the  full  wax  head  and  shoulders 
— everything  for  the  display  of  blouses, 
millinery,  fancy  neckwear,  for  draping 
dress  fabrics,  etc. 

The  new  half-arm  blouse  form  is  espe- 
cially adaptable  to  the  display  of 
short  sleeve  blouses  or  for  draping  in 
the  short  sleeve  blouse  effect.  Every 
number  bears  the  correct  1913  lines, 
made  with  or  without  adjustable  belt. 

Write  to-day  for  the  new  fully  illustrated 
\30-page  catalog.     It  will  interest  you. 


Dale  and  Pearsall 


No.    17a.      Price   $6.00 

Manufacturers  of  High  Class  Forms  and  Figures 


No.  18a.      Price   $5.50 

1 06  Front  Street  East,  Toronto. 


20 


DRY  GOODS  REVIEW 


Storey  upon  Storey — Story  upon  Story 


If  Cass  Gilbert,  architect  of  the  cloud-high  Woolworth  building,  didn't  stop  the 
contractors  when  they  had  the  first  floor  steel  up,  because  the  building  didn't 
look  finished. 

II  He  was  content  to  wait  while,  storey  after  storey,  higher  and  higher,  the 
structure  reared  its  bones  above  the  common  level. 

1|  He  was  satisfied  to  wait  while  the  details  of  his  plans  were  worked  out — piece 
by  piece,  storey  by  storey,  week  after  week,  month  after  month,  until  the  fin- 
ished giant  stood  out  one  day  in  all  its  glory — catching  the  first  rays  and  the 
last  of  an  approving  sun. 

';  He  had  a  vision  of  the  giant  structure  when  the  plans  were  drafted.  He 
knew  that  success  was  ahead.  The  owners  of  the  building  had  confidence  in 
him  and  backed  him  up.  The  contractors  followed  specifications  to  the  letter, 
and  a  big  success  and  an  everlasting  monument  to  man's  genius,  nerve  and 
pertinacity  was  the  result. 

\  There  would  be  more  and  greater  business  successes  if  there  were  more  Cass 
Gilberts  as  advertising  managers  and  more  Woolworths  to  back  them  up. 
Advertising  successes  are  built  up  just  as  the  Woolworth  building  was — storey 
after  storey,  according  to  a  preconceived  and  well  defined  plan. 

1!  There  are  too  many  one-storey  advertisers.  They  can't  catch  the  vision  of  a 
big  success,  or  if  they  can,  they  get  dizzy-headed  when  they  contemplate  the 
height.  They  lack  the  nerve  to  back  the  advertising  architect,  and  they  doubt 
the  greatest  of  all  contractors — printer's  ink. 

V  It  will  take  months,  and  sometimes  years  to  build  up  a  big  business  through 
advertising. 

ll  But  once  that  building  goes  skyward,  neither  the  adverse  winds  of  compe- 
tition, nor  the  earthquakes  of  changing  conditions  and  hard  times  will  ever 
shake  it!  There  is  only  one  condition — the  foundation  must  be  as  solid  as 
the  rock  upon  which  the  Woolworth  Building  stands,  and  that  foundation  must 
he  Honest  Goods  and  Honest  Prices  and  Honest  Service.  If  you  can  build  on 
ihese,  there  is  no  limit  to  the  possibilities  of  your  business.  Otherwise  your 
structure  will  totter  and  crumble  over  your  head — as  it  should. 

li  Get  the  vision  of  a  bigger  business !  Start  to-day  to  make  it  a  success  through 
advertising,  column  upon  column,  story  upon  story,  week  after  week.  Keep 
at  it.  That's  the  idea !  Keep  everlastingly  at  it  till  results  come  in  a  satisfying 
measure. 

\  And  then  keep  on  keeping  on ! 
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FANCY  GOODS,  NOTIONS  AND  TOYS 


The  New  Casque  Has  Puffs  or  Curls  at  Side 


THOUGH  PARIS  has 

attempted  to  introduce 
a  more  complicated 
style  of  dressing  the 
hair  by  piling  it  up 
high  on  the  head,  sim- 
ple styles  yet  prevail, 
and  pads  and  puffs  are 

at  a  discount.  This  does  not  mean  that  the  hair 
has  not  to  appear  abundant  and  that  artificial  means 
of  helping  out  nature  are  not  resorted  to.  Devices 
in  curls,  pompadours,  switches  and  transformations 
are  still  wanted,  only  their  use  is  not  made  as  ob- 
trusive as  was  the  case  a  few  seasons  or  so  ago. 
Moreover,  the  demand  is  for  light  weight  goods  that 
are  comfortable  to  wear  and  which  are  easy  to  ar- 
range in  conjunction  with  the  natural  tresses. 

The  casque  with  clusters  of  curls  or  puffs  at 
the  side  is  the  latest  way  of  arranging  the  hair.  The 
rippling  Marcel  wave  covers  the  head,  and  a  charm- 
ing youthful  touch  is  given  by  the  cluster  of  curls 
or  puffs  at  the  sides.  With  this  manner  of  dressing 
the  hair,filets  of  rhinestones  or  pearls  with  an  aigrette 
or  a  marabout  plume  can  be  worn  for  evening,  while 
the  popular  casque  comb,  the  barette  and  fancy  pins 
are  the  ornaments  for  day  wear. 

REVIVAL  OP  THE  FAN. 

The  latest  idea  is  the  revival  of  the  fan,  and  the 
smart  society  woman  in  Paris  is  appearing  with  large 
feather  and  painted  fans.  A  very  remarkable  fan 
is  irregular  in  shape  and  looks  when  unfurled  like 
the  spreading  of  some  huge  bird's  wing.  Large  os- 
trich fans  in  black  or  white  and  matching  the  color 
of  the  gown  are  also  fashionable.  When  fans  are 
worn,  the  lovely  painted  fan  is  never  neglected. 
Should  this  fashion  spread,  the  social  and  theatre 
season  should  see  fans  again  selling. 

The  fashion  of  wearing  the  neck  bare  with  a  more 
or  less  pronounced  V  shaped  opening  in  front,  means 
much  to  the  manufacturer  of  popular  priced  jewelry. 
Rows  of  pearls  are  very  much  worn,  and  so  are  pen- 
dants suspended  on  dainty  fine  chains.  Exquisite 
artistic  effects  in  pearls,  diamonds  and  colored  pre- 


Paris  re-introduces  the  fan — Big  field 
for  fancy  jewelry — Expensive  pendants 
exquisitely  initialed  for  popular  selling 
Tourist  novelties  in  leather  goods  are 
specially  attractive  —  Other    features. 


cious  stones  set  in  plati- 
num are  imitated  in 
white  metal  and  mock 
jewels  at  prices  that 
bring  them  within  the 
reach  of  the  popular 
priced  trade.  Of  course, 
they  do  not  have  the 
lively  effect  of  the  real  stones,  but  there  is  nothing 
cheap  looking  about  the  popular  priced  pendants. 
Not  only  are  pearls  and  rhinestones  effective,  but  the 
colored  stones  are  accurately  colored  and  the  shape 
and  combinations  are  artistic. 

SHORTER    HAT    PINS. 

There  is  quite  a  call  for  shorter  hat  pins,  and 
the  very  large  heads  or  mounts  are  also  passe.  Large 
single  pearls,  both  plain  and  tinted  are  mounted  with 
rhinestones  and  small  flat  mounts  set  with  rhine- 
stones are  also  good. 

Pins,  brooches  and  fancy  pins,  particularly  in 
enamel  are  very  good  sellers. 

WORKING  STAMPED  GARMENTS. 

The  woman  who  does  fancy  work  appreciates  some- 
thing that  can  be  taken  up  in  leisure  moments  dur- 
ing the  long  summer  afternoons  on  porch  or  veran- 
dah. Nothing  is  so  suitable  for  this  purpose  as 
stamped  articles  for  personal  wear,  as  the  tub  makes 
matters  right  if  soiling  develops  during  the  period 
of  working.     When  the  developing  of  lovely  em- 


IMPORTANT 


to 


PYJAMA 
MAKERS 


Ashton  &  Pulford 

22  Back  Piccadilly 

MANCHESTER      (ENGLAND) 

Can  supply  all  your  re- 
quirements in 

KNITTED  or  BRAID 
GIRDLES,  FROGS, 
LOOPS,  TASSELS, 
BUTTONS, TAPES, etc; 
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Write  for  Circular.  Correspondence   Solicited. 

Philadelphia,  U.  S.  A. 

NEW  YORK  SALESROOM :     683  and  685  Broadway 
WESTERN  CANADA:     WILLIAMS  &  MILLER,  Calgary,  Alta. 


2:5 


Dry  Goods  Review 


FANCY  GOODS,  NOTIONS  AND  TOYS 


<r>    o>    cd 
fl    >    > 


o 
c3 


02 

+3      03 
-t-3 

o 


u    p.  >-„ 

O     p  o 

a;  ^ 

o  rP  P 


<u 


O      P 


rP 

O    aj 


■§  *  S 

Ph  ,p  ^CD 

4i  +3  'H 

©  r-H  'P 

Sh  — '  H 

5_,  a;  k> 

H  ^  ^ 

a.  -h  £ 

^  :P  cc 

Eh  ^  ffi 


£  03  5 

,  3  ^ 

^  «  tf    ^; 

_rt  r^  rP        O 

£  *  S 

H  ^  CO    Tj 

^  cd  +j    a; 

<l>  n)      M 


PQ 


X 


3    a; 

P    cd    o 

H     -tH     -4J 

03     r^        CD 

£        <$  - 

,P  -    % 

xn    H 

•r-i      C3        ». 

-^      CD      CO 
■EH     k^     4J 

-x 

i-H 

03 

03  a  ^ 

ft  <^     ;r 

'B  'S  ^ 

ft  °  OQ 

^  CD  <D 
^  P  9 
CO      ^      53 


D   « 


«H     f^H 


You  Must  Have  Buttons! 


Convert  your  Cloth,  Silk  and  other  waste 
Cuttings     into    Covered    Buttons    by 

The  Turret   Button 
Machine 


as    used    by    the  principal  manu- 
facturers throughout  Great  Britain. 

Output  35  gross  per  day,  and  every 
button  perfect. 

BUTTON   MOULDS 

at  Bed  Rock  Prices 


The  largest  Dress  Button  Manu- 
facturers   in    Qreat    Britain 


The  TURRET  BUTTON  Co.,  Limited 

12-14  Westmoreland  Place,  City  Road 
LONDON  N. 

CABLES:     Zoeform  London  Western  Union    A.  B.  C. 


broidered  lingerie,  that  vies  with  the  expensive 
French  goods  carried  in  the  high  class  stores,  is  com- 
bined with  the  means  of  passing  the  time  away  on 
Summer  afternoons,  it  is  easy  to  understand  the 
large  sale  these  stamped  garments  have  attained. 
Attractive  chemises,  gowns  and  combinations  can 
be  had  put  up  in  package  form  ready  stamped  and 
Avith  all  the  materials  requisite.  If  none  of  those  in 
stock  are  suitable  to  the  customer's  needs  the  sale 
should  not  be  lost,  but  the  material  can  be  purchased 
in  the  staple  department,  and  both  the  pattern  for  the 
garment  desired  and  the  stamping  pattern  can  be 
obtained  from  the  pattern  department. 

Many  of  the  new  patterns  are  arranged  with  eye- 
let holes  through  which  a  ribbon  can  be  drawn. 
This  idea  is  particularly  good  when  applied  to 
knickers,  for  the  pulling  out  of  the  ribbon  leaves 
them  straight. 

DEMAND  FOR  TRAVELING  CONVENIENCES. 

Traveling  conveniences  meet  with  a  ready  sale 
at  the  present  time,  particularly  when  their  useful- 
ness is  apparent  and  the  price  is  moderate.  Every 
one  can  see  the  usefulness  of  an  emergency  case  of 
goat  seal  which  contains  five  medium  bottles,  gauze 
bandage,  adhesive  plaster  and  other  fittings.  This 
case  appeals  to  the  man  or  woman  who  is  going  camp- 
ing or  to  spend  the  holiday  season  in  any  place 
where  the  doctor's  services  are  hard  to  procure. 
Travelers  will  find  the  "washup"  of  goat  seal  handy 


for,  no  matter  where  they  may  be,  they  will  have  all 
that  is  necessary  for  a  wash,  save  water,  handy.  The 
"washup"  contains  a  folding  rubber  basin,  towel, 
wash  cloth  and  soap-case.  The  wash  cloth  fits  into 
a  rubber  lined  case  of  leather  and  all  the  above  men- 
tioned fittings  go  into  a  flat  leather  case  that  takes 
up  very  little  room. 


Hudson's  Bay  Stores 
A  despatch  from  Winnipeg  reads : — 
Displaying  faith  in  Canada,  particularly  the 
West,  more  strikingly  than  columns  of  interviews, 
the  Hudson  Bay  Company  is  spending  between  $7,- 
000,000  and  $10,000,000  in  departmental  stores 
from  Winnipeg  westward. 

Details  of  the  store  that  the  company  will  erect 
in  Winnipeg  show  that  it  is  to  be  larger  than  any 
existing  departmental  store  building  in  the  country. 
Ten  storeys  in  height  on  a  site  approximately  300 
feet  by  300,  there  will  be  24  acres  of  floor  space.  It 
will  occupy  the  Portage  avenue  block  front  between 
Colony  and  Vaughan  streets,  on  a  site  that  cost  $1,- 
000,000 ;  the  structure  will  cost  $2,250,000,  and  the 
work  of  taking  out  the  enormous  excavations  begins 
in  a  month.  The  building  will  rise  165  feet  above 
the  sidewalk,  only  20  feet  less  than  the  ten  storey 
Dominion  Bank  building  going  up  here. 
24 
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MILLINERY  DEPARTMENT 


Brilliant  Colors  are   Indicated  for   Fall 


New  York,  June  19. 
"THE  CALM  before 
the  storm"  best  des- 
cribes the  situation  in 
millinery  circles  at  the 
present  writing.  The 
majority  of  buyers  are 
either    in     Europe    or 

about  to  leave  and  all  the  information  one 
receives  is  directly  or  indirectly  from  that  source. 
To  date  there  are  no  winter  models  passing  the 
customs,  but  those  that  are  for  late  Summer 
give  one  the  trend  of  Winter  styles.  The  first 
openings  are  scheduled  for  July  5  and  the  days 
immediately  following,  and  as  usual  nothing  very 
definite  will  be  decided  until  we  see  what  Paris  has 
to  offer,  for  despite  all  the  talk  about  American 
styles  for  American  woman,  we  are  none  the  less 
governed  by  what  originates  in  Paris  or  at  least 
reaches  us  via  the  French  capital. 

The  semi-annual  color  card  which  does  so  much 
to  determine  what  colors,  will  or  will  not  be  good 
is  our  most  authentic  guide  at  present, 

The  card  is  a  brilliant  one,  the  colors  for  the 
most  part  being  clear  and  vivid,  decidedly  brighter 
than  is  usually  the  case  for  Winter  use.  This  is 
especially  true  of  the  first  five  groups  which  are  in 
the  order  of  their  naming  Valauris,  Tango,  Cam- 
panule,  Libellule  and  Pivoine. 

Valauris,  is  a  very  vivid  green,  electric  in  its 
effect.  There  are  six  shades,  which  are  gradual 
and  not  particularly  pleasing  for  the  reason  that 
they  are  difficult  to  wear  and  very  metallic  in  effect, 
Valauris  in  small  quantities  may  prove  good  but  it 
hardly  bids  fair  to  be  a  popular  favorite. 

Tango  is  really  burnt  orange,  or  coque  de  roche 
as  you  will.  These  six  shades  are  glorious  in  them- 
selves and  are  like  the  first  series  too  bright  for  any- 
thing but  trimming.  It  is  to  be  expected  that  for 
trimming  purposes  Tango  will  be  very  smart.  It 
is  really  reproducing  the  shades  of  the  beautiful 
Bird  of  Paradise. 

Next  we  have  six  blues  bracketed  as  Campanule. 
These  are  purplish  in  their  suggestion,  the  lightest 
tone  being  similar  to  hyacinth,  or  perhaps  a  trifle 
deeper  while  the  darkest  is  really  the  deep  purple 
blue  of  the  sky  at  night,  and  is  practically  the  same 


The  semi-annual  French  color  card 
shows  that  most  of  the  leading  shades 
will  be  clear  and  vivid,  decidedly 
brighter  than  is  usual  for  early  Winter 
use —  A    description    of    the    groups. 


as  the  midnight  blue 
which  has  been  a  pop- 
u  1  a  r  substitute  for 
black   this  season. 

Libellule  is  also  blue 
but  of  a  different  char- 
acter. There  are  3 
shades  only  of  this 
very  bright,  clear  blue,  which  may  be  described  as 
electric.  It  is  a  luminous  intense  blue,  light  and 
cleiai  and  except  in  small  quantities  rather  too 
bright  for  popular  appeal.  Pivoine  follows,  six 
shades  toning  from  a  dark  and  rather  dull  red  to  a 
bright  rose  or  geranium  pink.  There  is  consider- 
able difference  between  these  six  shades  and  some 
of  them,  if  not  all  are  sure  to  strike  popular  fancy. 
There  is  at  present  not  a  little  pink  and  red  being- 
worn,  so  that  it  is  likely  this  series  will  be  among 
the  most  popular  shades  for  early  Fall  wear.  Hats 
in  these  colorings  are  becoming  more  or  less 
practical  while  small  accessories,  trimmings,  etc., 
are  always  good  in  these  shades. 

After  all  this  garishness,  it  is  a  relief  to  come 
to  three  quiet  greys  to  be  known  as  Calfat.  These 
are  dove  greys  and  vary  very  little  in  tone  and  are 
really  very  pleasing  and  could  be  combined  beau- 
tifully with  almost  any  of  the  bright,  shades  shown 
on  the  card. 

Following  these  lovely  greys  come  six  shades 
called  Fere.  These  are  sulphurous  and  greenish 
yellow,  of  course,  and  only  in  the  darker  shades 
are  possible  for  anything  but  trimming.  Crocus 
purples  follow,  in  three  shades,  and  these  are  de- 
scriptive and  need  not  be  further  described.  They 
are  really  red  violet  shades. 

Blason  blues  in  six  shades  follow.  This  a  slight 
variation  from  national  blue  and  will,  of  course, 
be  a  popular  favorite  as  it  is  practically  a  staple. 

Suede  is  the  next  shade  shown.  It  is  really  a 
fawn  in  three  variations,  toning  very  gradually 
and  is  a  good  practical  color. 

Balkan  green  is  really  Russian  green,  or 
Trish  green  as  one  will.  Here  is  a  color  sure  of 
popularity  as  it  is  in  its  slight  variations  always 
good. 

Begonia  follows,  in  three  shades  reminiscent  of 
old  rose  and   a  very  soft  pleasing  shade,   quite   a 
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contrast  to  the  better  are  shades  which  follow.  These 
may  be  termed  American  Beauty  or  Magenta  as 
they  have  a  decided  tinge  of  purple.  They  range 
from  a  very  vivid  shade  to  the  darkest  possible  and 
are  liable  to  be  most  popular  in  their  intermediate 
shades. 

Angelique  is  the  name  applied  to  three  bottle 
greens,  which  might  also  be  called  reseda. 

Deesse  blues,  follow  in  a  group  of  three.  These 
are  the  popular  Alice  blues  and  are  followed  by 
Caramel,  three  lovely  yellow  browns,  varying  con- 
siderably in  their  three  shades,  the  lightest  being 
a  golden  color  and  the  deepest  nearly  as  dark  as 
the  fashionable  Tete  de  Negre. 

Modestic,  another  group  of  three  is  an  indefinite 
series  of  mauve  and  then  we  come  to  the  last  column 
which  is  devoted  to  Pastel  shades,  in  three  groups 


under  the  caption  of  "Combinaison  nouvelles,"  and 
under  the  sub-heads  of  Pastel,  Miniature  and 
Aquarelle.  The  first  series  of  three — the  Pastel — 
are  a  pinkish  yellow,  grey  and  blue  all,  as  their 
name  implies  very  pale  and  indefinite.  The  Minia- 
ture group  consists  of  corn  color,  blue  and  pink — 
and  the  Aquarelle  group  of  grey,  blue  and  yellow. 
All  of  these  shades  are  pale  and  may  be  combined 
in  an  endless  variety  and  still  produce  a  harmonious 
whole. 

So  ends  the  Syndicate  color  card,  and  while 
there  are  others  published  which  are  good  authori- 
ties, the  trade  at  large  pin  their  faith  to  the  one 
just  described  because  it  is  more  universally  in  use. 

The  openings  will  be  reported  faithfully  in  the 
next  New  York  letter  and  all  information  possible 
to  procure  sent  you  at  once. 


Mid-season   Novelties   Continue   to   Appear 


IT  IS  A  good  many 
seasons  since  so  much 
novelty  developed  so 
late  in  the  season  and 
milliners  in  the  larger 
centres  are  finding  an 
excellent  opportunity 
this  summer  for  pro- 
longing the  season.  For  the  late  summer  season  the 
all  white  hat  is  meeting  with  success,  and  there  is 
quite  a  revival  of  black  and  white.  The  new  material 
for  lingerie  hats  is  esprit  net.  These  are  drooping 
in  shape  and  are  not  unduly  large.  The  smart  trim- 
ming is  a  large  bow  of  the  net  edged  with  a  narrow 
border  of  black  Chantilly  lace,  and  very  often  there 
is  a  ruffle  of  the  same  edging  the  brim  of  the  hat. 

While  hats  covered  with  Malines  and  trimmed 
with  pleatings  of  the  same  are  becoming  very  popu- 
lar and  models  made  of  English  crepe  in  pale  colors 
such  as  pink,  maize  or  sky.  Modified  poke  shapes 
trimmed  with  huge  aeroplane  bows  across  the  back 
are  numbered  among  the  best  sellers.  Sailor  models 
are  among  the  newest  and  smartest  in  millinery.  Be- 
sides the  regulation  shape,  many  novelties  that  only 
remotely  suggest  the  sailor  are  showing.  These  mod- 
els have  the  rounded  and  elongated  back  brim  and 
in  addition  also  have  the  brim  rolled.  Summer 
models  come  in  Panama  and  Milan  straws  in  solid 
color  and  in  two-tones  as  well  as  white.  Very  dressy 
and  attractive  are  the  hats  having  the  brim  facing 
in  pale  pink  with  the  hat  white,  or  of  lavender  when 
the  hat  is  blue  and  with  the  trimming  of  grosgrain 
ribbon  of  the  same  shade  as  the  facing.  Sailor 
shapes  along  these  lines  are  included  in  the  felt 
shapes  and  plush  shapes  for  showing  in  advance  for 
Fall  selling. 

The  wholesale  houses  are  now  showing  soft  felt 


Lingerie  hats  of  esprit  net  the  latest — 
White  hats  becoming  popular — Outing 
felts  make  an  early  appearance — Pana- 
mas have  had  an  exceptionally  good 
season. 


hats  designed  for  motor 
and  sports  wear.  The 
new  models  come  on 
close  fitting  lines  with 
small  brims  and  are 
worn  pulled  well  down 
over  the  head.  Some 
are  all  solid  color,  white 

being  preferred,  but  the  underfacing  of  contrasting 

color  is  decidedly  fashionable. 

This  has  been  a  particularly  good  season  for  pan- 
ama,  though  it  cannot  be  said  that  the  panama  hat 
trimmed  with  flowers  has  had  any  great  measure 
of  success  and  the  woman  who  wants  a  flower-trim- 
med hat  is  more  apt  to  chose  a  leghorn  or  crin 
shape.  Panamas  have  been  shown  in  a  wide  variety 
of  shapes  and  this  is  a  departure  that  has  been  ap- 
preciated for  it  is  in  these  novelty  shapes  rather 
than  in  the  more  visual  sombrero  that  the  business 
has  been  done.  Plain  faille,  moire  and  satin  ribbons 
are  the  most  used  trimmings  and  novelty  ribbons 
in  Balkan,  Persian  and  Futurist  patterns  are  used. 
As  a  rule  it  is  large  bows  and  drapes  that  form  the 
trimming  but  sometimes  the  floral  group  is  cut  out 
and  appliqued  onto  the  hat. 


Winnipeg. — A  skyscraper  departmental  store, 
probably  the  finest  in  America,  ten  storeys  in  height 
and  costing  with  site  $3,250,000,  is  to  be  built  on 
Portage  Avenue  by  the  Hudson  Bay  Companj^,  ac- 
cording to  an  announcement  made  by  Herbert  E. 
Burbidge,  Stores  Commissioner,  who  has  just  return- 
ed from  England.  The  building,  which  will  be  er- 
ected on  the  company's  million-dollar  site  between 
Colony  and  Vaughan  Streets,  will  be  1 65  feet  high. 
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MILLINERY 
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This  TRADE  MARK 


Guarantees  Highest  Quality 


REGD.  TRADE  MARK 


JOHN    HEATHCOAT    &    CO. 


13  Ironmonger  Lane 


LONDON,  ENGLAND 


STOCK  CARRIED 
BY 


Factories  at   Tiverton,   Exeter   and   Cullompton 

Patentees  of  the  first   Lace    and    Net    Machine  in   1808 

The  oldest  Net  Manufacturers  in  the  World 

Ol        \T     Illusions,  Veilings,  Toscas,  Dewdrop  Nets,  Brussels 
OlI-iIV    Nets,    Tucked  Nets,    Dress  Nets,    Alencon  Nets. 

Also  Fine  Cotton  Nets 
Makers  of  the  Famous  Heathcoat  Waterproof  Maline. 

A.  B.  FISHER,  64  Wellington  St.  West,  Toronto 

SOLE  CANADIAN  REPRESENTATIVE 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR     :    :    :    : 

Cbe  Dry  Goods  Review 

FOR    YOUR    DEPARTMENT 
BUYERS 

Write  for  Special  Clubbing  Rates 


MANU- 
FACTURERS 
OF 

OSTRICH 

PARADISE 
OSPREYS 

MARABOU 

DOMINION  OSTRICH  FEATHER   COMPANY,  Limited 

96-100  SPADINA  AVENUE.  TORONTO 
Montreal  Agents :    S.  E.  PORTER  &  CO.,    Birks  Building 


-    -  THINK  IT  OVER  -    - 

The  advertisements  appearing  in  this  paper  each  issue  are  there  be- 
cause it  pays  the  advertiser  and  for  no  other  reason. 

Is  it  not  about  time  you  investigated  this  proposition,  and  not  let  the 
other  fellow  do  all  the  talking  to  the  man  you  should  be  selling? 

You  can  talk  across  Canada  in  full  page  space  to  live  dry  goods  deal- 
ers for  $25  an  issue  if  you  contract  for  twenty-four  insertions.  Worth 
while,  isn't  it? 
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Plumage  Novelties  for  Fall  Millinery  Styles 


NOVELTIES  IN  plu- 
mage are  making  their 
appearance  and 
while  there  is  nothing 
final,  as  styles  are  yet 
developing,  it  is  certain 
that  feather  effects 
along  the  lines  indicat- 
ed are  to  be  of  importance.  To  begin  with  fashions 
promise  to  be  the  gayest  that  have  been  seen  in  many 
a  long  day,  and  there  is  nothing  of  the  demure  and 
serious  to  be  seen  either  in  gowns  or  millinery.  As 
a  fact  dress  is  freakish  and  extreme  and  as  the  hat 
forms  the  finish  to  the  gown  why  the  hat  has  to  be 
extreme  too. 

Colors  have  suffered  no  toning,  and  the  brilliant 
tones  so  much  remarked  this  Spring  will  be  smart 
again  in  the  coming  Autumn.  Only  they  will  be 
more  in  place  and  in  keeping  with  the  season,  and 
when  developed  in  the  velvets,  plushes  and  rich  silks 
will  be  softer  in  effect  and  more  beautiful.  Vivid 
green  and  a  gorgeous  shade  of  red,  that  is  more  ger- 
anium than  cerise,  are  two  of  the  most  favored  col- 
ors, and  the  brilliant  tangerine  or  coque  de  roche 
shades  are  very  strong.  The  shade  of  green  favored 
for  the  coming  season  is  as  brilliant  as  emerald,  but 
bluer  in  tone  and  shades  down  to  Russian  green  in 
the  deeper  shades.  The  name  given  to  it  is  Balkan. 
Blues  are  much  favored,  and"  in  the  lighter  shades 
are  lovely  turquoises,  and  greenish  or  greyish  tones 
deepening  into  canard,  peacock,  navy  and  slate  blues, 
while  bright  navy  and  national  blues  are  very  much 
used.  A  new  red  on  the  Burgundy  order  is  peavine, 
and  there  is  a  wide  choice  in  cerise  and  beauty  rose 
shades.  Other  colors  prominent  are  gold  shades, 
lime  green,  and  in  neutral  colors,  taupe,  nigger  head, 
mouse  and  castor.  These  neutral  colors  and  black  or 
white  are  never  used  alone,  but  are  combined  with 
dashes  and  splashes  in  vivid  contrast. 

This  dash  of  contrasting  color  promises  to  be 
achieved  largely  by  means  of  the  feather  used;  and 
even  when  the  feather  is  of  bright  shade  added  bril- 
liance is  given  by  a  characteristic  touch,  bright  in 
the  extreme  made  from  the  natural  plumage  of  gay 
tropical  birds.  In  feathers,  be  they  ostrich,  condor, 
vulture,  peacock,  coque,  or  what  you  will,  it  is  the 
spear-like  quill  effect  that  is  most  en  evidence,  and 
as  though  this  military  character  is  not  sufficiently 
pronounced,  it  is  added  to  by  small  blade-like 
mounts  made  of  the  feathers  of  such  birds  as  the 
blue  jay,  merle,  parrot  and  others  which  carry  bril- 
liant plumage. 

Milliners  should  note  that  trimmings  will  be  of 
more  importance    during  the    coming   season,  and, 


Quill-like  effects  and  Pocohontas  ban- 
deaux the  new  features — The  brilliant 
colors  that  marked  the  Spring  season 
repeated  in  Fall  novelties — Nothing 
demure  or  serious  to  be  seen  in  Fall 
styles. 


while  the  small  hats 
have  a  character  of 
their  own,  it  is  the  ad- 
ded touch  that  will 
give  the  right  amount 
of  dash  and  indivi- 
duality. 

Osprey  and  paradise 
are  extremely  expensive,  and  the  trade  is  searching 
for  natural  feathers  that  will  form  a  satisfactory 
substitute.  This  is  bringing  goura  to  the  front. 
Pocohontas  bands  are  shown  in  both  osprey  and 
goura,  and  there  are  feather  fantasies  to  place 
straight  up  either  in  front  or  at  the  back.  Some  of 
these  bandeaux  spring  from  a  line  of  small  hum- 
ming birds,  and  single  birds  are  placed,  as  if  spring- 
ing from  a  covert  of  the  feather  on  the  fancy  effects. 
Coque  bands,  with  lines  of  pasted  breast  in  bril- 
liant colors,  question  marks  of  curled  coque  mount- 


Smart  cap-like  milling  made  of  fur  plush  or  plush  are 
indicated  strongly  for  the  coming  Fall  season. 


ed  into  place  on  the  brim  or  crown,  and  bands  of 
breast  carrying  aeroplane  like  wings  to  pose  at  the 
back  are  some  of  the  new  feather  effects  brought 
out  for  Fall  selling.  The  feathers  of  the  cassicus 
are  made  into  handsome  plumes. 
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Dress  and  Millinery  Designed  on  FreakishLines 

Paris,  June  16. 
Dress  is  decidedly  freakish  and  the  millinery  has  to  balance.  In  Paris  the  small  hat  is  again  to  the 
fore,  and  the  latest  models  are  tiny  affairs  of  black  chip,  bright  and  shiny,  as  though  they  had  been  var- 
nished. To  add  size  and  importance  to  the  hat  the  trimming  is  audacious  and  large  three-looped  bows  up- 
standing of  moire  or  faille  ribbon  posed  at  a  rakish  angle  is  one  of  the  leading  effects.  This  glazed  chip 
is  made  into  hats  somewhat  on  the  poke  order,  with  a  high  pot  crown  and  narrow  brim,  and  this  glace 
straw  is  used  for  just  the  brim  alone,  while  the  crown  consists  of  just  a  single  thickness  of  tulle  stretched 
over  the  hair. 


Feather  effects  are  much  used  to  trim  these  new 
are  the  Pocohontas  bands  of  osprey,  goura  or  coque 
feather,  which  is  placed  either  directly  in  front    or 

Lucille  is  using  streamers  on  the  hats  she  is  sh 
and  moire  ribbon  is  used  as  frequently  as  velvet.  Many 
drape  fashion. 

Manufacturers  have  had  a  fairly  successful  flower 
for  fall  selling.    The  flowers  put  out  are  on  the  small, 

Plush  will  be  important  among  the  Fall  millin 
position.  Fur  plushes,  particularly  when  colored  and 
Other  trimmings  will  be  liberty  satin,  bengaline  and 


round  hats.    Conspicuous  among  the  feather  novelties 
to  go  with  which  comes  a  high  fantasy  of  matching 
behind. 

owing.  These  streamers  are  both  wide  and  narrow, 
of  her  hats  also  have  veils  hanging  from  the  hat  in 

season,  and  are  therefore  encouraged  to  show  flowers 
fine  order,  and  are  made  up  in  plush,  velvet  and  fur. 

cry  fabrics,  and  short  pile  plush  ivill  be  in  a  high 
finished  to  represent  mole,  will  be  extensively  used, 
faille  silk. 


Object  to  Fur  Duty 

American  manufacturers  are  voic- 
ing their  belief  that  proposed    10 
per  cent  duty  would  injure    rela- 
tions   of    the    fur    industry    with 
Canada. 
Washington,  D.C.,  June  11. — If  the  Underwood 
Tariff  Bill  passes  the  Senate  and  the  House,  and 
bears,  President  Wilson's  signature,  with  the  present 
provision  to  tax  furs  from  Canada  ten  per  cent,  ad 
valorem,  it  will  not  become  law  without  the  most 
vociferous  protests  of  fur  manufacturers  all  over  the 
country.     The  latest  protest  on  the  subject  came  to- 
day from  Mr.   Edward  Fillmore,   a  New  York  at- 
torney, who  appeared  before  the     Senate     Finance 
Committee,  declaring,  among  other  things,  that  the 
imposition  of  a  ten  per  cent,  duty  on  furs  would  hurt 
the  relations  of  the  fur  industry  of  his  country  with 
Canada.     Fur,  he  argued,  has  never  been  taxed  in 
this  country. 

One-third  of  the  seventeen  million  dollars'  worth 
of  furs  imported  into  the  United  States  comes  from 
Canada,  and  this  fact  was  dwelt  upon  by  Mr.  Fill- 
more, who  said  he  spoke  for  the  fur  manufacturers 
of  the  entire  United  States. 

WOULD    FALL    LARGELY    ON    CANADIAN    GOODS. 

.  .  A  very  large  proportion  of  the  raw  furs  that 
would  be  dutiable,"  he  said,  "would  be  Canadian 
goods  which  are  brought  into  this  country  both  for 
manufacturing  purposes  and  in  the  course  of  inter- 
national trade.  It  will  be  seen  that  the  direct  effect 
of  this  proposed  ten  per  cent,  tax  would  fall  largely 
upon  Canadian  goods. 

"Canada,  as  well  as  supplying  us  with  a  large 
amount  of  raw  furs,  is  practically  our  only  foreign 


customer  for  manufactured  furs.  The  industry  has 
enjoyed  the  most  pleasant  relations  in  the  past  with 
Canada,  and  the  proposed  rates  would  have  a  tend- 
ency to  interrupt  them. 

"The  raw  furs  that  are  brought  to  the  United 
►States  from  Canada  find  their  way  through  various 
channels,  and  only  a  small  portion  comes  through 
established  business  thoroughfares.  The  trappers 
along  the  border  bring  their  goods  into  American 
markets  without  the  formality  of  shipping,  according 
to  the  regulations  provided  by  Customs  authorities. 

"The  imposition  of  a  duty  upon  their  collection 
would  have  a  tendency  to  promote  smuggling.  The 
merchants  who  buy  their  goods  through  legitimate 
sources  and  have  them  shipped  in  the  ordinary 
course  of  trade,  in  paying  a  duty  upon  shipments 
would  be  at  a  disadvantage  as  compared  with  the 
merchants  accumulating  or  receiving  goods  pur- 
chased direct  through  the  trade  with  the  hundreds  of 
little  villages  and  trading  posts  that  exist  immedi- 
ately adjacent  to  the  border  line. 

COULD     NOT     MAINTAIN     COLLECTION     REGULATIONS. 

"It  is  a  fair  assumption  that  a  large  part  of  the 
trappers'  catch  will  never  pay  any  duty,  as  it  would 
be  impossible  for  the  Government  to  maintain  regu- 
lations sufficient  to  provide  for  the  collection  of  the 
same. 

"Canada  is  a  large  purchaser  of  raw  European 
furs  in  this  market,  It  will  be  impossible  to  provide 
such  goods  for  the  Canadian  market  with  an  imposi- 
tion of  a  ten  per  cent,  duty  on  our  imports.  In  other 
words,  goods  heretofore  imported  from  Russia  or 
other  countries  free,  and  sold  to  Canadians,  would 
surely  be  shipped  direct  to  Canada,  in  preference  to 
paying  a  ten  per  cent,  duty  in  this  country  before 
being  offered  for  sale  to  Canadians." 
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READY-TO-WEAR     GARMENTS 


The 


MADE  SINCE   1902 


The  exclusive  selling  agency  of  the  Pullan  Garment 
granted    where    we   are   not   already    represented. 


Our  New  York  designer  has  made 
so  many  striking  and  distinctive 
models  in  Coats  and  Suits  that  we 
cannot  begin  to  do  them  justice  in 
an  announcement  of  this  character. 

Coats  made  in  curly,  diagonal, 
zybeline  and  fancy  sealettes  are 
particularly  strong. 

Suits  showing  mannish  serges, 
fancy  mixtures,  zybelines  and  light 
weight  materials  made  dovetail 
effect,  are  the  favorites. 

Coat  illustrated  made  in  good  qual- 
ity curly  cloth,  trimmed  with  fine 
caracul  in  the  fur  effect,  lined 
throughout  with  contrasting  shade 
of  serge  satin,  fastens  with  a  fancy 
silk  ornament. 

Priced  $12.50. 

Your  order  will  have  our  careful 
attention. 


M.   PULLAN  &  SONS 

An   Exclusive  Cloak,    Suit  and  Skirt   House 

Pullan  Building,  Bay  and  Wellington  Streets,  TORONTO 

Montreal  Office,   Lindsay  Building 
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Dainty  Frocks  Shown  for  Children's  Wear 


Late  models  giving  hints  of  modes  for 
Spring  1914 — Low  belted  Bulgarian  or 
Russian  blouse  favored — English  flap- 
per two-piece  blouse  dress  is  used  for 
outing  wear. 


WITH  THE  early  Fall 
line  well  out  of  the  way 
and  in  the  hands  of 
the  travellers,  designers 
are  beginning  to  gather 
ideas  and  data  to  work 
from  for  the  Spring 
season  of  1914.  Bear- 
ing this  fact  in  mind  it  should  be  interesting  to  buy- 
ers and  should  keep  them  in  touch  with  the  new 
developments  to  learn  something  of  the  models  im- 
ported by  the  specialty  trade  for  the  late  summer 
season. 

Because  of  its  extreme  adaptability  and  suitabili- 
ty for  children's  wear  the  low  belted  Bulgarian, 
Poiret  or  Russian  blouse,  as  it  is  severally  called,  has 
taken  a  firm  hold  on  the  children's  trade  and  de- 
lightfully childish  little  models  being  shown  both 
for  the  small  girl  and  her  larger  sister. 

There  is  no  material  made  that  gives  better  ser- 
vice than  seersucker,  and  another  good  point  is  that 
it  needs  no  ironing.  Its  one  fault  is  that  it  shrinks 
in  the  wash,  a  fault  that  is  more  apparent  in  the 
cheaper  cloths.  The  vogue  of  crepe  and  crinkled 
fabrics  is  bringing  this  cloth  to  the  fore  for  play 
dresses  and  dresses  that  have  to  stand  hard  wear. 
Very  smart  and  very  useful  is  a  straight  line  Rus- 
sian dress  of  crinkeled  striped  seersucker  in  blue  and 
white,  pink  and  white  and  tan  and  white,  belted 
low  with  a  wide  belt  of  plain  gingham  to  match  the 
color  of  the  stripe.  The  dress  is  cut  kimona  fashion 
with  the  armholes  wide  and  the  sleeve,  just  reaching 
to  the  elbow,  has  a  cuff  of  the  gingham.  There  is  a 
straight  vest  of  seersucker  cut  with  the  stripe  across 
reaching  from  neck  to  hem  defined  above  the  waist 
by  lines  of  gingham  covered  buttons.  From  the 
point  of  this  vest  on  either  side  falls  a  sailor  collar 
of  gingham.  Bloomers  of  the  seersucker,  attached 
to  a  cotton  waist,  go  with  this  suit. 

Suitable  for  wear  at  summer  resort  or  beach  is 
the  English  Flapper  two-piece  blouse  dress.  This 
dress  is  made  of  lingerie  in  white  or  colors.  The 
blouse  straight  cut  and  loose  with  set-in  sleeve,  is 
fulled  into  a  wide  belt  ending  with  a  sash  a  little 
to  the  side  of  the  front.  When  the  dress  is  white, 
the  belt  collar  and  cuffs  are  of  colored  material- 
Copenhagen,  red  or  tan — and  when  the  dress  is  made 


of  colored  linen,  the 
trimmings  are  made  of 
striped  fabric  to  match. 
More  elaborate 
dresses  are  made  of 
white  or  flowered  voile 
lawn.  One  of  the  white 
and  embroidered  white 
lawn  dresses  has  the  long  bloused  waist  pressed 
into  box-pleats,  both  back  and  front,  and  the  skirt 
set  into  wider  box-pleats  is  put  onto  the  waist  with  a 
two-inch  belt  or  band  fastening  under  three  but- 
tons in  front.  The  blouse  simply  buttons  down 
and  the  set-in  sleeves  and  neck  are  finished  with  em- 
broidered batiste  button-hole  edged  collar  and  cuffs. 
Another  simple  voile  dress  is  trimmed  with  Cluny 
lace  insertion.  The  neck  is  cut  square  and  trimmed 
round  with  the  insertion  and  a  piece  of  insertion 
goes  from  the  neck  and  ends  with  a  point  half  way 
down  the  set-in  sleeve.  Insertion  also  is  placed  above 
the  hem  of  the  sleeve  and  forms  a  little  vest  in  front. 
The  skirt  has  a  deep  hem  above  which  is  set  a  row 
of  insertion  and  the  joining  of  waist  and  skirt  is 
hidden  under  a  narrow  girdle  of  taffeta  ribbon. 

The  waist  of  the  embroidered  lawn  dress  is  made 
from  a  blouse  front  that  has  a  well  spread  pattern. 
It  is  fitted  to  the  neck  with  groups  of  tucks  and  the 
square  low  cut  neck  finishes  with  Valenciennes  in- 
sertion. The  sleeves  are  set  in  and  are  finished 
with  an  embroidered  band  hemstitched  on  and  edg- 
ed with  lace.  A  larger  motif  decorates  the  front  of 
the  narrow  belt.  The  short  skirt  is  daintily  pin- 
tucked  to  control  the  fullness  and  is  simply  finished 
with  the  hem  and  three  broad  tucks. 

Toronto  stores  have  done  well  with  imported 
delaine  dresses,  particularly  in  the  smaller  sizes.  A 
feature  of  these  dresses  is  the  drop  skirt  of  percale 
to  match.  Enquiry  has  developed  no  objection  to 
these  lining  skirts  and  it  would  seem  as  though  the 
dresses  would  be  more  practical  without  them.  There 
can  be  no  doubt  of  the  suitability  of  this  material  for 
children's  wear  as  it  washes  as  well  as  cotton  and 
makes  dainty  little  frocks. 
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TORONTO 


DRESSES 

News  from 
the  Front 


We  have  the  latest  New  York  models  for  Misses  and  Women, 
both  in  Styles  and  Materials. 

Be  sure  you  benefit  by  looking    carefully  into  this  grand  range 
of  values. 

Send  for  samples  of  our  latest  Balkan  models — 
we  will  forward  by  return  mail-     Yours  truly, 

CLAYSON  COMPANY  LIMITED 

280  College  St.,  TORONTO 


What  Are  You  Doing  To 

EARN  MORE 

BE  MORE 


The  great  body  of  those  holding  subordinate  positions  to-day  are  using  only  twenty- 
five  per  cent,  of  their  real  energy  and  ability,  and  a  large  number  of  them  realize  it,  but 
do  not  understand  how  to  get  out  of  their  rut. 

Each  month,  Dr.  Marden,  the  greatest  of  optimistic  writers,  contributes  to  MacLean's 
Magazine  an  inspiring,  helpful  article  addressed  to  just  that  class  of  employees,  ambi- 
tious young  men  and  women  workers  who  are  anxious  to  get  ahead,  who  are  determined 
with  all  their  might  to  be  somebody,  to  do  something,  to  become  exceptional  employees. 
The  writer  aims  to  touch  the  highest  springs  of  such  employees'  aspirations,  and  no  one, 
after  reading  Dr.  Marden's  articles  will  fail  to  put  forth  fresh  and  better-directed  efforts 
to  forge  to  the  front.  Dr.  Marden's  purpose,  however,  is  by  no  means  to  make  his  readers 
dissatisfied  with  their  lot,  but  rather  with  themselves  for  not  getting  more  out  of  the 
part  assigned  them  in  life. 

The  reading  of  these  articles  on  success  may  be  the  turning  point  of  YOUR  life.  Send 
$2.00  to-day  to  the  MacLean  Publishing  Co.,  143-149  University  Ave.,  Toronto,  and  your 
subscription  for  MacLean's  Magazine  will  be  immediately  entered  for  one  year. 
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Variety  and  Novelty  the  Keynote  in  Dresses 


A  wonderfully  varied  line  both  as  to 
material  and  style  shown — Models  are 
for  every  occasion — This  has  been  sea- 
son of  novelty  materials — Big  sales  of 
silk  material  reported. 


0 


\ 


Late 


TRAVELLERS  who 
have  been  out  with  the 
preliminary  line  report 
big  sales  of  dresses  of 
silk  materials.  Messa- 
lines,  satin  de  chine? 
liberties,  crepes,  (plain 
and  brocaded)  and  bro- 
caded satins  have  all 
found  a  ready  sale. 
These  dresses  are  mod- 
eled on  simple  lines 
with  the  skirt  plain  or 
broken  by  slight  drap- 
ery effects  and  the  waist 
cut  with  the  deep  drop- 
ped shoulder  and  with 
surplice  closing  or 
some  pretty  vest  effect. 
The  low  collar  is  very 
much  en-evidence* 
though  every  buyer 
wants  a  few  models 
with  the  high  neck  to 
satisfy  his  more  conser- 
vative trade,  but  the  us- 
ual way  is  to  wear  a 
guimpe  of  net  to  trans- 
form a  low  -  necked 
gown  into  one  with  a 
high  neck.  Sleeves  are 
both  long  and  %,  depending  upon  the  style  of  the 
gown.  If  intended  for  street  or  useful  wear  then  a 
long  sleeve  with  a  simple  cuff  introducing  a  trim- 
ming touch  of  novelty  printed  silt  is  used.  If  the 
gown  is  more  of  the  dressy  variety,  the  sleeve  is  % 
length  or  shorter  and  net  and  lace  or  chiffon  is  pleat- 
ed and  ruffled  about  the  cuff.  Trimming  touches 
of  novelty  printed  silks  are  a  dominating  feature 
and  designers  have  taxed  their  ingenuity  to  the  ut- 
most in  the  production  of  new  effects. 

The  color  line  is  much  more  extensive.  Novelty 
blues  particularly  in  the  new  Persian  and  greenish 
blues  are  very  strong  and  so  are  the  yellowish  shades 
such  as  apricot,  leather  and  bright  tans.  Colors  on 
the  Nell  rose  order  are  selling  in  dressy  models  and 
Burgundy  is  becoming  a  popular  red  shade.  Golden 
and  nut  browns  are  good,  but  there  is  only  a  minor 


Summer    suit    developed 
fancy   ratine. 


enquiry  for  green, 
though  the  new  Balkan 
green  and  emerald  are 
leading  trimming  col- 
ors. Taupe  is  being  ask- 
ed for  by  the  better 
trade  and  there  is  a  fair 
enquiry  for  nickel  and 
silver  grey.  There  is  a 
decided  return  to  cover- 
ed buttons  and  buttons 
covered  with  the  new 
printed  silks  make  a 
decidedly  handsome 
garniture.  When  a  but- 
ton is  used  the  new 
bomb  or  ball  buttons 
particularly  in  French 
pearl.  There  promises 
to  be  an  immense  vogue 
for  simple  street  dresses 
made  in  a  variety  of 
medium  weight  woolen 
materials  such  as  Bed- 
ford cord,  eotelo.  oote 
de  cheval,  whip-cord 
serge  and  panama.  The 
cord  materials  are  often 
two-toned  and  this  in 
itself  gives  a  decorative 
touch.  These  dresses 
are  cut  on  simple  lines 
and  the  best  sellers  are 
plain  and    well    made. 


m 
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Dress  of  erepe  and  chiffon 
trimmed  with  novelty  braid 
in  Oriental  colors.  Note  the 
transparent  nature  of  the 
waist  and  the  very  low  cut 
of  the  neck,  veiled  only  by 
the  low  tucker  of  sheer  net. 
Skirts  are  decidedly  longer 
and  much  draped,  while  the 
trimming  is  put  on  in  baya- 
dere  effect. 


There  is  some  sort  of 
fancy  collar  touched  with  trimming  silk.  The  skirts 
are  straight-cut  with  some  fancy  cutting  of  gores 
just  to  make  a  change. 

More  elaborate  cloth  models  are  on  the  order  of 
the  coat  dress  and,  though  all  one  piece,  simulate  a 
blouse  coat  by  the  addition  of  a  peplum.  All  man- 
ner of  fancy  vest  effects  are  seen  from  the  simple 
Tuxedo  to  quite  elaborate  waist  coats  that  come  far 
below  the  waist  and  end  in  an  elongated  V  or  are 
square  cut.  Very  elaborate  coat  dresses  are  showing 
in  velveteens  and  chiffon  velvet  and  this  season 
colors  seem  to  have  the  call  over  black.    Blue  in  nov- 


(Continued  on  page  37.) 
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The  Latest  Ideas  in  Summer  Coats  and  Gowns 


New  York,  June  16. 
THE  1913  blazer  coat 
is  a  much  more  dressy 
garment  than  the  one 
put  out  last  season.  The 
new  blazers  are  made 
up  from  inch  wide 
striped  cloths  in  con- 
trasting colors  and  are  worn  with  skirts  of  eponge  or 
novelty  ratine  cloths  to  match  one  of  the  stripes. 
These  coats  are  fashioned  on  modified  cutaway  lines 
and  are  about  knee  length.  They  commence  to 
round  off  just  below  the  waist  line  and  slope  grad- 
ually to  the  centre  back.  The  neck  is  finished  with 
a  fancy  sailor  collar  and  turn  back  cuffs  are  used  to 
match.  The  coat  fastens  across  the  bust  with  two 
buttons  over  which  is  looped  cords  having  tasseled 
ends. 

Sports  coats  in  bright  colors,  but  more  particu- 
larly in  bright  green,  have  taken  well.  The  newest 
of  these  coats  are  cut  very  loose  and  boxy  and  have 
either  the  very  low  dropped  shoulder  or  the  Raglan 
sleeve  with  the  wide  Mandarin  arm-holes  and  deep 
cuffs.  The  collar  may  be  either  a  shawl  or  notched 
and  often  there  is  the  convertible  closing.  Fancy 
buttons  in  two  colors  or  large  ball  bone  or  galalith 
buttons  are  those  most  used  and  three  buttons  low 
down  accomplish  the  closing.  Three  are  placed  high 
up,  one  buttoning  so  as  to  make  the  collar  come 
high  up  to  the  throat.  When  this  is  not  buttoned, 
the  coat  has  very  long  revers.  Three  buttons  dec- 
orate the  side  seams  which  are  not  slit  up.  These 
coats  are  developed  in  two  color  stripes  and  in  plain 
colors  such  as  Nell  rose,  scarlet,  hunters'  green,  Saxe 
blue  and  apricot  and  also  in  black,  white  and  navy. 
Many  are  unlined,  but  others  are  lined  with  plain 
satin  in  contrasting  colors. 

SPORTS    SUITS    ON    MANNISH    LINES. 

Sports  suits  are  also  a  new  development,  the  coat 
being  of  the  cutaway  variety,  made  on  very  mannish 
lines,  and  worn  with  a  plain  narrow  skirt  of  checked 
cloth  to  match.  The  skirt  buttons  up  the  front  with 
jet  buttons,  and  is  slit  for  a  few  inches  at  the  foot 
to  give  more  freedom  in  walking. 

Certainly  this  season  so  far  has  been  particularly 
favorable  to  the  selling  of  separate  coats,  owing  to 
the  preference  developed  for  one-piece  dresses  over 
suits.  This  means  that  wrap  coats  both  in  woolen 
materials  and  silk  fabrics  have  sold  well.  Two 
models  in  particular  have  met  with  great  success. 
One  is  draped  into  the  side  seam  almost  in  pannier 
fashion,  and  the  other  is  %  length  with  a  shaped 
band  below  the  hips  into  which  the  body  of  the  coat 
is  fulled  slightly.     This  coat  fastens  away  over  on 


The  1913  blazer  not  so  simple  a  garment 
as  that  worn  last  year — New  blazers 
fashioned  on  modified  cut-away  lines — ■ 
Sports  coats  cut  loose  and  boxy,  made 
of  bright   colored  serges   or   eponges. 


the  left  side  and  is  cut- 
away from  the  waist 
line  and  rounds  gradu- 
ally to  the  centre  of  the 
back.  These  models 
are  made  up  in  plain 
eponges,  d  i  a  g  o  n  a  Is, 
large  checks  and  strip- 
ed mixtures  and  in  matelasses  and  wool  brocades.  The 
materials  favored  in  silk  fabrics  are  brocades,  plain 
and  brocades  charmeuse,  moire  and  corded  silks. 
High  colors  are  favored  as  well  as  black  and  the  list 
of  colors  worn  includes  all  the  leading  shades  with 
Persian  blue,  Copenhagen,  mustard  and  taupe  in 
special  prominence. 

DEMAND  FOR  ELEGANT  WRAPS. 

Owing  to  the  filmy  daintiness  of  evening  and 
dressy  gowns  there  is  a  greater  demand  than  ever 
for  elegant  wraps  to  wear  over  them.  Many  are 
all  enveloping  and  come  in  darker  colors,  while  for 
the  woman  who  owns  her  own  limousine,  short, 
graceful  little  thrown-on  wraps  of  brocaded  or  print- 
ed crepe  or  of  chiffon  in  one  color  and  lined  with 
one  in  contrast  and  bordered  with  black  velvet  and 
trimmed  with  bands  of  ostrich  or  marabout  are  very 
much  in  evidence. 

There  is  no  question  but  the  one-piece  frock 
has  for  the  time  being  completely  eclipsed  the  suit 
for  summer  wear.  Earlier  on  a  few  smart  suits  made 
their  appearance,  but  at  the  present  time  very  few 
are  showing  either  in  the  department  or  the  specialty 
stores,  and  one  worn  is  exceptional  indeed.  For 
morning  wear  simple  and.  delightfully  comfortable 
tub  frocks  made  usually  of  ratine,  crepe,  voile,  linen 
or  of  mercerized  lawn  are  shown.  The  lines  of  these 
are  delightfully  simple  and  smartness  is  gained  by 
such  details  as  the  vest,  ball  buttons  used  in  lines, 
little  straps  and  the  girdle  or  belt.  When  the  heavier 
materials  such  as  linen  and  ratine  are  used,  the 
skirts  are  straight  cut  with  a  wide  hem  up  the  side 
of  the  front  or  wide  panel  button  trimmed.  Instead 
of  darts  being  us^d  to  fit  the  <skirt  at  the  waist,  little 
pleats  or  gathers  arranged  across  the  back  or  at 
each  side  are  new  and  even  to  stout  figures  most 
becoming.  The  position  of  the  waist  line  is  a  little 
higher  than  normal  and  the  waist  blouses  over  more. 
Sleeves  are  set  into  an  elongated  shoulder  and  the 
arm-hole  is  decidedly  wide.  Narrow  buttoned  in 
vests  of  tucked  white  lawn  to  match  the  collar  of  em- 
broidered lawn  and  Valenciennes  lace  made  epaul- 
c  tie,  sailor  or  shawl  shapes.  Tuxedo  vests  made  of 
tucks  and  tiny  lace  frills  form  another  new  finish. 

The  Russian  blouse  is  at  its  best  when  developed 
in  erepe.  A  typical  model  has  the  skirt,  vest  and 
34 


READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 


collar  and  cuffs  of  white  crepe  with  the  blouse  made 
of  printed  crepe  or  of  crepe  with  a  brocaded  ratine 
figure.  The  vest  is  elongated  and  finishes  below  the 
waist  reaching  as  far  as  the  edge  of  the  blouse  in  a 
pointed  V  which  fastens  up  the  middle  with  a  row 
of  ball  buttons.  The  collar  just  comes  over  the  line 
of  the  shoulder  and  meets  the  vest.  The  skirt  takes 
up  the  line  of  the  fastening  and  a  row  of  buttons  con- 
tinue to  the  hem. 


Transparent  Waists  Favored 

The  Marie  Antoinette  model  the 
latest — Net  and  shadow  lace  mod- 
els strong — Good  use  of  tiny  nov- 
elty buttons. 

Designers  are  busy  with  the  later  lines  of  waists  for 
the  Fall  season  and  from  what  is  to  be  seen  so  far 


SEEN  AT  LONGCHAMPS. 

Charmeuse  gown  with  tunic  of  Chan- 
tilly  lace.  Bodice  of  chiffon  and 
lace,  with  pleated  Medici  neck 
frill.  Hat  of  velvet  with  trans- 
parent tulle  brim  and  novelty 
feather. 

A  taffeta  gown  with  the  Japanese 
collar,  brought  out  by  Premet  — 
also  Japanese  embroidery — Batiste 
neck  frills — deep  satin  sash  with 
solid  embroidery  —  chiffon  tunic 
with   Japanese   embroidery. 


VOILE  DRESSES  SHOW  DRAPING. 

Voile  dresses  show  more  drapery  both  the  waist 
front  and  the  skirt.  Tub  frocks  of  this  class  are 
becoming  elaborate  enough  to  wear  at  luncheons 
and  in  the  afternoon.  They  are  developed  in  plain 
and  printed  or  embroidered  voile  and  trimmed  with 
net  and  shadow  laces  and  have  satin  girdles  or 
sashes.  Some  of  the  most  attractive  of  these  dresses 
simulate  a  coat  with  revers  over  an  embroidered  or 
lace  trimmed  skirt.  Sometimes  dresses  of  this  kind 
have  the  coat  of  silk  material  which,  of  course,  lifts 
them  out  of  the  category  of  the  tub  frock.  Hand- 
some white  or  cream  cotton  voile  or  crepe  embroid- 
eries form  the  skirt  and  the  coat  portion  is  made 
of  plain  or  brocaded  eponge  with  collar  and  cuffs 
of  ,  the  embroidery  used  for  cuff  and  the  vest 
effect. 


the  line  is  full  of  novelty.  Not  that  novelty  that  is 
freakish  but  new  features  that  are  saleable  and  not  so 
extreme  as  to  be  bad  to  sell.  The  vogue  for  trans- 
parent materials  for  waists  is  firmly  established  and 
will  be  just  as  pronounced  in  the  Fall  as  in  present 
modes.  Net  is  the  new  material  and  both  net  and 
shadow  lace  are  good.  Chiffon  is  taking  on  a  new 
lease  of  life  and  the  chiffon  waist  for  Fall  is  more 
beautiful  than  ever. 

Many  of  the  new  net  waists  are  accordion  pleated 
both  back  and  front  and  are  joined  on  to  a  yoke  of 
plain  net.  Shadow  lace  waists  are  lined  with  net  and 
have  novel  vestees  developed  in  fancy  silks  with 
touches  of  added  color  given  by  revers,  pipings  and 
buttons.  Waist  manufacturers  are  making  good  use 
of  tiny  novelty  buttons. 


(Continued  on  page  37.) 
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Coat  dress  of  white  ratine,  showing  belt  continuing  into 
postilions  at  the  back.  There  is  a  piping  of  bright  pink 
edging  belt  and  collar  and  straps  of  the  same  color 
simulate  button-holes. 
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Novelties  in  Bathing  Suits 

Bussian  blouses,  diagonal  closing 
and  fancy  vests  used  with  good 
effect — The  smart  woman  buys 
the  silk  bathing  suit  —  Pretty 
effects  in  caps  shown. 

Though  the  popular  priced  bathing  suit  is  just 
a  bathing  suit  and  nothing  more  and  cut,  color  and 
trimming  vary  little  from  season  to  season,  there  is 
a  growing  class  confined  at  present  to  the  larger 
centres  who  are  demanding  something  more  in  ac- 
cordance with  the  accepted  mode.  In  Europe  brilli- 
ant colors  are  used  for  the  bathing  suit  but  on  this 
side  of  the  Atlantic  black  or  dark  blue  are  the  regu- 
lation colors.  Mohair  is  the  generally  accepted  fab- 
ric, but  there  is  an  increasing  use  of  silk  materials 
for  bathing  suits.  Louisine  makes  a  most  practical 
suit  and  taffeta  is  often  chosen.  This  year  some 
pretty  suits  are  made  of  striped  taffeta  and  silk  crepe, 
and  tussores  are  made  into  smart  bathing  suits  but 
newest  of  all  is  the  bathing  suit  of  silk  moire.  De- 
signers have  cleverly  taken  up  the  Russian  blouse  in 
modeling  bathing  suits,  and  are  using  diagonal  clos- 
ings and  the  new  forms  of  the  collar  in  place  of  the 
usual  sailors.  Also  a  big  step  in  advance  is  taken 
when  designs  suitable  to  the  too  slim  and  too  full 
figure  are  featured.  For  the  figure  that  is  too  full 
the  suit  of  striped  taffeta  is  recommended.  A  very 
practical  model  is  made  in  Russian  blouse  style  with 
the  surplice  closing  and  a  little  shawl  collar  of  white 
taffeta  fastening  in  front  under  a  little  bow  of  blue. 
Even  more  suitable  is  a  one-piece  suit  with  the  waist 
and  skirt  joined  with  a  narrow  belt  and  with  the 
stripes  running  so  as  lengthen  the  figure.  To  further 
do  this  a  panel  coming  to  a  point  about  6  or  7  inches 
above  the  hem  is  introduced.  A  touch  of  color  is 
given  to  this  suit  by  the  collar  and  cuffs  of  flower 
printed  eponge. 

Very  convenient  as  well  as  smart  is  the  suit  of 
navy  tussore  made  in  one  piece  with  a  tuxedo  vest 
and  collar  attached  of  Jap  silk.  This  suit  fastens 
over  to  the  left  and  buttons  through  to  the  hem. 

A  good  deal  of  variety  is  given  this  year  by  the 
accessories  such  as  the  turban  or  cap  and  by  the  sash 
of  vividly  striped  silk  knotted  about  the  waist  and 
with  ends  falling  to  the  bottom  of  the  skirt.  There 
are  many  new  ideas  in  caps.  Pretty  Dutch  bonnets 
are  developed  in  the  brightest  colors  in  rubberoid 
silk,  and  newer  still  there  is  the  sports  hat  made  of 
stitched  silk  in  the  same  shape  as  those  shown  in 
linen  and  ratine  and  trimmed  with  bright  hued 
Futurists  silks  in  the  gayest  of  colors  and  the  oddest 
of  designs. 


Transparent  Waists  Favored 

(Continued  from  page  35.) 

The  new  waist  is  the  surplice  or  fichu  waist  taken 
from  the  Marie  Antoinette  period  pictures  of  Vigee 
LeBrun.  The  chiffon  fichu  is  the  main  feature  of 
these  waists.  The  love  of  high  colors  is  reflected  in 
the  new  waists.  All  the  novelty  blues  are  showing, 
and  linden,  brass  and  mustard  are  good  colors  and 
there  is  a  big  series  of  yellow,  golden  and  brownish 
tan  shade.  The  white  waist  and  the  black  waist  are 
present  but  they  are  always  combined  with  color. 

Crepe  de  chine  more  than  holds  its  own  and  is 
seen  in  both  plain  and  elaborate  waists  and  in  both 
plain  and  brocaded  fabrics. 

A  big  season  promises  for  the  silk  waist  and 
smart  brocaded  waists  in  the  new  colors  made  in 
simple  tailored  lines  and  with  long  sleeves  trimmed 
with  lace  frills  at  the  cuffs  are  good.  This  kind  of 
waist  often  has  the  Medici  frill  as  a  neck  finish. 
Tailored  and  semi-tailored  waists  are  shown  in  all 
leading  silk  materials. 

Cerise  holds  its  own  as  a  trimming  color,  but 
Paddy  green  is  becoming  a  strong  rival.  As  in 
dresses  the  sleeve  style  is  according  to  the  design  of 
the  waist.  Dressy  models  as  a  rule  have  the  %  or 
shorter  sleeve  while  waists  for  useful  wear  show  the 
full  length.  So  long  as  the  sleeve  is  pretty  and  suits 
the  waist  it  is  admissible  for  sleeve  fashions  this  year 
are  much  a  matter  of  design. 


Variety  and  Novelty  the  Keynote  in  Dresses 

(Continued  from  page  33.) 
elty  shades  leads,  and  brown  is  selling  big,  with  ruby, 
grey  and  green  also  en-evidence. 

This  has  been  a  season  of  novelty  materials  and 
this  feature  is  continuing  to  the  end  for  dresses  of 
shadow  lace  and  net  are  being  introduced  for  sum- 
mer dances  and  dressy  wear.  These  dresses  are  worn 
over  a  silk  slip  and  are  very  attractive.  Net  dresses 
are  very  simple  and  pretty  and  many  of  them  are 
made  with  self-trimmings.  One  or  two  ruchings 
are  used  to  trim  the  skirt  and  finish  the  surplice 
bodice.  Sometimes  accordion  pleated  net  forms  the 
bodice  and  the  tunic  which  is  finished  at  the  foot 
with  pleatings  of  net. 

Attractive  shadow  lace  dresses  are  made  up  with 
triple  skirts.  The  bottom  and  top  flounce  are  of 
the  lace  with  the  middle  one  of  delicate  colored  ac- 
cordion pleated  chiffon,  and  there  is  a  vestee  of  the 
chiffon  introduced  into  the  waist.  The  fichu  finish 
is  adopted  for  these  net  lace,  and  also  for  chiffon 
dresses,  and  another  idea  is  the  crushed  girdle  bord- 
ered on  each  side  with  a  pleating  chiffon.  These 
are  ideas  that  are  sure  to  re-appear  in  the  party 
dresses  designed  for  Fall  and  Mid-winter  wear. 
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Medici  Collar  Dominates  in  Summer  Lines 


IS 

A 


SUMMER  neckwear 
delightfully  filmy  anc! 
frilly,  as  well  as  dainty 
in  the  extreme.  Also  it 
affords  in  its  new  forms 
a  fitting  finish  for  the 
decidedly  low-necked 
dresses  and  waists  put 
out  for  Summer  wear.  Neckwear  also  affords  a  com- 
promise, for  all  the  comfort  of  the  low  neck  can  be 
had  and  yet  the  neck  can  he  veiled.  Two  ideas, 
neither  of  them,  perhaps,  distinctly  new,  have  come 
to  the  front  in  recent  weeks.  One  is  the  Medici  idea 
expressed  by  a  simple  ruffle  of  lace  or  net  standing 
up  by  its  own  thickness  or  supported  by  light  wires 
behind  the  neck,  and  the  other  is  the  low  spreading 
neck  piece  on  the  fichu  order,  and  of  the  two  on  the 
Canadian  market  the  Medici  is  the  one  selling  best. 

These  Medici  effects  vary  all  the  way  from  simple 
pleated  strips  of  tulle  to  elaborate  lace  and  net,  or, 
net  lace  and  silk  creations,  the  collar  being  of  the  silk 
and  the  upstanding  piece,  of  lace,  and  the  whole  fin- 
ished with  an  elaborate  jabot  of  lace  and  net.  For 
Summer  wear,  the  pleated  lace  and  net  or  tulle  col- 
lars are  most  favored,  and  some  very  pretty  popular- 
priced  models  are  gotten  out  in  plain  and  esprit  net. 

To  wear  with  the  low-cut  Summer  dresses,  these 
frill  effects  are  gotten  out  with  the  frill  on  both  sides 
and  with  an  extra  frill  to  stand  up  at  the  back.  This 
idea  is  developed  in  many  varieties,  some  all  white 
and  some  having  the  colored  touch.  Some  of  these 
frills  reach  to  the  waist  and  fasten  in  with  the  waist 
band,  while  others  have  a  pleated  jabot  finish. 

Due  to  the  wearing  of  the  low-necked  dress, 
guimpes  and  chemisettes  are  in  strong  favor.  The 
line  is  a  large  one  and  new  effects  are  being  added 
to  it  every  day.  Guimpes  are  finished  with  Medici 
collars  with  tabs  turning  over  away  from  the  neck  in 
front.  Epaulette  collars,  rounded  collars  and  turn- 
over collars  in  various  shapes  in  lace  and  net  are 
shown,  and  the  pleated  tulle  frills  not  only  form  the 
collar  but  continue  down  the  front.  For  Summer 
wear,  the  guimpe  coming  just  below  the  bust  is  in- 
troduced and  this  is  shown  in  much  the  same  finishes 
as  the  longer  guimpe. 

Neckwear  houses  are  out  with  a  new  garment. 
This  is  a  cover  made  of  net  and  lace,  and  ribbon 


Medici  and  fichi  styles  featured  for  sum- 
mer wear — Malines  and  shadow  laces 
and  fine  nets  make  filmy  summer  neck- 
wear— Guimpes  and  chemisettes  are  in 
strong  favor  owing  to  low-necked  dress 
vogue. 


trimmed  to  wear  over 
the  plain  corset  cover 
or  brassiere. 

Now  that  waists  are 
so  transparent  there  is 
quite  a  demand  for 
these  fancy  covers  de- 
veloping. 

Pleatings  and  ruchings  are  a  strong  item  both 
in  lace  and  net  as  the  majority  of  dress  sleeves  are 
finished  with  some  kind  of  pleating.  Neckwear  at 
the  present  moment  is  showing  a  big  white  develop- 
ment and  when  color  is  used  it  is  in  the  paler  shades 


Medici  collar 


Malines  lace  ami  net. 
D.  Fairbaim  &  Co. 


Shown  by 


and  added  in  the  form  of  a  bow.  Collars  of  cotton 
crepe  and  shadow  lace,  finished  with  pleated  reyers, 
are  still  on  market.  Collars  of  ratine,  both  plain  and 
brocaded,  and  also  of  embroidered  batiste  and  the 
staple  laces,  are  selling. 
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Dry  Goods  Review 


RIBBON 
SPECIALISTS" 

We  cannot  emphasize 
too  strongly  the  fact 
that  we  specialize  in 
Ribbons. 

Our  one  aim  is  to  buy  the  class  of  Ribbons  you  want,  so  that 
we  can  sell  them  to  you. 

You  have  no  more  room  for  "dead  stock"  than  we  have. 
Therefore  in  ordering  from  our  manufacturers  we  select  only 
such  lines  as  our  knowledge  of  Canadian  trade  conditions  tells 
us  will  be  wanted. 

It  is  this  specialized  service  that  has  earned  us  the  title, 
"RIBBON  SPECIALISTS." 

Can  We  Serve  You  ? 

Walter  H.  Barry  &  Co. 

MONTREAL 
Winnipeg  Branch:     222  McDermott  Ave. 


STOP,  THIEF! 


Goods  on  the  shelf  steal  the 
merchant's  profits. 

1          We  carry  an  exceptional  range  of  stylish  1 

1    merchandise     which     commands     attention  1 

j|    and  ready  sales.  1 

=                Bridal  Veils— Veilings,  all  colors — Wash  Veils,  = 

Motor  Scarves — Summer  Laces — Bridal  Wreaths  = 

=                                             Printed  Chiffons  = 


tyro.   ont. 
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Fall  Novelties  in  Ribbons 

The  millinery  trade  interested  in 
ribbon  novelties — Printed  velour, 
plush,  panne  and  velvet  ribbons 
show  Cubist,  Futurist  and  Egypt- 
ian influence  —  Two  -  toned  and 
double-faced  ribbons  in  high  favor. 

All  reports  from  European  fashion  centres  are 
favorable  to  the  increased  use  of  ribbon  trimmings 
on  the  new  Fall  hats.  Small  hats  of  varnished  chip 
are  being  worn  in  Paris  trimmed  with  huge  up- 
standing bows  or  loops  of  ribbon  placed  either  in 
front  or  at  the  back.  European  manufacturers  are 
showing  taffeta,  Liberty,  faille  and  merveilleux  rib- 
bons in  solid  color  in  widths  ranging  from  48  to  68 
lines,  with  epingles  and  repps  as  the  higher  novel- 
ties. 

Tangerine  and  leather  shades  running  down  into 
coque  or  browns  are  good  and  brass  and  old  gold  are 
in  particular  prominence.  The  new  green  called 
Balkan  is  on  the  verdigris  order,  shading  down  to 
Russian  and  is  scarcely  so  pleasing  as  the  Empire 
and  Myrtle  shades  that  this  set  of  colors  supersedes, 
but  in  accord  with  the  fashions  of  the  moment,  it  is 
more  brilliant  and  striking.  Other  blues  selling  are 
national,  sapphire  and  peacock.  Reds  in  cherry, 
flame,  cerise  and  beauty  shades  are  good,  and  a  rich, 
new  color  is  peavine  which  is  a  bright  tint  of  Bur- 
gundy. Linden  green,  mahogany  and  ox-blood  are 
other  colors  that  promise  to  have  prominence. 

The  new  warp  prints  show  the  influence  of  the 
Futurist  and  Cubist  ideas,  and  it  is  characteristic  of 
the  new  ribbons  that  the  pattern  is  confined  to  the 
edge  while  the  middle  <of  the  ribbon  is  in  solid  color. 
With  pile  fabrics  promising  so  much  prominence,  it 
is  to  be  expected  that  pile  finished  ribbons  will  be 
good  particularly  in  plush  and  in  panne  and  velour 
effects.  Many  of  these  are  printed  and  many  novel- 
ties in  printed  ribbons  show  the  pattern  in  velvet,  on 
a  satin  ground.  Another  novelty  in  velours  and  in 
uncut  velvets  are  the  Egyptian  patterns.  These  are 
quite  as  brilliant  as  the  Bulgarian  patterns  of  the 
Spring  and  such  colors  as  cerise,  violet,  cherry,  sap- 
phire blue,  gold  and  Balkan  green  mingle  in  one 
pattern.  Roman  and  Bayadere  stripes  in  widths 
from  6  to  10  inches  will  be  used  for  bows  and  sashes. 
Narrow  gros-grain  ribbons  are  again  showing  in 
high  colorings  with  fancy  black  edges,  but  the 
greater  novelty  is  expressed  in  the  double-faced  and 
two-toned  moires  and  satins  as  well  as  failles. 
Double-faced  satins  are  not  quite  novel  but  moire 
and  faille  in  the  prevailing  high  colors  are  distinctly 
novel.  Ribbons  of  this  class  are  something  different 
and  they  have  interested  millinery  buyers  strongly 
and  therefore  the  sale  is  expected  to  be  large.  Rib- 
bons, as  a  whole,  promise  to  be  more  worn  than  dur- 
ing the  Spring  season. 


Short  guimps  of  net  cut  square  at  the  neck  and  finished 

with   net   and  lace   pleatings.     Shown  by  M.   A. 

Holladay,  Ltd. 


Novelties  in  Parasols 

The  most  interesting  novelties 
show  the  influence  of  Japanese 
ideas — Butterfly  motifs  are  much 
used — Trimmings  in  strong  favor. 

At  this  season  of  the  year  the  new  ideas  in  para- 
sols are  interesting  because  of  the  bearing  they  may 
have  on  future  fashions  and  because  from  them  we 
get  an  idea  of  the  possibilities  that  will  be  exploited 
another  season. 

The  very  newest  of  the  parasols  present  many 
Japanese  features  and  among  them  are  many  ribbed 
models  of  taffeta  silk  with  large  motifs  worked  in 
bright  colored  embroideries.  Butterfly  motifs  are 
much  used  and  the  effect  of  flights  of  butterflies 
worked  in  vari-colored  silks  are  dazzingly  handsome. 
The  stork  is  also  pressed  into  service  and  a  parasol 
seen  had  a  stork  set  between  each  rib.  A  narrow 
pleated  frill  of  taffeta  edges  many  of  the  new  para- 
sols. Another  idea  was  to  cut  the  edge  of  the  parasol 
in  deep  scallops  and  to  edge  each  scallop  with  chen- 
ille. There  is  no  denying  the  fact  that  fussy,  fluffy 
parasols  are  coming  in  again  and  a  very  attractive 
parasol  of  this  kind  was  made  of  alternate  stripes  of 
pleated  Malines  and  velvet  ribbon.  Many  lace  para- 
sols are  shown ;  one  of  the  very  prettiest  being  made 
of  black  Chantilly  lace,  veiling  shell  pink  chiffon. 
Other  models  show  the  use  of  such  trimmings  as 
fringes  and  narrow  pleatings  of  tulle  or  lace.  Pagoda, 
tub  and  other  Oriental  shapes  are  the  ones  selling. 


Port  Haney,  B.  C.— Misses  A.  and  L.  McWhin- 
ney  have  opened  a  millinery  store. 

St.  John's,  N.  B.— F.  W.  Daniel  and  Co.  have 
opened  their  new  store. 
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Lace  and  Net  Gowns  Prominent  at  Paris  Races 


In  the  retail  stores  the  demand  for  Summer  laces  is  still  strong.  Shadows  have  proved  themselves  the 
Summer  sellers  and  with  the  exception  of  Clunys  all  the  laces  wanted  are  of  a  light  and  fluffy  nature. 
Flouncings  and  edgings  are  particularly  good,  for  in  spite  of  the  fact  that  less  lace  is  used  on  the  Summer 
gowns,  a  good  deal  of  lace  is  finding  its  way  into  use  in  the  shape  of  pleatings,  flounces,  millinery  trim- 
mings, yokes,  guimpes  and  for  other  uses.  Shadow  allovers  and  laces  are  being  used  in  quantity  for  making 
blouses,  and  the  shadow  lace  and  net  gown  is  the  latest  for  Summer  dances  and  dressy  afternoon  wear. 
Parasols  flounced  with  shadow  laces  are  very  new. 

So  strong  is  the  present  position  of  shadows  that  they  are  being  bought  liberally  for  Fall,  but  as  they  have 
not  the  element  of  novelty  to  recommend  them,  buyers  are  searching  for  the  something  new  that  always 
comes  up  at  this  period  for  the  new  season.  The  Paris  season  is  now  at  its  height  and  the  ideas  in  dress 
launched  now  in  the  gay  city  as  a  rule  afford  the  advance  indications  that  are  acted  upon  for  the  coming 
Fall.  Fashion  reports  from  Paris  are  much  more  favorable  to  lace  than  they  have  been  for  the  past  few 
seasons,  the  laces  used  being  all  of  light  character  such  as  Chantilly,  Malines,  Alencon  and  Bohemian  laces. 
The  fad  is  for  flounces.  Two  flounces  will  trim  the  skirt,  the  third  one  forming  the  tunic  or  the  peplum  on 
the  waist.  Lace  flounces  used  as  draperies  are  favored  by  some  of  the  leading  model  houses.  In  addition 
fichus  of  net  edged  with  lace  worn  the  dresses  being  one-piece  models  with  the  V  opening  at  the  neck  filled  in 
with  a  pleated  frill  and  with  the  fichu  finish.  In  short  there  is  no  indication  stronger  at  the  present  moment 
than  the  use  of  transparent  materials  such  as  lace,  fancy  nets,  chiffons,  and  crepes  for  even  when  the  dress  is 
of  velvet  or  brocade  the  waist  is  of  some  such  transparent  fabric. 

Good  Season  in  Wash  Skirts 

Manufacturers  who  make  wash  skirts  are  doing 
an  excellent  re-order  business.  The  favored  materials 
are  eponge,  piques  and  other  cord  fabrics,  particularly 
reps  and  linens.  In  linens  there  is  a  new  crepe  weave 
that  is  much  favored.  Moderate  priced  skirts  are 
cut  in  plain  gore  and  panel  back  and  front  lines,  but 
the  more  expensive  models  show  drapery  suggestions 
or  are  cut  in  peg-top  fashion  with  the  fulness  drawn 
into  a  band  at  the  bottom  and  a  few  models  are  slash- 
ed a  few  inches  either  at  the  side  or  in  front. 

Material  skirts  come  in  Bedford  cords,  serges,  mix- 
tures, eponges  and  coteles.  Though  the  call  is  of  a 
staple  nature  at  present,  manufacturers  consider  the 
outlook  very  promising,  because  the  demand  centres 

Net    chemisette    with    collar    attached,    edged    with    net  s0  largely  upon  the  better  priced  skirt. 

pleatings.      Buttoned     in     front    to    give    vest    effect. 

Shown  by  Fiett,  Lowndes  &  Co.  Then  follows  that  of  the  suit  skirt  and  all  the 

"        ~    ~      ~  new  touches  in  drapery  effects  and  in  tucked  and 

NeW     Models    in     SuitS  shirred  backs  and  in  complicated  cutting,   narrow 

The  cutaway  models  are  the  popular  sellers  and      at  the  feet  and  wider  about  the  knee,  comes  in  the 
while  many  are  simple  in  style    there  is  a  decided      separate  as  well  as  in  the  suit  skirt, 
tendency  to  favor  the  more  fanciful  suit.     The  cut- 
away models  selling  are  on  the  blouse  and  peplum  ® 
order  and  to  many  the  fancy  touch  comes  in  the 
addition  of  a  vest  effect. 

The  blouse  coat  is  becoming  more  prominent, 
both  in  Balkan  and  in  the  Russian  styles.  Summer 
suits  of  silk,  serge  and  cotton  fabrics  often  show  the 
combining  of  two  materials  or  colors.  The  coat  will 
be  made  of  blue,  tan  or  rose  ratine,  either  plain  or 
brocaded  and  the  skirt  will  be  of  plain  or  striped  ma- 
terial. Cutaway  coats  in  red  or  cadet  serge  accom- 
pany a  skirt  of  the  same. 

Linen  suits  are  showing  in  cutaway  coat  styles. 
This  seems  to  be  a  concession  to  utility  as  they 
launder  easily.  Tan,  blue,  pink  and  mauve  are  the 
leading  colors,  and  white  and  natural  shades  are  also 
included. 


Tried  to  Sell  Himself 

The  experienced  and  affable  salesman  entered  a 
merchant's  place  of  business,  only  to  receive  the  oft 
repeated  yarn : 

"Can't  give  yon  an  order  to-day.  Already  over- 
stocked." 

"Let  me  at  least  show  you  my  samples,"  said  the 
salesman. 

"Spare  yourself  the  trouble.  I  can't  look  at 
them." 

"Then  will  you  allow  me  to  look  at  them  my- 
self. It  is  two  weeks  since  I  have  seen  them."  — 
Columbus  Dispatch. 
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Wide  Choice  in  Fancy  Trimming  Silks  Offered 


REPORTS       FROM 

Europe  indicate  that 
raw  silk  prices  are  very 
firm.  Consumption  is 
excellent  and  stocks  are 
very  much  lower  than 
usual  at  this  time  of  the 
year.  Last  year's  crop, 
it  is  said,  is  more  completely  used  up  than  ever  be- 
fore, and  old  stocks  carried  over  have  almost  com- 
pletely disappeared,  and  the  market  is  bare  of  the 
raw  product.  Cables  from  Milan  report  that  Italian 
silks  are  already  contracted  ahead  for  delivery  far 
into  the  Fall  and  the  reelers  now  hesitate  to  name 
prices  as  they  expect  to  pay  a  high  figure  for  the  new 
cocoons  when  they  come  into  the  market.  The 
Yokohama  market  is  quiet  but  prices  have  advanced 
slightly  (in  medium  and  lower  grade  silks.  Canton 
is  also  quiet  with  little  stock  on  hand,  and  it  is  estim- 
ated that  the  greater  part  of  the  second  crop  is  al- 
ready contracted  for. 

There  has  been  a  slight   decline  in  exchange  in 
Shanghai  which  has  been  quickly  met  by  a  rise  in 


Printed  novelty  silks  for  trimming  pur- 
poses, offered  in  brilliant  colors  and  a 
wide  choice  of  patterns — Oriental  de- 
signs shown  from  many  sources,  as  well 
as  Futurist,  Cubist,  Jouy  and  many 
floral  effects — Paris  says  Scotch  plaids 
and  Roman  stripes. 


values.  The  new  crop 
is  estimated  to  be  10% 
below  that  of  last  year. 
It  is  very  evident 
that  fancy  printed  trim- 
ming silks  are  going  to 
be  a  strong  feature  in 
the  coming  Fall  and 
though  novelties  are  continually  appearing  and  the 
line  is  by  no  means  complete,  travelers  out  on  the 
road  are  sending  in  nice  size  orders  on  this  class  of 
silks.  The  reason  being  that  the  vogue  of  bright 
colors  will,  in  many  cases,  be  satisfied  by  the  trim- 
ming of  a  dark  or  neutral  tinted  gown  with  a  bril- 
liant multi-tinted  fancy  silk. 

Bulgarian  patterns  have  dropped  out,  killed  by 
their  over-popularity,  but  the  vogue  of  bright  colors 
is  stronger  than  ever  and  in  their  place  is  showing 
a  multitude  of  novelty  designs  in  Arabian,  Indian, 
Persian,  Egyptian,  Algerian,  as  well  as  more  or  less 
weird  Cubist,  Futurist  and  Post  Impressionistic  de- 
signs as  well  as  pretty  floral  prints  taken  from  Jouy 
prints.     Included  in  these  are  many  really  beautiful 


Kaiki   silk,  pronounced  kee-ke.     Japanese  tub  silk  that  washes  well  ami  gives  excellent  wear.     Shown  by  Silks,  Ltd. 
Brocaded   silk   and  cotton   crepe.     Imported   novelty   brocaded  crepe.     Shown  by  Silks,  Ltd. 
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Do  you  know  that  your  cus- 
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tomers  have  been  waiting  a 

long  time   to  get   such  work 
as 
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Accordion  Plaitings 
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Hemstitching 

1 

Plaited  Skirts 
Covered  Buttons 

done?     You  now    have    the 
opportunity    of    adding    this 
important     service     to    your 
store    at    a    good    profit    for 
yourself. 

iH.i 

We   need   one   representative 
in  your  town  to  take  orders 

pi 

for   this   work.     By   display- 
ing our  display  card  in  your 
store,    you    will    have    cons- 
tant demand. 
Write   for  display  card   and 

». 

prices. 

1 

fORONTO   DE 

tESS  PLAITING  CO. 

600   Yonge    Street,   Toronto,   Ont. 

patterns  and  lovely  color  effects  and  one  good  feature 
is  that  every  taste  can  be  satisfied.  The  woman  who 
affects  the  strange  and  bizarre  can  have  it  in  colors 
that  scream,  or  on  the  other  hand,  the  woman  of 
quiet,  refined  tastes,  can  buy  a  lovely  color  effect  that 
is  rich  and  in  good  taste  and  yet  feel  that  she  is 
perfectly  in  the  mode. 

All  the  world  is  looking  to  Paris  these  days  for 
this  is  the  time  of  the  year  when  styles  are  horn  and 
become  the  vogue,  as  it  were,  over  night.  Whole 
gowns  of  printed  silks  in  the  most  daring  of  color 
combinations  were  the  sensation  of  the  Longchamps 
races,  and  when  the  gown  was  of  a  sombre  nature  or 
of  black  or  white  it  was  relieved  by  a  sash  of  very 
bright-colored  silk. 

Many  of  the  model  houses  are  introducing  Scotch 
plaids.  Cheruit  is  making  up  costumes  with  the  skirt 
of  plaids  in  which  red,  blue,  yellow  and  green  pre- 
dominate with  coats  of  ribbed  silk.  Scotch  plaid 
sashes  are  also  worn  with  tailored  suits. 

Another  talked  of  novelty  in. fancy  silks  is  the 
Roman  stripe.  There  have  been  several  efforts  made 
to  introduce  the  Roman  stripe  particularly  in  rib- 
bons, but  this  season  it  is  said  that  a  novel  idea  in 
irregular  widths  should  make  for  success.  Wide 
stripes  in  silks  are  also  among  the  novelties  offered. 


KING'S 


Established   1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  v  idths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

Montreal  and   Toronto 


Leading  Novelty  Fabrics 

Eponges  and  Velours  de  laine  lead 
— High  colors  and  evening  shades 
are  most  prominent — Interest  has 
been  taken  in  el  oa kings  up-to-date. 

Up  to  now  colors  have  sold  best  in  cotton  mater- 
ials. Tans,  yellows,  pinks  and  Saxe  and  Copenhagen 
1  ilues  have  been  the  big  sellers,  but  mid-season  selling 
should  develop  a  demand  for  white  materials.  The 
present  season  has  been  remarkable  for  the  very  ex- 
tensive sale  of  high-priced  cotton  novelties  and  there 
is  no  reason  why  this  condition  should  not  continue, 
for  the  crepes,  ratines  and  eponges  are  particularly 
beautiful  in  white.  There  is  little  likelihood  of  the 
all  white  dress  beins;  a  very  strong  feature,  for  color 
will  be  introduced  in  the  form  of  sash  or  girdle,  or 
there  will  he  a  blouse  effect  of  brocaded  ratine  or 
printed  crepe,  voile  or  crepe  neige. 

With  the  end  of  the  season  in  sight,  ideas  are 
forming  as  to  the  fabrics  for  another  season.  Roth 
crepes  and  ratines  and  novelties  combining  both 
weaves  are  finishing  the  season  in  a  strong  position. 
Therefore,  it  is  certain  that  another  good  season  will 
be  gotten  out  of  these  fabrics.  Printed  effects  in 
floral  patterns  on  the  Tony  and  Futurist  order  are  the 
high  novelties  and  doubtless  there  will  be  a  further 
development  in  this  direction  for  the  Spring  season 
of  1914. 
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Manufacturers  and 
Jobbers 


Should  bear  in  mind  this  import- 
ant fact,  if  they  desire  to 
approach  the  retailer  who  him- 
self practices  and  believes  in 
advertising,  it  is  obvious  that  an 
appeal  to  him  through  advertis- 
ing in  "The  Review"  (the  paper 
he  reads)  would  most  likely 
meet  with  greater  success  than 
any  other  method. 


HINTS   TO   BUYERS 

From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


NEW  NECKWEAR  FIRM. 
The  M.  A.  Holladay  Co.,  Ltd.,  is  a 
new  company  which  has  been  formed 
to  continue  the  neckwear  manufac- 
turing business  recently  carried  on 
by  Sanderson's,  Ltd.,  66  Wellington 
Street,  West  Toronto.  This  firm  is 
clearing  out  the  Sanderson  stock  of 
fancy  dry  goods,  and  in  future  will 
devote  their  energies  to  the  develop- 
ment of  the  manufacturing  end.  The 
ladies'  neckwear  made  by  the  old 
firm  enjoyed  an  enviable  reputation, 
and  this  branch  will  be  continued 
under  the  same  management  and  the 
new   firm    will     develop     it   in    every 


possible  way.  In  addition  to  mak- 
ing neckwear  M.  A.  Holladay  Co.  is 
making  to  branch  out  into  other 
manufacturing  lines.  A  sample  line 
of  blouses  is  now  about  ready,  and 
in  the  near  future  a  line  of  dresses 
will  be  added. 


CANADIAN    CONVERTERS' 
ANNUAL  MEETING. 

The  annual  meeting  of  the  Can- 
adian Converters  Co.,  Ltd.,  was  held 
in  Montreal,  June  11.  President 
James  R.  Gordon,  in  presenting  his 
annual  statement,  pointed  out  that 
the  trading  profits  for  the  year  ended 
April  30  last  were  $130,485,  which, 
after  the  payment  of  bond  interest, 
dividends,  etc.,  left  the  credit  bal- 
ance of  profit  and  loss  account  $160,- 
150,  as  against  $141,770  on  May  1st, 
1912.      Mr.   Gordon    stated   that   the 


trade  prospects  for  the  present  year 
were  good,  and  that  the  company 
was  enjoying  an  excellent  business. 
The  retiring  board  of  directors 
was  re-elected  as  follows :  Jas.  R. 
Gordon,  president;  Geo.  R.  Copping, 
vice-president;  J.  N.  Laing,  Jno. 
Baillie,  J.  M.  Mackie,  T.  J.  Rodger 
and  Wm.  G.  R.  Gordon. 

Because  of  the  addition  of  new 
partners  (two  nephews  of  members 
of  the  concern)  the  firm  name  of 
Reynier  Freres,  glove  manufacturer, 
of      Grenoble,      France,      has      been 

changed  to  Reynier  &  Cie. 

*       *       * 

D.Allaird,  Cooper  &  Co.,  149  Notre 
Dame  Street,  Montreal,  manufac- 
turers of  ladies'  waists,  have  been 
suceeded  by  D'Allaird,  Rettie,  Ltd. 
The  business  will  be  carried  on  in 
future  under  the  new  title. 
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Features  oj  This  Number 


Furnishing's  Store  Designed  on  Original  Lines 
Relative  Valne  of  Display  and  Store  Space. 
New  Display  Features  of  Palatial  Store. 
Novelties   Predominate   in    Mens'   Clothing. 
Mackinaws  are  Finding  Much   Popularity. 
Hat  Manufacturers  Make  Marked  Departures. 
Cut-Away  Collars  are  Finding  Popularity. 
Larger  Ties  in  Gay  and  Rich  Fffects. 
Speeding  up  the  Collection  of  accounts. 
Canada  to  Help  Mid-summer  Sales. 
The  Latest  Methods  of  Showcase  Lighting. 
Salient  Pointers  for  the  Clothing  Salesman. 
Advertising   is   Salesmanship,    Plus    Publicity. 
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HE  simple  fact  that  a  suit  has  been  made  to 
order  does  not  place  it  above  criticism.  It 
is  the  quality  of  the  tailoring,  designing 
and  fabric  which  safeguards  the  agent  and 
his  customers. 

ART  CLOTHES  meet  all  the  require- 
ments of  those  who  demand  and  desire 
high  quality.  They  go  a  step  farther  than 
fitting  perfectly,  for  they  touch  the  hun- 
dred per  cent,  mark  in  every  particular. 

Fall  and  Winter  equipments  ready  July 
I.  After  providing  for  a  waiting  list  of 
over  fifty  applications  that  could  not  be 
supplied  last  season,  we  will  have  a  very 
limited  number  of  outfits,  so  immediate 
application  will  be  necessary. 

Application*  from  reliable  mens'  wear  stores  or  depart- 
ments only  considered — positively  no  cleaning  or  press- 
ing stores  or  canvassers. 


Soroitfo 


XmilQi. 


Qanaia 


NOTE. — On  Auly  1st,  the  corporate 
name  of  company  trill  he  changed  to 
Cool-  Bros.  &  Allen,  Limited. 
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What  Limit  to  Special 

Sales? 

In  view  of  the  discussion  which  has  been 
carried  in  recent  issues  of  The  Review,  in 
regard  to  the  expediency  and  the  effect  of 
bargain  sales,  a  point  arises  on  which  the 
opinions  of  readers  are  solicited. 

What  limit  should  be  put  on  the 
number  of  bargain  sales,  to  prevent 
the  loss  of  quality  business? 

How  should  this  branch  of  the 
business  be  regulated  to  secure 
the  desired  result  in  the  way  of 
increased  turnover  without  at  the 
same  time  hurting  the  quality 
connection  of  the  store? 

For  the  best  practical  replies  to  these 
questions  The  Review  will  pay  from  $2  to 
$5  each. 

All  replies  must  be  in  by  July  12th. 
Address  Editor,  Dry  Goods  Review,  143 
University  Avenue,  Toronto. 
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Furnishing  Store  Designed  on  Original  Lines 


THE  STORE  of  Ari- 
el r  e  w  Mac  Earl  and, 
men's  furnisher,  Brant- 
ford,  Ont.,  is  one  fitted 
out  with  original  ideas 
to  display  goods,  to  pre- 
vent all  clothing  from 
becoming     dusty     and 

shop  worn,  and  also  to  allow  of  splendid  lighting 
facilities  throughout.  To  prevent  clothing  from 
becoming  dusty  and  shop-worn,  all  suits  are  kept  on 
specially  provided  racks,  coats  being  hung  on  hang- 
ers, and  trousers  being  carefully  laid  on  spacious 
wall  shelves.  Both  racks  and  wall  fixtures  are  pro- 
vided with  coverings,  which,  considered  of  insuffi- 
cient service  in  themselves,  are  lined  so  as  to  render 
them  absolutely  dust  proof.  On  wall  fixtures  the 
coverings  take  the  form  of  curtains  which  slide  along 
a  brass  rod.  For  preventing  these  curtains  from 
showing  in  the  day  time,  Mr  MacFarland  has  work- 
ed out  a  rather  novel  idea  in  the  form  of  a  wide  face 
moulding  set  out  a  small  distance  from  the  shelving. 
Thus  the  whole  curtain  can  be  slid  along  to  one  end 
of  the  section  of  shelving  and  concealed  during  hours 
when  goods  are  on  display. 

Spacious  stock  rooms  are  fitted  out  on  the  second 
floor,  and  in  these  are  kept  all  surplus  stocks,  so  that 
when  a  suit  is  moved  out  from  the  racks  on  the  main 
floor,  its  place  can  be  immediately  filled  from  the 
stock  on  the  second. 

One  striking  feature  of  the  MacFarland  store  is 
that  no  goods  of  any  kind  are  shown  above  wall 
fixtures.  Commenting  upon  this.  Mr.  MacFarland 
stated:  "We  don't  show  any  goods  above  wall  fix- 
tures. That  is  a  part  of  the  store  where  cleaning  is 
often  neglected,  and  owing  to  it  being  a  difficult 
part  to  clean  anyway,  stocks  rapidly  become  dusty, 
and  thus  incline  to  detract  from  the  general  appear- 
ance. AVe  do  not  neglect  this  space,  however,  but 
use  it  for  displaying  all  latest  styles,  display  cards, 
and  instructive  cards  of  all  kinds." 

Throughout,  the  store  is  admirably  well  lighted. 
A  large  skylight  and  ventilator  runs  right  across  the 
centre  of  the  store  and  diffuses  a  volume  of  light  to 
all  parts  of  the  store  through  prism  glass.  The  store 
front  is  also  well  arranged  for  lighting  purposes. 
Space  above  the  window  is  fitted  with  prism  glass  and 
as  this  shows  a  depth  of  about  three  feet,  it  also  ad- 
mits much  light.  Then,  too,  in  the  top  of  the  display 
window  proper  is  fitted  a  row  of  pebbled  glass  in 
depth  about  18  inches.  This  has  a  double  advantage. 
In  the  daytime  it  admits  the  light  of  the  sun,  and  at 
night  admits  light  from  the  electric  lights  in  the 
window,  which  are  arranged  at  the  top  of  the  win- 


Andrew  McFarland,  Brantford,  has  ad- 
mirably arranged  establishment  — 
Clothing  is  stocked  in  manner  that  pre- 
vents depreciation — Lighting  facilities 
of      store     are      exceptionally      good. 


dow,  in  such  a  way  as 
to  throw  light  down  di- 
rectly on  the  goods  on 
display.  Thus,  at 
night,  on  looking  to- 
wards the  front  of  the 
store  from  the  interior, 
there  appears  a  bright 
bar  of  light  right  across  the  store.  This  brightens  up 
the  appearance  of  the  whole  store  front,  and  shows  es- 
pecially well  as  one  leaves  the  store.  In  the  rear  of 
the  store,  above  the  stock  room,  there  is  also  a  long 
window  extending  across,  so  that  lighting  facilities 
throughout  are  of  the  best. 

The  store  front  from  the  exterior  is  so  arranged 
as  to  permit  of  excellent  displays  of  goods.  Each 
window  measures  81/*)  feet  in  depth  by  11  feet  in 
width,  at  front.  As  the  entrance  tapers  towards  the 
door  rather  more  width  is  given  in  the  back  of  the 
window. 

Amongst  other  window  fixtures,  a  heavy  brass 
pole  running  along  the  back  and  end  of  windows  at 
the  top  is  used.  This,  Mr.  MacFarland  finds  very 
useful  in  displaying  trousers,  or  any  goods  which 
can  be  hung  over  a  bar  to  show  to  advantage.  Placed 
well  up  in  the  window,  it  also  helps  to  build  up  a 
display  and  do  away  with  a  flat,  low  appearance. 

Special  provision  is  also  made  for  preventing 
frost  formations  on  the  inside  of  windows.  As  well 
as  having  metal  frames  .for  that  purpose,  Mr.  Mac- 
Farland has  arranged  frames  so  as  to  let  in  an  extra 
volume  of  air  and  permits  tin's  to  circulate  through 
the  window  by  means  of  V2  inch  holes  placed  at  in- 
tervals of  six  inches  all  along  the  edge  of  the  window 
floor  just  inside  the  glass.  Thus,  free  circulation  is 
allowed,,  making  the  temperature  on  the  inside  the 
same  as  the  temperature  on  the  outside  and  in  this 
way  preventing  formations  of  frost  from  interfering 
with  window  displays. 

Two  stock  rooms  are  provided  and  for  two  dis- 
tinct purposes.  The  one,  on  the  second  floor,  as  al- 
ready stated,  serves  as  a  stock  room  for  suits  and 
heavier  good  as  overcoats,  raincoats,  dressing  gowns, 
etc.  Just  off  this  stock  room  is  the  alteration  depart- 
ment which  is  placed  close  to  the  centre  skylight  and 
thus  is  provided  with  a  full  volume  of  light  at  all 
tunes.  TTere.  clothing  receives  all  alterations  neces- 
sary to  insure  satisfaction  in  style  and  fit. 

The  <tock  room  in  the  rear,  which  measures 
20  x  30,  is  devoted  to  smaller  lines  as  shirts,  collars, 
underwear,  and  all  goods  which  are  being  continually 
required  and  which  are  wanted  in  a  hurry.  It  is  Mr. 
MacFarland's  intention  to  lay  off  a  definite  portion 
of  this  stock  room  for  hats,  which,  up  to  the  present 
time,  have  been  kept  in  the  same  section  with  all 
48 


MEN'S   WEAR  SECTION 


Dry  Goods  Review 


A  view  of  the  exterior  of  the  store  of  Andrew  McFarland, 

Brantford. 
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A  view  of  the  interior  of  the  store  of  A.  McFarland    Brant  ford.     This  gives  an  excellent  impression  of  the  system  used 

for  showing  goods. 


other  goods.  This  stock  room  also  serves  as  a  receiv- 
ing room,  goods  being  delivered  from  a  lane  run- 
ning along  the  rear  of  the  store. 

Another,  point  in  connection  with  interior  ar- 
rangement is  the  use  made  of  space  just  behind  win- 
dows. As  the  back  in  both  windows  is  solid  it  serves 
as  90  much  wall  space.  Here  are  located  racks  for 
hats,  and  on  these  are  hung  dust  curtains  similar  to 
those  on  other  wall  fixtures. 

Throughout  the  whole  store  originality  prevails. 
Building  to  meet  his  own  needs,  Mr.  MacFarland 
has  arranged  everything  to  suit  his  own  desires,  and 
has  worked  out  many  schemes  which  are  original 
and  effective.  Display  and  light  he  considered  two 
of  the  most  striking  features,  and  for  this  purpose 
the  whole  store  is  especially  arranged. 


The  Need  for  Novelty  Lines 

THERE  is  much  talk  heard  of  the  money  stringen- 
cy but  it  is  not  affecting  the  sale  of  men's  clothing 


and  furnishings  to  any  appreciable  extent.  In 
some  quarters  complaints  are  heard  of  poor  business 
but  that  is  due  to  local  conditions  or  to  the  decidedly 
unfavorable  weather  which  has  prevailed.  The 
effect  is  being  felt  in  one  respect,  however.  It  is 
bringing  out  lines  of  distinct  novelty.  Manufac- 
turers have  felt  that,  in  view  of  the  money  condi- 
tions, it  will  be  necessary  to  have  something  out  of 
the  ordinary  to  bring  men  to  the  point  of  buying 
with  the  readiness  they  display  when  money  is 
freer.  They  have,  in  consequence,  devoted  their 
energies  to  securing  distinctly  new  ideas  and  styles. 
Mention  of  some  of  the  most  important  of  these 
novelties  will  be  found  in  this  issue. 


Calgary,  Alta. — MacLeod  Bros,  have  opened 
their  new  clothing  store. 

Kingston,  Out. — D.  M.  Spence  is  retiring  from 
business. 

Saskatoon,  Sask. — S.  J.  Sheridan  has  moved  into 
his  new  store. 
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New  Display  Features  of  Palatial  Store 


The  above  illustration  shows  the  mens'  wear  store  of  Blairs',  Limited,  Ottawa,  as  it 
now  appears.  Two  additional  display  features  were  recently  added  in  the  large  electric 
sign  above  and  the  showcase  in  the  centre  of  the  doorway.  As  now  constituted,  the  store 
has  maximum  display  facilities  for  the  frontage.  The  use  of  the  space  above  the  regular 
windows  for  showing  goods  adds  very  consid  3i*ably  to  the  space  at  the  disposal  of  the  firm 
for  showing  goods.  Placing  the  showcase  in  the  centre  of  the  entrance  has  provided  an 
exceptionally  good  place  for  the  display  of  se  isonable  lines.  In  the  photograph,  it  is  oc- 
cupied by  the  first  stock  of  straw  hats  public' y  displayed  this  season. 

The  Blair  store  is  rightly  considered  one  of  the  most  palatial  mens'  wear  stores  in 

America.    The  fixtures  and  store  furnishings  cost  in  the  neighborhood  of  $12,000,  it  is 

said.     The  store  was  opened  in  March,  1912,  and  a  very  satisfactory  volume  of  business 
is  being  done. 
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Relative  Value  of  Display  and  Store  Space 


"ATTEMPTING  t  o 
make  hat  sales  is  al- 
most sure  to  be  met 
with  failure  unless  hats 
can  be  extensively  dis- 
played/' appears  to  be 
the  principle  upon 
which  L.  J.  Applegath 
&  Sons,  hatters,  Yonge  St.,  Toronto,  work. 

When  making  ready  their  new  Yonge  Street 
premises  a  novel  feature  was  worked  out  in  show 
windows.  As  the  street  frontage  was  only  13  feet, 
and  from  that  had  to  be  deducted  the  width  of  an 
entrance,  little  frontage  remained  for  window  dis- 
play. Accordingly  the  firm  made  a  wide  entrance 
to  their  store,  allowed  only  3%  feet  frontage  for  each 
window,  but  ran  each  window  back  to  a  depth  of  24 
feet.  Thus  a  narrow,  deep  window  was  produced 
which  provided  practically  every  opportunity  for 
displaying  hats  that  would  have  been  derived  from  a 
store  with  greater  frontage. 

Speaking  of  the  window  thus  formed,  Mr.  Apple- 
gath stated:  "We  couldn't  display  hats  here  if  we 
hadn't  a  window  of  this  depth.  The  long,  narrow 
window  allows  for  the  same  principles  of  window 
dressing  being  worked  out,  as  would  be  used  had 
greater  frontage  been  secured.  Though  the  window 
is  in  reality  very  narrow,  from  the  street  the  appear- 
ance of  a  big  window  is  presented.  This  is  aided 
very  materially  by  part  of  a  third  side  of  one  of  the 
windows  being  of  glass,  which  is  permitted  owing  to 
the  entrance  to  the  stairway  which  leads  up  over  the 
store." 

The  question  as  to  whether  such  a  window  would 


Interesting  problem  arises  in  consider- 
ing lay-out  of  store — -Unusual  depth 
given  to  display  windows  by  L.  J. 
Applegath  &  Son,  hatters,  Yonge  St., 
Toronto  —  A  description  of  their  store. 


be  practical  for  any- 
thing but  hats,  or  some 
similar  article,  natural- 
ly arises.  Mr.  Apple- 
gath claims  that  it 
would,  and  sees  no  rea- 
son why  displays  of  any 
other  line  of  goods 
should  not  be  arranged  as  successfully  and  produce 
as  good  results. 

From  the  inside  as  well  as  from  the  outside,  the 
store  presents  the  appearance  of  space  being  used 
to  greatest  advantage  but  without  conveying  the 
idea  of  anything  being  crowded.  Both  walls  are 
fitted  with  wall  cases  provided  with  glass  doors.  These 
doors  are  hung  with  weights  so  that  they  can  readily 
be  raised  up  or  lowered  in  order  to  get  at  the  hats 
arranged  inside.  Mirrors  also  are  hung  with 
weights  and  set  out  from  the  wall  to  a  distance  al- 
most even  with  the  fronts  of  the  wall  cases.  The 
space  thus  provided  behind  the  mirrors  is  used  for 
stocking  silk  hats,  (which  are  left  in  boxes)  hat 
bands,  brushes,  etc.  Every  arrangement  tends  to 
greatest  display  in  neatest  and  cleanest  form  and  in 
least  space.  Thus  the  idea  in  the  window  is  worked 
out  throughout  the  store  interior  also.  All  silent 
salesmen  are  especially  made  for  hats,  being  18 
inches  wide,  and  40  inches  high.  The  lower  10  inch- 
es, or  base  is  formed  of  a  marble  slab.  All  wood- 
work is  of  bird-eye  maple  and  in  so  far  as  possible  a 
reproduction  of  the  Yonge  and  Richmond  store. 
As  the  floor  is  covered  with  linoleum,  and  the  ceiling 
metallic,  painted  a  cream  color,  the  appearance  of 
cleanliness  prevails  throughout. 

(Continued  on  page  64.) 
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A  ground  plan  of  the  store  of  L.  J.  Applegath  &  Sons,  Toronto. 
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A   view  of  the  store  of  L.  J.  Applegath  &  Sons,  Toronto.     Note  unusual  depth  of  windows. 
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Clothes,  Methods  and  Men 


Clothing  Prices  Advance 
A  HIGHER  price  standard  is  being  set  in  men's 
clothing,  due  to  the  increased  cost  of  the  material 
and  the  advance  in  the  cost  of  doing  business.  The 
last  named  item  is  by  long  odds  the  more  serious. 
Business  costs  have  been  careening  madly  upward 
for  a  long  time  back  until  they  have  now  reached 
the  point  where  the  retailer  must  advance  his  prices 
to  the  public  or  go  out  of  business. 

The  advance  in  the  price  of  clothing  is  more 
marked  in  the  United  States  than  in  Canada.  A 
glance  over  the  advertisements  of  prominent  Am- 
erican clothing  houses  shows  that  the  advance  has 
been  marked.  One  might  even  term  it  radical.  The 
minimum  price  set  by  them-  is  quite  a  few  dollars 
higher  than  in  past  years. 


Keeping  Up  a  Good  Front 
UNDER  most  circumstances  a  man  is  judged  by 
the  "front"  he  puts  up.  If  he  looks  prosperous, 
healthy,  and  alert,  he  wins  immediate  esteem.  It 
is  the  same  with  the  retail  store.  The  store  is  judged 
by  its  front.  The  customer  seeking  a  store  wherein 
to  make  certain  purchases  appraises  each  store  of 
the  right  kind  until  one  is  reached  which  seems  to 
suit.  Many  points  enter  into  the  appraisal — the 
style  of  the  store  front,  its  cleanliness  or  otherwise, 
the  size  of  the  windows  and  the  displays  shown 
therein,  the  method  of  displaying  the  firm  name, 
and  the  lighting  appliances.  When  a  store  presents 
an  up-to-date  appearance  in  all  the  respects  named, 
it  is  certain  to  draw  a  large  share  of  the  trade.  No 
matter  how  good  the  stock  carried  or  how  efficient  the 
service,  the  business  done  will  fall  far  short  of  what 
it  should  be  if  the  appearance  of  the  store  from  the 


front  is  not  inviting;  just  as  a  man  who  wears  poor 
fitting  clothes  and  presents  a  general  appearance  of 
"seediness"  will  fail  to  win  respect,  no  matter  how 
brainy  he  may  be. 

In  this  issue  a  view  is  presented  of  the  recently 
improved  store  front  of  Blairs',  Limited,  Ottawa. 
This  is  typical  of  the  best  modern  mens'  wear  stores, 
possessing  the  qualities  required  to  draw  trade  to 
the  store. 


*     * 


Keep  Cards  Up-to-date 
IT  IE  STORE  must  always  keep  up  with  ihe  sea- 
sons, and  this  is  quite  as  necessary  in  the  matter  of 
cards  as  in  anything  else.  The  card  writer  can 
make  his  work  doubly  interesting  by  keeping  them 
seasonable,  and  taking  advantage  of  all  current 
events.  Thus  when  the  baseball  season  starts,  cards 
with  drawings  or  cut-outs  of  ball  players  will  have 
an  undoubted  interest.  Every  passing  event  of  na- 
tional or  strictly  local  interest  can  be  utilized  by  the 
card  writer  to  give  his  work  an  additional  interest 
for  the  passing  throng  of  men. 


Salvation  to  Smaller  Trades 
THE  TORONTO  GLOBE  criticizes  the  Parcel  Post 
Bill  on  the  grounds  that  "the  restricted  zone  will 
discourage  the  sending  of  farm  products  from  the 
producer  to  the  consumer  in  the  cities."  The  Globe 
overlooks  the  point  that  the  zone  system  will  tend  to 
prevent  the  mail  order  houses  from  draining  the 
money  from  the  country  districts  and  centralizing 
it  in  the  large  cities. 

If  The  Globe  and  other  ardent  admirers  of  parcel 
post   would  but  stop    to  consider    this    point,   they 
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would  see  that  as  money  is  drained  from  the  coun- 
try districts  and  brought  to  the  large  centres,  never 
to  return  again,  so  much  will  those  communities  be 
weakened.  We  are  continually  reading  in  all  these 
papers  about  country  districts  becoming  im- 
poverished, yet  in  the  very  next  breath  they  advo- 
cate measures  that  tend  to  still  further  impoverish 
them.  Did  anyone  ever  hear  of  the  large  dailies 
criticizing  the  mail  order  business  for  weakening 
country  communities?  Yet  there  is  all  kinds  of 
evidence  that  they  have  done  so,  and  there  is  no 
good  reason  why  further  power  should  be  put  into 
their  hands  by  the  Government. 

Neither  The  Globe,  nor  any  other  paper,  can 
show  that  the  original  advocates  of  parcel  post  were 
the  working  men  or  farmers.  The  scheme  is  one 
apparently  worked  up  by  catalogue  houses,  backed 
by  large  daily  papers. 

The  restricted  zone  system — if  the  postage  for 
the  second  zone  is  great  enough — is  going  to  be  the 
salvation  of  the  small,  aggressive  trader.  He  should 
be  in  a  position  to  sell  more  goods  to  the  farmer  ami 
at  the  same  time  would  not  be  further  harassed  by 
the  distant  big  houses. 


Paying  Accounts  Promptly 
IT  IS  good  business  for  the  merchant  to  always 
keep  the  decks  clear  as  far  as  paying  accounts  due  is 
concerned.  If  he  includes  this  among  his  policies 
he  is  going  to  make  himself  a  better  merchant. 
Every  good  merchant  insists  on  paying  his  bills 
when  they  fall  due,  and  because  of  his  policy  in  this 
respect  he  insists  on  getting  his  own  money 
promptly.  This  keeps  the  business  on  a  good, 
sound  basis  always,  improves  his  credit  standing. 
and  gives  him  a  reputation  for  straight  business 
dealings  among  all  his  associates. 

But  the  strongest  argument  for  the  payment  of 
accounts  promptly  is  that  it  keeps  the  dealer  on  the 
move  getting  in  his  own  money,  thus  cutting  down 
outstanding  accounts  to  a  minimum. 


Man  and  Sensible  Dress 

MAN  IS  contradictory  in  the  matter  of  dress.  In 
some  respects,  he  is  a  sensible  dresser;  in  others  he 
shows  a  singular  lack  of  common  sense.  The  lack  is 
displayed     most     prominently    during    the    warm 


months,  when  he  appears  in  heavy  coat  and  vest, 
with  high  collar  and,  sometimes,  a  heavy  hat.  It  is 
not  intended  to  say  that  all  men  do  this,  but  a  suffi- 
cient number  do  to  create  proof  for  the  charge  that 
common  sense  does  not  always  enter  into  masculine 
sartorial  arrangements. 

Men  were  worse  offenders  in  this  respect  than 
they  are  now.  Time  was  when  no  self-respecting 
man  of  any  importance  whatever  would,  no  matter 
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how  high  the  temperature  might  be,  appear  without 
heavy  coat,  waistcoat  and  top  hat.  There  has  been 
a  great  reformation  since  that  time,  but  there  is  still 
much  room  for  improvement. 


The  men's  furnisher  should  do  his  utmost  to 
teach  customers  to  dress  properly  in  the  summer 
weather.  This  he  can  do  by  featuring  the  proper 
articles,  such  as  light  underwear,  negligees,  belts,  and 
so  on,  and  by  talking  strongly  along  this  line  to  cus- 
tomers. Not  only  is  it  in  the  best  interests  of  the  cus- 
tomer himself  to  show  him  how  to  dress  comfortably 
and  attractively,  but  it  is  also  good  for  business. 


Guelph,  Ont. — The  death  is  announced  of  Purvis 
E.  Laurason  who  was  formerly  employed  here  with 
D.  E.  Macdonald  &  Bros.,  and  later  with  Kelelur  & 
Hendley. 


Ferdinand  Barbier,  Canadian  representative  of 
Charles  Perrin  &  Cie,  Grenoble,  France,  glove  manu- 
facturers, left  last  month  for  a  trip  to  Europe.  He 
will  be  away  about  three  months. 
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Plainer  Cloths  in  Quiet  Patterns  the  Rule 


PLAINER  CLOTHS 
in  quieter  patterns,  and 
styles  of  cut  to  corres- 
pond, would  appear  the 
keynote  of  the  men's 
clothing  situation  for 
next  Fall  and  Winter. 
The     tendency    with 


The  keynote  of  men's  clothing  for  next 
Fall  and  Winter — English  effect  will 
prevail  largely  in  cut — Unpadded 
shoulders  the  rule — Some  firms  are 
making  coats  more  loose  fitting — Over- 
coating styles. 


the  up-to-date  trouser 
being  ordinary  hang- 
ing, and  producing  a 
tall  slim  effect. 

The  six  buttoned 
vest,  buttoned  high, 
will     again  be  popular, 


showing,    if 


some  firms  is  still  strongly  towards  making  styles 
look  smaller  in  keeping  with  women's  clothing  at 
the  present  time.  Thus  the  tall  slender  or  English 
effect  will  again  be  good.  Other  firms,  however, 
are  breaking  away  from  this  to  some  extent,  and, 
though  they  continue  to  make  the  shoulders  un- 
padded and  narrow,  still  give  the  coat  a  more  loose 
fitting  appearance.  These  firms  follow  American 
rather  than  English  styles,  or  in  other  words,  at- 
tempt to  get  away  from  the  cut  of  suit  which  fol- 
lows directly  along  individual  lines.  This  difference, 
however,  is  not  developed  to  a  great  extent,  and  in 
most  particulars  both  parties  are  following  out  the 
same  principles. 

That  everything  will  be  soft  is  probably  one  of 
the  most  striking  features  about  the  coat  most  popu- 
lar for  next  Fall.  Long  soft  rolls,  but  with  a  few 
coming  high  again,  soft  fronts,  some  short  collars, 
high  gorge,  and  plain  seams,  these  with  a  total 
absence  of  over-padding,  which  would  render  an 
out-of-proportion  effect,  and  modesty  in  pattern,  con- 
stitute the  plainness  and  quietness  in  effect  so  desir- 
able for  the  coming  season. 

Tendency,  too,  is  towards  narrow  shoulders.  With 
some  firms  sleeves  and  body  of  coat  will  be  tight 
in  proportion,  but  with  others  styles  will  tend  more 
to  loose-fitting  effects.  Backs  shown  are  with  or 
without  vent,  but  the  majority  strongly  favor  vents. 

Single  breasted  coats  will  again  be  the  favorite, 
but  after  Norfolks  being  introduced  so  strongly  this 
season  and  after  the  leaning  which  American  houses 
show  to  double  breasted  styles,  it  would  appear  that 
double  breasted  coats  are  likely  to  be  worn  rather 
more  extensively  than  for  some  time.  One  firm 
predicts  the  rounded  front,  three  button  such  as  the 
coat  most  popular  for  young  men. 

Trousers  are  for  the  most  part  straight  and  nar- 
row to  correspond  with  the  cut  of  coat.  Some  meas- 
urements in  the  States  are  reported  as  I8V2  inch 
knee  and  16%  inch  bottom,  but  the  conservative 
Canadian  tastes  have  not  taken  up  with  these  ex- 
tremes and  prefer  measurements  running  20  inch 
to  21  inch  and  even  to  22  inch  at  knee,  and  wide 
at  the  bottom  in  proportion.  Cuffed  bottoms  will  be 
worn  almost  exclusively,  as  during  present  season. 
Peg  tops  are  almost  totally  absent  in  new  showings, 


anything, 
edge 


a  rather  higher  effect.     To  set  it  off  a  little 
trimming  in  many  cases  will  again  be  used. 

Though  tweeds  have  had  a  heavy  run  for  the 
past  two  or  three  seasons,  it  is  now  thought  that 
worsteds  will  have  the  foremost  place.  All  stuff  is 
of  modest  pattern.  Hair  lines  and  fine  shepherds' 
plaids  are  very  popular  on  the  other  side.  These 
latter  are  being  worn  quite  extensively  by  both  men 
and  women,  but  as  they  are  about  %  inch  check 
and  with  no  particular  pattern,  quite  a  plain  effect 
is  produced.  It  is  thought,  however,  that  Canada 
will  favor  a  plain,  narrow  stripe,  or  probably  a  small 
check,  stripes  in  most  cases  being  on  the  straight 
rather  than  on  the  diagonal.  This  is  noted  espec- 
ially in  better  quality  goods. 

Colorings  are  somewhat  a  matter  of  opinion,  but 
greys  and  browns  in  dark  shades  with  some  blue- 
greys,  will  be  most  popular.  Quite  a  pleasing  effect  is 
produced  by  a  plain  narrow  stripe  of  blue  and  grey 
tint  on  a  background  of  brown.  Mixtures  especially 
involving  blues  and  greys,  too,  will  be  quite  popu- 
lar, but  in  all  tendency  is  towards  modesty  in  color- 
ings and  appearance. 


Ulster  Overcoat  Styles 

The  predominating  feature  in  styles  of  ulster 
overcoats  for  next  Fall  and  Winter  will  be  the  shawl 
roll  collar.  Both  neatness  and  efficiency  were  prov- 
ed to  be  marked  characteristics  of  this  collar  last 
Winter  so  that  during  the  coming  season  even  great- 
er popularity  than  ever  is  likely  to  be  met  with. 

Double  breasted  styles  are  again  being  prepared 
for  the  Canadian  trade,  although  in  the  States  there 
is  a  strong  tendency  towards  single  breasted  coats, 
buttoned  through.  Some  of  these  latter  are  also  like- 
ly to  be  worn  in  Canada,  but  more  particularly  in  the 
larger  cities  of  Ontario.  A  single  breasted  fly  coat 
front  coat  with  shawl  roll  collar  is  also  being  intro- 
duced, but  as  yet  this  is  merely  an  experiment  and 
it  is  not  known  how  the  trade  will  take  it  up.  But 
of  all,  the  double  breasted  is  likely  to  be  most  popu- 
lar. In  these,  backs  will  be  cut  full,  and  belted,  so 
as  to  gather  in  a  lot  of  the  fullness.  Some  firms  tend 
to  make  coats  in  shorter  lengths,  but  others  finding 

(Continued  on  page  62.) 
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"Black  Prince" 

A  Shirt  with  Selling  Features 


"BLACK  PRINCE"  is  made  from 
a  fleece-back  black  serge,  absolute- 
ly fast,  and.  fully  guaranteed  to 
stand  the  wear  and  wash. 

This  cloth  is  confined  to  us  and 
made  specially  for  BLACK 
PRINCE  Shirts.  BLACK  PRINCE 
is  cut  full  in  body  and  long  in  the 
sleeves,  and  every  seam  is  double 
stitched. 

M  erchants  can  urge  the  sale  of  this 
shirt  to  any  customer,  with  the 
assurance  that  it  will  give  satis- 
faction. You  will  have  no  trouble 
about  the  size  we  make. 

Write  to  your  wholesaler  to-day  for 
sample  and  price. 

Stocked  by  most  wholesalers;  made 
and  guaranteed  by 
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Mackinaws  are  Finding  Much  Popularity 


AS  PREDICTED  in  a 
recent  issue  of  The  Re- 
view, the  mackinaw  is 
coming  into  great  fav- 
or. Already  the  manu- 
facturers are  experienc- 
ing a  heavy  demand; 
in     fact,  in  some  cases 

they  are  sold  up  or  are  not  in  a  position  to  promise 
delivery  until  a  late  date. 

Retailers  who  are  showing  the  line  report  that 
they  are  finding  the  demand  both  substantial  and 
insistent.  The  mackinaw  apparently  has  "caught 
on"  with  the  public.  It  is  picturesque  as  well  as 
comfortable  and  most  men  do  not  object  in  the 
least  to  wearing  something  which  draws  attention 
their  way,  provided  it  does  not  too  far  transgress 
the  laws  of  sane  apparel.  And  so  the  mackinaw  has 
found  a  handy  and  useful  garment.  It  makes  an 
ideal  golfing  jacket  and  is  suitable  for  all  outing 
and  athletic  purposes.  The  baseball  player  has 
shown  a  particular  fondness  for  the  Norfolk  and  they 
are  now  used  to  a  great  extent  by  players  when  on 
the  bench.  This  undoubtedly  has  helped  the  vogue 
among  amateur  sportsmen  who,  consciously  or  un- 
consciously, imitate  the  professional  even  in  manner- 
isms of  dress. 

The  Norfolk  is  the  favored  style  though  other 
varieties  are  also  reported  to  be  selling  well. 

The  popularity  of  the  mackinaw  is  due  to  the 
fact  that  it  serves  the  same  purpose  as  a  sweater  coat, 
but  has  the  additional  attraction  of  novelty. 

It  must  not  be  assumed,  however,  that  the  mack- 
inaw vogue  is  affecting  the  sale  of  sweater  coats 
to  any  appreciable  extent.  The  sweater  coat  has 
become  a  necessity.  It  is  worn  everywhere  and  is 
adapted  to  every  purpose.  Men  wear  sweater  coats 
at  work,  during  recreation  and  around  the  house. 
They  have  come  to  fill  such  an  important  part  in 
man's  sartorial  requirements  that  he  could  not  now 
do  without  one.  He  often  wonders,  in  fact,  how  he 
ever  got  along  without  such  an  article  before.  The 
mackinaw  is  a  novelty  which  fulfills  some  of  the 
functions  of  the  sweater  coat,  but  which  will  hardly 
be  used  for  all  purposes.  Therefore,  it  is  not  and 
never  will  hurt  the  sale  of  the  staple  article. 


Tlie  sale  of  sweater  coats  has  not  suffer- 
ed, however — Sweater  coats  for  Fall, 
1914,  will  be  modeled  on  plain,  straight 
lines,  but  will  be  decidedly  brighter  in 
point  of  colorings. 


STRAIGHT   LINES   FAVOR- 
ED. 

The  sweater  coat  for 
Fall  1914  will  be  on 
plain,  mannish  lines. 
All  indications  point 
so  unmistakably  in  that 
direction  that  it  can  be 
stated  positively. 

This  applies  both  to  coats  for  women  and  for 
men.  The  tendency  has  been  to  bring  the  styles  so 
closely  together  that  there  will  be  practically  no 
divergence  or  radical  difference.  This  has  been  ac- 
complished to  the  extent  that  some  styles  are  sold 
for  both  men  and  women. 

Everything  points  to  a  complete  surrender  to  the 
demand  for  straight  mannish  lines.  Fancy  racks 
will  not  be  sold  as  much,  favor  being  shown  rather 
to  brushed  knit  and  plain  rack  finishes.  The  result 
will  be  the  advent  of  garments  of  undoubted  utility 
and  highly  attractive  from  their  very  simplicity. 

This  tendency  will  be  so  strong  that  it  will  al- 
most certainly  prevent  any  distinct  surrender  in 
women's  styles  to  the  general  trend  in  garments 
toward  the  cutaway  style.  The  straight  lines  will 
in  practically  all  staple  numbers  be  adhered  to. 

The  influence  of  dress  fashions  will  be  mani- 
fested in  another  direction,  however — in  colorings. 
The  Review  has  already  given  a  forecast  of  the  popu- 
lar shades  but  a  recapitulation  will  be  in  order. 

The  colors  of  the  yarns  selected  will  include  all 
the  staple  shades  and  about  20  more.  For  women's 
garments,  the  following  will  be  found:  straw,  prim- 
rose, cerise,  light  grays,  light  and  dark  blues,  saxe, 
deep  red  tones,  tans,  browns,  and  varying  shades  of 
olive,  apple  green  and  purple.  For  men  the  shades 
will  naturally  enough  be  darker  and  will  include  soft 
browns  and  tans,  grays  of  a  silver  and  greenish 
tinge. 

The  general  effect  will  be  brighter  and  more 
striking.  It  is,  therefore,  safe  to  expect  some  unusu- 
al and  vivid  combinations.  The  straight  and  quiet 
design  of  the  garments  will  in  many  respects  be  off- 
set by  the  brilliance  of  the  colorings  and  the  ranges 
will,  therefore,  have  an  appeal  for  all  classes. 
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Larger  Ties  in  Gay  and  Rich  Effects 


THAT  GAY,  rich  and 
showy  effects  will  form 
a  great  feature  in  the 
neckwear  business  dur- 
ing the  Fall  and  prob- 
ably on  into  the  Wint- 
er is  now  becoming  ap- 
parent.     Silks    for   the 

coming  season  have  been  ordered,  and  in  some  cases 
have  already  been  received  from  the  factories.  To 
describe  all  in  a  word  would  be  difficult.  No  par- 
ticular fad  will  be  uppermost,  but  larger  ties  in  gay 
rich  effects,  and  with  strong  favor  shown  towards 
bordered  ends,  probably  sizes  up  the  situation. 

Ramchundas  and  foulard  silks  which  are  now 
running,  while  not  totally  absent  in  Fall,  will  not  be 
nearly  so  popular.  Tendency  is  all  towards  a  rich, 
showy  silk  with  bright  striking  borders,  which,  no 
matter  whether  pleasing  or  displeasing  to  the  sense 
of  harmony  and  taste,  cannot  fail  to  attract  atten- 
tion. Borders  will  be  plain  and  in  colors  either  to 
match  or  to  show  a  striking  contrast.  Tendency,  how- 
ever, will  be  towards  brighter  and  bolder  novelties 
with  regard  to  design  printed  than  have  appeared  for 
some  time. 

As  to  the  design  itself,  several  manufacturers 
are  showing  samples  with  a  strong  tendency  towards 
floral  designs  both  in  medium  and  large  effects  and 
with  bright  colored  shootings.  Some  silks  show  floral 
dasigns  worked  in  so  as  to  produce  a  striped  effect , 
while  others  show  all-over  floral  effects,  but  in  all 
one  of  the  striking  features  will  be  the  rich  deep 
border  either  to  match  the  color  of  the  background 
of  the  rest  of  the  scarf  or  to  bring  out  both  by  con- 
trast. 

Regarding  shape  and  size,  all  manufacturers  ap- 
pear to  agree  on  larger  scarfs.  One  goes  so  far  as 
to  state:  "Scarfs  will  most  decidedly  be  made  in 
large  full  shapes,  cut  on  the  bias,  and  with  open 
ends."  Straight  ties  although  not  in  great  demand, 
will  undoubtedly  sell  to  some  extent  but  probably 
more  particularly  amongst  cheaper  goods,  as  tenden- 
cy in  better  silks  i*  to  run  a  large  full  scarf. 

THE    COLOR    SCHEMES. 

Color  schemes  in  silks  will  be  many  and  various, 
blues,  cardinals,  and  golds  probably  still  predomin- 
ating. One  manufacturer  has  ordered  silk  in  the 
proportion  of  two  yards  of  blues,  cardinals  and  golds, 
to  one  yard  of  greens  and  purples.  This  shows  in  a 
concrete  way  what  this  firm  look  forward  to  regard- 
ing demand  for  the  various  colors.  Grey,  of  course, 
which  has  always  been  a  staple  in  the  past,  will  con- 
tinue to  be  strons;.  and  will  be  worn  extensively  by 
those  who  will  avoid  the  rich  showy  effects  in  other 


This  sums  up  the  situation  with  regard 
to  neckwear — A  strong  tendency  is 
noted  toward  bordered  ends — Manufac- 
turers appear  to  agree  on  larger  scarfs. 


colors. 

Regarding     knitted 
neckwear,        American 
houses     appear     to     be 
ordering  as   heavily   if 
not  even   more  extens- 
ively than  ever.    Here, 
too,     gay  effects  show- 
ing striking    combinations  will    be    most    popular. 
All  kinds  of  fancy  mottled  colors  will  be  found,  but 
probably  best  selling  effects  will    be    made    up  of 


Samples  of  neckwear  for  Fall,  1913,  showing  heavy  bordered 
ends.  Colors  in  these  are  rich  to  gayness,  borders  mak- 
ing a  striking  contrast  witb  the  other  colors  in  the 
scarf.  Scarf  on  left  shows  underknot  effect,  which  is 
meeting  with  much  favor.  Floral  designs  in  stripe  effects 
will  also  be  popular.  Courtesy  of  E.  &  S.  Currie,  Ltd., 
Toronto. 

heather  combinations  and  stripes.  These  stripes,  it 
is  claimed,  will  lie  very  gay,  producing  a  gay  even  to 
a  gaudy  effect  in  some.  To  suit  the  American  de- 
sires, some  houses  claim  they  can't  get  gay  enough 
(Continued  on  page  62.) 
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THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,  it   increases   in   WEAR-RE- 
SISTING   PROPERTIES  as  it  descends 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
tht  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had   from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


"KING  EDWARD" 

SUSPENDERS 
Retail  ^QVrice 


"■"vtfre  so  Easy 


Con 


)dfort*b!? 


Easily  the  best  value  in  suspenders.  The  comfort- 
promoting  construction  and  excellent  finish  of  "King 
Edward"   Suspenders   make   them   very  rapid   sellers. 

Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


Cut-away  Collars  are  Finding  Popularity 


THE  STYLE  of  collar 

now  being    introduced 

which      appears      most 

likely   to   be   good    for 

Summer  and  Fall  wear 

is   the    cut-away   collar 

which  meets  at  the  top 

and  begins  to  cut-away 

right  therefrom.     This, 

through  being  a  comfortable  collar,  and  at  the  same 

time  a  neat,  dressy  style,  allowing  of  a  good  display 

of  neck  scarf,  would  appear  likely  to  have  a  good 

run  well  on  into  Fall,  and  will  be  worn  extensively 

by  all  who  are  particular  about  their  dress. 

While  the  close-fitting  collar  will  still  be  sold,  and 
worn  extensively  owing  to  past  popularity,  for  fash- 
ionable dressers  it  will  cut  little  figure  as  compared 
with  the  cut-away  style. 

Another  low  collar  for  Summer  is  one  with  long 
outside  square  points.  This  is  supposed  to  be  worn 
with  a  high  cut  vest  and  with  the  points  out  over  the 
vest.  The  inside  band  is  low  so  that  in  style  it  is 
largely  a  Summer  collar,  but  owing  to  its  extreme 
nature,  is  not  being  taken  up  to  any  great  extent  by 
the  conservative  Canadian  trade.  One  of  the  largest 
buyers  of  collars  in  Toronto  has  bought  only  in  doz- 
ens. This  fact  shows  the  way  in  which  the  collar  is 
here  regarded  .  In  New  York,  however,  demand  for 
it  is  picking  up. 

Another  collar  appearing  and  gaining  greater 
popularity  has  a  low  inside  band,  and  outside  band 
similar  to  the  one  just  mentioned,  only  not  nearly  so 
extreme.  While  the  band  is  low,  and  causes  the  col- 
lar to  fit  low,  still  the  whole  presents  the  appearance 
of  a  high  collar,  and  for  this  reason  is  likely  to  gain 
some  recognition  for  Summer  wear. 

For  dress  purposes  the  collar  likely  to  be  used  ex- 
clusively by  fashionable  dressers  is  a  wing  collar  with 
small  round  wing.  Even  now  this  style  is  giving 
the  straight  band  collar  a  good  run  for  popularity 
for  dress  purposes,  and  is  said  to  be  likely  to  in- 
crease very  greatly  before  the  Summer  is  over.  In 
a  larger  wing  this  is  also  likely  to  be  worn  on  the 
street. 

An  effort  has  been  made  to  revive  the  collar  with 
inner  band  cut-away,  leaving  an  opening  at  the  top. 
This  was  worn  extensively  with  bat  wings  for  a  time, 
but  owing  to  discomfort  resulting  through  the  collar 
pinching  the  neck,  this  style  had  never  become  very 
popular. 

In  shirts,  sorting  season  has  scarcely  opened  up 
yet,  owing  to  heavy  orders  placed  last  Spring  and 
it  is  even  predicted  by  some  manufacturers  that 
sorting  orders  will  not  cut  much  of  a  figure  this  year. 
At  any  rate  opinion  seems  to  be  general  that  orders 
will  be  more  markedly  for  staple  lines,  or  what  is 
commonly  termed  bread  and  butter  stuff.    Probably 


The  best  seller  is  the  collar  which  meets 
at  top  and  cuts  away  at  wide  angle, 
showing  the  neck  scarf  to  best  possible 
advantage — Big  demand  for  pointed 
collars  but  extremes  are  not  selling 
very       extensively       at       present. 


hair  lines  in  blue  and 
black  will  be  best.  At 
any  rate  there  seems  to 
be  a  tendency  to  avoid 
everything  fancy,  and 
to  cling  to  plain  styles 
in  a  fairly  inexpensive 
shirt. 


For  Spring  manufacturers  are  only  now  working 
on  the  cloths,  so  that  it  will  be  some  little  time  before 
any  lines  are  shown  to  any  extent. 


Plainer    Cloths  in  Quiet  Patterns   the  Rule 

(Continued  from  page  56.) 

a  demand,  especially  from  the  West,  for  even  longer 
lengths  are  preparing  to  meet  that  requirement. 
Probably  a  common  length  in  single  breasted  will 
be  50  inches,  and  in  double  52  inches. 

With  the  introduction  of  a  great  number  of  fancy 
backs  again  this  year  pockets  will  have  to  be  either 
patch  or  outside  or  bellows  on  inside.  AH  will  be 
cut  straight  as  during  last  season. 

As  to  material,  Chinchillas  in  blues  and  greys, 
and  naps  in  browns,  are  likely  to  be  most  popular. 
Of  these  perhaps  blues  will  have  the  greatest  run. 

For  a  more  dressy  coat  the  plain  box-back  regular 
Chesterfield  is  again  likely  to  be  most  popular.  These 
will  run  in  lengths  about  44  or  46  inches,  and  in 
style  will  be  much  the  same  as  during  last  season. 

In  all  there  appears  a  tendency  towards  lighter 
weight  coats.  Claiming  that  there  was  no  necessity 
for  such  heavy  coats  as  were  worn  in  some  sections 
of  Ontario  last  year,  manufacturers  are  turning  out 
a  lighter  coat  for  milder  climates,  and  reserving  their 
heavy  materials  for  their  northern  and  western  trade. 
But  taken  as  a  whole  no  great  change  in  weight 
will  be  made  from  last  year. 


Larger   Ties    in  Gay  and  Rich  Effects 
(Continued  from  page  60.) 

effects.  In  New  York,  combinations  showing  a 
bright  shade  of  pink  have  been  seen. 

Most  of  these  scarfs  will  be  high  in  price,  large, 
and  with  flowing  ends.  Stripes  will  be  both  straight 
bar  and  fancy  bar  and  show  contrast  rather  than  a 
match.  These,  in  many  cases  will  be  woven  well 
up  in  the  scarf  so  that,  when  tied,  they  will  appear 
slightly  below  the  knot. 

While  some  manufacturers  are  of  the  opinion 
that  knitted  neckwear  will  be  better  for  Spring,  1914, 
others  are  inclined  to  push  these  right  ahead  now, 
introducing  them  fairly  strongly  for  Fall,  1918.  and 
quite  strongly  for  the  Winter  and  Spring  to  follow. 
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Hat  Manufacturers  Make  Marked  Departures 


Distinctly  new  styles  are  needed  to  win 
attention  to  hats— Rolled  brims  and 
wide  bands  are  features— Bows  on  stiff 
hats  are  being'  shown  at  side,  quarter 
and  back — The  popularity  of  the  cap. 


MORE  THAN  ever  has  the  aim  in  the  hat  business 
this  year  been  to  get  something  decidedly  new  and 
out  of  the  ordinary.  Business  has  been  dull,  and  in 
order  to  attract  attention  a  marked  departure  has 
been  made.  Various  conditions  have  caused  unrest 
in  the  trade.  Among  these  are  the  recent  change 
in  administration  in  the  States,  the  proposed 
change  in  tariff,  and  general  financial  stringency. 
The  outcome  of  all  of  these  is  uncertain,  but  prob- 
ably more  particularly  of  the  first  two,  so  that 
amongst  the  trade  much  uneasiness  at  present  pre- 
vails. Then,  too,  dullness  in  hats  is  attributed  to 
the  unusual  popularity  this  season  of  caps.  Many 
more  caps  have  been  made  this  year  than  usual, 
and  demand  for  them  has  run  high.  Against  all 
these  opposing  factors,  then,  hat  manufacturers  are 
endeavoring  to  introduce  such  a  line  as  will  force 
attention  and  build  up  a  demand,  regardless  of  all 
trade  dullness. 

In  both  soft  and  stiff  hats  the  tendency  is  to- 
wards a  slightly  higher,  fuller  crown,  with  a  trifle 
narrower  brim,  and  away  from  low  crowns  and 
wide  brims,  which  in  the  past  have  been  popular. 

In  the  stiff  hat  the  newest  feature  will  be  a 
heavy  rolled  brim,  which,  after  the  flat  brims,  up 
till  now  so  popular,  will  be  a  decided  change. 
Crowns,  too,  are  higher,  popular  measurements  be- 
ing 4%  inches  x  2  inches  or  2y8  inches,  with  some 
5  inches  x  2  inches  or  2%  inches,  and  Scinches  x 
2x/4  inches  or  21/2  inches.  But  in  all  a  heavy  rolled 
brim  will  be  the  feature. 

In  trimming  the  tendency  will  be  strongly  to 
wider  ribbed  bands,  with  heavier  ribs.  Some  run 
as  deep  as  26  or  27  lines,  an  equivalent  of  about 
2^4  inches.  Bows  will  be  worn  either  at  the  side  or 
on  the  quarter,  with  some  even  at  the  back,  and  will 
be  ornamented  with  plain  metal  buckles  or  buttons. 
Aim  is  entirely  to  get  something  new,  and  while 


Two  views  of  hat  with  rolled  rim  and  buckle  on  bow;  latest 
features  mentioned  in  accompanying  article.  Shown  by 
courtesy  Chas.  C.  Punchard  &  Co. 


bows  were  worn  on  the  quarter  or  at  the  back  in 
soft  hats  last  season,  this  is  a  decided  change  in 
stiff  hat  styles. 

In  soft  hats,  too,  deeper  crowns  will  prevail. 
Measurements  in  crowns  run  5  inches,  5%  inches 
and  6  inches,  and  in  brims  2  inches,  2y4  inches  and 
2V2  inches.  Crowns  will,  of  course,  be  indented, 
which  will  tend  to  minimize  the  height.  Tendency 
is  towards  a  fuller  crown,  some  even  bordering  on 
the  square. 

Call  in  New  York  has  been  strong  for  both 
green  and  navy.  After  the  run  green  had  last  sea- 
son it  was  thought  that  this  color  would  go  out,  and 
in  buying  trimmings,  manufacturers  considered  it 
rather  a  risky  proposition  to  buy  green  bands;  but 
now  these  have  come  back  strong,  and  with  navy 
will  be  most  popular  for  another  season.  Taffeta 
bands  will  have  greatest  call,  and  will  be  shown  in 
greater  depth  with  heavier  ribs. 

Of  all  soft  hats  probably  velours  will  have  the 
greatest  run.  More  of  these  are  now  being  made 
than  any  other  kind,  both  in  men's  and  women's 
hats,  so  that  marked  popularity  is  expected.  There 
is  also  a  demand  outside  velours  for  hats  rough  in 
finish.  Anything  bordering  on  the  velour  in  imita- 
tion will  be  preferred,  however,  to  the  smoother 
felts.  Apart  from  velours  and  imitation  velours, 
plain  felts  will  be  seen  slightly,  and  in  these,  finish 
will  be  fairly  smooth. 

Trimmings  during  fall  season  show  a  tendency 
to  revert  to  the  old  style  with  bows  at  the  side. 
Some  are  still  shown  with  bows  at  the  back,  but 
tendency  is  rather  away  from  that  style  and  towards 
the  more  staple  fashion.  Whether  caps  will  be  as 
popular  for  fall  as  they  are  at  present  is  a  question 
which  has  not  yet  been  decided.  One  manufacturer 
who  returned  only  recently  from  New  York  claims 
that  he  saw  no  caps  shown  save  what  are  now  being 
worn— namely,  a  silk  cap  after  the  pocket  style.  It 
is  thought,  however,  that  the  cap  will  still  hold 
popular,  and  be  worn  extensively  during  the  com- 
ing fall  season. 
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St.  Thomas  Merchants  Re-organization 

On  Thursday  night,  June  5,  the  Retail  Merch- 
ants turned  out  for  the  election  of  Officers,  meeting 
in  the  board  room  of  the  City  Hall.  The  meeting 
was  started,  but  it  was  soon  found  that  the  room 
was  not  capable  of  holding  them,  so  it  was  moved 
to  the  large  council  chamber. 

The  meeting  was  alive  from  start  to  finish.  There 
was  keen  competition  for  the  election  of  officers,  and 
ballots  had  to  be  taken  each  time. 

A  merchants'  picnic  was  discussed  and  it  is  most 
likely  one  will  be  held  this  summer. 

The  following  officers  were  elected: — 

President — B.  Brick,  of  Mickleborough,  dry 
goods. 

1st.  Vice-President — P.  L.  Egan,  grocer. 

2nd.  Vice-President— G.  E.  Hill,  baker. 

Treasurer — N.  C.  Johnston,  coal  and  wood. 

Secretary — S.  L.  Graham,  men's  wear. 


Newmarket  Officers 

Several  branches  of  the  Retail  Merchants'  Assoc- 
iation have  been  formed  in  the  last  few  weeks,  and 
nearly  all  merchants  in  the  various  places  have 
enrolled  as  members,  making  good  strong  branches 
of  the  Association. 

The  following  officers  elected  in  Newmarket 
are: — 

President — C.  S.  McAuley,  grocer. 

1st.  Vice-President — J.  S.  Osborne,  butcher. 

2nd.  Vice-President — C.  Willis,  tailor. 

Treasurer — W.  S.  Bosworth,  grocer. 

Secretary — H.  B.  Marshall,  grocer. 


St.   Mary's  Officers 

President — A.  H.  Loft,  dry  goods. 
1st.  Vice-President — W.  R.  Butcher,  grocer. 
2nd.  Vice-President — J.  D.  Martin,     coal     and 
wood. 

Treasurer — J.  Ready,  boots  and  shoes. 
Secretary — B.  L.  Lancaster,  general  store. 


Aylmer  Officers 
President — J.  M.  Wrong,  dry  goods. 
1st.  Vice-President — J.  M.  Farthing,  dry  goods. 
2nd.  Vice-President — J.  G.  Heiter,  grocer. 
Treasurer — L.  T.  Young,  grocer. 
Secretary — H.  L.  Charlton,  grocer. 


Hudson's  Bay  May  Dividend 

London. — The  Hudson  Bay  Company  announce 
a  final  dividend  of  thirty  per  cent.,  plus  a  bonus  of 
ten  per  cent.,  making  the  total  fifty  per  cent,  for  the 
past  twelve  months.  The  Standard  points  out  the- 
company  has  made  a  new  departure  in  regard  to 
announcing  the  dividend,  preferring  now  to  make 
it  "in  percentage  form,"  rather  than  on  the  actual 
amount  of  dividend. 

"On  this  occasion,"  says  the  paper,  "management, 
don't  announce  the  balance  forward,  which  makes 
it  impossible  to  gauge  closely  how  company  has  done 
as  compared  with  last  year.  Twenty  per  cent,  of  the 
dividend  is  derived  from  trading  and  thirty  per  cent, 
from  land  sales. 


Saskatoon,  Sask.- — A  clothing  factory  which  will 
employ  at  the  start  eighty  hands,  and  which  shortly 
is  expected  to  give  employment  to  150,  is  the  latest 
industry  to  be  signed  up  by  the  Industrial  League, 
after  negotiations  lasting  for  three  weeks.  The  deal 
was  completed  yesterday.  The  head  of  the  new  com- 
cern  is  S.  Selcer,  formerly  of  the  Alaska  Fur  Com- 
pany, Minneapolis,  who  had  about  fifteen  years'  ex- 
perience in  the  clothing  manufacturing  business  in 
Minneapolis  and  Chicago.  He  has  organized  a  con- 
cern to  be  known  as  The  Saskatoon  Garment  Manu- 
facturing Company,  Limited,  capitalized  at  $50,000, 
which  will  manufacture  overalls,  workmen's  shirts 
and  mackinaw  clothing. 


Relative  Value  of  Display  and  Floor  Space 
(Continued  from  page  52.) 

From  the  accompanying  illustration  it  will  be 
noticed  that  stock  rooms  are  quite  extensive.  Here 
stock  for  both  the  Applegath  stores  are  kept  and  as 
there  is  also  space  in  the  basement,  no  lack  of  room 
is  felt. 

The  store  proper,  it  will  be  noticed,  terminates 
about  25  feet  from  the  rear  of  the  building.  This 
was  done  providing  space  in  plenty  for  the  present, 
but  left  in  such  a  way  that  it  would  be  a  simple 
matter  to  extend  the  store  right  to  the  rear  of  the 
building  if  necessary,  and  confine  all  stock  to  base- 
ment, and  side  stock  rooms. 

But  of  the  whole  store,  the  windows  are  the  main 
feature.  Providing  two  24  ft.  windows  with  a  front- 
age of  only  13  feet,  and  in  such  a  way  as  to  allow  of 
successful  window  trimming  is  the  strong  point 
of  the  store.  Mr.  Applegath  claims  it  should  work 
just  as  well  with  anything  else,  as  with  hats.  In  a 
similar  manner,  then,  could  many  of  the  small 
frontage  difficulties  be  overcome. 

It  is  interesting  to  note  that  the  depth  of  the 
windows  runs  close  to  the  total  depth  of  the  store.  An 
interesting  problem  arises  as  to  the  relative  value  of 
display  and  store  space. 
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Novelties  Predominate  in  Men's  Clothing 


THE     FOLLOWING 

interesting  comment- 
ary on  New  York 
styles  in  men's  cloth- 
ing is  reproduced  from 
the  Reporter: 

As   the  season   ad- 
vances    the     sales     of 

men's  apparel  increase,  and  right  now  the  clothing 
departments  and  exclusive  shops  are  busy  distribut- 
ing merchandise  to  the  consumer. 

This  condition  is  noticeable  in  the  large  stores, 
but  it  surely  reflects  similar  conditions  elsewhere. 
Consumers  have  the  same  opportunities  to  see  the 
season's  best  styles  in  the  stores  in  smaller  centres 
which  to-day  are  more  thoroughly  recognized  than 
ever  as  important  distributors.  More  attention  is 
being  paid  to  this  trade  than  ever  before.  Manu- 
facturers see  to  it  that  the  country  merchant  is  care- 
fully looked  after,  and  that  he  has  the  proper  mer- 
chandise to  display. 

There's  a  reason. 

The  men  and  young  men  to-day  study  styles  in 
fashion  magazines  and  in  the  advertisements.  They 
observe  styles  worn  on  the  streets  of  the  cities  they 
may  visit.  The  old  "foggy"  retailer,  who  cannot 
supply  the  demand,  cannot  compete  with  the  mod- 
ern merchant,  who  can  and  does  supply  it. 

DEMAND    FOR   NOVELTIES   AND   CHECKS. 

Black-and-white  checks  have  been  greatly  in 
evidence,  particularly  in  the  very  small  broken  ef- 
fects, or  crow-foot  checks,  as  they  are  called,  and  the 
shepherd  checks.  In  the  earliest  showings  these 
were  taken  well,  and  now  the  retailers  are  "cashing 
in"  on  the  liberal  demand  which  continues  for  them. 
It  is  important  to  mention  that  the  tendency  to-day 
is  toward  novelties  rather  than  plain  cloths.  Chev- 
iots, rough  worsteds  and  the  like  in  colors  and  two- 
tone  effects  are  selling  well  with  the  retailers.  The 
hair  line  blue  and  black  cheviots  and  worsted  are 
preferred  to  the  plain  colors  in  serges  and  hard- 
finished  worsteds. 

For  Fall  the  situation  is  similar.  The  strong 
combinations  of  black-and-white  checks  cannot  be 
said  to  be  so  desirable  for  the  coming  season,  but 
various  fancies  are  in  good  position  in  all  lines,  in- 
cluding boys'  and  young  men's  lines.  Norfolk 
styles  are  popular  in  the  Spring  showings,  and  they 
promise  well  for  the  coming  season.  In  boys'  suits 
the  knickerbocker  trousers  are  still  in  evidence,  and 
the  style  in  general  effect  will  be  practically  the 
same  as  it  has  been  for  a  long  time. 

SHOWING    CLOTHES    TO    GOOD    EFFECT. 

Glass-front   hanger  cases  have  come  into   such 


New  York  paper  comments  on  style 
tendencies  there — Checks  in  black  and 
white  have  sold  well  —  Fancies  are 
reported  to  be  in  a  strong  position  for 
the    Fall    demand  —  Other    features. 


common  use,  and  they 
have  so  many  advant- 
ages over  the  old  fash- 
ioned method  of  show- 
ing merchandise  from 
a  pile  that  the  modern 
methods  of  selling 
make  it  easy  for  the 
live  and  up-to-date  dealer  to  take  precedence  over 
his  ancient  "brother"  across  the  street.  A  good  stock 
of  merchandise  deserves  good  treatment,  and  since 
better  methods  of  merchandising  are  possible,  it 
should  have  this  treatment.  The  crushed  and 
wrinkled  appearance  of  a  coat  as  it  is  pulled  from  a 
pile  will  often  discourage  the  customer  who  knows 
that  the  stock  of  another  merchant  is  kept  in  a 
smoother  and  better  condition. 

Such  care  as  is  made  possible  by  modern  equip- 
ment increases  the  efficiency  of  the  salesman,  and  at 
the  same  time  gives  the  store  a  greater  amount  of 
prestige.  The  amount  of  sales  are  not  only  directly 
increased  but  the  stock  is  incidentally  kept  in  a 
cleaner  and  better  condition.  It  is  worth  one  hun- 
dred cents  on  the  dollar  for  a  longer  time  than  it 
would  otherwise  be. 

SILK  SHIRTS  GROW  MORE  POPULAR. 

Silk  shirts  and  the  imitations  have  never  been 
in  a  stronger  position  than  they  occupy  to-day.  The 
light  weight  feature  of  them  is  greatly  in  their  favor, 
and  their  dressiness  when  worn  without  a  coat  also 
makes  a  strong  appeal.  The  only  thing  that  stands 
in  the  way  of  the  all-silk  shirt  is  the  price.  It  sells 
from  $4  to  $7  at  retail.  This  is  a  little  too  high 
for  the  average  customer. 

A  more  popular  price  is  to  be  obtained  in  the 
silk  and  linen  mixtures  in  the  same  effects  and  in 
the  mercerized  cloths.  These  are  to  be  had  at  about 
$2  to  $3.50.  Most  of  this  class  of  shirts  are  made 
with  the  soft  double  turn  cuffs,  and  many  of  them 
have  the  soft  collars  of  the  same  material  as  the 
shirt. 

LATE  STYLES  IN  MEN'S  NECKWEAR. 

The  latest  note  in  neckwear  is  that  of  the  Bul- 
garian and  the  Cubist  styles  which  have  been  raging 
in  silks  for  a  few  weeks.  The  Bulgarians  furnished 
some  attractive  patterns  for  our  neckwear  manu- 
facturers, and  the  modern  Cubist  influence  has  lent 
some  novel  ideas  which  have  been  adopted  and  have 
proven  very  satisfactory.  •  These  have  sold  well  to 
the  trade,  and  in  turn  have  been  received  very  favor- 
ably by  the  consumer.  The  popular  price  in  these 
is  fifty  cents,  although  better  grades  have  met  with 
good  sale  in  the  better  class  of  trade. 
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Prince  of  Wales  Has  His  Own  Ideas  on  Dress 


THE  PRINCE  of 
Wales  is  yet  too  young 
to  be  "arbiter  elegan- 
tiarum,"  but  the  time 
may  come.  At  present 
London's  fashionable 
youths  are  much  per- 
turbed because  they  do 

not  find  that  the  Prince  sets  the  seal  of  his  approval 
on  their  taste  in  elegant  attire.  While  they  are 
specially  punctilious  in  the  observance  of  certain 
modes,  the  Prince  makes  a  point,  it  might  almost 
be  said,  of  ignoring  these  customs.  For  example,  he 
invariably  wears  his  gloves  buttoned  and  never  leaves 
the  ends  open  and  tucked  down  over  the  wrist,  as 
is  the  custom  of  the  young  "swell." 

He  wears  a  stand-up-turned-down  collar  with  a 
frock  or  morning  coat,  simply  because  that  sort  of 
collar  is  more  comfortable  than  the  plain  stand-up 
collar. 

AS  TO  THE  COLLAR. 

Several  members  in  the  royal  household,  it  may 
be  mentioned,  have  lately  followed  the  young 
Prince's  example  in  this  matter  and  have  discarded 
the  stand-up  collar  altogether  except  in  the  evening ; 
by  general  consent  a  stand  up  collar  with  small  wings 
looks  smarter  in  the  evening  than  a  turned  down 
collar — and  such  a  collar  is  always  worn  by  the 
Prince. 

The  taste  of  the  Prince  in  the  matter  of  socks, 
however,  delights  the  heart  of  the  youth  of  fashion, 
for  he  frankly  confesses  to  a  taste  for  gaily  patterned 
socks.  These  socks  are  made  to  order  from  designs 
that  are  submitted  to  the  Prince,  who  has  two  or 
three  pairs  made  to  go  with  each  of  his  suits.  The 
dress  bills  of  the  Prince  are  naturally  beginning  to 
rise,  but  nevertheless,  he  does  not  throw  money  away 
on  clothes.  He  generally  orders  half  a  dozen  suits 
at  a  time,  and  does  this  at  most  three  times  a  year. 
Though  the  Prince  is  "fitted"  at  his  tailor's  when 
necessary,  his  tailors  have  an  accurate  model  of  his 
figure  and  one  fitting  is  the  most  that  is  necessary. 

WEARS    SOFT    SHIRTS. 

The  heir  apparent  has  a  great  liking  for  soft 
shirts  and  wears  ordinary  white  shirts  as  seldom  as 
possible. 

His  favorite  day  attire  is  a  knicker  suit  and  soft 
shirt  and  collar,  and  directly  he  gets  out  of  London 
he  gets  into  such  a  suit  as  early  as  possible. 

In  the  matter  of  walking  sticks  the  Prince  bids 
fair  to  exceed  his  grandfather's  famous  collection  in 
number  and  interest,  but  of  the  thirty  walking  sticks 
he  possesses  the  Prince  rarely  carries  any  but  a  large 
crooked  gold  mounted  stick  given  him  by  the  Kaiser 
when  he  came  over  to  attend  King  Edward's  fun- 
eral. 


He  is  inclined  to  disregard  rules  or  to 
make  them  to  suit  himself — He  may- 
prove  a  sartorial  dictator  in  later  years 
— Some  of  his  present  ideas  explained. 


This  particular  stick 
at  Oxford  is  known  as 
the  "Prince's  Crook,"  a 
designation  that  when 
it  reached  the  ears  of 
the  Princess  Mary,  she 
at  once  gave  to  the 
stick. 


-®- 


Cotton  Goods  Sell  in  Canada 

Imports  have  increased  very  rapid- 
ly in  the  last  twelve  years — Con- 
sumption here  has  grown  to  a 
marked  degree. 

Washington,  D.C. — The  Bureau  of  Foreign  and 
Domestic  Commerce,  Department  of  Commerce,  in  a 
report  on  the  cotton  goods  trade  and  industry  of 
Canada  just  completed,  shows  that  the  United  States 
is  second  only  to  Great  Britain  in  supplying  cotton 
goods  to  Canada. 

The  import  of  manufactures  of  cotton  comes 
almost  entirely  from  England  and  the  United  States, 
the  former  usually  supplying  about  two-thirds  and 


CANADIAN  COTTON  IMPORTS 


Countries — 
United  Kingdom 
United  States    .  . 
Switzerland    .  .  . 

Germany    

France    

All  other   


1900 
$4,649,690 
1,694,379 

227,899 

184,074 

80,572 

38,668 


1905. 

$6,004,492 

2,062,062 

341,889 

224,810 

100,712 

58,888 


Total $6,875,282     $8,792,853 


Countries — 
United  Kingdom 
United   States    .  . 
Switzerland  .  .   .  . 

Germany 

France 

All  other 


1910 
.$18,591,299 

3,462,335 
982,468 
577,975 
270,769 
183,158 


1912. 

$22,757,633 

5,974,016 

1,097,991 

717,843 

432,116 

162,003 


Total 


....$18,591,299  $22,757,633 


the  latter  about  one-fourth  of  the  total.  Switzer- 
land ships  embroidery  and  lace;  Germany,  hosiery 
and  embroidered  lace,  and  France,  some  lace,  em- 
broidery, velveteens  and  women's  clothing,  but  out- 
side of  these  specialties  the  market  for  foreign  cot- 
tons is  dominated  by  England  and  the  United  States. 
The  following  table  of  the  imports  of  cotton  into 
Canada  in  1900,  1905,  1910  and  1912  gives  a  good 
(Continued  on  page  78.) 
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Rapid  Changes  Favored  in  Window  Displays 


NO  PROBLEM  sub- 
mitted by  The  Review 
in  some  time  has 
created  as  much  in- 
terest as  that  of  last 
month.  The  large 
number  of  replies  re- 
ceived testified  to  the 
general  interest  taken. 

The  problem  reads  as  follows: — 

Here  is  a  problem  of  deep  importance  for 
the  display  man  and  for  tjhe  heads  of  depart- 
ments  who  must  depend  for  results  to  such  an 
extent  on  display  publicity.  How  often  should 
displays  be  left  in  the  windows  to  get  best  re- 
sults? 

This  question  can  best  be  answered  under 
three  heads: 

1.  How  long  should  regular  merchandising 
displays  be  left  in? 

2.  How  long  before  a  special  sale  should 
displays  relating  thereto  be  put  in? 

3.  How  long  should  special  trims,  back- 
grounds, etc.,  be  used? 

From  the  replies  received,  it  is  quite  apparent 
that  display  men  are  agreed  on  one  point — viz.,  that 
variety  is  the  spice  of  window  trimming,  and  that 
quick  changes  are  the  thing.  The  length  of  time 
allowed  for  trim  is  different,  according  to  the  loca- 
lity, but  it  is  pretty  generally  agreed  that  three  days 
is  the  longest  period  advisable.  Some  assert  that  the 
windows  should  be  trimmed  every  day,  but  others 
point  out  obvious  objections  to  this  plan.  Consen- 
sus of  opinion  is  that  two  days  at  least  are  needed  to 
gain  fullest  benefit  from  a  display. 

Some  of  the  replies  received  are  appended: 

ONCE   A   DAY. 

We  change  our  windows  every  day,  week  in  and 
week  out.  Of  course,  the  store  is  in  a  peculiarly 
strategic  position,  which  makes  it  possible  for  us  to 
change  our  displays  more  frequently  than  would 
be  possible  or  advisable  in  the  majority  of  stores. 
We  are  located  on  a  central  corner  of  one  of  the 
main  streets,  and  thousands  of  people  pass  every 
day.  We  are  certain  that  every  display  we  put  in 
will  be  seen  by  at  least  ten  thousand  people,  appro- 
ximately speaking.  By  changing  daily,  we  offer  the 
public  something  new  to  look  at  every  day,  and 
people  have  got  into  the  habit  of  always  inspecting 
our  windows  as  they  walk  past.  This  happy  result 
could  have  been  obtained  only  in  the  one  way- 
offering  a  fresh  attraction  every  day. 

Only  in  very  rare  cases  has  any  one  window  been 
left  unchanged  for  longer  than  twenty-four  hours. 


Display  men  agree  that  three  days  is 
the  longest  time  that  a  window  should 
be  left  in — In  smaller  places,  a  longer 
time  can  be  allowed — One  day  before 
special  sale  is  long  enough  for  accom- 
panying displays. 


In  cases  of  special 
trims  for  horse  show, 
national  holiday  or 
some  such  event,  we 
have  left  trims  in  for 
two  days,  on  one  oc- 
casion for  three.  ;This 
is  done  very  rarely, 
however,  as  we  feel  it  necessary  to  maintain  our  re- 
putation for  daily  novelty. 

Window  Trimmer. 

Complete  System  Explained 

One  of  the  first  things  to  consider  in  answering 
this  question  is  the  value  of  your  window  space. 

A  store  having  only  two  windows  naturally  val- 
ues its  window  space  in  the  highest  proportion  and 
to  keep  every  department  before  the  public  eye  dis- 
plays must  be  quickly  and  carefully  made  and  as 
often  as  possible  so  keeping  an  ever  changing  and 
attractive  scene.  On  the  other  hand  a  store  having 
several  windows  need  not  hurry  the  changes,  being 
able  to  display  for  every  department  for  a  longer 
term  than  they  could  otherwise  do. 

There  is  no  doubt  whatever  that  a  store  (whether 
with  two  or  more  windows)  whose  policy  is  to  keep 
an  ever  changing  display  before  the  public  eye  will 
attract  more  notice  per  day  than  another  firm  would 
in  a  week. 

We  have  no  better  advertisement  than  to  hear 
people  say  "Lets  go  down  and  see  what  so  and  so 
are  showing  to-day,"  or  "I  like  to  walk  down  to  so 
and  so's.  They  always  have  something  new  in 
their  windows." 

Under  the  first  head,  "How  long  should  regular 
merchandizing  displays  be  left  in?"  I  would  divide 
this  up  into  four  sections: 

(1)  Silks  and  dress  goods,  wash  goods;  (2) 
ready-to-wear  and  millinery,  neckwear,  etc. ;  (3)  hos- 
iery, underwear  (4)  staples,  linens,  curtains,  etc. 

At  the  commencement  of  a  season  the  main  dis- 
plays are  of  silks,  dress  goods,  ready-to-wear  and 
millinery. 

Now  with  regard  to  silks  and  dress  goods :  1  con- 
sider at  the  earliest  part  of  season  that  three  days 
should  be  the  longest  for  any  display  and  even,  then 
some  one  or  two  units  should  be  continually  being 
changed  and  so  give  an  added  attraction  to  a  win- 
dow. For  instance,  in  making  a  display  of  above 
goods  say  on  Monday,  the  window  will  stand  as 
first  trimmed  until  Tuesday  when  I  would  entirely 
change  one  unit  in  the  morning  and  one  in  the 
afternoon  and  same  on  Wednesday.  This  practice 
prevents  any  length  having  chance  to  fade  and  also 
attracts  the  people  every  day.  The  same  applies 
to  ready-to-wear  and  millinery  with  the  exception 
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Dry  Goods  Review 


MEN'S  WEAR  SECTION 


of  continually  changing  suits  and  coats  whenever  I 
have  a  few  moments  to  spare.  On  Thursday  I  would 
make  an  entire  change  in  both  windows  perhaps 
putting  in  a  more  popular  line  for  Saturday  trade. 
With  regard  to  hosiery,  underwear  and  corsets,  as  a 
general  rule  I  give  the  last  four  days  of  each  week 
to  an  especially  good  display  of  these  three  combined. 
Once  a  season  we  give  an  entire  display  of  hosiery 

The  same  applies  to  staples,  linens,  etc.  These 
departments,  of  course,  get  their  big  displays  after 
the  new  season's  goods  have  had  a  good  start  and 
then  for  three  days  at  a  time  showing  perhaps  table- 
linens  for  first  three  days  and  last  three  days  with 
bed  spreads,  etc.  We  try  if  possible  to  give  each 
department  a  full  week's  display  but  changed  at 
least  twice  a  week.  This,  of  course,  means  giving 
the  preference  to  dress  fabrics  and  ready-to-wear 
in  the  proper  season.  This  system,  I  think,  com- 
petes favorably  with  the  store  which  has  more  win- 
dows for  I  notice  that  I  put  in  as  many  windows 
per  week. 

No.  2.  How  long  before  a  special  sale  should 
displays  relating  thereto  be  put  in? 

In  working  out  this  problem  I  have  come  to  the 
conclusion  that  two  days  is  the  best  and  most  profi- 
table length  of  time  previous  to  any  special  sale. 

This  gives  you  two  clear  evening  displays  and 
given  fine  weather  the  evening  is  the  time  when 
your  displays  are  most  attractive.  For  special  sales 
we  as  a  rule  decide  on  Wednesday  as  the  sale  day, 
trimming  the  window  Monday  morning  and  adver- 
tising in  Monday  evening  paper  and  also  Tuesday 
evening.  By  this  time  every  one  is  interested  and 
excited  over  the  bargains,  and,  the  time  being  short, 
the  sale  is  not  forgotten.  The  window  space  is  not 
wasted  for  a  longer  time. 

3.  How  long  should  special  trims,  back-grounds, 
etc.,  be  used? 

Only  so  long  as  they  are  adapted  to  the  class 
of  merchandise  being  shown.  Trims  made  specially 
for  openings  are  as  a  rule  capable  of  being  used  for 
a  month  or  so  afterwards  while  you  are  showing 
novelty  fabrics,  etc.  But  when  you  begin  to  drop 
to  the  regular  routine  of  season's  business,  you  need 
a  more  business-like  fixture,  one  that  is  adapted  for 
displaying  any  class  of  goods.  Special  trims  such  as 
used  for  Victoria  Day,  July  1st,  etc.,  should  be  re- 
moved directly  after  the  holiday  and  put  in  about 
one  week  previous. 

J.  J.  Thompson. 

Regular  Changes  Needed 

Editor,  Dry  Goods  Review.— Replying  to  your 
query  in  your  issue  of  May  21,  as  to  how  often  dis- 
plays should  be  left  in  windows  to  obtain  best  re- 
sults, let  me  submit  the  following  under  the  three 
heads  you  suggest: 

(1)  Displays  of  regular  merchandise  should  be 
left,  in  my  opinion,  never  for  more  than  one  week. 


Furthermore,  I  would  advocate  regular  changing 
of  windows  in  so  far  as  it  is  possible  and  practical. 
After  a  window  trim  has  been  on  display  for  a  few 
days  in  the  average  town  it  loses  its  force,  or  rather 
it  ceases  to  arouse  curiosity  and  produce  attraction. 
With  a  new  arrangement  coming  at  the  end  of  some 
stated  period,  which  for  practical  purposes  I  should 
make  three  days,  people  come  to  look  regularly  to 
that  window  for  something  new  and  attractive  and 
often  are  found  to  go  out  of  their  way  to  see  what  is 
"in"  to-day. 

(2)  In  preparing  for  a  special  sale  the  length 
of  time  a  trim  relating  thereto  should  be  on  display 
before  the  commencement  of  the  sale,  should  be 
guided  by  the  size  of  the  town  or  city  and  by  the 
advertising  mediums  of  that  city.  Where  there  is 
a  daily  newspaper  one  full  day  with  the  aid  of  the 
newspaper  should  be  sufficient.  In  other  cases  I 
should  set  the  limit  at  two  days,  but  always  making 
an  effort  to  call  the  attention  of  the  public  to  the 
sale  by  other  means  in  addition  to  the  window  itself, 
before  the  sale  begins. 

(3)  Special  trims  and  backgrounds  are  some- 
thing which  may  be  rearranged  and  changed  over 
and  over  again  in  such  a  way  as  to  be  used  a  number 
of  times.  Where  a  special  background  is  gotten  up 
for,  say,  an  Easter  window  or  a  Thanksgiving  win- 
dow, it  is  likely  to  be  suitable  to  the  season  to  an  ex- 
tent that  it  may  be  repeated  with  little  or  no  change, 
and  used  for  several  weeks.  But  where  a  background 
applies  only  to  one  holiday,  and  not  to  a  season,  it 
should  not  be  repeated  in  a  way  to  be  easily  recogniz- 
ed, unless  held  over  to  the  corresponding  season  the 
following  year.  A  little  ingenuity  can  change  a 
background  or  trim  so  as  to  produce  quite  a  different 
effect  and  permit  its  being  used  for  several  weeks  at 
once,  but  I  would  not  advocate  using  one  background 
without  change  for  more  than  a  couple  of  weeks 
handrunning. 

Display  Man. 

Short  Periods  Recommended 

(1)  If  not  displayed  for  any  special  event  such 
as  Horse  Shows,  Race  Week,  Easter  or  Christmas 
displays,  I  think  3  days  at  the  outside  in  a  city  and 
four  in  a  town.  If  your  display  is  at  all  attractive 
and  has  any  "catchy"  ideas,  the  people  of  your  town 
will  soon  hear  of  it  from  those  who  have  seen  it. 

(2)  Depends  largely  on  what  you  are  featuring. 
If  you  are  putting  on  a  special  sale  of  one  parti cular 
article  and  your  supply  is  limited,  I  think  one  day  is 
ample  in  a  city  and  2  in  a  town.  It  is  better  to  let 
half  the  people  see  it  and  serve  them  than  it  is  to  let 
every  one  see  it  and  have  to  turn  away  disappointed 
customers.  Even  if  they  don't  share  in  this  particu- 
lar special  you  are  featuring,  they  will  hear  of  it 
and  watch  your  windows.  But  if  it  is  goods  that 
you  have  plenty  of  or  can  procure  readily,  I  would 
say  2  days  in  a  city  and  3  days  in  a  town.    If  cloaks, 
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suits  or  dresses  are  displayed  for  special  sale,  I  sug- 
gest changing  the  windows  daily  as  long  as  the  sale 
lasts.  No  lady  wants  to  purchase  a  dress  that  has 
been  in  a  shop  window  with  a  ticket  on  naming 
Sale  Price  $8.49.  The  garment  may  be  worth 
equally  $15.00  or  $20.00,  yet  no  lady  wants  her 
associates  to  know  she  is  wearing  a  dress  or  gown 
purchased  at  Bargain  Sale  at  $8.49.  I  think  a  mer- 
chant (in  a  suit  or  dress  sale)  hurts  his  business  by 
putting  price  tickets  on  garments  displayed  in  win- 
dows. Other  ways  equally  as  "catchy"  for  window 
displays  can  be  used. 

(3)  If  the  background  represents  a  Spring  or 
Autumn  scene  with  leaves  or  flowers,  same  can  be 
left  for  a  week  in  a  city  and  two  in  a  town  providing 
you  were  featuring  Spring  or  Fall  wearing  apparel 
as  the  case  may  be.  A  background  of  this  nature 
should  be  used  for  nothing  but  wearing  apparel.  If 
it  is  a  plain  scenery  background  which  would  be 
suitable  for  any  line  of  goods,  I  think  it  is  optional 
how  you  use  it  providing  it  is  not  too  showy  to  show 
stronger  than  your  window  displays.  At  the  outside, 
two  weeks  is  long  enough  for  any  plain  background. 
A  good  strong  and  attractive  background  built  to 
represent  familiar  scenes  is  half  of  your  window 
display.  At  the  first  glance  the  passer-by  does  not 
always  notice  your  goods.     He  sees  something  fam- 


iliar in  the  background. 


G.  E.  Hagerman. 


Every  Three  Days 

Your  question  in  The  Review  of  May  21  on  "How 
often  do  you  change  your  windows?"  is  one  of  sur- 
passing importance ;  not  only  in  the  larger  cities,  but 
to  every  business  man  in  Canada — because  as  "the 
eyes  are  the  window  of  the  soul,"  so  also,  the  window 
is  the  eye  which  reveals  the  store's  innermost  soul; 
by  displaying  the  best  of  its  merchandise  in  the 
most  approprate  setting. 

You  may  have  heard  the  auld  saying:  "A  braw 
clean  windy  makes  a  braw  clean  hoose,"  so  also,  a 
window  that  is  not  braw  and  clean  will  make  a 
store  seem  dull  and  ancient,  like  the  proverbial  lazy 
man. 

(1)  Therefore  windows  should  be  changed  every 
three  days :  first,  to  keep  them  fresh ;  second,  because 
the  same  people  pass  your  windows  every  day ;  third, 
you  can  display  twice  as  many  goods  as  you  can  if  you 
only  change  the  window  once  a  week. 

Of  course  you  will  say,  "then  why  not  change 
them  every  day?" 

Because  a  window  requires  more  than  one  day 
to  convince  and  impress  a  casual  passer,  with  the 
desirability  of  your  goods. 

The  first  day  the  goods  strike  one  with  their 
newness  and  beauty :  and  each  succeeding  day  is  the 
"follow  up" — the  convincing  end  of  the  business. 

But  after  three  days,  its  power  begins  to  wane; 


not  only  because  the  novelty  has  worn  off,  but  be- 
cause, in  some  subtle  way,  the  charm  and  freshness 
of  the  goods  themselves  begin  to  pall.  The  window 
is  like  a  charge  of  petrol  gas.  It  has  got  to  have  time 
to  do  its  work ;  but  immediately  the  charge  is  exhaust- 
ed put  in  another  charge,  or  the  business  won't  get 
full  benefit. 

Therefore,  a  window  has  no  pulling  power  after 
three  days. 

(2)  The  same  rule  applies  to  the  second  part  of 
the  question.  A  window  should  not  be  trimmed  for 
a  special  display  any  more  than  three  days  before 
the  event,  for  the  reasons  given  above. 

(3)  Trims,  decorations  and  backgrounds  should 
be  changed  each  week,  excepting  when  they  demon- 
strate some  special  event,  when  they  must  remain 
for  the  whole  period  of  the  special  show  or  sale.  But 
there  is  absolutely  no  kind  of  decoration  or  back- 
ground that  is  of  any  value  after  one  month's  con- 
tinuous use.  Put  it  away  for  a  while:  turn  it  outside 
in,  or  up-side  down,  or  anything  for  a  change.  If 
you  don't  want  to  change  your  backgrounds  regular- 
ly, employ  a  dignified  and  fairly  permanent  wood 
background,  in  brown  or  golden  finish. 

One  or  two  mirrors  are  in  order,  but  they  must 
be  good  and  clean. 

This  last — cleanliness — is  the  first,  last  and  all 
(he  time  principle  of  the  progressive  store.  How 
many  times  is  this  first  principle  not  forgotten  in 
many  of  our  little  country  stores? 

Robert  McCruden. 

Three  Days  the  Limit 

Question  1.  Three  days  under  ordinary  con- 
ditions. If  goods  continue  to  sell  after  that  period 
and  the  display  manager  feels  that  all  that  pass  his 
windows  have  not  noticed  the  displays  and  that  he 
has  not  given  them  time  to  decide  whether  they 
want  any  of  the  articles  on  display  or  not,  keep 
them  in  a  day  or  two  longer. 

The  one  in  charge  of  displays  should  use  the 
clerks  of  the  store  as  "newsgetters"  of  public  opinion 
regarding  the  display  in  question. 

2.  About  as  long  before  as  the  display  manager 
is  accustomed  to  keep  his  ordinary  displays  before 
the  public. 

Sale  goods  when  once  shown  should  never  be 
withdrawn  from  publicity  before  the  sale. 

A  good  time  to  commence  the  display — if  there 
are  two  market  days  in  one  week — is  on  the  first  of 
these  days.    Then  start  the  sale  on  the  second. 

3.  Special  trims  may  be  kept  in  not  more  than 
4  or  5  days.  The  remaining  1  or  2  days  must  be 
ordinary  so  as  to  make  the  next  "special"  more  em- 
phatic. Some  backgrounds  may  be  used  in  many 
consecutive  displays  because  they,  in  many  instances, 
act  as  the  fixed  background  of  the  windows. 

Forms  and  figures  may  be  used  at  most  times  so 
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long  as  their  positions  are  changed.  Ability  to  totally 
change  the  appearance  of  a  window  by  changing 
the  positions  of  the  stands  can  be  acquired  by  little 
more  than  common  observation. 

F.  D.  Wellington. 

From  Men's  Wear  Standpoint 

1.  How  long  should  regular  merchandizing  dis- 
plays be  left  in? 

This  depends  a  great  deal  on  the  size  of  the  town, 
and  the  location  of  the  store.  If  in  a  large  city,  and 
in  a  prominent  location,  displays  should  be  changed 
often,  and  for  this  class  of  trim  3  or  4  days  should 
be  sufficient,  in  smaller  cities,  displays  are  often  left 
in  for  a  week  at  a  time,  one  reason  for  this  is  that  in 
the  smaller  cities  everybody  does  not  get  uptown 
as  often  as  in  the  larger  cities,  so  that  there  is  a  differ- 
ent crowd  to  view  your  windows  nearly  every  day. 
Also  in  most  of  the  stores  in  the  smaller  cities  the 
window  trimmer  and  card-writer  has  usually  another 
department  to  care  for,  and  cannot  spare  the  time  to 
change  the  displays  much  oftener  than  once  a  week. 
In  making  a  change  it  is,  of  course,  most  important 
to  make  the  display  of  something  different  so  that  it 
will  attract  attention  because  it  is  entirely  different. 

2.  How  long  before  a  special  sale  should  dis- 
plays relating  thereto  be  put  in. 

Two  or  three  days  at  the  least.  This  applies  to 
clothing,  more  particularly,  it  has  been  proven  that 
displays  two  days  ahead  of  the  special  sale  with  the 
right  kind  of  advertising  at  the  same  time  have  cre- 
ated an  interest  almost  impossible  otherwise.  Of 
course  a  lot  of  interest  can  be  created  in  a  day's 
display,  but  the  two  or  three  days  display  gives  the 
people  a  chance  to  talk  about  it,  and  in  this  way  often 
some  people  are  brought  in  touch  with  the  event, 
that  otherwise  would  have  heard  nothing  till  it  was 
all  over.  This  is  often  the  case  with  the  young  men 
as  lots  of  them  never  read  ads.  in  the  papers.  Some 
might  raise  the  point  that  this  gives  your  competitor 
a  chance  to  see  what  your  special  values  are  and  also 
arrange  to  make  a  special  sale  of  something  along 
the  same  line,  but  the  modern  merchant  to-day  runs 
his  own  business,  and  while  keeping  an  eye  on  his 
competitors  he  lets  them  run  theirs. 

3.  How  long  should  special  trims  and  back- 
grounds be  used. 

This  is  where  the  trimmer  will  have  to  use  his 
own  judgment,  as  it  depends  a  great  deal  what  the 
special  trims  consists  of.  Some  goods,  it  is  advisable 
to  give  a  good  show,  others  have  to  be  changed  often- 
er on  account  of  their  delicate  shades,  etc.  There  is 
a  decided  trend  at  the  present  time  to  change  window 
displays  oftener  than  has  been  the  custom  in  recent 
years.  This  is  noticeable  in  almost  every  line  of 
business,  window  displays  are  becoming  stronger  fac- 
tors in  the  advertising  of  the  modern  merchants,  a 
better  class  of  displays  are  being  used.    The  windows 


are  getting  more  attention  than  ever.  Therefore,  if 
the  trims  are  neatly  and  attractively  arranged, 
and  changed  as  often  as  possible  interest  is  bound 
to  be  worked  up  on  account  of  it.  "Early  and 
Often"  is  certainly  a  good  motto  for  the  window 

trimmer. 

P.  Curzon. 

Believes  in  Novelty 

I  change  my  windows  every  Monday  morning 
and  Thursday  night  and  sometimes  put  in  specials 
during  the  week. 

I  find  by  trimming  my  windows  on  Monday 
morning  it  gives  a  newness  from  the  previous  week 
and  seems  to  bring  good  results. 

I  think  it  depends  a  great  deal  on  the  kind  of 
a  trim  you  have  in  and  the  results  you  are  getting 
from  it,  to  decide  just  how  long  it  should  stay  in. 
But  displays  should  never  be  allowed  to  stay  in  long 
enough  to  get  old  to  the  public. 

QUESTION   NO.   2. 

As  to  a  window  trim  for  a  special  sale,  I  think 
the  window  trim  should  be  put  in  the  same  evening 
following  the  advertisement  in  the  morning  paper, 
something  like  two  days  before  the  sale  begins. 
That  would  enable  the  public  to  acquaint  them- 
selves with  the  real  value  advertised,  through  the 
showings  in  the  display,  and  yet  the  display  would 
not  become  common  and  lose  the  desired  effect. 

QUESTION   NO.    3.      SPECIAL   TRIMS. 

A  back-ground  will,  I  think,  derive  the  full 
value  in  one  window  trim  and  if  left  in  longer  will 
add  too  much  of  a  sameness  to  the  whole  of  the 
window.  The  public  soon  grows  tired  of  one  thing 
and  you  can  attract  the  attention  of  the  public  better 
by  continually  showing  them  something  new.  They 
will  form  the  habit,  I  think,  of  walking  a  block 
out  of  their  way  to  look  at  your  windows  if  they 
know  you  have  something  new  to  show  them. 

J.  W.  Cummings. 

Favors  Longer  Term 

No.  1.  How  long  should  regular  merchandising 
displays  be  left  in? 

In  the  smaller  towns,  where  a  big  part  of  the 
trade  is  derived  from  the  country,  a  regular  mer- 
chandising display  should  be  left  about  two  weeks. 
Only  a  small  part  of  the  country  people  would  come 
into  town  during  one  week;  but  a  shorter  time 
would  be  better  if  it  could  bring  the  desired  result. 
All  colored  dry  goods  left  open  to  the  strong  day- 
light are  apt  to  become  disfigured.  Dry  goods  left 
in  the  window  too  long  are  apt  to  get  soiled  from 
the  dust  that  has  settled  on,  unless  good  care  is 
taken  to  dust  before  laying  a  hand  on  the  stock  to 
take  it  out. 

In  the  bigger  towns  and  cities  one  week's  display 
would  produce  better  results  than  two  weeks  in  a 
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small  country  town,  because  people  are  continually 
passing  by  from  6  o'clock  in  the  morning  till  11 
at  night. 

The  cities  or  the  big  towns  having  electric  lights 
have  a  big  advantage  over  the  small  towns. 

No.  2.  How  long  before  a  special  sale  should 
displays  relating  thereto  be  put  in? 

Special  sale  goods  should  be  displayed  not  later 
than  the  day  before  the  ad.  or  bills  appear  before 
the  public.  We  will  say  an  ad.  appears  before  the 
public  Saturday,  June  7,  and  the  sale  dated  for 
Monday,  June  15,  for  one  day  only.  That  gives 
the  people  ample  time  to  inspect  the  goods. 

No.  3.  How  long  should  special  trims,  back- 
grounds, etc.,  be  used? 

A  background  is  a  big  factor  in  a  window  trim. 
First,  it  keeps  customers  from  upsetting  displays. 
It  takes  the  bareness  off,  and  shows  the  goods  up 
better.  It  helps  to  keep  out  flies  and  dust  in  pro- 
perly fixed  window. 

In  dressing  with  dry  goods  or  ready  to  wear,  the 
main  object  of  the  trimmer  is  to  catch  the  attention 
of  the  passing  public  by  arranging  the  goods  to  the 
best  advantage.  <■ 

A  special  trim  background  should  only  be  used 
for  one  sitting.  The  goods  used  for  trims  can  al- 
ways be  sold  for  cost  if  handled  properly. 

J.  S.  BJORNSON. 


Robert  Gallagher  Retired 

It  came  as  rather  a  surprise  to  the  wholesale 
trade  of  Winnipeg  a  few  days  ago  to  learn  that 
Robert  R.  Gallagher  had  retired  from  the  big  whole- 
sale dry  goods  house  of  Stobart,  Sons  &  Co.,  Ltd., 
Winnipeg.  Mr.  Gallagher  is  undoubtedly  one  of 
the  most  capable  and  best  known  dry  goods  men 
in  western  Canada.  He  has  spent  many  years  in 
the  business,  although  he  is  still  a  young  man. 

He  has  been  about  30  years  in  the  dry  goods 
business,  and  in  that  time  has  served  in  many  im- 
portant positions,  and  has  learned  the  trade  from 
the  ground  up.  He  served  his  apprenticeship  in  a 
country  store  at  Newboro',  Ont.,  from  where  he  went 
to  Montreal  and  entered  the  old  firm  of  J.  G.  Mac- 
Kenzie  &  Co.,  wholesale  merchants,  and  one  of  the 
leading  houses  in  Canada  at  that  time.  In  a  short 
time  Mr.  Gallagher's  ability  as  a  salesman  was  recog- 
nized by  his  principals,  and  he  was, sent  on  the  road.. 
At  the  close  of  his  first  trip  the  general  manager 
of  the  firm  said  his  success  was  phenomenal,  and  he 
remained  travelling  for  two  years,  or  until  the  Fall 
of  1897,  when  the  firm  decided  to  pick  up  trade  in 
Western  Canada.  Mr.  Gallagher  was  therefore  trans- 
ferred to  the  western  end  of  the  business,  and  at  that 


time  he  was  congratulated  on  having  been  chosen, 
although  the  youngest  member  of  the  travelling 
staff,  to  assume  such  a  responsible  post. 

He  remained  with  the  MacKenzie  Company  until 
1893,  or  until  Mr.  MacKenzie's  death,  when  there 
was  an  impression  that  the  business  was  to  be  wound 
up.  He  accepted  a  tempting  offer  from  S.  Green- 
shields  &  Company.  Under  his  supervision  the  bus- 
iness of  the  Greenshields  Company  in  the  west  grew 
tremendously  in  a  comparatively  short  time,  and 
traveller  after  traveller  had  to  be  added  to  the  staff 
to  cater  to  the  rapidly  growing  trade. 

Trade  became  so  great  that  in  1902  it  was  de- 
cided to  open  a  warehouse  in  Winnipeg.  Conse- 
quently a  warehouse  was  built  here,  Mr.  Gallagher 
supervising  it,  and  he  was  taken  into  the  new  organ- 
ization, known  as  Greenshields  Western,  Ltd.,  and 
was  made  managing  director.  Later  on  there  was 
some  misunderstanding,  and  he  decided  to  with- 
draw from  the  firm.  He  was  offered  an  interest  in 
the  business  of  Stobart,  Sons  &  Co.,  in  1905,  and 
was  made  a  director  and  warehouse  and  sales  man- 
ager. Under  his  organization  and  efforts  the  busi- 
ness grew  at  an  enviable  rate. 

It  is  well-known  among  the  western  trade  that 
the  rapid  strides  made  by  this  house  in  the  last 
few  years  were  largely  due  to  the  ability  and  exper- 
ience that  Mr.  Gallagher  brought  into  it.  Although 
now  retiring,  the  impression  is  general  among  his 
many  friends  in  the  trade  that  he  will  not  remain 
long  from  active  business.  There  is  no  failing  in  his 
energies,  and  it  is  considered  that  he  is  too  young 
a  man  to  be  lost  to  the  dry  goods  trade.  Local 
wholesalers  would  not  be  surprised  to  find  him  before 
long  in  a  field  that  will  still  give  scope  to  his  execu- 
tive ability. 

R.  R.  Gallagher  has  always  been  appreciated  by 
employees  and  the  trade  generally  on  account  of  his 
fairness  and  justice  to  all  at  all  times.  He  has  given 
many  a  young  man  a  second  chance  and  led  them 
from  apparent  failure  to  assured  success. 


-®- 


Appointed  Assistant  General    Manager 

"Apropos  of  the  recent  changes  at  Messrs.  Pryce, 
Jones  (Canada)  Limited,  Calgary,  Mr.  H.  Curtis, 
the  general  manager  has  appointed  Mr.  James  J. 
Hills  as  assistant  general  manager.  Mr.  Hills  is  the 
son  of  Mr.  W.  W.  Hills,  and  a  nephew  of  Mr.  H.  G. 
Hills,  woolen  merchants,  13  Union  Street,  Birming- 
ham. Mr.  Hills  has  had  13  years'  experience  in  the 
Canadian  dry  goods  trade,  and  should  prove  a  valu- 
able assistant  in  the  management  of  Messrs.  Pryce, 
Jones  (Canada)  Limited.  The  board  have  appoint- 
ed Mr.  A.  E.  Myatt,  F.A.A.,  A.C.I.S.  (England)  as 
chief  accountant,  and  he  will  have  the  control  of  the 
counting  house" — Drapery  Record. 
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Speeding  Up  the  Collection  of  Accounts 


THE  COLLECTION 
of  accounts  is  not  al- 
ways a  jpleasant  duty 
but  it  is  a  necessary 
one.  A  business  can- 
not go  on  for  long  un- 
less the  money  that  is 
due  it,  is  forthcoming. 

The  allowing  of  debts  to  continue  until  they  come 
within  the  "no  good"  class  is  the  downfall  of  many 
a  merchant.  A  man  should  go  strongly  after  that 
which  belongs  to  him.  He  knows  that  when  his 
own  bills  come  due,  he  has  to  meet  them  promptly 
and  in  a  judicious  method,  he  should  give  his  cus- 
tomers to  understand  the  same  thing. 

When  a  bill  becomes  past  due  and  still  remains 
unpaid,  it  generally  takes  more  than  one  attempt  to 
collect  it.  Some  merchants  have  a  follow-up  system 
of  letters  for  this  purpose.  The  first  one  leads  off 
mildly,  but  gives  the  debtor  to  understand  that  the 
amount  is  wanted.  Gradually  the  letters  are  made 
stronger. 


The  system  of  one  merchant  who  claims 
he  gets  good  results — Has  four  stand- 
ing letters  beginning  with  a  mild  one 
and  gradually  becoming  stronger — A 
duty   which   must   never   be    shirked. 


Some  have  a  series 
of  as  many  as  ten  let- 
ters, leading  from  the 
first  mild  request  up  to 
the  climax.  One  mer- 
chant reports  quite 
good  results  from  a  ser- 
ies of  four  letters  of  the 
same  nature.  These  are  reproduced  herewith,  and 
as  they  have  proven  quite  successful  by  the  mer- 
chant who  drew  them  up,  they  ought  to  help  others. 
Just  at  present  money  is  tight  and  many  people 
are  trying  to  hold  on  to  what  they  have.  No  better 
time  could  be  selected  for  a  strong  aggressive  collect- 
ing campaign.  By  getting  after  money  systematical- 
ly, the  dealer  is  bound  to  make  greater  headway. 
Spasmodic  attempts  are  never  very  successful. 

The  question  of  collections  has  become  one  of 
deepest  moment  since  the  money  stringency  de- 
veloped. Ever  since  the  first  of  the  year  there  has 
been  much  talk  about  tightness  of  money  and  diffi- 
culty in  making  collections.    r 


_xt 


a   ^ount  of   •*«* 
I  ,i«ht  n°"   l  u     .nd  this  req 

-hat  y°u  can      o„l0le  oate  «1"  d 

Lppreotated. 
1  otoilB6'  yours   l« 


l^ount 


Because  money  happens  to  be  a 
little  tight  is  no  reason  why  the  mer- 
chant should  lag  in  his  collecting 
campaign.  In  fact,  the  opposite  is 
true.  He  should  go  after  his  own 
with  greater  energy,  because  it  is 
harder  to  get,  and  he  needs  it  to  settle 
his  own  accounts.  In  periods  of  fin- 
ancial stringency,  the  larger  corpor- 
ations who  have  established  first-class 
collection  systems  suffer  the  least. 
They  get  after  their  money  with  tact, 
precision,  and,  if  need  be,  force.  The 
retailer  is  entitled  to  his  own,  and  he 
should  get  after  it  systematically. 


W 


DEAR 

If  requests  for  settlement  are  sometimes 
expressed  more  plainly  and  vigorously  than  at 
other  times,  It  is  because  business  require- 
ments prevent  the  prolonging  of  credits.  Tour 
Indebtedness  is  past  due  .  You  have  been  given 
a  long  time*  much  longer  than  was  agreed  upon, 
and  present  olroumstanoes  are'such  that  your 
assistance  is  much  needed.   Please  give  this 
your  immediate  attention  and  oblige, 
Tours  truly. 


Amount  Due,  $ 


(4) 


DEAR_ 

You  have  been  repeatedly  asked  for  a 
settlement,  but  seem  to  have  given  these 
requests  no  attention.   If  the  amount  is 
not  paid   or  In  some  way  adjusted  In  the 
next  10  days,  you  can  blame  yourself  If  suoh 
proceedings  are  entered  as  will  collect  it. 
Please  eave  any  trouble. 

Yours  truly, 


Amount  Due ,  8 


19 


DEAR, 

In  further  „,. 

'ou-nd,bte^ea7t";;toth9aatterof 

*°  «»"«  you        ""  ».oome  "-...r, 

Th9re  «•  no  .,.„  to  '*  l0  »«»  u„p.ld. 

11  «"•«  be  .„  7     Ske  *°u  «V  cost   h 

°o  insisted  .,„  tost,  but 

-*«•«««...  It  rn  that  thi- •i«- b. 

"°-"  you   and   nothiL  ^   de—    to 

°8    Prompt, 
Ifours    truly, 

Amount   Bue      ,  


Herewith  are  reproduced  a  series 
of  four  letters  that  have  been  tried 
and  found  useful  by  one  merchant  in 
collecting  accounts.  These  are  num- 
bered 1,  2,  3,  Jf,  in  the  order  sent  out. 
If  the  first  does  not  produce  results, 
the  second  is  sent  out.  If  this  is  in- 
effectual, it  is  followed  by  the  third 
and  fourth,  but  in  only  a  few  in- 
stances is  such  the  case.  The  major- 
ity of  fairly  well-to-do  people  will  see 
the  justice  of  the  first  two  appeals, 
making  the  third  and  fourth  unnec- 
essary. In  cases  where  a  merchant 
has  a  large  outstanding  indebtedness, 
some  such  system  should  prove  bene- 
ficial. 
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MEN'S    WEAR    SECTION. 


Dry  Goods  Review 


VANGUARD  Knitting  Wools 


Established 


Scotch 

Fingerings, 

Vanguard, 

15*8, 12's, 

Fine. 

Hosiery 
Yarns, 


♦•UTS** 

Soft 
Knittings, 
B,  Imperial, 
Soft  Spun, 
Vanguard, 

Fine. 

0^2  and  00 
Worsteds, 


THOMAS  BURNLEY  &  SONS,  Limited 

Manufacturers   of  Scotch   Fingering  and  Knitting   Wools, 

GOMERSAL    MILLS,  nr.   LEEDS,   ENGLAND. 


THE "CONCAVE" 
SUIT  HANGER 


For  wardrobe  or 
rack    use.     Made 
of  Hardwood  nicely 
finished. 
Price  per  100  .  .  $12.50 
Special   price   in  large  quanti- 
ties to  manufacturers  and  whole- 
sale clothing-  houses. 
Write  for  our  catalog — we  make  every- 
thing in  store  fixtures. 


CLATWORTHY  &   SON,  LTD. 
161  King  St.  West,  TORONTO 


DOMINION  BRAND 


Stands  for  Highest 
Quality     in     Coats 

Style,    fit    and , 
wear  sums   up1 
the     DOMIN- 
ION  BRAND 
line  of  Sweater 
Coats.  Made  in 
the  most    approved  de- 
signs that  at  once  appeal 
to    the    tastes    of    the 
young  man ;  shaped  to 
the  figure  with  enough 
elasticity   to    guarantee 
comfort ;    and    made  of 
only    p  u  r  e    worsted 
yarns,      these      elegant 

coats  certainly  meet  the  demands  of  your 
best  customers. 

Why  not  put  your  knit  goods  department  on 
a  good,  paving  foundation  by  stocking 
DOMINION  BRAND  Sweater '  Coats.  A 
sample  order  will  convince  you. 

A.  BURRITT  &  COMPANY 

DOMINION  MILLS 

MITCHELL,  ONTARIO 
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Salient  Pointers  for  the  Clothing  Salesman 


IN  AN  address  before 
the  furnishing  goods 
salesmen  of  the  firm  of 
Brill  Bros.,  New  York, 
the  following  forceful 
remarks  were  made  by 
M.  D.  Brill,  a  member 
of  the  firm : 


|  ■  III  I       1  ■  I  ■  I    ....    ■        ■  |>»^M^ 

j 

Observe,  remember  and  suggest — Some 
good  advice  given  in  address  by  M.  D. 
Brill,  New  York — Memory  and  courtesy 
are  great  assets — :Rougnhouse  tactics 
should  never  be  adopted  under  any 
circumstances. 


Don't  complain; 
leave  that  to  the  firm. 
The  struggle  of  the 
salesman  should  harm- 
onize with  his  employ- 
er's heeds;  bring  out 
his  talent  energies  and 
discover  for  him  untap- 


The  three  words,  observe,  remember  and  suggest, 
are  necessary  for  the  success  of  every  salesman  or 


ped  capabilities.      I  know  it  to  be  a  fact  that  men's 
fears  are  the  things  which  retard  their  progress.  Put 


merchant.    You  must  remember,  you  must  observe,  .  the  meekest  man  in  the  world  where  he  has  to  fight 


and  you  must  suggest  in  order  to  be  successful.  The 
fact  that  the  salesman  is  the  firm's  personal  repre- 
sentative should  make  it  clear  to  him  that  it  is  his 
duty  above  all  other  things  to  adhere  strictly  to  the 
firm's  policy.  If  this  is  done  it  will  help  to  get  the  not  their  inability  to.  do  it;,  of  course,  no  salesman 
confidence  of  the  customer  the  minute  he  approaches     can  sell  goods  through  the  use  of  roughhouse  tactics 


to,  get  out,  and  he  will  show  the  strength  and  clever- 
ness which  even  he  himself  did  not  know  he  posses- 
ed.  The  thing  which  holds  men  back'  is  the  fear 
that  thev  cannot  do  what  is  asked  of  them.     It  is 


• 


you.    For  example : 

Greet  your  customer  with  a  smile.  < 
Introduce  merchandise  intelligently. 
Put  your  customer's  name  on  the  check 
We  have  asked  this  so  often  of  our  men,  and  in 
one  of  our  stores  it  is  next  to  impossible  to  have  this 
done.  In  this  particular  store  we  have  one  or  two 
men  who  invariably  make  out  their  application  for 
charge  accounts  incorrectly.  We  tell  them  plainly 
to  get  the  customer's  name  and  address,  his  occupa- 
tion, his  place  of  business,  his  references..  All  these 
questions  are  printed' on  the  -application,  and  still 
these  few  men  insist  upon  making  errors  that  are 
almost  inexcusable  on  account  of  their  simplicity. 
They  do  this  because  they  don't  observe  and  they 
don't  remember,  and  the  ideas  that  have  been  given 
them  have  hot  suggested  themselves  to  the  sales- 
man. 

Ask  your  customer  to  call  again;  at  the  same 
time  give  him  your  personal  card.  It  will  have  a 
great  effect  and  a  tendency  to  bring  him  back. 
When  you  ask  him  to  call  again,  say,  "Thank  you; 
call  again,"  as  they  do  in  England  everywhere  you 
go.  If  you  go  into  a  store  and  ask  the  time  of  the 
day,  a  gentleman  will  say,  "10.30,  thank  you."  They 
do  the  same  thing  in  France,  and,  in  fact  all  over 
Europe.  Our  salesmen  do  not  make  a  practice  of 
it,  and  they  really  should.  It  is  a  habit  that  will 
grow  upon  them  and  they  will  find  it  a  most  agree- 
able one  if  they  practice  it. 

Ask  your  customer  to  whom  you  give  your  card 
to  send  his  friends  to  you;  that  you  will  give  them 
your  personal  attention.  Then,  again,  I  say  the 
salesman  should  sell  what  they  have  in  stock  and 
not  be  too  ready  to  take  special  orders.  Too  much 
stress  cannot  be  laid  on  this.  You  have  got  to  keep 
plodding  and  live  up  to  the  firm's  policy. 


such  as  I.havehad  occasion  to  call  certain  men  in 
our  employ  to-,  task  for.  It  is  bad  business  to  be 
brazen,  The  particular  case  to  which  I  refer  occurr- 
ed at  one  of  our  stores.  A  very  unsightly  looking 
individual^  with  a  week's  growth  on  his  face,  under- 
sized and  looking  like  a  Russian,  was  buying  a  pair 
of  gloves.  Trie  salesman,  having  two  or  three  cus- 
tomers, became  very  impatient  with  this  customer, 
and  I  heard  him  say,  "This  is  size  7%  and  this  is 
size  8.  You  have  had  this  one  on,  and  you  have 
had  this  one  on.  Now,  which  one  do  you  want?" 
(this  spoken  in  a. very  rough' manner).  The  cus- 
tomer just  turned,  his  head  to  the  salesman  and  said 
in  a  very  mild  tone,  "Take  it  easy;  you  are  getting 
excited.  Don't  get  excited?"  About  this  time  the 
salesman  turned  around  and  saw  me  standing  be- 
hind him,  and  said,  "I  am  not  excited."  In  this  par- 
ticular instance  the  salesman  did  not  observe  that 
the  customer  was  doing  his  best  to  spend  his  dollar 
in  a  legitimate  way.'  He  did  not  remember  it  was 
his  duty  to  be  a  gentleman  and  serve  this  customer 
in  a  proper  manner.  He  did  not  suggest  to  the  cus- 
tomer that  he  could  try  on  another  pair  that  would 
be  more  satisfactory  to  him,  but  tried  in  a  very 
rough  manner  to  force  this  individual  to  buy. 

The  feeling  that  the  firm's  ideas,  policies  and 
rules  must  be  carried  out  adds  tremendous  strength 
to  a  salesman's  results,  and  at  the  end  of  the  year 
at  our  annual  meeting  he  will  find,  if  he  makes  the 
correct  effort,  a  good  size  balance  to  his  credit. 

He  who  never  made  a  mistake  is  a  mistake.  God 
bless  the  man  with  an  idea!  It  may  be  visionary, 
but  it  starts  something.  A  wild  dream  always  has 
something  in  it  worth  thinking  about.  The  fellow 
who  just  plods  and  plods,  never  asking  a  why  or  a 
wherefore,  is  doomed  to  disappointment  some  time, 
somewhere.  Facts  are  facts.  Experiences  are  exper- 
(Continued  on  page  78.) 
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MEN'S  WEAR  SECTION 


Dry  Goods  Review 


Attractive    Patterns   from   our   Fall    Showing 

The  above  cut  illustrates  five  of  our  new  Fall  patterns  in  Wool,  Taffetas  and   Fancy  Silks,  and  suggests  a  very  neat 
arrangement  for  your  interior  or  window  trims. 

We  are  specialists  in  shirts  for. the  outing  man,   the  business  man,   and   the  working   man;   in   fact,  our  range   covers 
all  the  latest  styles  and  best  lines  for  all  classes  of  trade,  both  boys  and  men. 


Let  us   serve  you. 


Send    for    Samples. 


The  Deacon  Shirt  Co., 


Belleville,  Ont 


SOU 


Slip 


/fade  vf 


VIYYIAN 
BENGALINE 

SM&WOOL 


7he   I 


I 


THE  HIT  OF  THE  TRADE 

44  Shades  in  $4.50,  $6.50  shapes,    7  day 
delivery. 

Use   the    show   card    as    above, 
14  x  11,  4  colors  and   embossed 

Neckwear  Department 

Crescent  Mfg.  Co. 

Limited 

MONTREAL 


Mens  Summer 
Comfort — 

ROYAL  BRAND 


Coatl 


ess 


SUSPENDERS 


A  natty  shirt — no  matter 
how  smart  it  is,  loses  its 
smartness,  its  fresh  laun- 
dered crispness,  and  "be- 
comes bedraggled  looking 
in  no  time  if  the  old-time 
visible  suspenders  are  used. 
The  Royal  Brand  Coatless 
overcomes  the  usual  ob- 
jections to  the  invisible 
suspenders.  It  is  easily 
attached,  stays  fastened, 
gives  comfort,  freedom  of 
movement. 

Made  in  two  styles  and 
qualities — 2  point  and  4 
point.  We  also  make  gart- 
ers, arm  bands  and  leather 
belts. 


Write   for   prices   to-day. 


Manufactures  of 


"Peerless"  and  "Fit  Rite"  Braces 

The  Canadian  Suspender    Mfg.   Company 
92  Peter  St.,  Toronto 
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Maintaining  a  Strict   Censorship  of  Credits 


IT  IS  acknowledged 
that  the  ideal  way  to 
conduct  a  business  is  to 
run  it  on  the  cash  plan. 
Even  those  who  are 
most  skeptical  as  to  the 
feasibility  of  the  cash 
principle     acknowledge 


The  system  followed  by  a  Saskatoon 
merchant  to  avoid  loss  from  bad  debts 
— Every  applicant  for  credit  must  give 
information,  which  is  entered  on  slip, 
and  carefully  retained  —  Association 
adopts  the  system  for  members'  use. 


company  and  to  regu- 
late the  matter  of  fur- 
ther credit  (from  that 
basis. 

Judging  the  worth  of 
each  applicant  thus  giv- 
en, Mr.  Hutchinson 
was  in  a  position  to  set 


that,  if  practical,  it  would  be  the  proper  system  to 
adopt.  It  follows  that,  where  a  merchant  does  not  see 
that  it  would  be  safe  or  expedient  for  him  to  refuse 
to  give  any  credit,  the  next  best  thing  is  to  most 
rigidly  supervise  the  credit  end  of  the  business  so  that 
the  amount  carried  on  the  books  will  be  kept  within 
reasonable  limits  and  losses  from  bad  debts  reduced 
to  the  minimum. 

This  again  will  be  accepted  as  a  theory  against 
which  no  objection  can  be  urged.  The  trouble  is 
that  too  many  retail  merchants  accept  it  as  a  theory, 
but  fail  utterly  to  apply  it  in  actual  practice. 

One  merchant  who  has  put  the  theory  into  prac- 
tice in  a  most  practical  way  is  J.  L.  S.  Hutchinson,  of 
Saskatoon,  Sask.  For  over  two  years,  he  has  used  a 
blank  form  for  filling  in  particulars  about  every 
customer  who  applied  for  credit.  Complete  informa- 
tion was  taken  down  about  the  applicant,  such  as  the 


J.  L.  S.  Hutchinson. 

amount  of  property  owned,  references,  bankers,  how 
long  in  town,  place  of  previous  residence,  etc.  These 
forms  were  always  kept,  and  if  the  same  person  ap- 
plied again,  the  fresh  amount  was  entered  on  the 
old  slip.  By  this  system,  it  was  always  possible  to 
tell  at  a  glance  how  much  each  person  owed  to  the 


a  credit  limit,  beyond  which  he  would  never  go.  This 
figure  was  entered  on  the  slip.  Subsequent  events 
might  cause  him  to  alter  the  amount,  perhaps  to 


Retail  Merchants  Association  of  Canada,  Inc. 

SASKATCHEWAN  BRANCH. 

Received  from    Member's  No 

Town 

Date 

Name  of  Firm 

Business 

Address   


Member's  Name 

Address 

Married 

or 
Single 

Owner 

or 
Tenant 

Remarks 

Property  Own 
References:    . 

3d    

Bankers   Credit  Limit 

Goods  to  be  used  on  Lot Block Plan . 

How  long  resided  in  (town) 

Previously  resided  at 

Credit   Granted  by    

Remarks:    


SECRETARY'S   REPORT. 


RATING 


D     E 


Cards  used  for  the  entering  of  all  credit  accounts. 

allow  a  little  more  latitude  to  some  customers  who 
had  proven  honorable  and  worthy — more  likely, 
however,  to  contract  the  latitude  allowed  in  cases 
which  had  proven  slow  pay. 

The  system  proved  eminently  successful,  result- 
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IMPERIAL 


PURE 


BRAND 


WOOL 


UNDERWEAR 

An  Iron  Clad  Grip  on  Your  Underwear  Trade 

The  one  surest  way  to  hold  what  underwear  business  you  have  and  to  get  more  is  to  grip  it  firm 
by  selling  or  offering  for  sale  only  the  lines  that  have  an  untarnished  reputation  for  honest  value. 
We  have  been  building  a  reputation  like  this  for  over  thirty  years  and  never  once  have  we  dropped 
back  an  inch,  but  have  climbed  steadily.  We  lead  the  wool  underwear  industry  of  Canada  for  per- 
fect garments  and  honest  values. 

We  are  specialists  in  Men's  Natural  Wool,  Men's  Elastic  Knit,  Men's  High  Grade  Imperial,  Men's 
Double  Thread  Balbriggan.     Present  delivery  orders  attended  to  promptly. 

These   goods   can  be   obtained  from   the   leading  wholesale  houses. 

Write  for  samples  to-day.  *" 

KINGSTON   HOSIERY    COMPANY 


KINGSTON 


Established   1880 


ONTARIO 


The  Brand  That  Meets 
All  Demands 

How  are  you  meeting-  the  demands  of  the  youth 
of  your  town  for  stylish,  serviceable  clothing? 
A  brand  that  always  appeals  to  the  boys  is  the 
famous  LION  BRAND  Boys'  Clothing.  Made 
in  the  nattiest  styles  from  good,  wear-resisting 
materials,  these  garments  prove  a  most  profitable, 
rapid-selling  line. 

A  sample  order  will  convince  you. 

Write  for  catalogue. 

The  Jackson   Mfg.   Co. 

CLINTON  FACTORIES  AT  ONT. 

CLINTON,       GODERICH,       EXETER,       ZURICH. 


SUSPEMDER 


Permits  free  movement  of  the 
body  and  shoulders.   No  bind- 
ing,  no  strain  anywhere,    no 
stretching  of  fabric,   no  wear  and 
tear  on  buttons. 

These  are  the  SELLING  POINTS  of 
the  Kady.  All  that  men  of  action  de- 
mand. It's  the  suspender  they  come 
back  for.      Push  it. 

The  Double  Crown  Roller  is  the  Kady's 
great    feature.      A    patented    device    so 

simple  and  perfect  that  duplication  is  impossible.     Im- 
itation bas  been  attempted.     The  straps  slide  over  the  rollers  obedi- 
ent to  every  movement  of  the  shoulders. 
Attractive  signs  and  store  cards  free.     Write  for  literature. 
DOMINION  SUSPENDER  CO.  NIAGARA  FAILS,  CANADA        , 
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ing  in  a  smaller  total  of  book  debts.     It  also  belped 
to  facilitate  the  work  of  making  collections. 

The  results  obtained  therefrom  were  so  satisfac- 
tory that  the  Saskatchewan  branch  of  the  Retail 
Merchants'  Association  decided  to  adopt  the  idea  for 
the  use  of  all  its  members.  Mr.  Hutchinson  prepared 
the  blank  forms  now  in  use  by  the  association,  adopt- 
ing the  ideas  that  he  had  been  using,  but  improving 
on  them  considerably.  The  form  herewith  shown  is 
that  used  by  tthe  association. 

The  advantages  derived  from  the  system  when 
used  by  a  body  of  merchants  will  be  apparent.  A 
person  cannot  go  from  one  store  to  another  securing 
credit  from  them  all.  The  system  serves  as  a  check 
and  each  merchant  knows  what  customers  owe  to 
other  stores  in  town.  This  enables  them  to  judge 
whether  it  would  be  safe  to  extent  credit  in  every 
case. 

"This  is  a  form  that  should  be  introduced  in  the 
entire  Dominion  of  Canada  and  be  used  by  all  re- 
tail merchants.  If  they  will  see  that  it  is  used  every 
time  a  new  account  is  opened  th,ey  will  find  that 
they  will  reduce  their  bad  debts  to  a  minimum  and 
help  collections.  They  would  have  the  full  details 
any  person  should  know  in  opening  a  new  account. 

r     '   f|  .   I,       — ® — 


Edmonton,  Alta. — Brown  and  Hunter,  men's 
wear  dealers,  are  dissolving  partnership,  Mr.  Hunter 
withdrawing  from  the  firm. 

Lindsay,  Ont. — Wm.  Dundas  has  severed  his 
connection  with  the  old  firm  of  Dundas  and  Fla- 
velle's,  Limited,  having  purchased  the  ladies'  ready- 
to-wear  business  of  Miss  McDonald  in  St.  Thomas. 
He  was  presented  with  a  diamond  stick  pin  by  the 
members  of  the  firm  and  the  employees  of  Dundas 
and  Flavelle's. 

— m — 


Salient  Pointers  for  the  Clothing  Salesman 

(Continued  from  page  74.) 

iences,  but  ideas  are  guides.  Ideas  always  lead  to 
something.  Unless  a  man  suggests  something  to 
someone  else  he  has  not  started  to  grow.  It  is  that 
unfolding  of  our  thoughts  to  others  that  makes  us 
realize  how  good  or  bad  we  are,  and  in  each  case 
benefits  must  follow.  To  the  man  who  really  wants 
to  succeed,  and  he  is  of  the  majority,  there  is  as 
much  knowing  his  ideas  are  wrong  as  to  knowing 
they  are  right;  at  least,  almost  as  much.  The  fool 
things  we  do  in  this  world  are  mostly  due  to  the  fact 
that  we  thought  they  were  wise  before  we  did  them. 
Don't  be  afraid  to  come  out  with  it  if  you  have  an 
idea.  One  good  one  in  fifty  may  make  your  for- 
tune. Ideas  that  are  good  are  as  scarce  as  friends  that 
are  good.    You  must  try  fifty  to  find  one  good. 


Goes  to  Western  Firm 

Montreal,  Que.— E.  Dunn,  for  some  years  with 
W.  H.  Scroggie  Limited,  lately  in  the  capacity  of 
dry  goods  buyer  has  been  appointed  dry  goods  mana- 
ger and  buyer  for  the  two-million  dollar  store  of 
C.  W.  Sherwood  Co.,  Limited,  at  Regina.    Mr.  Dunn 


E.  Dunn. 

was  presented  with  a  handsome  gold  ring  by  his  sell- 
ing force  just  prior  to  leaving  W.  H.  Scroggie, 
Limited. 

® 

Cotton  Goods  in  Canada 

(Continued  from  page  66.) 

idea  of  the  amounts  supplied  by  the  various  nations: 
Canadian  imports  of  cotton  goods  have  more  than 
trebled  in  the  last  12  years,  and  they  have  about  qua- 
drupled in  the  last  15  years.  During  the  period  from 
1900  to  1912  the  total  imports  of  cottons  increased 
by  231  per  cent.,  while  English  cottons  increased  by 
209.13  per  cent.,  American  by  252.58  per  cent,  and 
those  from  other  countries  by  353.17  per  cent.  The 
latter  figure,  however,  is  larger  than  it  should  actu- 
ally be,  as  embroidery  and  lace  were  formerly  stated 
separately  from  the  cotton  schedule,  but  now  white 
and  cream  colored  cotton  embroideries  are  included 
under  that  schedule. 

Of  the  total  imports  of  cottons  in  1900,  England 
is  listed  as  supplying  67.49  per  cent.,  the  United 
States  23.18  per  cent.,  and  all  other  countries  9.33 
per  cent.  Of  the  total  imports  of  cottons  in  1912, 
England  supplied  63.16  per  cent.,  the  United  States 
26.26  per  cent,  and  all  other  countries  10.58 
per  cent.  Allowing  for  the  usual  fluctuations 
from  year  to  year,  England  and  the  United  States 
seem  to  be  maintaining  their  relative  positions  in  the 
increasing  trade. 
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cot 


The  Man's  Choice 

His  choice  because  their  features  are  distinctly  in 

his   favor.     The  "long  slit"  in  the  back   over  the 

button    hole    ensures    easy    insertion    of   the    button 

without  breaking  button  hole. 

The  "riveted  flap"  acts  as  a  reinforcement  of  a  vulnerable  spot.  These  features  ensure  long  wear  of  KANTKRACK 
collars  and  make  them  much  in  demand.  They  look  like  linen  and  wear  better.  They  wash  easily — just  wash  off  with  soap, 
water  and  sponge. 

"  One  grade  only,  and  that  the  best  " 

(Made  in  Canada) 

The  Parsons  and  Parsons  Canadian  Co. 

HAMILTON  -:-  -:-  -:-  ONTARIO 


WREYFORD  &  CO. 

TORONTO 

Wholesale  Men's  Furnishers 


WE  HAVE 


Complete  Ranges 


OF 


Summer  Underwear 


LISLE  THREAD 
POROUS  KNIT 
NAINSOOK 

and 
THE  POPULAR 

"AERTEX" 


Separate 

Garments 

or 

Union 

Suits 

any 

Style 


PROMPT  AND  CAREFUL  ATTENTION 
GIVEN  TO  SORTING  ORDERS. 


PINTS 

IRISH  POPLIN 


£0T 


pxs 


t'l^c 


1  iat>T 


S^ 


\**SV\ue 


l0T»> 


rfies 


etc- 


»t»c* 


«***       *+«* 
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Some  Suggestions   for   Cards 


The  Latest  in  Straw  Hats 
also  the  Lightest 

$ $ 


These 
Ties  are 


They  are    Right 

in  Color,  Pattern 

and  PRICE. 


SO 


c.        Right 


Short  Lengths 

for  Warm  Days 

We  are  Clearing  Out  our 
Stock,  of  Summer  Underwear 
at  Prices  which  you  cannot 
pass    by.      Only  $ = 


You  know  a  man 

by  the    collar    he 

Make    Your     wears.    Letevery- 

-.  one  recognize  you 

Personality     as  live  and  up-to- 

T  date.      Wear  the 

Impressive   right  collar 

Two  for  25c. 


$15 


.50 


Look  at  the  Goods. 
Then  consider  the 
Price   and 


WALK  IN 


Solid  Comfort 

These  Sweater  Coats  are 
warm  and  suitable  for  all 
Outing  Purposes.  They 
wear  like  iron. 


$. 


Why  Bake 

For  Appearances  Sake  ? 


Only 


$. 


Be  sensible  and  wear 
a  Shirt  Waist  these  hot 
summer  days.  Be  com- 
fortable. 


The  two-piece  summer 
suits  are  light  and  dur- 
able and  are  guaranteed 
to  keep  their  shape.  The 
quality  is  there,  and  the 
price  is  right. 

$ to       $ 
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SUSPENDERS 

(Made  in  France) 

Guaranteed  for  one 
year. 


S.  E.  Porter 


Sole  Agents 

for 

Canada. 

Complete  Stock 
on  Hand 


Eirks    Building," 

MONTREAL 


STORE     MANAGEMENT— COMPLETE 


J  6  Full-Page 
Illustrations 


Store 
Manage^ 


ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 

I A  Companion  book  to    Retail  Advertising  Complete 

$1.00     POSTPAID 


Store  Management — Con 
management  of  a  sfore  so  that  n 
but  the  largest  profit  may  be  rea 


plete  tells  all  about  the 
3t  only  the  greatest  sales 
.zed. 


272  Pages 
Bound  in  Cloth 


THIRTEEN  CHAPTERS 

CHAPTER  V.-The  Store  Policy— What  it  shonM  be 
to  hold  trade.  The  money-b^ck  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnants.  Delivering  goods. 
Substitulion.  Handling  telephone  calls.  Rebating  railroad 
fare.     Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBLISHED 

Send  us  $1.00.     Keep  the  book  ten  days  and  if  it  isn't 
worth  the  price  return  it  and  get  your  money  back. 

Technical  Book  Dept.,  Maclean  Publishing  Co. 
TORONTO 


The  Shirt-Sleeve 
Man  Aga  i  n 

The  warm  June  weather 
brings  out  the  smartly  dress- 
ed shirt-sleeve  man,  the  man 
who  casts  aside  convention- 
alities and  seeks  comfort  in 
the  discarding  of  his  heavy 
padded  coats,  and  who 
knows  and  appreciates  the 
marred  effect  of  the  vest  and 
visible  suspenders. 

"STAR   BRAND" 
SHIRTS 


v 


Are  Made /Gr  Particular  People 

Can  you  suggest  more  real 
Summer  comfort  for  the  man 
than  a  natty  "Star  Brand" 
shirt  with  a  nice  low  collar 
and  "Star  Brand"  Tie.  We 
are  booking  special  rush  or- 
ders now  for  outing  shirts. 
See  our  Fall  line  of  shirt 
samples. 

an  Allen  Co.,  Limited 

Hamilton,  Ontario 


v.. 
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The  Latest  Methods  of  Show  Case  Lighting 


IT  SEEMS  to  be  the 
prevailing  practice  of 
many  merchants  to 
flood  the  exterior  show 
windows  with  light, 
and  put  little  thought 
if  any,  to  a  proper  sys- 
tem of  show  case  light- 
ing. It  is  quite  true,  that  prior  to  the  last  few  years, 
the  methods  available  for  this  purpose  were  very 
meagre  and  unsatisfactory. 

The  show  case  problem  is  big — almost  the  biggest 
of  the  equipment.  The  average  metropolitan  de- 
partment store  has  3,000  feet  of  aisle  and  wall  cases, 


How  goods  in  cases  can  be  brought  out 
to  best  advantage  by  scientific  lighting- 
facilities — A  description  of  system  used 
in  large  American  store — Splendid  re- 
sults are  obtained  by  proper  facilities. 

Written  for  The  Review  by  Wiliiam  S.  Kilmer 


Fig.    4. — Perfume    eases    lighted    by    Lamps,    Store    of 
Lipman  Wolfe  &  Co.,  Inc.,  Portland, "Ore. 


while  the  frontage  for  show  windows  will  not  aver- 
age more  than  300  feet,  or  10  per  cent,  of  the  show 
case  equipment. 

The  merchant  dresses  and  lights  his  windows  to 
attract  the  interested  and  disinterested  public.  As  an 
advertising  medium,  it  ranks  even  with  the  news- 


paper and  car.  When 
reputation,  show  win- 
dows and  advertising 
have  done  their  work, 
your  store  is  full  of  the 
great  buying  public. 
The  more  merchandise 
you  can  show  in  a  short 
space  of  time — the  greater  your  sales.  A  customer 
may  come  to  your  store  for  a  paper  of  pins.  A  well 
lighter  leather  or  lingerie  goods  case  attracts,  and  the 
sale  increases  by  $5.00  or  $25.00.  Another  feature 
is:  Well  lighted  goods  sell  more  rapidly  without 
handling,  as  a  closer  selection  is  made  possible  with- 
out removing  them  from  the  case,  as  it  stands  to  rea- 
son, that  if  a  piece  of  merchandise  is  shown  in  its 
true  color  and  perspective,  it  will  look  the  same  when 
removed  from  the  case.  Thousands  of  dollars  are 
lost  by  the  continual  handling  of  delicate  and  perish- 
able goods  unnecessarily,  and  many  a  first  installa- 
tion cost  of  a  show  case  lighting  system  is  saved  by 
this  single  feature.  While  on  the  other  hand,  a 
poorly  lighted  case  is  often  worse  than  one  without 
any  form  of  artificial  lighting,  because  the  light  rays 
are  often  of  such  a  color  as  to  completely  change  the 
color  of  the  goods,  and  a  poor  distribution  of  light 
may  entirely  alter  the  form. 

In  selecting  any  form  of  a  show  case  lighting 
system,  the  following  vital  points  must  be  considered 
by  the  progressive  merchant: 

First:  The  system  must  give  an  illumination  in 
the  interior  of  the  case,  which  is  approximately 
double  that  of  the  general  illumination  of  the  store 
interior. 

Second:  The  light  must  be  of  such  a  quantity 
and  quality  that  the  goods  are  shown  in  their  true 
color  and  style. 


Fig.      3. — Candle      power      diagram, 
showing  diffusion  of  light. 


Fig.    1. — Lamp   used    in   lighting   show   eases, 
etc.,  in  store  of  Lipman  Wolfe  &  Co.,  Inc. 


Fig.    6- -Trough     Reflector     used     i 
show  windows  of  Lipman  Wolfe 
&  Co..  Inc. 


— Show  Case  Reflector,  2  in.  wide  by 
in.    dee]).     Type   used   in    Lipman 
Wolfe  &  Co.,  Inc.,  store. 
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Third:  The  interior  temperature  of  the  case 
must  not  be  raised  to  any  appreciable  extent,  and 
any  increase,  however  small,  must  be  evenly  dis- 
tributed, as  a  glass  case  which  is  warm  in  spots  is 
very  liable  to  crack  with  the  first  cold  draft  which 
strikes  the  exterior. 


Fig.   5. — Illumination   of   corner   aisle   and   show   eases 
anil   shelving.      Lipman   Wolfe   &   Co.,   Inc., 
Portland,  Ore.         , 

Fourth :  The  unit  of  light  must  be  neat  and  in- 
conspicuous, and  permit  an  easy  and  thorough  clean- 
ing of  the  case. 

Fifth:    General  efficiency. 

The  lamp  shown  in  figure  1  is  approximately  one 
foot  long  and  one  inch  in  diameter.    The  tungsten 


Fig.  7. — Corset  Department,  Lipman  Wolfe  &  Co.,  Inc., 

metal  filament  runs  parallel  to  the  tube  through  the 
entire  length  of  the  lamp — the  electric  current  pass- 
ing through  from  end  to  end.  The  interior  glass 
area  of  this  lamp  is  31  square  inches  against  17 
square  inches  of  the  ordinary  "Bung  Hole"  type, 
and  24  square  inches  of  the  ordinary  bulb  lamp  of 
the  same  wattage.     This  large  glass  area  insures  low 


temperature,  and  long  life,  and  on  account  of  its 
peculiar  shape,  it  adapts  itself  to  a  very  small  re- 
flector. 

Fig.  2  shows  the  reflector  214  inches  deep  and  2 
inches  high.  Tt  is  scientifically  designed,  and  throws 
a  powerful  and  correct  distribution  of  light,  as  is 
shown  in  the  candle  power  diagram. 

Fig.  3.  The  following  views  are  all  lime  ex- 
posures, and  show  the  practical  application  of  over 
3,000  feet  of  this  system  in  the  new  palatial  store  of 
Lipman  Wolf  and  Company,  Portland,  Oregon. 

Fig.  4.  Perfume  cases  surrounding  the  $20,000 
Italian  marble  and  bronze  staircase  leading  from  the 
first  floor  to  the  balcony.  These  cases  are  18  inches 
deep  and  3  feet  high  with  a  glass  door  for  the  front 
and  rear.  All  cases  are  finished  in  Circassian  walnut. 
Four  25  watt  lamps  are  used  to  each  one. 
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Fig.  8. — The  "Colonnade"  marble  statuary  in  store  of 
Lipman  Wolfe  &  Co.,  Inc. 


Fig.  5.  Corner  aisle  cases — 30  inches  deep  and 
38  inches  high.  The  even  illumination  over  small 
irregular  merchandise  is  very  noticeable.  Four  25 
watt  lamps  are  used  for  every  8  feet  of  frontage. 
This  method  is  also  followed  for  the  display  cases  and 
shelving  shown  in  the  rear  of  the  aisle  case. 

Fig.  7.  Aisle  and  wall  cases — Corset  Department. 
The  aisle  cases  are  30  inches  deep  and  32  inches 
high,  finished  in  mahogany  with  four  lamps  per  8 
feet  frontage.  The  wall  cases  are  two  feet  deep  and 
3  feet  wide  with  3  lamps  to  each  case. 

Fig  8.  Sixth  Floor — Art  Department:  Known 
as  the  "Colonnade."  The  display  shelving  is  built 
of  Philippine  mahogany — from  the  posts  to  the 
back  of  the  cases  are  3  feet  6  inches  deep,  and  from 
the  ceiling  to  the  counter  5  feet  6  inches.  The  35 
watt  lamp  is  used  here  in  a  special  design  of  wall  case 
reflector. 


Cards  to    Help  Midsummer  Clothing   Sales 


WHAT  WILL  mid- 
summer bring  in  the 
way  of  special  advertis- 


ing 


?     It  is  wise  to  be 


gin  advertising  for  the 
men  who  are  interested 
in  outdoor  sports.  There 
are  suits  for  the  baseball 

fans,  lacrosse  enthusiasts,  for  the  cricket  admirers 
and  all  the  other  ball  games.  Then  there  are  suits 
for  the  water  sports,  motor  boats,  yachting,  canoeing, 
etc.,  outing  caps,  shirts,  collars,  ties  and  other  lines 
of  furnishings.  It  is  not  one  day  too  early  to  start 
to  push  these  lines.  Constantly  remind  the  public 
the  time  is  right  at  the  door  when  they  will  need 
these  goods.  This  will  keep  them  alive  to  your 
preparedness  to  serve  them  in  every  Summer  need. 

This  is  also  a  splendid  month  to  offer  special  in- 
ducements for  boys'  wear.  As  the  Summer  vacation 
opens  the  mind  of  the  youngsters  naturally  turns 
to  their  ball  paraphernalia.  Some  merchants  find  that 
giving  a  bat  or  mitt  with  certain  priced  suits  is  a 
strong  attraction.  It  should  not  be  forgotten  that 
children  are  good  advertisers.  Get  them  talking 
and  they  will  usually  loosen  the  parents'  purse 
strings.  Offer  one  each  to  the  first  50  or  100  or  200 
customers  with  a  certain  brand  or  line  of  suits  at  a 
certain  price.  Talk  the  price  and  quality  of  the 
brand.  Keep  it 
uppermost  in  your 
advertising :  then 
you  can  offer  the 
bat  or  mitt  as  an 
extra  inducement, 
fill  you  window 
two  or  three  days 
before  the  sale 
starts,  with  these 
suits  and  the  priz- 
es. Have  the  sale 
start  on  a  Monday 
at  4  o'clock.  Note 
how  the  boys  will 
get  talking  around 
the  town  about  it. 

Of  course  spe- 
cials are  all  right 
to  keep  before 
your  customers, 
but  you  must  not 
forget  your  regu- 
lar lines.  Do  not 
let  the  specials 
drive  the  regular 
stock  too  far  into 


This  is  an  active  time  of  year  for  busi- 
ness in  boys'  lines — Some  methods  of 
getting  the  youngsters  talking — Suit- 
able cards  and  how  they  should  be  done. 

Written  for  The  Review  by  Paul  O'Neal 
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the  background  of  your 
advertising.  Remem- 
ber this  is  the  month 
for  much  of  the  Sum- 
mer outfitting.  It  is 
wise  to  keep  an  ever- 
lasting, never-ceasing 
pounding  at  your  regu- 
lar lines  for  this  should  be  a  good  month  for  men's 
wear. 

TREATMENT   OF   CARDS. 

The  $4.95  card  is  to  be  used  in  your  window  dis- 
play of  the  boys'  suits  with  mitts  to  be  given  as 
prizes.  The  ball  player  is  decidedly  in  keeping  with 
the  advertising,  and  in  no  way  out  of  place  so  far  as 
the  season  is  concerned.  The  suit  of  the  player 
should  be  in  the  same  color  as  your  favorite  local 
ball  team.  You  will  find  a  window  like  this  will 
start  the  boys  talking  about  your  store  move  than 
anything  you  have  had  for  a  long  time.  The  letter- 
ing should  be  in  black  and  the  figures  in  red  shaded 
with  some  subdued  color. 

The  $15  card  is  a  pleasing  little  water  scene  that 
may  be  done  in  colors.  Make  the  sky  blue  or  grey 
and  the  water  in  similar  hue.  The  boat  and  sails 
in  a  natural  color.  The  figures  in  red  and  the  letter- 
ing in  black. 

The  Golf  card  is  similar  in  character  to  the  boat- 
ing scene  in  that 
it  suggests  sport- 
ing or  outing 
suits.  You  may 
make  the  clothing 
in  ajiy  attractive 
colors  you  wish  so 
the  card  will  ar- 
rest attention.  The 
lettering  should 
be  in  black  or  a 
dark  brown  and 
the  figures  may  be 
in  red  or  black  or 
brown  and  shaded 
with  some  tint. 

The  $18  card 
is  one  of  those  at- 
tractive styles  of 
cards  that  are 
good  advertising. 
In  this  one  you 
may  paint  or  color 
the  billboard  some 
soft  color  and  the 
lettering  done 
over  it.       Tf     the 


Neat  cards  by  Edwin  E.  Bell,  manager  Thornton  &  Douglas  Co.,  Guelph. 
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7ftesr  Su//s  Afarfe- 
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/across  or  tro/f  you  w/// 
■oo  //re  (fame  more  /o 

One  of//?ese  Sui/s 


Suggestions  for  seasonable  cards  prepared  by  Paul  O'Neal. 


board  is  a  cream  or  yellow  color  the  small  letters  may 
be  in  black  and  the  figures  in  some  strong  or  bright 
color  and  shaded  with  the  same  color  weakened.  The 
figure  can  be  in  all  kinds  of  flashy  colors.  Red 
trousers  and  yellow  coat  and  blue  hat  or  these  colors 
changed  around  to  suit  your  own  liking.  You  will 
find  this  card  is  a  very  attractive  one. 


Endorsed    Legislation 

At  a  dinner  held  by  the  Canadian  Credit  Men's 
Association  in  Montreal,  June  11,  Henry  Detchon, 
the  general  manager,  expressed  himself  as  greatly 
pleased  with  the  amendment  to  the  criminal  code 
whereby  a  person  who  makes  a  false  statement  to  a 
third  party,  such  as  a  mercantile  agency,  for  the  pur- 
pose of  obtaining  goods,  renders  himself  liable  to 
prosecution  on  a  charge  of  false  pretences. 

Mr.  Detchon,  who  lives  in  Winnipeg,  told  of  the 
development  of  the  Association  and  its  work.  It  now 
has  between  eight  and  nine  hundred  members. 
Among  the  activities  of  the  last  three  years,  he  men- 


tioned the  enactment  of  the  Bulk  Sales  Act,  now  op- 
erative in  the  four  Western  Provinces  as  well  as  in 
Quebec  and  Nova  Scotia.  The  Assignments  Act  had 
been  modified  in  Saskatchewan  so  that  assignments 
could  only  be  made  to  Trust  Companies.  As  the 
Credit  Men's  Association  thought  they  could  best 
handle  assignments,  it  was  proposed  to  change  the 
name  of  the  Association  to  give  them  that  scope. 

Other  speakers  were  Thomas  Leary,  secretary  for 
Toronto;  Paul  Valentine,  secretary  of  the  Montreal 
Branch,  and  T.  H.  Somerville,  St.  John,  N.B. 


Card  Suggestions 
On  page  eighty  will  be  found  a  number  of  sug- 
gestions for  cards  to  be  used  in  the  mens'  wear  store 
at  the  present  season.  They  were  prepared  by  a 
card  man  employed  in  one  of  the  largest  stores  in 
Canada,  and  are  presented  as  suggestions  for  the 
wording  of  the  next  lot  turned  out  by  the  young 
cardwriter.  If  any  of  the  ideas  are  valuable  to  you, 
use  them. 


Advertising  is  Salesmanship,  Plus  Publicity 


THE  following  is  a 
summary  of  an  in- 
teresting address  on  ad- 
vertising delivered  at  a 
recent  English  conven- 
tion by  Charles  P. 
Martin.  Mr.  Martin 
has     dealt     with     the 


Concise  definition  given  by  speaker  at 
convention  —  Advertising  is  develop- 
ment, and  serves  as  insurance  on  the 
continuation  of  trade — Some  of  the  first 
essentials  of  successful  and  resultful 
advertising. 


tinuation  of  trade.  It 
was  salesmanship  plus 
publicity.  What  was 
the  best  medium  of 
publicity  for  the  re- 
tailer? He  would  an- 
swer without  the 
slightest      doubt  —  the 


problems  of  publicity  in  a  general  way,  but  has  in*  commonest  of  all  things  that  surrounded  them — the 
troduced  much  valuable  material  and  sound  advice:  local  paper,  to  wit,  for  it  was  through  that  medium 
Having   given  a   comparison    of   different  styles     that  the  retailer  could  most  readily  place  the  goods 


of  advertisement,  the  speaker  remarked  that  in 
ready-made  goods  advertised  in  the  local  press  the 
dealer's  name  was  quite  a  secondary  matter.  It 
should  be  borne  in  mind  that  the  object  of  advertis- 
ing was  to  sell  goods.  What  the  public  required  was 
goods,  not  names,  and  for  that  reason  the  great 
truth  of  all  advertising  should  be  kept  in  mind — 
that  the  goods  to  be  sold  should  be  most  prom- 
inently advertised,  and  not  the  name  of  the  dealer. 
He  knewT  a  case  in  which  a  firm  had  had  three  ad- 
vertisements running  in  two  newspapers  for  nearly 
three  months.  This  series  had  been  kept  up  prac- 
tically without  a  change  for  the  whole  time,  after 
which  they  suddenly  ceased.  This  particular  adver- 
tiser was.  no  doubt,  convinced  that  advertising  was 
unprofitable.  He  (the  speaker)  had  good  reason 
for  knowing  that  his  large  expenditure  was  practi- 
cally unproductive. 

Why  did  firms  waste  money  in  filling  expensive 
space  with  bad  advertising?  The  reasons  were,  in 
many  cases,  thai  they  had  not  a  right  conception 
as  to  the  meaning  of  advertising:  that  they  had  no 
time  to  prepare  copy:  or  that  they  simply  bought 
space  because  their  competitors  did  so.  and  they 
wished  to  be  "in  the  swim." 

In  considering  the  question,  let  them  bear  in 
mind  that  the  advertising  department — or  "'develop- 
ment department."  it  seemed  to  him  would  be  a 
much  more  appropriate  term — was  in  many  respects 
the  brain-  of  the  concern,  the  guiding  and  propell- 
ing force. 

Advertising  must  be  honest.  Woe  to  the  firm 
who  endeavored  to  build  upon  anything  but  the 
foundation  of  good  goods,  sound  value,  prompt  and 
efficient  service,  and  common  sense  in  advertising. 
Advertising  linked  up  the  trader  personally  with 
the  goods  and  their  merits  or  demerits.  His  reputa- 
tion suffered  or  was  enhanced  by  every  sale.  As  he 
valued  permanent  success,  he  dared  not  risk  being 
dishonest. 

What  was  advertising?  It  was  the  first  aid  in 
distribution.  It  was  salesmanship.  It  was  more 
than  salesmanship;  it  was  an  insurance  on  the  con- 


he  has  for  sale  before  his  own  public. 

Mr.  Martin  remarked  that  he  laid  great  stress  on 
the  value  of  a  good  heading.  It  was  worth  careful 
study  to  get  a  good  one  for  each  advertisement,  for 
he  believed  that  a  heading  which  told  a  story  or 
asked  a  pertinent  question  was  very  important.  It 
should  be  an  eye-catcher — something  strong  and 
suggestive;  something  that  would  arrest  the  eye  and 
interest  the  reader.  It  should  relate  to  the  adver- 
tisement, and  not  be  foreign  to  it. 

Second  only  in  importance  was  the  ending.  That 
should  be  strong.  Many  advertisements  ended  the 
appeal  by  making  a  direct  suggestion  to  act.  They 
asked  their  readers  to  send  for  a  list,  or  to  write,  or 
to  call.  It  was  a  sound  principle.  For  the  title  he 
strongly  advocated  the  use  of  a  special  name-book. 
He  considered  that  most  important,  for  it  gave  dis- 
tinction, and  in  time  assumed  the  value  of  a  trade 
mark. 

The  advertisement  having  been  drawn  up,  the 
position  had  to  lie  decided  upon.  Position,  of  course, 
was  important.  They  should  make  arrangements 
that  their  advertisement,  if  possible,  should  always 
occupy  the  same  position.  The  upper  half  of  a  page 
was  to  be  preferred  to  the  lower.  Position  next  to 
reading  matter  was  good;  that  next  the  leading- 
article  he  considered  excellent. 

Advertise  regularly  and  persistently  and  results 
would  follow-.  The  cumulative  value  of  the  adver- 
tisement was  enormous.  Splash  or  spasmodic  ad- 
vertising was  fatal.  It  never  succeeded.  Adver- 
tisers who  indulged  in  this  failed  apparently  to 
realize  that  thousands  of  people  upon  whom  a  favor- 
able first  impression  had  been  made  were  lost  to 
them  as  customers  for  want  of  a  few  more  impres- 
sions.    The  thing  went  on  like  a  snowball. 

The  first  question  of  the  retailer  embarking  upon 
an  advertising  campaign  asked  himself  was  what 
amount  of  money  ought  he  to  spend.  A  man  who 
had  the  knack  of  advertising  did  not  need  much 
capital  to  start  with.  As  a  matter  of  fact,  a  knowl- 
edge of  how  to  advertise,  combined  with  enthusiasm 

and     confidence — confidence     was     all-important 

went  further  than  mere  capital.     They  should  start 
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with  a  small  sum  set  aside  for  the  purpose,  and  as 
returns  increased  so  increase  their  expenditure. 

To  the  retail  advertiser  window  display  and 
window  dressing  were  as  important  as  his  press  cam- 
paign. So  they  should  arrange  both  that  they  should 
tell  the  same  story  at  the  same  lime.  That  served  a 
two-fold  purpose,  reminding  those  who  saw  the  press 
advertisement  first  and  those  who  saw  the  window 
advertisement  first  that  they  had  seen  something  on 
the  same  lines  elsewhere,  thus  bringing  about  con- 
tact and  consequently  interest.  If  the  offer  was 
right,  and  the  opportunity  favorable,  the  result  was 
a  sale. 


After  all,  the  only  way  to  learn  the  power  of  ad- 
vertising was  to  put  money  and  brains  into  it,  and 
see  the  results  grow.  Advertising  offered  the  easiest 
opening  for  proving  that  they  could  do  something 
on  their  own  initiative.  Tf  their  efforts  proved  that 
their  ideas  were  practicable,  the  manufacturers 
would  have  a  new  client,  and  the  bulk  of  the  plea- 
sure and  profit  would  come  to  them  personally. 

Advertising  should  be  considered  as  part  only 
of  the  science  of  business-building.  No  man  should 
expect  advertising  to  do  more  than  attract  the  buyer, 
and  convince  him  that  the  advertised  article  was  the 
thing  he  needed.  That  was  the  function  of  adver- 
tising. 


Bring    us  '  your    Kitchenette 
Cabinet  Coupons 


ROBINSON,M^BEAN 


LIMIT 


ED 


We  redesm  your  Kitchenette 
Cabinet  Coupons 


Men's   Clothing  and  Service 

The  Customer  Gets  the  Best  of  Both  at  Robinson,  MacBean's 


There  is  no  hazard,  no  element  of  chance,  no  uncertainty  of  reeujr  about  buying,  your  clothing  at  |l 
for  which  you  nay  nothing1 — we  Jmve  endeavored  to  raise  to  a  degree  of  emdlrnty  thai  eliminate;)  . 
on  your  part  0.ir  clothing  salesmen  are  more  than  mere  sellers  ol  clothe*  .'I'fley  are  fepeclallais 
lar  linn  and  the>    have  mastered  tb-f-  idea  of  prooerly  fitting"  your  form 

Our  olotben.  for  «  hlch  you  pay  no  more,  and'ofttlmea  less  'hap..  In  other  at  ores,  are  made  'or  us  bi 
Toronto,  and-mSke  a  fasting  end  favoiahle  Impression  upon  the  wea/er's  mind  by  reason  'if  lIiipc  U 
atlve  style,  dependable  quality,  and  last  but  not  least  their  comfortable  and  snug  fit  The  Housi 
none  bu»  'he  bc*i  deajeners  and  workmen  which  positively  ass  ures  yon  of  lh«  above  And  another 
UJthat  thev  earn  an  Ironbound  guarantee  from  '  tqe  Hounc  or  Hobberlln  (or  «.  Olfaction  in  fit  Btyl 
If.yrju  are  unacquainted  with  the  Robinson  MacBean  standard    pr  service  and  clothes,  there  is  a 


aud  a  orlcVianshlr 

e»-  conception  of  theae 


ring  you  fere 
following  are  four  of  our  leading  tinea. 

Nifty  "English  Model"  Sulla  made  of 
fancy  (weeds  and  worsteds.  In  color* 
of  grey,  brown  and  blue  These  sit  u 
are  tailored  liTthe  popular  three  but- 
ton aoft  roll,  aark  style  Hwe  hand 
made  collars  Qui  fit  close  to  (he  neck. 
These  suits  np«  tailored  by  the  "House 
o(  Hobberltn,"  and  carry  their  guaran- 
tee A  »ery  sty'flsli  and 
high-class  suit  for 

Vou  wljl  like  thei 
tailored  by  .the  "Ho 
and  the  quality  wc 
of  (bote  suits  1b  ru 
They  come  to  the  I 
ton.  soft   roll  •»• 


Coin 


to 


nd  look  th 


nd  round cd 
ire  are  hand  mart' 
neek    Only  the  beat  of 


$22.50 

B  high-class  aulls, 
ise  ot  Hobherlin," 
kmanship  and  fit 
.rsjueed  by  the  in. 
*o  and  three  bui 
trie,   with   peaked 


d  ni 


Th» 


$25.00 


They    are   made  o.f   fancy    I 
worsteds.  In  all  the  popular 

mixtures; 
Price. 

Here  Is  another  swell  tine  of  fine 
suits  tailored  by  the  -"House  ot  Hob 
borlln "  They  are  made  from  good 
quality. Imported  tweeds  and  worsi<*ds 
in  colors  or  grey  and  brown.  These 
sujte  are  tailored  by  expert  workmen 
and  will  fit  you  perfectly  Thp  matf-r 
tals  UBCd  are  all  thorough  I >  shrunk, 
and  are  made  up  in  tbe  latest  styles 
for  Spring  and  summer  wear  Sizes 
range  from  34  to  *6 
Price 


$27.50 


Scotch  I 
berlin" 
superiot 


grey  and   faw 

the    best      ol 

is.  bill  the  "He 


two  bi 
itlar  and 


tton  ityle,  with  neat  fill 
lonp  lapels  Good  fitting 
Inly  the  beat  of* trimming? 
lrougltout  The  pants  are 
?  newest  style   to  conform 

;°'cr*'"$30.oo 


$20.00 


How  Many  M0n  Began  Wearing  Our 
Clothing  as  Boys 

If  you  should  ask  the  question  of  the  men  who  came  to  .this  store  vou  would  find  that  a 
great  many  of  them  did.  Not  only  did  they  begin  wearing  It  as  boys,  but  they  are  still 
weailng  our  Clothing.  And  yob' will  find  that  these  men  Invariably  Impress  upon  their 
bo  j  8  the  absolute  neceBsltyof  beginning  rglhf,  by  wearing  Robinson  Mac  Bean  Clothing 


designing  and 
.hlbg 

Fabrics  are  a 


l   wool,  thoroughly  tested  aad  the  patterns  well 


xrlusively  to  Boyd 
chosen,  aud  styles 


Bwys'  Navy  Suits  with  two  p..ir  ol  blooraeCR      Made"  of  blue  serge,  guaranteed  to  h 
las*  co'or      Mare  perfect  fit  and  will  wear  well.     The  coat  has  neat  fitting  collar  and  lorn 
l*pp'\      Bloomers  ore  extra  wide,  aud  have  belt  loops  and  watch  j>ock 
S.ies-0l3  3i      Priced _... 


Boys  Fine  Twe*ed  Suits  m  grey  and  brown  co'ors.  Coats  are  in 
ip  with  neat  ruling  collar  and  long  lapels.  Only  the  best  of  t 
ougboui.  Pants  are  in  'he  popular  bloomer  styles:  roomy  Btiea 
ie  belt  loops,  ail  sizos      Priced  at  

Utile  Boya'  Russian  Suits  in  'ancy  Tweeds  and  Worsteds     Colors  are  grey,  blu 
iwn      Coats  ha^e  fane  belt  and  hive  embroidered  design  on  aleeve 
r;   and  sailor  collar  style.     These  aie  very  nobby  Suits  for  the  little 
ce*.  rf  ner-  tip  from . 


s  $12.00 

ouble  breasted 

lngs   are   used 

$10.00 


$5.00 


Men's  Shoes 


very  satisfied  customer  IB  a  step  towards  buslf 
i  up  inch  an  enviable  shoe  trade  We  select  ■ 
nd  firsl-claaB  quality  We  cannot  aflord  to  « 
l  afford  to  buy  anything  but  the  best  Thereto 
nlec  satisfaction.     Here  are  a  few  of 


'ry  anything  but  lb 


Calf   Shoes— 


The    style   and    wearing   quality    of      this 
shoo   leave?   nothing   to   be  desired.   Very 

moderately    priced   at    $6.00 

Mtn'a  Patent  Leather  Shoe*  In  the  pop- 
uiar  button  atjlo  with  box  kid  tops,  made 
on  the  "Pug"  last  with  perforated  vamp. 
Has  outside  back.stay  and  I  1-2  loch  mili- 
tary heel-  Its  filling  and  wearing  quatt- 
tieB  will  be  a  source  of  continual  delight 
to  you  Very  neat  and  dressy.  Priced 
at    - M.00 


Mens    Dull    Velour    Calf    Blucher 
box  kid  top.  with  goodyear  welted  si 
sole6.  made  on  the  Var&itv  las'        H 
lar  heel.     You  will  like  this  dressy 
at   1 


Here   la  a    fine   tan  ca 

f  Shoe  with   full 

rounded   toon  and  UuOdy 

ear  welted  soles 

Button  style  only.     An  e 

xcellem  wearlug 

and   smart  dresey   Shoe 

$5.00 

Thin   Gunmetal    Shoe 

l»    made  on    'be 

same  last  as  above  and 

times  In   nopuljr 

button  style    A   very  ser 
able  and  dressy  shoe  pne 

r..$s.oo 

Slop  at  the 

Men's  Hat  Section 

F.iep  ap  you  pac-s  through  there  are  at 
•ays  some  Interesting  things  to  see  We 
n-jke  a  #iTO*c«£t  ^in^'l  ol.Lh*-»e***a*»-ior 
new  %ud  different  styles  (n  bn's  and  caps 
?nd  b(w»«*""*e  wish  to  draw  your  attenjfcpn 
the  followlpg  lines  of  "Battersbj"  brand 

B9ftprBb>  flats  In  ell-  the  ne" 
M.~rks  snd  ocason  a  mpst'approved  shapes 
Th-  onlv  t-.at  for  comfort  and  wear  Cuai- 
ant-ed  for  fast  color  an«l  shapeietainlng 
fff«<eberi  "ff  -wub  ti\k  band  and  Russian  In 
ner  sural  bind  ill  soft  and  hard  styles 
to  7   1-2      Prices 


Ha 


Sire 

from v "... 

MTO'a  Cape  tn  all  ihe  lat 
aiid  biocks.  <^oa\t>  la  fftnc 
norateds  and  plain  pat'ten 


up  $3.00 

shapes 


$1.00 


Men's  Waterproof  Coats 
Special  $12£0 


Some   New    Spring 
Shirts 

For  t/se  Man  of  Good  Taste 


Here  Is  an  excellent  line  of  Paramatta  Waterproof  Coate  In  Tan  aud  dark  Green 
orr  These  are  made  of  the  finest  English  AH  Wool  Cashmere  waterproof 'cloth. 
aranteed  to  stand  all  climates,  fast  colors  .Made  in  the  Military  Collar  style  with 
sight  and  side  pockets.  Well  sewn  and  seams  are  well  tapped  to 
lure  good  wear.     AH  sizes      Special       


$12.50 


Men's  Pine  Waterproof  Overcoats  In  the  newest  Tweeds  In  Brown  and  Grey  col- 
ors. This  coat  makes  a  fine  Spring  Coat,  and  is  waterproof  Made  with  close  fitting 
collars,  and  uide  shoulders.  Made  to  wear  well  and  fit  well.  All  alzes 
Special 


$17.50 


make  y 
Men's 

f  a  n  c  y    s 


t  fine  Negligee  Shirts  In  plain  and 
itrlpe  goods  They  come  with  soft 
nd  double  cuff  Also  laundered  cuffs 
ckband,  coat  style,  faal 
bin  guaranteed  for  fit 
ar    All  sites,  pi  Iced  fro 


$1.50 


Shins    with    collan 


etu 


$1.00 


A  good  sample  of  a  seasonable  men's  wear  ad. 
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Join  the  bo 


Thirty-Three  Va 


Handsomely  Engraved 
Silver  Loving  Cup. 

10     Gold     and     Silver 
Medals. 

Cash  Awards. 

2nd    Annual     Contest 
1913 


OPEN  TO  WINDOW  TRIM- 

MERS,  CARD-WRITERS 

AND  ADVERTISERS 


Awards  to  be  made  at  the  August 

Convention,   Canadian  Window 

Trimmers'  Association. 


C.  W.  T.  A.   Window    Decorating 
Contest. 

Classification  of  Prizes: 

Class  i — Annual  Grand  Prize. — Silver  loving  cup,  suitably  engraved, 
for  the  best  six  displays,  original  window  and  unit  trim  photographs  sub- 
mitted by  contestant  during  the  year.  Cup  to  become  property  of  the  win- 
ning decorator  each  year.    Presented  by  Dry  Goods  Review. 


ORIGINAL  WINDOWS. 
Class  2 — Open  to  all  trimmers  in  cities  of  100,000 
or  over. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize — C.W.T.A.  Silver  Medal. 

For  the  best  window    of    the  year    showing    most 
beautiful  and  original  background  and  groupings. 

MERCHANDISING  WINDOWS. 

Class  4 — Open  to  all  trimmers  in  towns  and  cities 
up  to  50,000. 

1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize — C.W.T.A.  Silver  Medal. 
For  the    best    display,  merchandising  or  business- 
bringing  windows  judged  by   sales   and  effective   ar- 
rangement for  such  event. 
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HOLIDAY  OR  OPENING  WINDOWS. 

Class  3 — Open  to  all  trimmers  in  cities  from  50,000 
to  100,000. 

1st  Prize — C.W.T.A.  Gold  Medal. 
2nd  Prize — C.W.T.A.  Silver  Medal. 

For  best  holiday  or  opening  window,  millinery  and 
ready-to-wear  display. 

MEN'S  WEAR  WINDOWS. 

Class  5 — Open  to  men 's  wear  trimmers  of  Canada. 
1st  Prize— C.W.T.A.  Gold  Medal. 
2nd  Prize — C.W.T.A.  Silver  Medal. 

For  best  men 's  wear  units  and  furnishing  tables  or 
windows  dressed,  showing  arrangement  of  units  in 
completed  trim. 


MEN'S  WEAR  SECTION 
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ys  this  year 


luable  Prizes 


$10 
$  5 

decoration,   artificial 


FLORAL  DECORATIONS 

Class  6 — 

1st  Prize  .... 

2nd  Prize  .... 

For   best   window   or   interior 
flowers  being  used. 

BEST  COUNTER  OR  LEDGE  TRIM. 
Class  8 — 

1st  Prize $5 

For  the  best  arranged  overhead  or  counter  trim  of 
merchandise  from  any  department. 

TERMS  OF 


BEST  GROUPING  OR  DRAPES. 

Class  7 — 

1st  Prize         ....         $5 

For    the    best    display    of    drapes    or   ready-to-wear 
grouping  arranged  in  the  department  windows  or  cases. 

BEST  BACKGROUNDS. 
Class  9 — 

1st  Prize $5 

For  the   best  background   setting  used   during   the 
year,  for  anniversary,  opening  or  sale. 

CONTEST: 

(a)   Trimmers  are  eligible  to  enter  in  any  class  without  restrictions,  except  that  no  trimmer  can  enter  a  class  in  a  city  of  lesa 

population    than    that    stipulated. 
(I))    Any  number  of  photographs  can  be  submitted,  but  one  view  only  is  necessary  to  enter  competition  in  any  class. 
(«■)    1'hotographs  must  be  of  this  year's  work,  since  August  1st,    1912,  and   must   not  have  been  submitted  in  any  other  contest, 
(d)    All   photographs  to  be  forwarded  to  the   secretary   by   August  1st,  1913.     Pictures  will  be  returned  to  contestants  after  the 

Convention,  if  requested. 
'.i- 1    Contestants  must  give  detailed  description  of  windows,  color   scheme   and    general    plan,   cost,    etc.,   marked    on    back    with 

name  and  address,  and  whether  for  Annual  Contest.     Class    number  must  also  be  designated. 
(f)    All   windows  to   be  judged  under  numbers,  any   identifying   marks    must    be    removed. 


C.  W.  T.  A.  Cardwriting  Contest 


CLASS  1— FANCY  WINDOW  CARDS   (General). 
First  Prize— C.W.T.A.  Gold  Medal. 
Second  Prize — C.W.T.A.  Silver  Medal. 
CLASS  2— AIRBRUSH  CARDS. 

First  Prize Cash  $5.00 

Second  Prize      ...      -      Cash  $3.00 

CLASS  3— ORIGINAL  HOLIDAY  CARDS 

(Christmas,  Easter,  Thanksgiving). 

First  Prize Cash  $5.00 

Second  Prize      ....       Cash  $3.00 

Third  Prize       ....       Cash  $2.00 

CLASS  4— PLAIN  SALE  CARDS  (General). 

First  Prize Cash  $3.00 


Second  Prize       ....     Cash  $2.00 
Third  Prize Cash  $1.00 

CLASS  5— ALL  PEN  LETTERED  CARDS. 

First  Prize Cash  $3.00 

Second  Prize       ....     Cash  $2.00 

Third  Prize Cash  $1.00 

CLASS  6— PEN  LETTERED  PRICE  TICKETS. 
(In  groups  of  six) 

First  Prize Cash  $2.00 

Second  Prize       ....     Cash  $1.00 

CLASS  7— AIR  BRUSH  PRICE  TICKETS. 

First  Prize Cash  $2.00 

Second  Prize       ....     Cash  $1.00 


TERMS  OF  CONTEST: 

(a)  Cards  entered  must  be  first  nsed  in  merchandise  displays. 

(b)  Not  more  than  two  cards  to  be  entered  in  class  2,  and  4.    Not    more   than    three   cards    to   be   entered   in   class   3,   and    not* 
more  than  six  cards  in  classes  1,  5,  6,  and  7. 

(<■>   No  air  brush  cards  to  be  entered  in  any  class  except  2  and    7. 

(d)  No   contestant  can   enter  more   than  three  classes. 

(e)  All  cards  must  be  of  uniform  size.     None  larger  than  half   and    none   smaller  than    1-16   of   regulation   sheet   22in.x28in. 

(f)  No  card  to  be  entered  in  more  than   one  class. 

(g)  Each  card   must  bear  the  number  of  class   in   which   it   is   to  be  entered,  but  not  the  contestant's  name  and  must  be  sent 
not  later  than  August  1st,  1913. 

C.  W.  T.  A.   Advertising  Contest 

CLASS  1— GOOD  ADVERTISING. 
First  Prize  -  -      C.W.T.A.  Gold  Medal  Second  Prize  -  C.W.T.A.  Silver  Medal 

Awarded   for  the  best  all-round  advertising,  including  general   publicity  opening  and  sale  announcements. 

TERMS    OF    CONTEST:— 

(a)  Announcements    must      have   appeared    this    year. 

(b)  All  copy  must  be  original. 

(c)    Not   more   than   six  examples  to  be  entered   in  contest.  (d)   All  ads.  to  be  judged  on  points:   1 — Editorial  and  descrip- 

tive  text;    2 — Layout;    3 — Typographical  effect;    4 — Originality   of  ideas. 

Contestants  must  be  members  of  the  C.W.T.A.  and  staff  employees  in  Canadian  stores. 
Contests  close  August  1st,  1913.     The  award  committee  decisions  to  be  final. 
All  photographs,  show  cards  and  advertisements  to  be  available  for  publication  in  Dry  Goods  Review. 

Canadian  Window  Trimmers'  Association 


143  University  Ave. 


Toronto 
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ENERGETIC  CLERKS 


who  are  willing  to  work  after  hours  can  add  substantially  to  their  salary 
by  joining-  the  MacLean  Circulation  Organization,  the  largest  and  most 
efficient  in  America. 

There  are  already  over  400  circulation  salesmen  getting  sub- 
scriptions for  MacLean's  Magazine,  but  there  is  scope  for  more.  If  you 
will  take  up  the  work  in  your  district  you  will  find  it  will  pay  you  well. 

Get   started   now— Don't  wait. 


WRITE  FOR  PARTICULARS  TO 


MacLean  Publishing  Co.,  udmS  Ave.,  Toronto,  Can. 


TWO  CENTS  PER  WORD 

You  can  talk  across  the  continent  for  two  cents  per  word  with  a  WANT  AD.  in  this  paper. 


Condensed  Advertisements 


MISCELLANEOUS 


IONGLISH  FIRM  OF  MANUFACTURERS  OF 
Hair,  Hair  Goods,  Hair  Nets,  as  used  by  high- 
class  hair-dressers  and  stores,  desire  to  ar- 
range a  Canadian  agency  on  commission  with 
established  sound  house  who  has  a  good  con- 
nection in  the  trade  for  Toronto.  Montreal 
and  district.  Arrangements  for  stock  to  be 
kept  in   Canada  would   be   made.     For  further 


particulars,    write    to   Box   97,    Dry    Goods    Re- 
view,   88.  Fleet    Street,    London,    England. 


TURNER'S  NATURAL  COTTON  BOLLS  FOR 
decorations  and  souvenirs  are  unexcelled! 
Write  for  booklet  and  reduced  prices.  Samples 
postpaid,  dozen,  40c;  half  dozen,  20c;  2  for 
10c.  James  IT.  Turner.  The  Cotton  Boll  Man, 
Carrollton,   Georgia,   U.S.A. 


FRESH,  CLEAN,  STOCK  OF  SHOES  AND 
Men's  Clothing  and  Furnishings  in  growing 
village  of  Courtright  on  St.  Clair  River. 
Write  J.  T.  Locke,  The  Ark,  Corunna,  Ont, 
for    information. 


OPPORTUNITY  IS  NOW  OFFERED  TO 
purchase  the  stock  and  goodwill  of  G.  L. 
MacKay,  Limited,  ladies'  costumers,  Regina. 
Excellent  stand,  and  one  of  the  best  equipped 
stores  in  the  West.  Good  lease  and  reason- 
able rent.  Apply  to  G.  L.  MacKay,  Ltd., 
495    Yonge    St.,    Toronto. 


ORDERS  WANTED 


WANTED— ORDERS  FOR  FINEST  HAND 
made  Irish  Crochet  Laces,  Insertions,  Picot- 
edges,  Beadings,  Motifs,  Collars,  Yokes, 
D'Oyles,  etc.  M.  Hughes,  Scotch  Street  Bridge, 
Armagh,  Ireland. 


Arlington  Co.,  of  Canada,  Ltd 61 

Art  Tailoring  Co 46 

Berlin   Suspender  Co 61 

Burritt,   A.,   &   Co 73 

Burnley,  Thos.  &  Sons,  Ltd 73 

Canadian   Converters    57 

Clatworthy  &  Son,  Ltd 73 

Canadian  Suspender  Mfg.  Co 75 


ADVERTISING  INDEX 

Crescent  Mfg.  Co 75 

Craftana 61 

Crown  Tailoring  Co 91 

Deacon  Shirt  Co 75 

Dominion  Suspender  Co 77 

Jackson  Mfg.  Co 77 

Kingston   Hosiery   Co 77 

Parsons  &  Parsons  Canadian  Co.  .  79 
90 


Peninans,   Ltd 59 

Porter,  S.  E.,  &  Co 81 

Pim  Bros 79 

Turnbull,  C,  Co 80,  81,  83 

Tooke  Bros 92 

Van  Allen  Co 81 

Wreyf ord  &  Co 79 
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The  Crown  Tailoring 

Agency    is  yours 

for  the  asking 


There  will  be  one  Crown  Tailoring  Agency  in  every  city  and  town 
in  Canada.  Is  there  one  in  yours0?  We  want  a  live  clothing  mer- 
chant in  your  town  to  handle  our  proposition  if  we  have  not  al- 
ready secured  one. 

We  supply  our  agents  with  a  complete  outfit  which  will  enable 
them  to  cater  to  the  trade  they  cannot  suit  with  ready-to-wear 
clothing. 

Send  to-day  for  the  outfit  and  start 
in  to  get  the  trade  of  the  made- 
to-measure  man— NO  EXTRA  EXPENSE 

The  above  cut  is  a  reproduction  of  our  fine  new  building  which 
is  devoted  to  the  special  measure  tailoring  of  Crown  garments. 
With  the  Crown  Tailoring  agency  you  are  under  no  added  expense 
and  can  guarantee  your  customers  perfect  satisfaction.  You  can 
build  up  a  handsome  and  profitable  business  in  your  town. 

Send  a  postal  to-day 

The  Crown  Tailoring  Co.,  Limited 

38-40  Adelaide  St.  West,  Toronto 
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This  Is  the  Newest 


Collar 


The  MELVILLE  promises  to  be  very 
popular  this  Spring  and  Summer.  It 
gives  the  effect  of  a  rather  high  collar, 
yet  is  exceptionally  comfortable  on  account 
of  the   low   inside   band. 

Watch  for  our  new  styles  in  Madras 
Collars,  ready  about  June  15th. 

TOOKE  BROS.  LIMITED 

Manufacturers  of  Shirts,  Collars  and  Neckwear 
and  Importers  of  Men's  Furnishings. 

Toronto  Warehouse,  58  Wellington  St.  W.      Winnipeg  Warehouse,  91  Albert  St. 


92 


DRY    GOODS    REVIEW 


Tal^e  Advantage  of 
Our  Enquiry  Department 


WHEN  you  become  a  subscriber  to 
"The  Review"  this  is  part  of  the 
service  you  buy. 

Every  day  "The  Review"  receives  let- 
ters from  subscribers  stating  that  they 
want  to  secure  certain  goods  but  do  not 
know  where  they  can  be  procured. 

We  have  facilities  for  procuring  infor- 
mation about  new  goods,  novelty  lines, 
etc.,  and  our  Information  Bureau  is  at 
your  service  at  all  times. 

We  are  glad  to  be  of  any  possible  service 
to  our  readers,  and  requests  for  informa- 
tion are  most  welcome. 

Cut  out  coupon  below  and  use  it  when 
you  would  like  us  to  give  you  infor- 
mation. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


DRY    GOODS    REVIEW 


The  Special 
Fall  Number 


of  Canada's  necessary  dry  goods  paper 
will    be    issued    first    week    in    July. 

It  will  undoubtedly  be  the  finest  and 
most  useful  number  we  have  yet  sent 
to  the  trade. 

We  would  advise  early  reservation  of 
space  if  good  position  is  desired  in 
this  big  issue.  Every  buyer  worth- 
while from  Coast  to  Coast  will  get  a 
copy. 

Forms  close  June  25th.  Early  forms 
go   to   press   on   the    16th. 


